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Debbie: Hello Pete. Are you there?
Pete: I am.
Debbie: Alright, so I’ve already turned off the entry and exit chimes, started the recording. Do we want to go ahead
for a minute and mute the line just to get us going in case you want to kick us off?
Pete: I think that would be a great idea.
Debbie: Okay. So guys, we’re going to just mute you. And Pete, when you want to unmute them, you can do *5.
And let me go ahead and do that now.
Pete: Okay.
Debbie: Okay, for some reason it’s not letting me do that. Let me try again. Alright, there we go. Okay guys, so
we will open the line back up, but of course it’s a little bit noisy. So just remember, you can do *6 anytime you
need to, and that’s going to open your line up, and you just say “Hey Debbie”, “Hey Pete”. And then *6 will mute
you again. That way we can keep the background noise at a minimum, so you guys can hear the great topics. But
we definitely want you to unmute yourself, because we want to hear from you. We can open up the line at will, but
we just want to make sure you know – *6, that unmutes your line. Okay, so Pete, I just want to make sure you’re
not muted too, and I’m going to let you run with it.
Pete: I’m not muted.
Debbie: Okay, cool. And I’m only going to be able to stay on for a half hour, Pete. So, I know a lot of their
questions are about sly broadcasting, texting, I know you’ve been getting some questions coming in from them. So
I’ll let you start us off and get going.
Pete: Great, and I just want to make sure you did say that you started the recording.
Debbie: I did.
Pete: Okay, perfect. Alright, welcome everyone to this week’s Mastermind, our Q&A call. As Debbie already
stated, we’re really excited about this. In fact, this week Debbie and I got the first newsletter all finished off. In fact
this morning I was there at the office with Taylor and we got that set up and off to the printer, so you guys can be
expecting that. We’ve got just phenomenal information in this very first issue of the newsletter. In fact, really one
of the things that I broke down for you guys is what I call the Instant Client Goldmine Strategy, and just kind of
broke it out in a step-by-step, very detailed on what you want to do to implement to just bring in, like it says, instant
clients. Just do this and get some clients. And Debbie, I know you’ve got a great piece in there on the luxury
market.
Debbie: Oh yeah, I’ve got to tell them about that though if I may, Pete. I know you’re going to get this in the mail
and it’s this nice matte, kind of like a magazine, and it’s got a thumb drive in it for your computer, or whatever you
call it, Pete. But anyhow, you’re going to go, “I’m going to read this”, and then you might not make the time. So
please make the time. A lot goes into the thought, and this is not repurposed content; this is all very fresh stuff.
Some of our great agents like Ernie Carswell, Boris Kholodov, Lorie Bartron, Pat Marquis in Aspen – these are
really mega, mega luxury agents, and we were discussing how they get their listings sold. So, not just what they
present at the table to get the listing, but what really gets listing sold.
So whether you sell luxury or not, I know you’re going to love this interview that we did. It was actually about an
hour-long conference call, so lots of content. And the things that I took away from it, guys, is we do all the great
things we do to market a property, and ultimately if it doesn’t sell we’re going to have to go back and get that price
adjustment. But they shared so many of the things that they do, which are strategies. And these are producers doing
anywhere from, goodness, I’d say on the low end of the spectrum could potentially be 60 million up to 250 million
in volume each. So you want to read that. And then, Pete, I think we have you tell them on the thumb drive thing
we’ve got the interview Taylor went and did the podcast with Andrew Soss, right?
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Pete: Correct, yup.
Debbie: And guys, so what that one is all about – you’re going to love it – if you were at my event, we interviewed
Andrew because he’s such a master at… I almost used the word “manipulating” online reviews, but that probably
doesn’t sound good. But he’s really good at the placement of them, how to get his clients to say the right words that
really make that review pop, how many do you need on Yelp, how many on Zillow. He is a genius at this, and uses
it in his own business.
So, if you want to check him out and just go to his website and take a look at his reviews and things that he has there
– it’s Andrew Soss. And you’ll find him online, I think at Benchmark Financial. He just changed companies. But
you want to listen to that interview, because these are very practical things that you guys can and should do right
now. I mean they don’t cost you a thing, and they are valuable, and he tells you how to leverage them effectively.
So please, please don’t miss that. Then we’ve got a great interview with one of our coaches how to stay relevant.
So lots of cool stuff, Pete. I think just those pieces alone, I guess you might say are worth the price of admission.
Pete: Yeah, it’s really, really good stuff. And the cool thing, guys, is you can take this information and you can just
decide right now, “I’m going to be an implementer.” One of the lines that I like to use a lot… In fact, I was being
interviewed one time I think it was for either a podcast or a radio show, and I said…
Oh yeah, this person, what I like about them most is they move at the speed of instruction.
And that line really stuck out to the interviewer. But I love that concept of moving at the speed of instruction. And
that’s one of the things that I can say about my own personal business that’s made me different than everyone else,
is when someone gives me a good idea, I Implement it. I don’t just say…
Oh, that’s a really great idea, somebody should do that. Maybe I’ll have someone on my team do it.
I find a way to get that thing done and implemented. And that’s what we want you guys to do with these ideas that
we’re sharing with you, is move at the speed of instruction, take these ideas, and go ahead and implement them.
So, here’s what we’re going to do on today’s call. We’ve got Debbie for about another 22 minutes, so if you have a
question specifically for Debbie, we want you to go ahead and ask that now. I’ve got a bunch of questions that were
emailed in that I will address, but I want to make sure that we address any questions that you might have for Debbie.
So in order to unmute their line, it’s *6 – is that correct, Debbie?
Debbie: That’s correct. So guys, if you want to hit *6 and just shout out, then and I’ll be listening for you and I will
answer. So you can go ahead and do that now. While they’re thinking about their… Oh, go ahead, someone there
has a question.
Joe: Debbie, Joe Capone.
Debbie: Hey Joe. Go right ahead.
Joe: Quick question. Andrew Soss’ interview, where do you listen to it? Do you send us a link to it?
Debbie: Pete, you go ahead and tell Joe what he’s going to get from us.
Pete: So you’re going to get a USB, sometimes they’re called a thumb drive. It’s just a little USB drive in the shape
of a key. You’re going to get that with your newsletter, you’ll pop that into your computer. And this one’s going to
have several different audio files, a couple of different video files on it. So make sure that the first thing you listen
to is that interview with Andrew Soss – that will be on the thumb drive. You’ll be able to, if you know how to do it,
you can download the stuff off of the thumb drive. That’s what some people do, and they put it over on their phone.
I don’t exactly know how they do that; I think it’s done with iTunes or something like that. But you’ll have it on the
thumb drive.
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Joe: Thanks.
Pete: Yup, no problem.
Debbie: And I actually would suggest, Joe, that you sit at the computer. I often do things like this early morning –
grab a cup of coffee, pop that in, have a yellow scratch pad and just be going through and making notes to myself.
Listening to it in the car is fine, but I think you’re going to want to choose your action steps and action items and
mark it, so you can go back and take advantage of it. Right, Pete? So that way they actually get something done.
Pete: Yeah, absolutely.
Joe: Thanks.
Pete: No problem. And I think I’ll just throw this out there to everybody – some cars nowadays have a USB plugs
on them. I don’t even know what to say, like on the radio and stuff. And so, I believe what you can also do, and
part of the reason why we link to this key shaped USB drive is, if your car is equipped with that, you can actually
just plug the thumb drive right into your car, and should be able to listen to the audios as well while you’re driving
around. So, that’s good.
Debbie: Well, the nice thing about that is they drive around a lot, many of them, so they could listen to it once in the
car, and then kind of note your big key areas of interest and then go back to those if you needed to be sitting at your
desk. And so, Pete, questions that came in to me this week, and I’m going to just sort of sum it up into an answer, I
guess I would say…
I love it, I love all these great ideas. I’m just so busy and I don’t have enough administrative help and I just
want to get this stuff done, but I never get it done.
And so, guys, I’m going to say as the tough love coach here – you’ve got to get some of this stuff done. And the
reason I say that is because many of you, like Don and I, you’ve been in the business for a very long time, and we’re
so used to doing what we do, but if we don’t make changes, if we don’t stay relevant, we’ll become dinosaurs. And
we don’t want that to happen; that’s the point of this group.
And I think if you could look at it this way, if you guys could see it, I’ve got a three-tier stacking tray on my desk,
and I just happen to like a real tray. For you it might be electronic, where, this is the project I must get done by this
week; this is the projects I want to get done this month; and these are the projects that I just don’t have time for.
They are important, I want to come back and revisit them.
So, Pete watches me work through this process. We were just going over it today, where I’m like a bulldog. One of
my clients says “a bulldog on a porkchop”. It’s Friday – I’ve got to get done what I’m supposed to get done this
week. And I just try to make sure that I budget a little bit of time each week to shut the phone off, to shut the door.
Maybe for you guys it’s working at home in the morning with a cup of coffee, and just tackle one thing. So you
pick your thing that’s most important that we’re sending you, and then create a file or folder, a bookcase where you
put these magazines, the Inner Circle, and you can always come back to them. See, I take stuff like that when I’m
on an airplane or I’m going to be sitting waiting somewhere – throw them in my bag and just go comb back through
and harvest new ideas. So, big questions coming about implementation, Pete, and I think you pick your thing per
week. So this week it might be…
I want to get my texting platform up and running.
Next week it might be…
I want to get my sly broadcasting up and running and I want to listen to that interview with Andrew.
Then the week after that…
I’m going to take a couple of actions from that interview with Andrew.
www.EliteAgentsOnline.com
Copyright © MMXVIII by Debbie De Grote And Pete Mitchell. All Rights Reserved.

April 20th, 2018 Transcript - Page 4

So, kind of like they say, “How do you eat an elephant? One bite at a time.”
Pete: Yup.
Debbie: And Pete, they’re certainly willing or able, if they’d like, to bring their assistant in and share. Say…
Okay, you’re going to run with this for me. Watch this video on how to set up the sly broadcasting. Jump
on the marketing call with me on the Friday calls to pick up some tidbits.
So they’re more than welcome to do that.
Pete: Yeah, and in fact let me go ahead. I’m going to take a couple of the questions that we had regarding the
texting and the sly broadcasting system. And again, guys, if you have a question especially for Debbie, go ahead
and just chime right in and ask that questioned by hitting *6 to unmute your line. And also, one of the things that
Debbie and I talked about – next month what we’re going to do for the very first Q&A call, which is going to be, I
believe it’s May 4 – we are going to do it probably as a webinar, so that way I can actually show you my screen and
we can handle some of the things that’ll be better for you guys to actually see, such as Facebook ads, which we had
a lot of questions on, the texting, the sly broadcasting system. And I’ll just be able to walk you guys through it right
there on the screen. So we’ll do that as a webinar on May 4 for our next Q&A call. But one of the questions that
was emailed in to us…
When you use the texting system, what number does it show from and how does it merge their name in?
So, one of the things that you’re going to do – again, when you sign up for SMS Conversations – that’s the name of
the platform – you’re going to get an email with all of your information and the information to set up your specific
system in SMS Conversations. And one of the things that we have you do, and we do have all this in videos, is
setting up your, what’s called Twilio account. So Twilio is the phone carrier; think of them as Verizon, if you will.
And what you’re going to do… And again, all this is in videos and we walk you through all of this – you are going
to be able to purchase a local phone number, and that’s the key right there – you want it to be local.
So for instance, here in Southern California we’ve literally got so many area codes, it’s not even funny. I ________
new one the other day, Debbie, and I didn’t even realize we had a new one. I thought it was another part of the
country, but it was right here local. But you can pick your phone number. So if you need a 714 or a 562 or a 949 or
an 805, whatever it is – you pick your local phone number. And that is going to be the phone number that all the
texts are going to be sent out from. So on the texting platform the way that the laws are written and how the texting
systems work – it’s not like we can assign your own personal phone number to the texts that are sent out. It’s going
to have to be one of these numbers. And so what we have you do is if someone were to dial that number.. You’ve
sent them a text…
Hey, I just want to check in with you, see if you’re still needing help selling your home.
Whatever it is. If someone replies to you, it’s going to come right into your SMS Conversations system. You can
reply right back to them from the system. If someone calls it, what we have you do is you’re going to set up that
number so it automatically redirects to your regular phone number. So I was working with someone earlier this
week, and I’m like…
The way you’ve got it set up right now, here’s what’s going to happen: If someone calls that number, it’s
going to ring your cellphone. And they’re not going to even know that’s what’s happening, but that’s
what’s happening.
And he was like…
That’s perfect. That’s what I want it to do.
I’m like…
www.EliteAgentsOnline.com
Copyright © MMXVIII by Debbie De Grote And Pete Mitchell. All Rights Reserved.

April 20th, 2018 Transcript - Page 5

Great, that’s exactly what it’s going to do.
So, if people call your number, it is going to ring your phone; if they reply to the text, it’s going to come into the
system and you get an email notification, “This person right here just texted you”, and you’ll be able to continue
your conversation right there with them. So it’s going to be your own phone number that you’re going to have for
the system.
Another question we got regarding the texting system…
Can you attach a link for video?
Yeah, literally as you’re typing in your text on SMS Conversations, you’d paste in the link to whatever video you
wanted to send to someone. How does it pick up the name of the client? Okay, so when you do the upload of your
list, which is going to be the easiest way to get your database into the system, you’re going to create what’s called a
CSV file – you usually do that in Excel, it’s how most people do it. And you’re going to have their phone number,
their first name, and their last name. Those are the three fields that you’re going to have for everybody, and you’ll
upload it into the system.
So when you’re doing your group text and you’re sending it out to your database or a segment of your database,
there’s what’s called a “short code”, and I believe it’s like bracket, first-name, end of bracket. And when you put
that into your text message, it’s going to automatically take their first name in that scenario and it’s going to put it in
there. That’s what a short code is. So just think of it as a mail merge for texting. Again, all that’s in video, all of
it’s right there in the system, and you’ll be able to see it. But again, on May 4 if you’ve got questions, if you want
us to specifically do it on the screen with you, I can show that to you right there on the screen. So those were the
key questions.
Debbie: And Pete?
Pete: Yeah.
Debbie: Okay, so you know me – I’m the queen of delegation. So I grab something like that and I want to
implement it to the max immediately, but of course I don’t do it myself. So, would it be fair to say though that it is
simple enough that if any of them have a junior high, high school or a college student at home or in their world, they
could sit down in half an hour and have it up and running?
Pete: Yes. Yeah, I would say a half hour you’ll have the whole thing up and running, and literally once it’s set up,
you’ll never touch any of that stuff again. I even hate the fact that I’ve got to say the name “Twilio”, because you’re
never going to touch that thing again. But you’ve got to get it set up. But yeah, in a half hour the whole thing will
be set up and after that, if you can text from your phone, you’ll be able to text in the system. That’s how easy it is.
Debbie: Yeah, and what’s great about it, and this is how this all came about is, we used it, of course, for my
business after you built it for me, and so I’m encouraging clients to go out there and they’re trying to find systems to
do it, and they’re either super expensive or super basic. And then it just comes up as this weird-looking, strange
group text with a strange phone number. And that’s what I love about this because, if they choose… Guys, if you
remember I wrote messages for you. You don’t have to use my messages; use your own. But just to make it easy,
and they’re super casual and friendly…
Hey, I was thinking about you. Is it time for a real estate check-up? Do you have some questions? Text
me back, give me a call.
Just super casual, but now it’s going to say, “Hey Pete”, and it comes up with a local number. Now, I know how
they think, Pete, because I am them. (Laughing.) I know when I did this and I’m like, “Oh, but it’s not really my
cellphone.” Well, but it doesn’t matter, because it’s going to ring over to the cellphone and they’re seeing it as a
local number. And of course many of you guys have more than one phone number anyhow; some of you carry two
cellphones, like the cowboy with the six-gun on each hip, whatever. So yeah, it’s perfect. It’s actually pretty
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flawless. I know we use it; you guys all got a text on it right before this call.
Pete: Yeah, yeah. And we’ve been using this system for the last couple of years, and working out a lot of bugs. In
fact I was just talking with my programmer earlier today, and we’re having some new features built out into the
system, specifically with the sly broadcasting. So it’s something that we’re going to continually be adding to and
making it better. The only thing for me is I just don’t want to make it more complicated. So every time I talk to my
programmer I tell him we’ve got to always be thinking simple, like what’s the simplest way we can make this? And
that doesn’t mean we always achieve it, but we definitely are striving for that, so that way it’s not a burden, it’s not a
hurdle. It becomes just a benefit and you’re able to use it to get more business, which is the whole name of the
game.
In fact one of the things that we got emailed on asking about is, can we text images? And so I’m talking with the
programmer right now, can we add images to the system? And I know that it’s possible for us to add it; however, is
it possible for us to add it in such a way that it’s really simple? That’s the hurdle that we’re trying to get over, so
that way you guys when you’re using it you’re not freaked out, going, “Oh no, what is this?” or, “I did this wrong”
or whatever. We want the whole thing to be simple. So we’re working on the image part. It can be added; we’re
just trying to make sure that it’s very simple and that way you can use it that way.
Debbie: But keep your questions coming, guys. Your questions and suggestions – that is the point of the Inner
Circle, that it is a marketing mastermind. And when I read things in a book or I see an article or one of you talk
about something, one of the things I do is I go directly to Pete and say…
What about this? Is it a good idea? How do we do it? Is it worth it?
And that’s the kind of thing we definitely want to foster here. Now Pete, I want to share with them something from
a business generation side with this texting. So guys, I’ve got to do a “be honest” here, and Pete knows this. Pete
always jokes about how he is not a cold caller, that he was just never going to do it, not about it. And I was. I
prospected five hours a day, cold called anybody, called everybody, called every stranger in the book. I did all of
that, and so therefore I guess I felt like I had success with that. So maybe that’s how it just has to be – you just have
to suck it up, and that’s life.
Well, guess what? I know that those eye-to-eye and ear-to-ear connections will always be the most valuable, but
when it comes to reaching a group quickly, whether it’s a group of strangers, a group of people you know… When I
say “strangers”, they’re not your AAA past clients. I am actually quite shocked how effective the texting is. So
please don’t ever go away from this thinking that I’m saying I don’t want you making at least your five great eye-toeye or ear-to-ear conversations a day, or that I don’t think you should go out and network, or I don’t think you
should farm or hold open house, just sit in a room and text. I don’t mean that. But I think the beauty of the texting
is that people respond.
To give you guys an example, this week… And you probably didn’t get it. If you’re not in private coaching, you’re
just in the Inner Circle program you may have, but we sent out a text…
Would you like a spring checkup? Would you like to speak to a coach where you’re at with your business?
So they’re not actively in private coaching. I thought I’ll try it. And Pete, Tay is not here to advise today, but I
think we had something like within 10 minutes 35 requests. And out of those 35 requests we’ve probably already
brought seven or eight people into coaching. And that’s something, guys, that took a minute. Now then I have to
wonder how many calls would we have had to make, how many dialers would I have had to have to get that many
conversations going to get 35 requests to turn into six or seven or whatever it was new members. It’s mind-boggling
how effective that texting can be.
So, that would be one of the things, guys, that I would put on my wish list for all of you, to get that in action and
offer that spring checkup or that annual real estate review to your database, or whatever you think will create that
spark. Pete, remember at the event you said, text out to your buyers, “I’ve got a great property” or, “Are you still
ready to buy?” Text to your sellers, “Are you ready to sell the house?” or, “Are you interested in selling your
house?” It doesn’t have to be anything much more fancy than that.
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Pete: Yeah, absolutely. Absolutely. Alright, we’ve got a bunch more questions that I’m going to start going
through here. Again, let me just open this up real quick, because I know we’ve only got you for about three
minutes, Debbie. If you’ve got a question specifically for Debbie, go ahead and unmute your line – *6 right now,
get your question in because you’ve got now two minutes to ask her.
Nancy: Hi Debbie, this is Nancy.
Debbie: Hi Nancy.
Nancy: I have a question. Are you familiar with these data analytics? I just subscribed to one and they give you
leads of people that are highly likely to sell, and I’m wondering…
Debbie: Is it SmartZip?
Nancy: Yes, SmartZip, and another one was Offrs.
Debbie: Yeah. I coach Smart Zip, so I’m very familiar. So here’s the thing, guys, I want to say about it. I coach
them, I’m not a salesperson for them. So I want to make that very clear, because just because I coach them I don’t
want you guys to all go, “Oh, I should go on and buy it because Debbie coaches them.” The reason they brought me
to the table to coach them is they have these great analytics, but they didn’t understand the real estate mind. So I
help their team understand what are the needs of a real estate agent and how to talk with you better about it.
So, here’s the thing I would say about data analytics. You guys have all had this happen. Well, I’ll give you a
perfect example. Don and I have this hallway, where we wanted a simple thing – a rack with coat hooks on it. So
we go online to this one website and you look at rack with coat hooks, and you look at a couple. We didn’t buy
anything, but suddenly now I’m getting all these ads for coat hooks. It’s a profiling.
If I went to Neiman Marcus, which I’m not going to do by the way, Pete, and bought Pete this fabulous expensive
gift, and maybe it’s the only time I’ve ever gone to Neiman Marcus, but because I bought a certain price point, I
may for the next couple of months get an expensive catalog because they profiled me. So that’s really what the data
analytics do. I might never ever go to Neiman Marcus ever again, but it profiled me because I fit a pattern, an
algorithm that might make me more likely to be a prospect.
So I think the thing you guys need to know so you’ll use it properly and you won’t be disappointed – analytics like
that are predictors, they’re not lead generation methods. So, it’s not that they’re saying…
Okay, these people that we have profiled as your top 20% most like to move, are going to move.
Or these are hot leads. It is not that. They’re saying…
Okay, so if you’re in San Francisco and you’re in the age bracket of 28 to 35 years old, and you own a
condo or a townhome, there is a huge likelihood, 36%, that within the next two years you’re going to move
into a single-family house away from the downtown.
But see, they can figure that out. So then they’re saying why would you market to a group over here who doesn’t
move except every 15 years, if inside of your geographic area there’s this group that’s more likely to move more
often? But then from there, guys, if you buy that kind of product, my advice to you would be, really get to know
your account executive, make sure you understand all the bells and whistles so you can use it fully.
Now Nancy, here’s where I see people get very frustrated with that product and not like it. When you’re on your
Dashboard and what shows up there is the people who went onto the system and checked their value – now they’re
on your Dashboard. Okay, I mailed them something and they didn’t list their property. Yeah, but that’s not the
secret. The secret is you email them right away…
I see you went on the Dashboard and checked your value. Did you get what you need? You home is very
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unique. I’d be happy to do a custom evaluation. Let me know if that would be helpful.
Then you take one or two times a week and you go out on those, which are few, and you knock on their door…
You got this post card, you checked your value. I was in the area. Do you need a more accurate
evaluation?
So Pete, it’s what you always say – the magic is going to come in the follow-up with those people that are on the
Dashboard.
Pete: Yeah.
Debbie: So, does that make sense, Nancy?
Nancy: I kind of got lost when you were saying that… Because I just joined and I’m not familiar with the
Dashboard. You said you email them right away. Would they come up on my Dashboard, and then I email them
right away?
Debbie: Yes. And so what you’re going to want to do, because this is the key portion right here, is you’re going to
want to make sure you know how that function works, how to see it, how to access it, because I don’t sell the
product so I can’t tell you. I just know that it comes up on the Dashboard because their team said to me, “Well, then
what should the agents do?” And I said they email right away, and then they get over there and they need to knock
on that door, because now that’s actually in your geographic farm. So yes, Nancy, you’ll be able to see that very
clearly.
Nancy: Okay, thank you. I greatly appreciate it.
Debbie: You’re welcome.
Joe: Debbie, it’s Joe. Are you still coaching them?
Debbie: I am.
Joe: Okay.
Debbie: For like five years, because they always get new staff, and those new staff say, “Help us understand real
estate agents.” (Laughing.) Yes, and then my coaches cycle through. There is a Wednesday morning call that they
hire us to do to give tips and advice and be from the street perspective. So, yes.
Joe: Thanks.
Debbie: Pete, back to you.
Pete: Alrighty.
Debbie: Anybody else before I go though real quick, and then I have to jump off and finish our big project here for
their… Actually, Pete, we won’t tell them what it is; it’ll be a surprise. But I have to finish our big project for their
next module after the targeted Facebook.
Pete: Yeah.
Debbie: Anybody else have a question? Okay, I’m going to turn you over to Pete, the marketing machine. And
Pete, when you’re done you just hit *9 to end the recording.
Pete: Aright, I’ll make that note right now, *9.
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Debbie: Alright, thanks. And it does capture it either way, I think though too.
Pete: Okay, great.
Debbie: Okay. Thanks, guys. Bye bye!
Pete: Alrighty, another question we got emailed in – this was regarding Facebook ads. This is just a really, really
good question. So they were wanting to know… They’ve got a listing that’s relatively close to a company, in this
particular case it’s SpaceX, and they want to know…
Is there a way that I can target employees of that company?
And this is a great concept, because I want you guys to think about this. If you’ve got a listing near a major
company like SpaceX… SpaceX is really big, but especially if you’re near like a Boeing or a John Deere or
something like that, a major company – a lot of times – not always, but a lot of times when you’re in the targeting
section on Facebook under what’s called the Ad Set, you can type in “SpaceX”, “Boeing”, “John Deere”, whatever
it might be, and a lot of times you’re going to see pages that come up or options that come up that say “Employer”.
So if you were to see Kmart or Sears comes up… Sears might actually be a good one with so many of them closing
down. You could target those employees, and you could send a message directly to them…
If you’re looking for a new home close to where you work at SpaceX, we’ve got the ideal home for you.
Or sometimes Facebook will have a problem when you start really targeting people like that in the message. So you
might just put “In the vicinity of SpaceX”, or just leave it as…
Get a brand new home close to where you work. This just came on the market. Open house on Saturday,
blah, blah, blah.
Whatever. You can do that. So you can target people based on their employer, if it’s a big enough employer and
Facebook has that in the system. Now for some companies… And I actually went in there to look up SpaceX, and
SpaceX didn’t come up. You can target people who are interested in pages like SpaceX. So you can pick that, and
then of course you would pick the zip code, or maybe a mileage around the city. I have no idea where SpaceX is. I
know it’s here in Southern California, but I don’t know the city of it. So that’s another way that you could target
people, is by picking the interest and then adding in the geographic area. And you should always be adding in the
geographic area; you don’t really want your ads showing up all over the country, or even the world. You just want
them right where you’re going to get your targeted people right there.
Let’s see here, another question I got. This was a really good one…
How many funnel leads need to be actively pursued in this process to get one of them to schedule a listing
appointment?
Basically the question is, “How many leads do I need in order to get an appointment?” They go on to say they took
another course, and they basically said a 17:1 ratio, basically every 17 leads you get, you get one appointment. And
I don’t look at things that way. And those you who’ve heard me talk before, you’ve heard me say this is one of the
principles I live by. I am not concerned so much about how many leads come in, I’m not concerned about my cost
per lead. I am concerned about what is my customer acquisition cost?
And what I mean by that is, let’s say I’m running a Facebook ad, and it’s costing me $30 to generate one lead off of
Facebook. So my lead cost is $30. And let’s say it takes me, I’m just going to say 30 leads, to do the math in my
head here somewhat easy. I need to get 30 of those leads to get one listing, or as I would put it, one commission. It
could be a listing, it could be a buyer, a seller, whatever. But it takes me 30 of them to get that one. And if I were to
make $5,000, that means that in order to generate that $5,000, it cost me $900. Now I’m sure if you thought about it
and I were to pose the question to you…
Would you spend $900 to make $5,000?
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Your answer would be “Yes”. In fact, I would do that all day long. So then you need to ask yourself…
What would I spend? Would I spend $1,500 to make $5,000?
In my case, I would be happy to spend $1,500 to make $5,000. Would I spend $2,000? I would. I would even
spend $2,500. Technically would I spend $3,000 to make $5,000? Of course I would, but it wouldn’t be my ideal.
So, you’ve got to figure out number one, what’s that number? What are you happily willing to spend to generate a
commission? And so I’m just going to use rough numbers here. I’m going to say I would spend $1,000 all day long
to make $5,000, even though I’d technically go much higher than that.
So we know that it’s costing me $900 on Facebook to generate $5,000. So the question then becomes, how many
times would I spend that $900? I would spend it quite literally as often as I could. If I could spend $900 a day, I’d
be spending $900 a day, knowing I’m making $5,000 every time I do that. Now of course, there’s a lag in real estate
in between when the lead comes in and when your commission check comes in. So you can’t start out at $900 a
day; it’s going to take you a little bit of time to work up to that. But that’s the mindset that I’ve got. So then we
go…
What if I did my post cards and I’m generating leads for $10 each?
Now you probably won’t on post cards generate them for $10 each, but it’s for the sake of us understanding this
here. And let’s say that out of every lead I generate with my post card advertisements, it takes me 100 of those leads
in order to generate one client. So it took me 30 leads on Facebook to generate one client, it takes me 100 leads on
post cards to generate one client. What’s the net effect? It costs me $1,000 to make the $5,000. So I’m still
basically right about the same – one that costs me $900, the other one costs me $1,000. I’m going to do them both.
So then the question becomes…
Should I pour more of my money into one of those or the other?
And I would say you want to be adding as many things to this as you can. So if we know that we’re still generating
clients at $1,000 each from post cards and we’re doing basically the same on Facebook, I’d be like…
How much do I need to spend on Google AdWords to generate a client?
And let’s say it’s $800 there. Great, I’m going to be pouring money into that. And then we go…
I’ve got this opportunity to advertise in some magazine that really makes sense.
And you start advertising there and you’re able to generate clients at let’s say $1,100. So you’re $100 over, but
you’re still making $5,000 – it’s okay. See, a well-rounded business isn’t about one magic bullet. And I know
that’s what everybody wants because every business client I’ve ever had has wanted to just have one magic bullet –
we do this one thing over here and we make all of our money. But it’s a very unstable business. We need to have
multiple streams of leads coming into our business, and know that each one of those streams is a profitable stream
for us.
So yes, it might take me 50 leads from this one over here, 17 from that source over there, 10 from that source over
there; but if they’re all profitable, I’m happy because at the end of the day I need to have a stable business. If you
get all of your business off of Facebook, then when Facebook changes their algorithm or they ban your account –
which by the way they do for literally no reason whatsoever. They make so many billions of dollars a month, they
just don’t care if they ban your account. It’s one of the most frustrating things with Facebook.
You have an unstable business if all of your leads are coming in from one source. Back in the day it used to be that
people would get all of their business in real estate from their newspaper ads. Well, today if you’re still doing that,
you’re hurting, because newspaper readership is down dramatically. So you want to have multiple stables, or
multiple avenues, if you will, of leads coming into your business. And as long as they’re profitable, that’s what
we’re after. And I don’t focus on, every 30 leads… I do only in the sense that I’m looking at the customer
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acquisition cost. That’s really what I’m focusing on. I spent $1,000 over here, I made $3,000; I made $5,000; I
made $10,000. Whatever it is. As long as I’m in my profitable zone, I’m happy with it and I’m going to add as
many things to that as I possibly can.
Another question, let’s see here. Okay, this is a good one…
Do you get your guides professionally printed or do you just use a regular Xerox printer? How do you bind
these guides?
So the guides – again, if you’re in the Inner Circle, you’re going to find we’ve got the “Downsizing”, the “First-time
Home Buyer”, the “Move Up” – we’ve got three guides right there for you. I print on demand. So if someone
reaches out to me and says they would like the guide on how to downsize the right way – then all I’m going to do is
I’m literally going to print. I’ve got a color printer in my office; it’s not anything fancy, just a little Brother printer.
I make sure that the cover is really nice, and of course you need to go through that guide and personalize it. So
we’ve highlighted everything in red that you need to insert – your name, your phone number. There’s a letter in
there on the first page – you need to put your picture on it. There’s a little silhouette. Take out the silhouette, put
your picture there. That’s just a placeholder.
And I just print it. And then I print a nice little cover – again, it’s on my color printer; nothing fancy. And then I
put them in a nice little report cover to make it look nice. So I’m not going to spend a ton of money. I don’t want to
spend a bunch of money printing things off professionally, and then I’ve got all this inventory sitting here at my
house or at my office. I want everything to be print-on-demand. And so, my binder that I use to send these off, the
report covers, it’s called a thermal binder. I picked one up for like $50 from Staples, and then I buy my thermal
binder report covers off of Amazon. I want to say it’s like, I don’t know, $15 for a packet of those. I don’t even
know what it costs or how many are in a packet. And that’s how I send it out. And so I’m just going to stick that in
the envelope and that’s how I send out the report. So I hope that helps with that question.
Joe: Are you taking questions?
Pete: Yes, absolutely.
Joe: So, it’s Joe. Joe Capone. So I have two questions. And remember that we, or I at least… Not you – you are
the wizard. So I’m the beginner. So I created a lead generation ad, and it’s going out. Let’s say I spent $150 or
$120. How long do you think I should expect to wait? And it gets hits. I see the hits, I see the analytics. It all
looks fine, but no leads. How long do you think should I wait for a lead to come in, if let’s say I have a timeline of
three weeks? Should I wait a week…
Pete: Are you talking about on Facebook, or post cards…
Joe: On Facebook, yeah.
Pete: Okay, so on Facebook I’m going to run an ad for a minimum of five days and a minimum of $50. So I’m
doing basically $10 a day over five days. If I haven’t generated a lead in that five days, my market’s not connecting
with my message, so I’m going to re-do it. So I spend five days and $50 to test out the message.
Joe: So, the next question I have is, I have a business page. On my business page my picture is there. Do you feel,
or do you see, a personal picture as a deterrent for people to create a lead, or it’s okay to have your personal picture
there?
Pete: No, I think it’s fine with a personal picture. I don’t think most people really look at that as much. And keep
in mind too that the more business-like you look, the less approachable you look. So there’s that mix. Facebook is
meant to be social. LinkedIn – you can be more business professional, and that’s the market for that. And if you’re
reaching out to either executives, CEOs, if you do commercial real estate, then I would say LinkedIn is going to be
the social media for you. But when we’re on Facebook, because it is such a social place, I would say the more
personal you look, the easier it’s going to be to get people to respond to you.
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Joe: So if that’s the case, why shouldn’t I have all my business done on my personal page?
Pete: Now when you say your personal page, is it still a Facebook page, or are you talking about your personal
profile?
Joe: No, personal page. The profile and the page where I created from that the business page, an extra page.
Pete: Yeah, you could, absolutely.
Joe: Okay.
Pete: The only reason why we really need a business page is that’s where we need to run ads. Facebook has
basically told us anything you post on your business page – almost no one’s going to see it. They want you to buy
ads. So, that’s what they’re basically forcing us to do, is to run ads. Now, unfortunately we can’t run an ad directly
from our personal page, but you can create a business page that’s called Pete Mitchell. In fact I show that in the
training videos. You can create a page called Pete Mitchell and run your ads through that. And it’s going to
actually probably get a slightly better response because it’s going to look like an individual is just putting something
out there. It’s not going to scream “advertisement” to people.
Joe: So you don’t have to have a personal page and out of the personal page create a business page? You can create
a business page individually independently.
Pete: Yeah. It’s just most of the time people confuse the personal page with their personal profile. That’s just the
only thing that we can run ads from, but as long as it’s a page, you can run ads from it.
Joe: Thank you.
Pete: Yup, no problem. Let me see here some other questions that I got. Let me come back to that one, because
that’s a tougher question. Okay, yeah, so this was a good one. This was a really good one. So one of the things that
I mention in the Facebook training is Facebook is constantly changing the backend. One of the recent changes that
they’ve made, and it’s pretty much at this point rolled out to everyone. It wasn’t for the longest time because they
roll things out in stages, but they have combined the Power Editor and the Ads Manager.
So what that means to you… We’ve just added to the training website a quick little video just emphasizing
everywhere where I tell you you’ve got to be in the Power Editor, as long as you’re at Business.Facebook.com, the
new Ads Manager has already combined in the Power Editor. So, it’s just one of those things. Facebook’s
constantly changing that stuff, but it’s going to make it a little bit easier on you. You don’t have to go looking for
the Power Editor; they’ve already combined it in there now with the Ads Manager, so you should be fine on that. So
if you don’t see the Power Editor, don’t worry about it; they’ve changed it. As long as you’re logging in to
Business.Facebook.com to create your ads, you’ll be fine.
And then another question was…
I can’t find where to create a Like campaign.
So I’m going to show you guys, and I did a quick little video for this agent and sent it over to him to show him
where to find the campaign to get Likes. But when we do our call on the 4th, and it’s going to be a web sharing call,
I’ll actually walk you guys through it so that way you can see it right there as well.
Let’s see here. Okay, this was a great question. So this person is like…
There are 10 cities that I want to hit in my area. Do I need to create 10 separate pages?
It’s a tough question to answer without looking specifically at this person’s business. I’m going to give you my gut
answer. My gut answer is no, I would not create 10 pages. Honestly to me that just sounds like way more work
than I would ever do. One of the things you’ll find out about me is I’m like, what is the quickest way to the money?
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That’s the way that I want. I don’t want to make my life more difficult; I want to make my life easier.
So, here in Southern California we’ve got so many zip codes, we’ve got so many cities. I live in Rossmoor, but it
uses the zip code for Los Alamitos. My office, which is in between Los Alamitos and Rossmoor, where I live, is
actually Seal Beach. Debbie’s office is in Costa Mesa, and I’ve probably got to drive through five other cities to get
to her office, which is 15 miles away. So, if I were targeting this area and I was like, “I’ve got to come up with 10
pages” – that would be overwhelming. One, I would feel depressed that I have to do that much work; two, it almost
doesn’t make that much sense.
So what you can do, and what I would recommend if I were in this area is, people in Orange County, they see
themselves as someone who lives in Orange County. If there is a larger geographic area where you don’t have to
pick their specific city… So instead of saying “I’m in Fountain Valley”, they could just say “I’m in Orange County”
or “This is the Orange County community page” – I would do it that way. I would take a bigger geographic area
and make that my business page, so I didn’t have to come up with 10 individual pages.
Now, having said that, I’m going to also back up here and say I would almost be a little bit concerned though if you
needed 10 different cities, because I would rather see you dominate one – thoroughly dominate that one – and then
add another city to it. And then once we’ve got that city dominated as well, now we add another city to it. To me
I’m almost afraid that when you’ve got 10 different cities, you might be spread too far thin to have any real impact.
And I want to dominate one specific area and then move on from it.
So even though I live here in Rossmoor, which… I do a lot of Every Door Direct Mail, and when I hit Rossmoor
before, I think I hit about 4,500 homes, maybe 4,800 homes. I mean that’s a pretty good size, right? Most real
estate geographic farms are anywhere from 500 to 1,000. So, 4,500 – that’s pretty big. There is no one in Rossmoor
who dominates Rossmoor. There’s probably six to eight agents that get a lot of the listings, but that’s a lot of agents.
I mean, it really is. So, I still look at Rossmoor and man, Rossmoor is ripe for the taking. Rossmoor is ripe if
someone just wants to go…
You know what? I don’t care that you guys have been here for 30 years. I’m coming in and I’m stealing
all the business from you.
You can do that in pretty much any city by, again, addressing the conversation that’s going on in your prospect’s
mind, which is why all of our marketing is set up to do that. So those are my comments when it comes to the pages.
Either choose a larger geographic area; it doesn’t have to be just for the city. Just think a little bit larger – the
county… We’ve got an area called the South Bay. You could call it the South Bay page; you can do that on
Facebook. Or the other thought is just, pick one city and be like…
Look, this is the one that I’m going to become the king or the queen of, and get all of the business out of it.
Alright, let’s see here. Okay, so this was a question…
Is it okay to put my Facebook business page URL in my marketing pieces, such as the Lifestyle newsletter
and the post cards?
Okay, when it comes to the marketing post cards that we give you, I wouldn’t put my Facebook page on those. The
Lifestyle newsletter – go ahead. If you’re doing a “Just Listed / Just Sold”, even though that’s not something that I
really like agents to do, but if you’re like…
I’ve been doing this for 30 years. I’ve got to do my “Just Listed” post cards.
Go ahead and put it there. What that’s going to do is make you look relevant, make you look current. It’s not going
to actually get people to go to it. So you do it for the other reasons – you do it to look relevant, you do it to look
current. Don’t expect people to go to your Facebook page just because you put it on your Lifestyle newsletter or on
your “Just Listed” post cards. That’s just unfortunately not what’s going to happen.
Another question here…
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What kind of Facebook business page content should I start adding, and at what frequency?
So again, what I like to do on the content side of things – if you can do it once a day – great; if you do it three times
a week – that’s usually fine as well. Again, most people aren’t going to see that content; Facebook tells us that.
You can actually in Facebook schedule out when you want those posts to go live. So if you wanted to take a couple
of hours at the beginning of each month, queue up a bunch of posts – you can technically do that. Facebook’s set up
to let you do that.
And what content – what I do is I like to do a Google search for articles that are about my community. So I use
News.Google.com to get a lot of my news articles, and one of the default settings is my local area. So, they give me
a bunch of local news every day. If you see something that’s relative or cool, I would just take those articles and repost them over on your Facebook page. People actually value that stuff, so I’d do that.
Alright, here’s the tough question that I got…
I have a video of a home I’ve tried to use in Facebook ads, and everything I do to run it, whether I upload
the file or use the link, Facebook denies the ad. Any suggestions?
Without actually having seen the video, I can’t give a lot of suggestions, but what I will tell you is this: If the ad has
a lot of text on it, they’re going to deny it. That’s usually the main thing that they’ll deny, because you guys aren’t
going to have anything usually… Bad language, obviously, you’re not going to put up anything like that.
Suggestive images they’re going to ban.
The other thing too in real estate is, when Facebook detects that it’s a real estate ad, they do make you log into the
Ads Managers and say…
I’m an equal housing lender, I don’t discriminate.
And all that stuff. And that’s because people have been caught discriminating and Facebook got into trouble with it.
So, that could be the other reason why they’re denying your ad. Could be because they need you to go click the
button that says “I’m not going to discriminate.” And the only way you get that button is Facebook detects and
believes it’s a real estate ad, which we get all the time when we’re running ads for Debbie, because while she’s not
directly selling real estate, she’s in the real estate industry. So we always get that button and have to go click it. So
make sure that button’s been clicked, and you can actually get that in the ad itself. And you’ll see it – it will be red,
and you’ll need to click a little button that says “I’m not going to discriminate against people.”
I want to use it to promote an open house this weekend. It’s a video from being on a local TV show this
week.
That could be a really cool video, if you were on a local TV show. But it could also have a lot of text on it, and they
could determine that it is not owned by you. That could be the problem that that video is not playing. If it’s from
you on a local TV show, there could be copyright issues, and that’s what’s causing them to deny it.
If that’s the case, then the only way you’re going to get that ad to show is not going to be direct on Facebook; you’re
going to have to put it up on your own blog page, write a little article about it, and then you’re going to create an ad
on Facebook that directs people to your page. So the image might be a screenshot of something of you in the video.
What I would do for that is I’d literally pause the video that had a picture of me on the screen, I’d take a screenshot
of that, and I’m going to use that as the image in my ad. Then I’m driving everyone to a blog page where I’ve got
the video for them to watch. Because that might be the other issue that’s causing it to not get shown by Facebook.
Alright, so those were the questions that I had emailed in. I know we still have a very full line. If you have a
question that I haven’t addressed that you’d like to ask, go ahead and hit *6 right not – that unmutes your line, and
we will answer it. Come one, come all.
Alright. Well guys, looks like we got all the questions answered. If you’ve got any questions between now and our
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next call, go ahead and email them in to me or to Debbie. And we always answer those as quickly as we can, and of
course we’ll go in more depth on these Q&A calls, and we will plan on going into more depth on the next Q&A call,
probably as a webinar where I can actually show you on the screen questions that you might have about the texting
or the sly dial system, and also Facebook, running Facebook ads.
Joe: Hey, Pete?
Pete: Yes, Joe.
Joe: I have a million questions, but there is not enough time. So have a great weekend!
Pete: Great, awesome. I appreciate it. Is there anything you wanted me to answer real quick for you?
Joe: I’ll send an email.
Pete: Perfect. Alright, guys, thanks so much. Joe, we appreciate having you on as well. Thanks so much, guys!
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