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Debbie: Hello Pete, it’s Debbie. Are you there with us, Pete? And hello everyone, happy Friday.
All: Hi.
Debbie: Hello there. And Pete should be joining us in just a moment, guys.
Pete: Hey Debbie.
Debbie: Hello. What I’m going to do, guys, is I’m going to mute the line as we get rolling, and then we’ll mute and
unmute. Remember, if you would like to unmute yourself once I mute you, so that you can ask a question, it’s really
easy to do that – you just hit *6. So, once Pete gets on the line, we’ll get a couple of questions.
Pete: I’m here.
Debbie: Okay, good. So Pete, let’s get a couple of questions on the table, then I’ll mute them. And then, guys, again
– if you would like to ask a question, make a comment once I mute you, you just hit *6 and you’ll be able to open up
your line. So Pete, I know we had quite a few questions emailed in, but before I mute everyone, did anyone want to
toss a question out there for us real quick and I’ll write them down, so we can come back and cover them for you?
Alice: Yes. I’d like to where to post videos that will be the most beneficial, if they decide to look in our page, in our
website.
Debbie: Okay, is this Kenya?
Alice: This is Alice.
Debbie: Alice, hi. You sound like Kenya. Okay, so I’m going to write that down – videos most beneficial. Right up
Pete’s alley, so we’ll come back to that one. Anyone else have a question they want to get on the table for us?
Remember, I’m going to mute you now. And Pete, you’ve got your PIN number in, right? So I won’t be muting you,
I hope.
Pete: I do hope so. We’ll find out here in a minute.
Debbie: So if I mute you, then dial back in with the proper PIN code, alright? Okay, Pete, can you hear me?
Pete: I can hear you. Can you hear me?
Debbie: I can. Okay, so Pete, why don’t we jump on that question first? And remember, guys – *6 will open your
own line and you can ask us anything you’d like. So the question is where to post videos that would be the most
beneficial? So, maybe we just kind of go A to Z and run down the list.
Pete: Yeah, great question, by the way. A couple of things that I would suggest on that. You would actually
probably post your videos in a couple of different places. So one thing I would definitely do is I would be adding
that to my Facebook page, both my profile and my business page, where you could actually post it to your business
page and then share that on your personal profile page, just because it’s going to get more views, it’s going to
definitely help your business page, people are going to look at that and be like, “Okay, this is a legit real estate
business on Facebook.”
Also, personally I would put it on my website. And of course, where it’s going to be on your website depends on
what type of video it is. If you do specific pages for your listings, then perhaps you want to list it on those pages as
well. If you don’t do anything like that, like if you just have an automated IDX system, then I would actually put it
on a blog page on my website. So hopefully you have that ability with your website provider.
And then lastly, I would post it on YouTube for the ranking. So your videos on Facebook aren’t going to get ranked
in Google. However, you have a good – not like overwhelming, but you have a much better chance of getting those
videos ranked in a Google search by putting it on YouTube. So when you put it on YouTube, here’s the key with
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that. The headline, or the title, rather of your video needs to be pretty descriptive. So, I wouldn’t just put, “Pete
Mitchell does a walkthrough on a home.” I would do maybe the actual address: “123 Maple Street – look inside”, or
something like that. “123 Maple Street – Rossmoor, California. Check this out.” So, if you’re really descriptive in
that title, that’s what Google and YouTube are using to rank your video with, and they’re going…
Okay, that’s what this video’s about, so we should probably stick it over here on this page.
Now, if it’s your own personal video – so it’s not about a specific home, it’s about you as a professional realtor or
something along those lines – then again, I would be really descriptive on YouTube, but just know, it’s probably not
going to get ranked in Google search engines or anything like that. So again, my main place for that is going to be
on Facebook, where people are going to know and recognize me, and then also on my own personal website so they
can get another feel for me. It’s not just text and images, but they can actually see a video. Does that make sense
what I’m saying, Debbie?
Debbie: Yeah, it does. And then let’s just go back on this thought of video. I know a lot of times agents will tell me,
“I’m so uncomfortable making video”, or they feel like they have to hire an expensive videographer. So, any
thoughts on that? Little organic video tips? What would you spend for, if you were going to spend money to have a
more professional video done?
Pete: Here’s my theory on almost everything when it comes to the aesthetics of it. The most important thing is that
you have to look as good, if not better, than your competition. If you’re in Manhattan Beach, California or Newport
Beach, California – really high-end luxury communities – and you’re up against other agents that have phenomenal
videos, you’d better be as good as them. If you just pull out your camera on your iPhone and do a quick little
YouTube video and it’s shaking all over the place, people aren’t going to take you as seriously as they are your
competition. If you don’t have the money for that high-end video and that’s who your competition is, don’t do any
video. It’s better to not have any than to look substantially worse than your competition.
If you’re in an area where not many people are doing video, then you can get away with a lot less. You can get away
with… Realistically the cameras on phones nowadays are incredible, and you can get away with that. But one of the
most important things – and Debbie, you and I talk about this, or have talked about this in the past – the audio on
your video is almost more important than the video itself, because people will deal with a lot when it comes to the
looks, but if they can’t hear you, if it’s all staticky – they’re gone, they’re off on to something else.
So if you’re going to do those iPhone camera videos, they have microphones that you can buy. Just search it on
Amazon – iPhone mic, I should say, not a camera; but just say “iPhone mic” and probably half a dozen options will
come up. And you can invest in one of those for like $30 or something like that. And then you’ve got good audio on
your video.
As far as what would you spend if you’re doing the high end, it’s literally all over the place. There are people who
make their entire living off of doing these videos, and they have just jacked up their prices. At the same time usually
you can get a great quality video at an affordable price, and we’re talking sub-$1000, $500 range. A lot of times by
one, going to Craigslist, things like that, doing searches for that, you can put it out on your Facebook…
I’m looking to have a video done. Does anybody know of a great videographer?
And a lot of times what you’re going to find are film students in college. And one, they’ll do anything for a buck,
because they’re broke. But two, they can do really good quality videos, and they kind of need to do that stuff
because they’re putting together what’s called a “reel” that they can show off and show people, “This is the quality
of work I put out.” So the price of videos will literally be all over the place. What I would suggest is when you’re
talking to a few of them, ask to see some of their completed videos. And you basically want to see their reel. You
want to see…
Can they do what I’m looking for? Is the quality the quality that I’m looking for?
And then when you’ve got one where you’re like, “Yeah, this is the one that I want”, then you’re going to have to
basically pay them what they want to charge, or you’re going to have to go with someone else. So, the unfortunate
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thing is on video it’s literally going to be all over the place, when it comes to pricing.
Debbie: So Pete, on that thought I would think, and I try to _________ myself on this, because it’s so easy as
entrepreneurs to get excited with the quick fix, like, “I’ll do a video, I’ll get a bunch of clients.” And I always try to
think if I’m going to spend money on this, how do I maximize my investment? So in other words, would it make
sense to have their marketing game plan ahead of time of how they plan to utilize that video? And also I know you
said to me, in a year that’s going to look old. Because sometimes they’ll think, “I’ll spend a fortune and I’ll have it
forever.” And then you look at it a year later and say, “Yuck. Ugh, I hate this thing.” So yeah, any thoughts on
laying out your game plan of how you’d use your video?
Pete: Yeah, absolutely. So again, if we’re talking about a personal video, or one about, maybe you’ve got a branch
office, your team, something along those lines – one of the things that I’m going to do with it – I’m always looking
for the thud factor, I’m always looking for what’s going to make me different than everyone else. And one of the
things that you can do is you can take those videos and part of your marketing strategy is to put them on a USB
drive. So just like how if you are in the Inner Circle you got a USB drive in the mail with the newsletter, you can get
your own USB drive. In fact, you can get the key ones just like the ones that we use, and have your video put on
there.
Or you could even burn it onto a DVD. The only problem with burning it on a DVD is we’re starting to reach that
tipping point where more people don’t have DVD players than do have DVD players. I used to do DVDs for
everything. Now I do USBs, because USB has become the thing that can get around everywhere right now. But even
now we’re starting to see everything’s going to this thing called USB-C, which the new MacBooks don’t even have
the old USB drives. So we’re going to see a transition away from that, but right now you’re safe with USB, and
that’s what you can do, is you can have that great looking video, put it on there. So now when you go out and you
meet people, you’re like….
By the way, I’ve got a great little video here on this USB drive. Why don’t you check it out when you’ve
got a minute?
And even if they never watch it, you’re still different than everyone else. And so, one of the companies, by the way,
who we use to get all of our USB drives, and I have gotten thousands of USB drives from them, is a company called
USBMakers.com. They are out of the UK, but they are the cheapest, so I don’t care where they are in the world.
They’re the cheapest with everything delivered to my office. And the nice thing about them, you can get these nice
little boxes – in fact I’m looking at one right here – where they have a phone cut out inside the box where your USB
drive will actually fit right in there perfectly.
So you could get the key – obviously the key is symbolic of the home – and you could have a nice little box that has
your information silkscreened on it, and when people open it – boom! There’s your USB key inside. And again, it
comes back to that thud factor. Even if they never watch it, I’m the agent who’s got that. And again, it’s making me
look different than everyone else. So part of that strategy, Debbie, that I’m going to be looking at is not just putting
the video on my website or putting it on YouTube or putting it on all those other places; but it’s, how can I also
deliver this to people physically that makes me look different than everyone else?
Debbie: Okay, good. And we are transcribing this, guys, because I know that was a lot of information. So we will
have this transcribed and posted for you. So Pete, I know you have some questions. I think Nancy sent in a question
about Facebook ads, and I think you have a few others. So you want to run through those now?
Pete: Yeah, absolutely. Actually I’ve got a bunch here that we’ll start going through. Okay, this was a great question
here…
I’ve seen other realtors inserting their blogs in their weekly emails to their database. A few of my
colleagues have designed a business website to capture leads for their specific geographic farm. Our
company has just a general website that I use as default. What’s your advice on blogs and websites? Is a
blogger website needed for farming or for Facebook, or is Facebook preferred?
So, basically the question of blogging – should I be blogging, should I be emailing those blogs? And my advice to
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you would be, you’ve got to play to your strength. So what I mean by that is, if the thought of writing a blog post
every week is like nails on a chalkboard to you, then don’t do it. Play to your strength. My strength – I personally
love podcasting. I love it more than video, I way love it more than writing. Writing to me is painful. But I love
podcasting, so I have a couple of different podcasts that I do. That is playing to my strength. And so, I’ll put those
podcasts on my website, but I’ll get a different type of lead because I’m getting leads from the podcast world. If you
like writing – absolutely, have a blog. And should you be emailing it out to your database? Absolutely, I would
encourage you to email it out to your database. Were you saying something, Debbie?
Debbie: No.
Pete: Okay. And so, a couple of other things that you could do – one would be to email your database and say…
I just put up a new blog post on this topic. If you’d like to check it out, you can click right here.
A lot of times what people do is maybe put the first paragraph, something like that. You can do that. The weekly
emails that we give you in the Excelleum Inner Circle website – you could post those on your blog. If you’re like…
I don’t want to come up with additional content, but I’ve got this blog.
Take those emails that we give you and post them on your blog site as well. And now you’ve got that that you can
take advantage of. And again, when it comes to putting stuff on a blog, the key is how you title it. Because what a
blog will help you do better than a lot of things that you can do on your website – your blog is going to help you
with what’s called your Search Engine Optimization, your SEO. It’s what we call “on-site SEO”.
So there’s two types of Search Engine Optimization – there’s off-site and on-site. Off-site is the stuff that these guys
charge you a ton of money for, you literally have no idea if they’re doing anything, because it’s all off of your site.
They’re supposedly pointing things back to your website. On-site SEO is very important. It’s making sure that you
have proper headlines and proper what are called “H1 tags”, which your blog if you’re using WordPress is going to
default to having the proper tags.
But this is where on your blog you want to be really descriptive, because if you want to show up in the search engine
results for Rossmoor, California, then you need to use terms like “7 Things Every Rossmoor Homeowner Needs to
Know Before They Sell Their Home”, or “The 3 Top Elementary Schools in Rossmoor”. Of course I think there are
only three elementary schools in Rossmoor, but you get my point. What that’s going to do is that’s telling Google…
This page right here is about Rossmoor and it’s about homes. And so, if we’re going to rank this page
somewhere, we should probably rank it on a page that has to do with Rossmoor and homes.
So, you would just come up with the title of your blog post, and use that. So again, that is going to help you with
that Search Engine Optimization, doing what we call the on-site Search Engine Optimization. But again, only do
that if that’s something you enjoy. We have one member of Excelleum, been coaching for years. She loves to write.
This gal is writing like crazy all of the time. I’m like…
Play to your strength. If that’s what you love, that’s what you’ve got to do.
If you’re like…
No, that’s not my thing. I prefer audio or I prefer video.
Then you need to play to your strength and focus on those, otherwise it’s going to become a chore to you that you
don’t like doing and it’s not going to get done. And when it does get done, it’s not going to get done properly. So
hopefully that makes sense there.
Debbie: Yeah, it does. And then I think just reminding everyone too, if you don’t like to write… So, the Lifestyle
Advisor newsletter – that is done for you in a Word document format so that it makes it easy if you want to print and
send a 4-page newsletter, but you don’t want to design a whole thing yourself. But you can edit out any article that
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you don’t like. Just get rid of it and put your own in, with basically the same word count or whatever that will fit in
that spot. And Pete, what they could also do, I think – let me run this by you – couldn’t they take articles that they
like from there and tear them apart and turn that into a blog or into an e-blast?
Pete: Yeah, absolutely.
Debbie: Because guys, if you think about it, your blogs or your emails don’t always have to be about “Sell now” or
“Buy now”. In the newsletter, if you take a look at it, we always have one article about real estate, and then we’ll
have home improvement, maybe travel, maybe health – a variety, so that they actually read it. I have on my desk
right now the notes for next month’s Lifestyle Advisor, and I thought I’d write something on kind of the good, bad
and ugly – that’s not the title – but of buying a vacation home. So these could all be things that give them content. I
would think in each newsletter they could probably pull four or five blogs or email blast content right out of that
newsletter. And please, guys, I write it. So it’s yours – do whatever you want to do with it, because you don’t need
to worry about copyright issues. Just chop it all up and use it as you’d like to use it.
Pete: Yeah, yeah. Another question came in here – this was a really good question. This had to do with the guides.
So on the website, if you’re dealing with first-time home buyers, move up buyers, or downsizing buyers, we’ve got
those guides there that you can use. And if you haven’t looked at them yet, when you download them, there’s a
Word doc. The very first thing inside the guide is a letter, and so these questions were about that letter that’s in
there.
Now, what you need to know is we highlighted everything in red that you need to update. So, you need to put your
name in there, you need to put your phone number, you might need to be putting your license number. You need to
make sure that you’re doing everything that is required in your jurisdiction, as far as advertising is concerned –
putting licenses, if you’ve got to put your broker’s information on there. Check with your broker to find out exactly
what you need to have. But let me talk specifically about that letter. So the question was…
Should this letter be printed on my letterhead paper?
And the answer is, no. It actually is designed to be inside the guide, and not to go on your specific letterhead. It’s the
reason why there’s a big, huge headline on it; it’s not going to work with most letterheads if you’ve got that. Then
the question is…
Should the “Dear Home Seller” be personalized?
So it starts off with saying “Dear Home Seller”. And I probably would personalize it, because this is really what we
call “print on demand”. So someone asks for one of your guides, you hit the “Print” button, and you’re just going to
print the whole thing. I’m not going to go in there every time someone asks for it and change the name and then
print it. So I’m personally just going to do it one time, that’s it; and then send it out. If you want to personalize it,
you’re not going to hurt it by personalizing that letter. But because that letter is going inside the guide, that’s the
reason why I wouldn’t worry about it, because no one else is going to be focusing on the fact that it’s not
personalized.
The photo image appears to shows a female portrait. Is that intentional?
It is intentional to be a placeholder. What that means is, you are supposed to update that with your picture. So in
Microsoft Word you do what’s called a “right click”, and one of the options is going to be “Change photo” or
“Change picture”. And that’s what you want to do – you want to say “Change it” and then you actually physically
put your picture on that, so it’s not the silhouette. Because it’s not going to make any sense sending out a silhouette;
that’s impersonal. We want to be very, very personal, so we want to have our picture. And now is our time when we
get to brand, so whatever picture you’re using in your real estate, that’s the picture that you want to use right there.
And then the question here…
Does that letter go inside the guide or should be placed on top as an intro to the guide?
That letter is actually designed to go inside the guide. I would put a letter that goes with it. In fact, I’ll add one of
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those to the list. I’m going to make a note right here – add letter to website to send with guide. So there would be a
separate letter that would actually go on top of it, that you would send out with your guide. We’ll put that up on the
site today.
Alright, let me see here; another question I got…
I’m trying to put the Facebook ad together for first-time home buyers, however I’m a little confused. There
are a lot of moving parts. Does Facebook ad take them to a lead capture page? Does that page have an
address or an email capture?
Okay, so if you’re doing the Facebook ads, I would do what is called a “lead generation ad”. And if you haven’t
gone through the Facebook ad mastery course – remember, that’s available to all Inner Circle members and
coaching clients – I would go through that, because we go through that a lot. There’s a lot that you can do with the
lead generation ads.
And what you do when you set up that ad is you tell Facebook all the information that you want to collect. So, if you
want to mail it to them, which is what I would do – you’re going to tell Facebook you want their address. And again,
Facebook is going to automatically fill in their address with their information. So you need to make it clear we’re
going to mail them this guide; that’s why we’re asking for their mailing address. And in the lead generation you’d
put that on the very first screen that comes up when someone clicks your ad. You’re going to tell them…
We’re going to mail you this guide, so we need your mailing address. To continue, hit the little button.
And they’ll do it.
Would it work just as well to capture their email address and send them the guide as an e-guide?
It won’t work as well, but you certainly can do it, and we do do it. It’s better if you can get their address and
physically mail it to them, because that’s got, again, that thud factor thing. It’s…
Wow, okay. Look at this. It’s a professional guide, it looks really sharp. They mailed this to me; there’s
girth to it.
When we get PDFs, don’t we all just pretty much just go, “Yeah, okay. Whatever.” And we maybe read it, maybe
we don’t. The stats on it are staggering of how many people don’t actually read what they requested when they
receive it as a PDF. So you can do it, but it’s not going to have the same impact. So my general rule is this: I want to
mail it to someone. If I can’t mail it, they’re not giving me their address, then I’ll email it. But of course I’m going
to try and call them first…
I want to get this in the mail to you right away. Just wanted to get your address. Your request came through
but it didn’t have an address here for us to mail it.
And I’m going to try and mail it. Of course, they’re going to give me their address, and then I’m going to
immediately go in with…
Great. So I can include the right material with this, tell me a little bit about your situation.
So then I’m going to try and open them up, get them to start talking about their situation, because maybe I need to
run out there tonight and go list their home. So you can send it as an e-guide, it’s just not something that I’d highly
recommend.
Debbie: Yeah, and just remember too, guys, I think we talked about this before, but if you’re going to open house,
you wouldn’t print a bunch of guides and take those with you. You would either take the post cards, where they
could write there information on the back of it and say, “Yeah, I want one of those.” But what I suggest is just put a
little menu together, maybe with pictures of the guides, and say…

www.EliteAgentsOnline.com
Copyright © MMXVIII by Debbie De Grote And Pete Mitchell. All Rights Reserved.

May 18th, 2018 Transcript - Page 8
If you’d like one of these, fill this out, check a box, and I’ll get that on the way to you.
Because our whole goal, of course, is to get their contact information. And if we just give them the guide, they just
leave and we get nothing.
Pete: Yeah, exactly. So let’s see here; another question I got.
Debbie: And by the way, hold on real quick. So guys, if any of you have a question on anything we covered so far,
just go ahead and hit *6 – it will open your own line and then you can ask us your question. If you prefer you can
email it in to me – debbiedegrote@gmail.com, and I’ll read it off to Pete.
Pete: So, a couple of question of questions here. These are really, really good questions.
Should I use the same list month after month, or should I refresh the list every month by removing the
contacts that have finalized their divorce?
So this is someone who’s going after the divorce market.
Debbie: And let me explain the question a little bit too, Pete. So guys, what they’re really saying is because we
know statistically ReboGateway always talks about through research that they’ve studied that 22% of couples who
file for divorce will sell the property within 18 months. I forget, it was 18 months or 12 months. But basically they
most likely will sell the property – 22%, which is better than any farm turnover that we can find right now. So it’s
kind of a common sense opportunity. But the question, which was a good one, is…
When do I send the letter? Do I send it when they first file?
Do I think it’d be better if it’s six months in, one year in? Which obviously there is no perfect answer, but Pete, I
was just hoping we could kind of brainstorm a little bit about that and give the group…
Pete: Yeah. And that was part two of the question. So in regards to part one, let me just address the “Should I
refresh that list every month?” Absolutely, you should refresh people, not necessarily who finalized their divorce,
but who sell their home. So if you know that this person has already listed or sold their home, I’d take them off the
list and I wouldn’t send to them anymore, because it’s not going to be any good. But not necessarily finalized the
divorce. Because of Rebo’s stats that it’s 22%, and I believe it was over a year, Debbie…
Debbie: I think so too, I think it was a year. I think I’m thinking Expireds, 90% list in 18 months. So yeah, I think it
was a year.
Pete: I’m going to stay on top of them for at least a year. That’s just a minimum in my mind, because I know
statistically 22% of them are going to sell their home, so I’m just not giving up for year. As far as how often would I
mail to them, I would start mailing every month to them. As soon as you find out I’d start putting them in. Now keep
in mind, this is a question from someone who’s taken the Community Marketing System. And one of the things that
we’ve done in the Community Marketing System – and I want people to understand the psychology here – on those
post cards what we don’t say is what we do on everything else. Everything else is, here’s a great big headline…
Do you want to know how to downsize you home so you don’t get stuck with two mortgage payments or
homeless?
On divorce, think about how creepy that would be, if someone sent you a post card in the mail…
Hey, I’ve seen you just got a divorce. Would you like to sell your home?
Your impression of that person would not be very high, would not be a positive impression. So, what you’ve got to
do on divorce – because this is literally either going to be the happiest day of their life or the worst day of their life,
when they’re going through all this stuff. So, that’s why on those post cards it’s much more generic. I can’t
remember what the headline is, but there’s a headline on there and it’s like…
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We’ve got these three different guides. Let us know if you’d like us to mail one to you.
And one of the guides – I think it’s always the first guide – just happens to be “How to Maximize Your Home Sale
Price When Getting a Divorce”. But then the other two aren’t. And that is specifically so that way it doesn’t look
like we’re intentionally going after people and like…
Hey, I understand you’re getting a divorce. That’s why I’m sending this to you.
It’s like it’s hidden. It’s the hidden message. It’s there, but then we’ve got the “Move Up” guide and the
“Downsizing” guide are also listed on there. And people can choose which guide that they want. That’s why it’s a
little bit more generic in that. And again, because it’s more generic, I would just start hitting them right away. I’m
not going to waste my time, I’m not going to start overthinking this. If I’ve got 100 people in that divorce market
that have just submitted their divorce paperwork, I’m going to start, and every month I’m going to keep mailing to
them.
And I’m only going to take people out who’ve already listed their home, or sold their home. Otherwise they’re
getting a post card from me month in, month out, and I’m not going to overthink it, because what’s it going to cost
you to send that post card? It’s going to cost you basically $0.50 for the stamp and let’s say another $0.20 for
printing, so let’s just round the whole thing up to $1. For $12 a year are you willing to stay in front of someone
knowing that you’ve got a 22% chance that they might list their home? For $12 a year would you do that? Of course
you would. It’s just the logical thing to do. For $12 I’m going to stay in front of you, because there’s a 22% chance
you’re going to list your home.
Debbie: So Pete, if they wanted to alternate with something different – so the “I Have a Buyer” letter that we
actually have for them, I believe now, on the Inner Circle Dashboard, correct?
Pete: Yup.
Debbie: Because, guys, that one, even though it’s old, it’s not like that’s a magic bullet of marketing. But it actually
is very effective. And the reason it’s effective is because even if I know another real estate agent, like we’ve
discussed before, I might check the box of giving you a call, because I think, “Well, maybe they do have a buyer.”
And it might even be someone on this line, because I can’t remember right now who told me this this past week, but
someone was talking to me about, they had gone out on a listing appointment, the person wasn’t ready to list and
said…
Oh yeah, yeah, I’ll list with you. I’ll list with you.
And then they reached back out on their follow-up, and the person says…
You won’t believe what happened. I got this letter that somebody had a buyer. And so, I thought I better
talk to them. And they came over and they ended up listing my house.
And so, it does work, and I’m certainly never going to say to any of guys that the phone’s going to ring off the hook,
but you might try alternating between something offering those guides, and then potentially something saying, “I
Have a Buyer”, because they may just reach out.
Pete: Yeah. And before we go to our next question, I see we’ve got someone who’s got their line unmuted. I’ve got
a name here of Alice – I don’t know if that’s correct, but if there’s someone else on the line who’s got a question, go
ahead and share your question with us.
Alice: Well, it is Alice, but I wanted to take myself off of mute in case somebody came in, and I don’t know how to
do that.
Pete: I’m actually looking at the screen, so I can do it for you. So I’ll just manually take off your line.
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Alice: And I actually emailed you this question too, but I had a videographer make some GIFs for me, of me, but
now we’re trying to figure out how we could get those used, how I could get them out in the public. Are there places
that put together those kinds of packages of those things?
Pete: Well, it depends on what they’re of, but you could use Instagram and Facebook, and you can post just on
those. For those of you who don’t know what that is, it’s basically those pictures that have movement to them, so
they’re image pictures, or movement, rather, images that you can use.
Alice: Yeah, 3-second repeat videos.
Pete: Right, yeah. But that’s where you could put them, is on Facebook. Technically you could use it on Instagram.
I don’t do a whole lot on Instagram, just because my market’s not on Instagram, but I know you can use it there as
well.
Alice: Okay. You can re-mute me, thanks.
Pete: Okay, no problem.
Debbie: So Pete, as long as you’re mentioning that – so, thoughts about Facebook Live – should they be on that and
how should they utilize that?
Pete: Yeah, I’m a big fan of Facebook Live. I’m one of those guys who is constantly on Facebook, and not
necessarily posting, but I’m constantly reading stuff on Facebook. I would actually classify myself as an addict on
Facebook, because if I’ve got a down moment, I’m looking at my phone – odds are I’m on Facebook. And anytime
someone does a Facebook Live who’s a friend of mine, Facebook tells you. It puts a little thing up in your little
globe and it says with a big red flag there’s someone who’s live right now. And it lets you go check them out.
So because of that, the fact that Facebook is heavily trying to get you to use Facebook Live, I would say, take
advantage of it. And again, how I would take advantage of that – let’s say I was doing a broker tour, and I’m going
and I’m checking out homes. I might get on Facebook Live and start giving people my impressions of the home. I’d
just say…
Today I’m doing a series of Facebook Lives because I’m doing a broker tour, I’m checking out several of
the new properties that are available in the marketplace, and I just hit this one over here on Maple Street.
Let me tell you my impressions of it. These are the good things.
And I would also point out, “These are some things to be weary of”, because now it doesn’t sound like you’re just
trying to hype the house; you’re being truthful. You’re like…
The backyard could use a little bit of cleanup. It’s nothing that’s going to stop you from buying the house,
but my impression is you’d probably want someone to go through there and maybe take out some of the…
Whatever. Just be honest, be real, be genuine. And if you’re doing a broker tour and you’re hitting a bunch of
homes, throughout the day on Facebook Live, just give people your opinions of those homes. People are going to
start to find that to be of value. And again, I would do that to my main Facebook page, and then share that with my
personal profile.
Debbie: Well, the reason they like it – everybody’s nosy. So even if they haven’t bought a home for years and
they’re not looking to buy a home, but they’re still fascinated with, what? I always laugh when I think about Mike
and Taylor shopping for a house right now, and I think I’ve told you guys I cannot get that horrible house out of my
head, that they looked at in Huntington Beach that the front yard was an alley and the back yard was a busy street
and the next door neighbor was a rock band. I mean, it was just horrible.
Pete: And it was probably $2 million.
Debbie: No, it wasn’t that bad. It was just a tiny little 1,250 square foot house for $840,000, which when you guys
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have friends and family across the nation, wherever it is, prices are relative. But they’re interested. Now, I know this
is a little different, but before I forget about this – so before I got on the call, I was just talking to Taylor. And she
said…
Mom, it’s really interesting – when I’m online looking at properties with the eyes of a buyer…
Because they’re a home buyer. She said…
It’s just shocking to me what agents are doing when they’re launching their properties on to the market. And I
thought this might be worth mentioning, because it’s really a buyer perspective on this. She said…
It’s really frustrating when I see an agent, they put a new listing on the market but they don’t even have the
photos yet.
And here’s this Millennial buyer, and she’s saying…
I just discount that, because I’m not going to bother if it doesn’t have photos, and I’m probably not going to
remember to come back and check it again once they get the photos up.
So her point was…
I’ll just pass, and then that agent has lost that opportunity for me to see that property.
So just a thought about making sure all the ducks are in a row – that’s why it’s nice to talk to your sellers about a
pre-launch phase and actually make that kind of a sexy benefit…
Mr. and Mrs. Seller, while you prepare the home for sale, I’m going to go ahead and be doing the premarketing, preparing the pre-launch.
And of course I know a lot of you guys do this, and I love it – putting the “Coming Soon” sign in the yard, because
now you’re starting to get a list of prospects that are just chomping at the bit to get in there, so we create this hype
around the property.
Now, another thing that she mentioned, and this is just a great thing to be careful of, because I have done it, I know
I’ve done it – when you get in a hurry and you’re trying to get your listing on the market, and you market in the
MLS in the wrong area. She was saying that she was looking at a property that said it was in Costa Mesa, which is a
perfectly nice city, but when she looked she’s like, “What the heck? How come that thing is so expensive?”
Well, she looked and it’s actually a Newport Beach property. Guys, can you imagine – Costa Mesa is very nice, but
it is not Newport Beach. Now, there are areas that you don’t even know you’re out of Costa Mesa and you’re in
Newport, but the Newport Beach homeowner thinks that Newport Beach is much, much better than Costa Mesa.
You want to lose a listing fast? Put a Newport Beach listing in accidentally under Costa Mesa. Your seller will be
livid. But she said she notices it all the time, that these agents are putting them on without photos, or they’re putting
them in the wrong area.
So, I would really take some time, not during your busy, busy day, but maybe early in the morning, or set aside a
Saturday morning. Don’t rush it to market ineffectively; really stop and think about it. Now, if you’re working on
expired listings though – remember, one of our guides, which is “Why Your Home Didn’t Sell: Ineffective
Marketing” – comb through that listings and find those mistakes. And when you meet with that seller, say…
I’m not saying this to attack your agent. I’m just analyzing the marketing that was done because I hope it
will make you feel better that there might not be anything at all wrong with price.
Look at where they’ve posted it, in terms of area. Look at the pictures, look at the remarks. These are the things that
I would change about the marketing. So, today’s sellers are all over us about how that property gets launched. So I
was shocked that there’s still so many mistakes out there happening. And probably not our group, but just worth
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watching for when you’re working those expired listings.
Pete: Yeah. Gary, I see your line unmuted. You got a question for us?
Gary: Yeah. Hey, Pete, Debbie. We’re using the “Move Up” post card and brochure for our geographic farm. And
so, I got the post card and I set up an 800 number already. And I was wondering if you have a recording or a script
that I can use as the message on that 800 number to the prospects that call in?
Pete: All I would actually do, and this is really, really simple – you don’t need to overthink it. In fact, all I would
say is…
Yes, hello. Thank you so much for calling to request our “Move Up” guide. We want to get this in the mail
to you right away. At the tone, go ahead and leave us your name and address, spelling any unusual names
clearly, and we’re going to go ahead and pop this in the mail to you right away.
So, all I’m going to do is I start it out with “Yes, hello”. I always start out my messages with that, because it
provides people with that instant affirmation…
Yes, hello. Thank you for calling to request our “Move Up” guide.
Our “Downsizing” guide, our “First-Time Home Buyer” guide, whatever guide it is that they’re after. And then tell
them what you want them to do.
Debbie: It’s not the place to try to sell them on you, right?
Pete: You don’t need to sell them on anything, because at that moment, they’re already sold enough to call the 800
number. So, I’m going to tell you, reaffirm why you’re calling, that you’re calling the right number, and then what I
want you to do – give me your info.
Gary: Okay, that sounds good. Thank you.
Pete: Yeah, no problem.
Debbie: So Pete, should we also mention… And we’re going to be putting something in their newsletter, next
newsletter right on the top – but how they access the additional programs, as we’re rolling out new training
programs for them? So we have the Facebook program, which is there. Maybe take them through that a little bit, if
you could.
Pete: Yeah, so just a reminder, one of the biggest benefits that you guys get as being a member of the Inner Circle,
is you’re in the special club that Debbie and I have put together. And as we come out with new trainings, you get
access to them. And so, most of you either just finished the Facebook training or you’re halfway through the Listing
training, and you’re like, “What’s next?” Well, what’s next is you can take the next course, which everyone that
might be in your situation, once you’ve completed the course that you’re in…
So if you just finished Facebook and you’re like, “Give me a week and then I’m ready to start it” – then all you’ve
got to do is either email debbie@excelleum.com or call the Excelleum office and say, “I’m ready for the Facebook
training.” And we will add you to it and you’ll be in the next cycle. And we’re starting a new cycle every week, so
basically you’re days away. Listing Domination starts on Wednesdays, Facebook ad training starts on Mondays.
Debbie, in fact, just started to re-do the 45-day Cash Machine, because we were thinking about you in the Inner
Circle – we’ve given you all these great tools; now how can we quickly get you implementing this stuff and making
more money? And so, she’s decided to completely re-do the 45-day Cash Machine, completely update it. That we’re
going to be starting on Wednesday. And so, we’ve got all these different programs, and all you’ve got to do is ask.
All you’ve got to do is say, “I’m ready for this one. I want in.”
Debbie: And I just want to make sure they don’t overwhelm themselves. So that’s why, guys, think of it like a
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buffet. When you go to a buffet, you don’t eat everything. Well, maybe some do. I don’t know, maybe some of you
do. (Laughing.) But typically you’re going to pick the things you like or the things you need at the moment. So, our
goal, what we want to do is, we want to get you guys as many items on your buffet as possible, and keep adding new
ones that are timely and current. So right now there’s the targeted Facebook ads, there’s the 6-week Listing
Domination course, which is getting to the table, winning at the table. It’s all the great things that if you’re in private
coaching with us, I know your coach would love to have plenty of time to dig into with you, and they may not. So if
you go through that, then you can go back to your coach and say…
These are the things I heard Debbie say, and I need you to hold me accountable and I need you to help me
with this.
So, it’s a little bit of another tier for you, just to give you that extra help. The 45-day Cash Machine, if you went
through it in the past – obviously the whole goal of that is in six weeks, how do you fire the jets on your production?
It’s down and dirty, what to get out there to do, hit it hard. It’s pretty motivational, motivating you to go the extra
mile. We did update, we added some new resources, so that opens up next week.
Please don’t feel pressure though. Remember – they’re there for you, they’re not going to go away, and all you have
to do is anytime you’re ready to go into the next, we’ll be looking at your Dashboard. And what we decided to do is,
each month, when you get your Inner Circle newsletter, I created a form that has all your members benefits, so you
don’t forget what you have available. And then it says, “Turn over”. When you turn it over, you’re going to see all
the current programs, and the next one that’s coming soon. And the next one that’s coming soon is the Event
program, the whole Event package. And I think we have five events done, I think we’re going to add two more for
you. So that’s coming soon.
So that’s how that’s going to work – you get every new program we develop, you do not pay an extra penny for that,
and we will keep you informed on our calls twice a month, and we’re going to put that in your mailing with your
newsletter, and we’re going to post it on the Dashboard. So I think that will keep it top of mind. And Pete, I know
we had a question about…
How do I get more people to opt in to me?
Which you know is my personal obsession. And then also, what really qualifies as an opt-in?
Pete: So again, what I’m looking for are people who do what I call “raise their hand”. So what we mean by “raise
their hand” is, imagine back in school when you had a question, you would raise your hand and the teacher would
call on you. I want people who see me as the front-of-the-room person. I’m the realtor in charge, and they raise their
hand. They’re identifying themselves to me, “I need what you’ve got.” And that’s why most of the marketing that
you’re going to see that’s effective uses what we refer to as “lead bait”. That is where we’re offering them
educational marketing pieces, these consumer guides. And when they raise their hand and they say, “I want what
you’ve got”, they raise their hand and they identify themselves to me and they say, “This is how you can give me
that information.” And now they have opted in to my list, if you will, my database. We did have a question come up
earlier about…
Can I just go buy a list, for instance, and email them or text them or sly broadcast them?
And the answer to that is complicated, to say the list.
Debbie: But we technically would be spamming, correct?
Pete: That’s the thing. And you can spam via email, if you’re what’s called “CAN-SPAM” compliant, which means
you have to have a way for people to unsubscribe, and you have to have your physical address and information on
your emails. But think about it like this – even though you can be “CAN-SPAM” compliant, do you have a high
opinion of anyone who spams you? The answer would be, probably not. So do you want to be the person that is
spamming someone else? No, you don’t, because it doesn’t put you in a good position.
Debbie: It’s probably not that effective either, right?
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Pete: It’s very much not effective.
Debbie: Because they’re not interested in connecting. And I think to play it safe, be very careful and conservative
about how you market and who you market to, and how you spend your marketing dollars.
Pete: Exactly, exactly. So, keep in mind, guys, the federal “Do Not Call List” applies to texting, it applies to sly
dial. Every state has their own rules on who you can call and text and sly dial, and you have to be aware of those
things. You need to be very diligent about that, and make sure that you’re not spamming people with either sly dials
or texting, because that is actually a federal no-no. And now states are passing laws saying, “We don’t want people’s
cell phones turning into their email inbox”, with good reason. It makes sense. It’s just like with email, you don’t
look highly at people who spam email you, you’re not going to think highly of someone who’s spam texting you or
sly dialing you. And you guys do need to be careful of the “Do Not Call List” – that even means technically when
you are cold-calling. You need to have a way that you’re scrubbing your lists against the national “Do Not Call
List”.
Debbie: And Pete, a lot of them buy services. Some of you, if you need phone numbers, you might go through Cole
Realty Resource, or any numbers the title company is giving you. If they’re buying services like that, typically
they’ve already scrubbed them. That would be pretty typical. It’s still good to have.
Pete: It’s important to know that it is still your responsibility. Even if someone says that they scrubbed them, it’s
your responsibility to make sure that you’re not violating that. It’s one of those things that you’ve got to be careful,
but just think about it from the prospect’s point of view. It’s like, who is this person? If you’re using text – let’s use
that as an example because a question came up this week. I don’t know who you are, and you’re texting me about
something. Why are you doing this? That’s a cold, spam text, if you will. They’re not going to have a high opinion
of you.
So again, when you’re texting people, make sure they’re people who have opted in. They are your database, you
have a relationship with them. And again, be aware of what the laws are, because there are laws as far as being able
to reach out to past clients and stuff like that. Obviously if you’re texting your friends, your friends aren’t going to
turn you into FCC, I would hope – they’re your friends, but you’ve got to think that stuff through.
Debbie: And it’s actually pretty easy – if you just Google for your state, it will come up. You may see bunches of
opinions. Go to the actual legal authority for your state. You print out those guidelines, you’ve got them posted, you
look at your list and say…
Okay, so I’ve got these people, and who’s okay and how do I…
And going back to categorizing them, I wanted to spend a minute on that too, Pete, before I have to jump off at 1:00,
and you can stay if you have a little bit of time with them. But guys, it’s not rocket science. It’s just common sense –
you just go in and you Google, you see what the rules are, you compare those to your list and you decide who is
appropriate. Ask your broker if you have a question, and just stay compliant. When you register on the SMS
platform through the Twilio, they have all their disclosures and everything there advising you to beware, but you
have to go to your own state, because they are different. In fact, in Canada, they have to opt in three different ways.
It’s really difficult there.
Now Pete, before I have to go, I wanted to address something. My husband Don was sitting here trying to put his
past clients and his sphere of influence into the texting and the sly broadcasting, and he was annoyed, frustrated with
himself that he has them all in Top Producer, which is the CRM he uses, he has them categorized by lead – are they
an A, a B, a C. But what he did not do, because it wasn’t needed at the time, is he didn’t chunk them out to buyers
versus sellers, past clients versus sphere. And he was annoyed by that because he said…
How do I know how I’m going to create a special campaign when they’re all mixed together like that?
So, some of you have that same problem. Here’s what I told him, and Pete, maybe you can improve on it after I have
to leave the call. But I said to Don there’s no use crying over spilled milk, basically; that is what it is. Just make sure
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that moving forward as you’re adding new people or new people are opting in to you, that you are categorizing them
in a way that you’ll be able to send a special unique campaign if you want to. And then I said to him… As you’re
going through – remember, guys, our 55555 every day. I said…
Don, as you’re going through every day and calling at least your five from your database – as you’re
calling them you should be looking to update phone number, update email and update their tag of what
category they will now be in.
Now, granted, that could take a while, and I even said to him, maybe he would want to take a half a day on a
Saturday and just put his sweats on, sit out in the backyard, and just go through his past clients and sphere, or his
list, and start tagging them and just do a little bit of cleanup.
Now the other option would be, just make your messages more generic. So if you’ve got a pile of leads in your
pipeline from online leads that you purchased and you don’t know if they’re buyer leads or seller leads, you could
just send the message…
Are you still interested, do you still have a plan to do something in real estate this year?
Or in other words, just something that’s more either buyer or seller. And I actually think I wrote a couple like that,
that are in the messaging, because I knew this was going to be an issue for everyone. Don’t freak out about it, okay?
Just make it more generic, tag them as you go, and then in the future you’re going to have a much more efficient
system because you’re going to be careful how you categorize them moving forward.
And so, Pete, I think you’re on with the PIN code, so you’ll probably need to do the *9 to end the recording since I
have to jump off here. And I think just to be safe, I’m going to do it now. Maybe I should do it now, and then that
way we won’t risk losing this, because we covered a lot.
Pete: I actually have the pale. I’m on the website right now, so I can stop it right here.
Debbie: Okay, so you can do it. Alright guys, so please feel free if we don’t get all your questions answered today to
email us. And I’ll turn you over to Pete, and I’ll talk to everyone soon. Thank you guys!
Pete: I did see we had someone else who unmuted their line, but I didn’t have a name, just had their company. But if
you’re live on the line and you’ve got a question, go ahead and ask it right now.
And maybe they don’t, okay. So let me see here. One other thing I want to make you aware of – on the Inner Circle
website, on the Dashboard, you will see a sample press release that we just put together. You can take that and you
can, if you want to, send that out. Let your local papers know that you’ve joined the Inner Circle. And it’s got listed
on there some of the benefits, like the fact that you’re in the referral network now and you have the ability to help
people out of the area, if they’re moving out of the area, things like that. So it could be a nice little feather in your
cap. Again, it’s probably one of those things that for me I would be putting as part of my listing presentation
documentation, so that way people can see that I am taking steps to keep myself current in the marketplace.
And let me see here, did I get all of the other questions answered? I believe we did. Yeah, looks like we did. So with
that, everybody, it doesn’t look like anyone else has a question, so we’ll just go ahead and sign off. We’re going to
get this up on the website and transcribed for you as soon as we can. And thanks so much, guys, for being on the
call. If you have any questions in the meantime, all you’ve got to do is send either Debbie an email or me an email –
debbie@excelleum.com or pete@bustoutthebigguns.com, and we will be happy to answer those for you. Thanks so
much everybody, appreciate you being on today’s call!
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