June 1st, 2018 Transcript - Page 1

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

June 1st, 2018 Transcript - Page 2
Debbie: Okay, now we have a quiet line, but Pete, you’re still there, right?
Pete: I am. Can you hear me?
Debbie: I can hear you. Guys, we really want to handle all of your questions today, so I think what we’ll do is we’re
going to start by going through some that were emailed into us, and that’s going to give you a chance to be thinking
about the question that you might have for us. Now, if you’re at your computer and you want to send a question in
right away, you can go ahead if you prefer to email it and email me at debbiedegrote@gmail.com, and that’s going
to pop up right away.
But you can also unmute your own line, and remember to do that. It’s actually very easy – you just hit *6. So I have
muted you, but if you hit *6, it will open up you line to say “Hey Pete”, “Hey Debbie”. Feel free to interrupt us. And
then, after we go through some of these questions, I will actually open up the line for a couple of minutes, and then
see if anyone wants to jump in. So Pete, I think we should start off with a few announcements. I want to make sure
that they know what’s coming to them soon. So when will they be receiving their next edition of the Inner Circle
newsletter?
Pete: Those are going to be going out probably mid to late next week. So, probably the weekend to the following
week. We try to get them out by the 10th, so it will be pretty close to that.
Debbie: Okay, so in the next week to 10 days, guys, be watching for our package. And Pete, we included in that
newsletter, I think on the top we actually are giving them a summary of all of their Inner Circle program benefits,
just in case they have forgotten some of the things they have access to, correct?
Pete: Correct, yeah. We’ve put together a nice little flyer that basically has all of the different benefits that you get
for being an Inner Circle member, along with all of the additional programs that we currently have. And as you
know, Debbie, we’re continually adding to that. So as you finish a program – let’s say you finish the Facebook and
you’re like, “What’s next?” – we’ve got another program. Whatever area you need help in, we’re putting together
programs for that.
So we’ve got Listing Domination, Debbie has gone through and totally updated and revamped the 45-day Cash
Machine. We are later here in the month of June putting together the Events Marketing package, which I know a lot
of people are waiting on that one. That’s going to be a real fun one. And then Debbie and I actually have a meeting
later today, because I came up with another one that I think would be a great one for us to put together for you guys.
So, it’s just going to be easy for you guys to enroll in your next class. In fact, all you’ve got to do is just send us an
email, call into the office and say, “I’m ready for that Listing Domination program.” And we’ll turn it on for you.
Debbie: So, every month, guys, we’re going to send you as we add these new programs and benefits, every month
just open your envelope, and laying loose on the top of your newsletter is going to be your sheet of benefits. And
please take a moment to look at it. Pete, can you do me a favor and make a note for Travis? Let’s put a big “NEW”
across the newly added programs, because they might think, “This is the same flyer that I got last month.” And I
want to make sure that we draw their attention to any new benefits that were added in the past 30 days. So guys,
remember – we don’t want you to be overwhelmed. As we create these great programs for you, they are not going to
go away. They are stored there in the Inner Circle and they are ready to turn on for you anytime that you request
them.
Now Pete, I also think going out in this mailing, a couple of weeks ago I came up with the idea that talking about the
fact that they’re part of an Inner Circle Mastermind group with top agents across North America, real estate experts,
marketing experts, and that they are on the cutting edge of the know of how to get that seller’s home listed and get it
sold for the highest realistic price possible. Because that can be a sexy little benefit, guys, to sell at a listing
presentation. We did what I promised you we would do – we created a press release announcing that you’ve been
accepted in as an Inner Circle member, and really what is that all about. And it actually came out very nice. And
Pete, I know that you have that now for them to access and personalize. That’s on the Inner Circle Dashboard,
correct?
Pete: Correct, yeah.
www.EliteAgentsOnline.com
Copyright © MMXVIII by Debbie De Grote And Pete Mitchell. All Rights Reserved.

June 1st, 2018 Transcript - Page 3

Debbie: And they should be able to find it easily, or do they need any instruction?
Pete: It’s right on the Dashboard. In fact, Taylor and I were talking about it yesterday and I think we are also
emailing it to everyone in the Inner Circles so that way they’ve got it as well in their email ready to go.
Debbie: Okay. I would use that, guys. Something that we like to always be trying to deliver is, what are some points
of differentiation that you can talk about to your seller and that really makes you stand out. And it’s something that
other agents won’t discuss. And in the press release we mention that you are now part of the Elite Agents Online
referral network, which I hope you have done that. So please, take a moment if you haven’t, and go into your
Dashboard and go into the Elite Agents Online and register yourself as a member. And remember, I don’t collect
any referral fees, I don’t get involved in that in any way, other than to bring you guys together on an opportunity to
make money by helping each other. So, please make sure you see those great benefits that are there for you.
So Pete, I have a question to start us off – Pat Marquis, who may be on the call with us today – I think she probably
is – she had a great question. There is a development – a condo development, an association – and she has the email
addresses of the people. She doesn’t even have their full names, she doesn’t have their phone numbers, she doesn’t
have permission, they’re not opted-in. Because of course the members know we can’t spam people, we can’t text
blast, sly broadcast or e-blast without opt-in permission.
So, she doesn’t have permission, but she’s looking for a way to get herself in front of those people. My thought for
her would be that anytime any of the members have a group like that, that they can’t legally text in a group,
broadcast or call – maybe they’re on a “Do Not Call” list – would targeted Facebook ads then be probably the best
avenue to go after that group? And if so, they don’t know me, I’m trying to get them to know me – what would I do
in those Facebook ads?
Pete: It’s a great question, Debbie, and there are a couple of responses to that. So one, it depends on how many you
have in your email list. It depends on how big the list is that you’ve got, because Facebook keeps increasing the
amount of people they need in the custom audience before they will start running ads to it. And so, if you’ve only
got 50 to even a 100, Facebook may not let you run ads to them, because what’s going to happen is, when you
import those email addresses into Facebook, Facebook’s going to cross-reference that with their list of email
addresses. And what we found is that usually about 50% of the emails that you get are going to match Facebook. So
automatically your list is basically going to cut in half. So if you’ve got a really small list, you’re probably not going
to be able to run Facebook ads to them.
If you’ve got a larger list – I’d say a minimum of 100, but it still may not work at 100 – you might need more than
that, 150-200, whatever – then you’ll be able to run ads to them hopefully. The reason I say “hopefully” is because
of all of the pressure that Facebook has been put under – they’ve gone before Congress and what are they doing with
our information, all this type of stuff – they are continually having to refine who they allow us to run ads to. So,
right now they’re letting us upload lists and it’s on Facebook’s shoulders to verify if we have permission to run ads
to them or not. So right now that burden is being pushed onto Facebook. At anytime they could switch that and say,
“We want you to show us permission that you can run ads to them.” That’s just the ever-changing world of
technology. So what I would actually run as an ad to them – again, it all comes back to entering that conversation
that’s going on in their head. And you’ve got to be thinking about that.
Debbie: And Pete, by the way, I should jump in and say in this particular case Pat’s an Aspen, so it’s kind of an
unusual resort market, and also this happens to be a property where they’re fractional owners. I don’t want to spend
a lot of time on that because it doesn’t relate to a lot of people, but I think it would probably go back to knowing
who is your group and what would that particular group be interested in, right? Because Pat’s group, if they only
own a fraction of the use of that property, it might be buying their own property. But with other types of properties,
it could be something completely different of course.
Pete: Yeah. So it’s always about entering that conversation. And then you’ve got to think to yourself…
How can I be of value to someone who’s got this conversation going on in their head?
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And that’s why we’ve put together those guides that, Debbie, you worked so hard on – for first-time home buyers,
for move-up buyers, for downsizers, because we know that conversation that’s going on in their head. And then you
want to think…
I want to be of value to you. I’m going to give you this guide. I’m going to give you this information, this
educational piece that you’re looking for. And I’m going to get you to raise your hand, and identify
yourself as someone who’s thinking along these lines.
And so, when you’re in that kind of a resort market or something unique, you might go…
The guides that you guys have put together are great guides, but they don’t really fit my marketplace. How
do I put together an educational marketing piece that I can use?
And to me that’s a really simple thing that you can do, because you know that marketplace. You know those
questions that are going on in their head. So the quickest way that you do this is, I just jot down those questions.
What are the questions that everyone always asks when it comes to buying their home in this resort community, or
selling their home in this resort community? And so I make a list of those frequently asked questions. And then what
I also do is I sit down and I put down what are the “should ask” questions? What are the questions that people
should be asking but they just don’t know that they should ask? And then I’d take those questions and I’d go to
someone – preferably someone who’s not in the real estate world – and I’d go…
I want you to interview me and I want you to ask me these questions. And if I say something that’s kind of
confusing to you, I want you to stop me and make me explain myself.
See, we all speak in scripts. We say the same things over and over again. When someone comes to you and asks you
about selling their home and they’ve got this pool and they want to know if they need to have it serviced or what
they need to do – you already know how you’re going to answer that, because you’ve answered it before. You
answer it all the time.
Debbie: And so, Pete… And I know we’ve got to cover lots of questions so we’ll have to move a little faster
through the list – that’s my High D being bossy here now, guys. But Pete, I think what you’re saying though is what
you always tell me, which is, record it.
Pete: Exactly.
Debbie: Meet with someone and talk to them and record it. Let them ask you. And I actually did that in a lot of the
guides, where I sat down and I just recorded what I thought were the most commonly asked questions. So, it goes
back to knowing your audience, knowing what bait they would bite on, and then for that particular audience – and
borrowing from what Pete always says – what is the channel? So, if you can’t do Facebook ads to them, if you can’t
group text them, if you can’t call them because they’re on the “Do Not Call”, you certainly can mail to them. Now in
Pat’s case that’s a little of a challenge, because they’re LLCs, but generally speaking, it’s going to be mail if you
can’t get them any other way. They can’t stop you yet from mailing to your groups direct.
Now Pete, Cindy just sent me a question, and she said last call it was mentioned working the divorce list, the divorce
filings. Because, guys, if you remember, we talked about ReboGateway was the supplier of that type of leads. Not
technically leads; I guess I would say information – how many people have filed for divorce or notice of default.
They quote a statistic that 22% of people who file for divorce will list and sell the property within a year. Now,
Cindy was asking how do you get those lists?
Well, you can go to ReboGateway and look it up, and I think it’s a monthly fee of something like $50 a month,
cheaper if you do it annually. You may also though be able to potentially reach out to your title rep, who might have
access. Sometimes you might check it out online, in certain states it might be available. So of course you’re going to
want to go to the free option if you can. And if any of the members on the call today are working divorce and have a
great source for lists outside of that, we certainly welcome them doing *6, jumping in and sharing that. I don’t want
to spend a ton of time on Facebook today, but let’s see, there’s one more question…
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When running a Facebook ad using Leadpages as advertising, and advertising the consumer guides that you
provide, how does Pete recommend that we collect the leads? Do we use a service like ActiveCampaign, do
we use Leadpages in Facebook?
So Pete, they ran the ads, they offered the “Move Up” planning guide. Now, how do they collect those leads?
Pete: So, you certainly could hook up many CRMs to Leadpages. You could hook up ActiveCampaign, AWeber,
MailChimp. If you’ve got a specific one in real estate, it probably isn’t going to hook up natively, if you will, to
Leadpages, because a lot of the CRMs in real estate are just unique to real estate. What I would actually recommend
is I would tell you to go through the Facebook ads course, and do what we call a “lead generation ad”. And when
you do a lead generation ad, you’re actually going to avoid having to do anything with Leadpages. And we’re going
to tell you how you get those leads directly out of Facebook. The lead generation ad, generally you get leads
cheaper, and It’s less of a headache. It’s more real information, because Facebook actually puts in what they know
about someone, so they give us their phone number, they give us their email. So it’s not someone putting in a fake
email address or a fake phone number. And that is all covered in the Facebook ads mastery course. So, I would
definitely say, go through that course because we focus a lot on lead generation ads.
Debbie: So, speaking of lead generation, I know that Joe Capone – who’s an awesome Inner Circle member – sent
us some great information on some of the successes that he had had using some of the tools. And there was quite a
number of them, quite a few things that he sent, but was there one or two things that he took from the Inner Circle
and did, Pete, that others could copy from him?
Pete: I’m sorry, what are you asking?
Debbie: Remember I forwarded to you from Joe – he did his screenshots and his things that he had used your
Facebook tips and some of the things that you did, and had really great success with it. I don’t know if you have that
in front of you or if you remember what I’m talking about. If not, we can look it up later and share it with them next
time.
Pete: Yeah, I got his ad right here. I just pulled it up on my computer. But the main thing that he actually did was
that he just took the action. We give you guys the ads under the Guides section on the Inner Circle website. We give
you sample pictures that you can use, we give you sample text that you can use. And the key with him was, he just
actually went out and did it, and was getting results from it. So, I would just tell you, just actually do it. Just take the
action.
Debbie: And I think also Douglas Lee, who’s an awesome Berkshire Hathaway agent in Pasadena – he had sent out
the email that you recommend that he send out. And of course it was to his opted-in group, his database. And his
comment was…
The email blast worked like a charm. I got 10 email responses back, even from people I did not think would
respond, and I got two leads. And I now have my mass text ready to go out for next Tuesday.
So again, guys, remember – don’t let it scare you to utilize some of these tools, because Pete’s got it broken down
very simply, great instructional videos, Samantha’s here to help you, and they really don’t take that long to get into
action. And I know you all need some great leads for the month of June, which is coming up very, very soon. And I
would like to remind you guys too, on the Inner Circle Dashboard for those of you who are private coaching clients,
you’ll see the Andrew Soss and Taylor De Grote interview. For those of you who are not private coaching clients,
you got that on your thumb drive last month.
I really want you to listen to that one and set a goal in the month of June, that you want to take two or three of the
actions that Andrew recommends to start compiling better online reviews. I know a lot of you are getting people to
give you their reviews, but Andrew gives some very, very specific tips that will get you even more traction online if
you follow them. And they’re so simple. So please don’t miss that we have that resource for you. Pete, I think you
had a couple of questions emailed in. Do you have anything on your desk there?
Pete: I do, yeah. So I had one person email in about the 800 number that they can put on the post cards, whether it’s
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the downsizing, the move up or first-time home buyer. They want to know where they get that. You can actually get
that in SMS Conversations. So again, all of that is broken out on SMS Conversations, on the support page. But it’s
actually really simple – instead of getting a local phone number, you just put in, “Give me a toll-free number.”
Probably isn’t going to be 800; they’re almost out of actual 800 numbers. I think they’re all like 866 or 855 now.
But yeah, you can get that through SMS Conversations and set up your 800 number for you post cards.
Debbie: We need to mention, SMS Conversations is on their Inner Circle Dashboard.
Pete: Yes, exactly. Thank you. Also, another question – this was a really good question, because I’ll bet some of
you had this question come up before…
Hi Pete. I reached out to Travis this morning to ask what I need to do to get my landing page to show up in
search results.
So, here’s the scenario. Someone has a landing page, like a landing page that we’ve put together for you where it’s
offering the guide, and they want to know…
How do I get this thing to rank over here in Google? How do I get Google to index this and actually show it
in the search results?
It’s a great question. If Google happens to index your landing page – great, take it. But don’t be surprised if it
doesn’t happen, because what Google is really looking for is not landing pages when they’re indexing results. That’s
where your authority site would come in. Your authority site is your main website. That’s what Google really wants
to rank, because Google is thinking about the customer experience. When someone is searching for Rossmoor real
estate, they want to give them agents for Rossmoor.
So landing page, where that’s going to work best is in all of your advertisements, post cards, anything where you’re
directly sending someone to your landing page. That’s what a landing page is designed for; it’s not designed to get
ranked in the search engines. If it happens to – great. But it’s just not designed for that. It’s designed to convert
people into being leads, but we have to send them there. So we send them there with advertisements. You could
probably even use Google ads and send them to your landing page, but just don’t expect it to show up in the search
results.
Another question that I got here is… This was someone who I talked to about SMS Conversations. They want to
know some of the best practices, things like that. And this was a follow-up email…
Would you recommend reaching out to prospective clients you may have sent a letter to or a post card to, or
may have not had any contact at all, like absentee owners? Would you use sly broadcast for that?
So let me start off by saying you need to check on the laws in your local area and make sure that you’re abiding by
the “Do Not Call” lists. And check with your broker, check with your attorney. As far as all that stuff is concerned,
you want to be extra careful when you start doing stuff like this, because you don’t have a relationship with these
people. That’s basically what this person is asking…
I don’t have a relationship with these absentee owner people. I’ve sent them a letter. Can I text them? Can I
sly broadcast them?
I would not text them, even if I legally could, because I don’t have a relationship with them. That’s going to come
across as spam to them and they’re not going to look positively on me. If I am legally able to, I would sly broadcast
them, but no more than probably once every quarter. Again, I’m going to stick with that once-a-quarter rule on that.
Otherwise I’d rather just call them. I know the appeal with the technology is, I can blast out to everybody, and that’s
cool and all, but you also have to keep in mind that we don’t want to annoy people.
Spam annoys people, so that’s why you don’t want to spam. Same thing is true with texting, which is why I just
would not spam text at all. Don’t send it to anyone you don’t have a relationship with. Even if you’re legally able,
it’s probably not going to go over well with how they’re going to view it. Sly broadcasting – you can get away with
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that because it’s kind of like just calling them, but instead you’re leaving a message on their voicemail. And you can
do that. Again, I would stick to the once-a-quarter on that, otherwise just call them and do more direct mail and
things like that to them.
Debbie: Yeah, and that’s in the marketing calendar. So I would encourage everyone to look at your Inner Circle if
you need some help on figuring out how often should you mail, call, email, text. Pete’s laid it out for you in a
marketing calendar, which of course you can modify to your discretion, but we wanted to give you a little bit up a
template to follow.
Pete: Yeah. Another question we got here is…
Do I need to use only the scripts that you guys provide?
So, this is someone talking about the texting and the sly broadcasting. And of course no, you don’t need to just use
the stuff that we provide. The way I like to look at it is, I always think of, how can I be of value to people? If I’m
striving to be of value to people, that’s going to reflect itself in what I’m communicating to them. And I would just
say the biggest thing that you want to be very aware of when you’re texting or sly dialing people, is you don’t want
to treat it like spam. And I’ve already hit on that, so we don’t need to keep berating that point, but just be thinking,
“How am I going to be of value to people?” And that’s the reason why the Instant Goldmine Strategy, where we
send out that Pink Elephant Letter, and then we do an email, and then we do a text, and then we do a sly broadcast –
it works really well because of the flow. We start it out with the letter going…
Hey, you know what? I realized I haven’t been communicating with you. I need to communicate with you
more. I’m going to start doing that.
And then we hit them with the email, and then we hit them with the text, and then we hit them with the sly
broadcast. And that works really, really well. So, it doesn’t really matter what you’re saying when you’re reaching
out to people. If you’ve got something that you want to reach out to them about, I’d say go for it. But just keep in
mind how often you reach out to people.
Debbie: And I might disagree just a little, because as their coach I know that what sometimes happens is we write
good words for them because of our experience. We know that the words we give them will actually work. And you
guys know that I have NLP training – neuro-persuasion training, and then you also know that Pete… There’s the
things like the 9-word email, and some of these real marketing facts that you might screw up if you start writing
long texts and leaving long messages, because it’s not going to have the same impact. So it’s not that you can’t
change it – of course you can. Just be aware though. I always think of, Pete, you saying, “A confused mind doesn’t
act.” So if I sent a sly broadcast and I said…
Hi, it’s Debbie and I just was wondering, are you thinking of buying, are you thinking of selling? Would
you like to buy a rental property? Maybe you have some friends or family that need my help. I’d really like
to talk to you. Blah, blah, blah, blah, blah. And I want you to know I’m right on track to have a great year
this year. I’m going to help a hundred more families.
But if you give one clear message…
Hey, it’s Debbie and I just was reaching out. So many people have been calling me saying, “What is going
on in the market?” I thought you might like a quick update. Why don’t you call me back when you have
time? I’ll tell you what’s going on and what your house is worth. Hope to talk to you soon.
See now, when they call me back, I can ask those other questions. I know I used to be guilty of this – trying to get
too many points across on a post card, in an email, on a voicemail. And it just gets lost in the weeds. So I think that
would be the only thing I would really caution them on. What I do love about sly broadcast is you can record it and
you can listen to it. And you can time it. You can go…
That was less than 30 seconds, good. Yeah, I sounded really good there.
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Or…
No, I don’t like the way it sounded. I’m going to re-record it.
So I think that’s kind of cool, because you can sound great, but here's what I would tell you guys – nobody wants to
talk to a professional telemarketer. So if you’re doing a sly broadcast to your approved opted-in group, or you’re
making your regular prospecting calls throughout the day, you’ve got to sound natural, you’ve got to sound real. If
you’re too slick, if you’re too polished, they’re just going to delete you. So, you just want to sound like a friend.
And remember, if you’re actually prospecting and they answer live – mirroring and matching their rate of speech
and their tonality is a huge bonus that actually slows them down and gets them to listen for a moment longer. In fact,
Pete, I know you’ve got a new program idea. I’ve got one that I’m going to work on this weekend for the Inner
Circle. I don’t have a title yet, but my working title is “The Persuasive Language Modules”, where we’re going to
take them through some of the great neuro-persuasion techniques and words to use, not to use, how to say things,
what to say, and then going into some of the key scripts that we have for them. So, I’m going to work on that for
them this weekend.
Pete: Cool, awesome. Another question we got here is…
Should I attach videos to my emails?
Great question. And what I would suggest is, use video if you can in your email, but instead of attaching it – and I
want to make sure that we’re using the right terminology here because I don’t know what they meant by “attach it”,
but what that says to me is you physically attach it like you would a PDF or something like that. The problem with
that is you’re going to make your email too big and it may not actually be delivered to people, because over a certain
size usually will get it rejected. So, what you would do is you would just maybe create something on your phone, do
it on your desktop computer, and upload it to YouTube, and then you can just put a link in your email. So, I do this
all the time at holidays – I’ll be like…
Hey guys, I just put together this quick video for you. Check it out.
And it will be something really simple like that with a direct link to YouTube where they can watch that video
message. Now what I will say is this – the key to really get the best bang for your buck here is in your subject line,
put the word “Video” in brackets, so people know that there is a video in your email. That’s going to get more
people to actually open your email. Statistically we’ve seen that when we put that in there we get more people to
open our email. So, that’s what I would do. I would absolutely include that stuff.
One of the things that Debbie and I have talked about for years is when you’re delivering your message to people,
you’ve got to use multiple mediums, because they might become blind to your emails, but all of a sudden, the video
– “Oh, let me go check this out.” And if you’re constantly sending videos, then they become blind to your videos.
And then you need to move over to text or audio or podcast, things like that. So you want to have this variety of
mediums that you’re communicating your message to your prospects with.
Debbie: And so Pete, one of the questions that I got, and this has come up before, you just made me think of it, is…
If I have these consumer guides, can’t I just send people to my main authority website to get them, because
then they can see all my other stuff and they can get to know me better?
And so, I know how you’ve answered before – don’t do that. Send them to the landing page or have them call you
to get it, because basically they’re going to get lost In that website and forget what they were there to do. But having
said that, you guys still can also in addition to sending them to a landing page, post the guides. If you make videos
that you’re emailing out, post the videos on your main authority website. So you certainly can repurpose those
content items.
And in fact if you take the Lifestyle Advisor newsletter for an example, and let’s say you really like one of the
articles that we have there and you think that could be a good blog – fine. Take it, use it, put it on your website. So
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you can put a lot of stuff on your main website, but that’s not where you’re going to send them to get a specific
offering, because again, a confused mind won’t take action.
Pete: Yeah, absolutely.
Debbie: So Pete, I had one here that’s a little bit more on the sales side. And actually two things. One is, someone
asked me the other day…
A seller is asking me to give them my marketing proposal – to deliver it, to leave it, to let them review it.
And I’m kind of hesitant to do that, because will they maybe give it to another agent?
And guys, here’s my thought on that: Actually there’s nothing new under the sun. And so, I think that it’s not like
trade secrets; of course we’d rather not put our stuff in the hands of a competitor. So I would avoid it if I could, just
because, just to be on the safe side. But if a seller is specifically requesting that and wants that from you, then you’re
probably either going to have to make a big scene about it, or give it to them. And it’s probably not a huge risk in
giving it to them. What I suggested though is that he say…
I’d be happy to do that, however because I know you’re going to be interviewing agents, you’re really
going to want to have each agent stand on their own. In other words, don’t share what I give you, because
my marketing proposal is really excellent, and what you’re going to want to do is review it and then put it
away in a drawer, because you’re going to want to see what they come to the table with. And that’s really
the only true measure and possibility of doing a good side-by-side comparison.
Now, on that note, someone else asked…
Should I do a pre-listing package or not?
Most agents today are not doing them. Used to be, seemed like, everybody did them. But I find that many agents
today are not doing them, so that might mean, sure, it could be good to do that. And what would be in it would really
be your bio, certainly some client reviews and testimonials. You may want to do a little bit of something about your
custom marketing proposal – that’s up to you. But that pre-listing package wouldn't be super long.
And then I would assume that they don’t ever look at it. Because what agents sometimes do is they do a great job on
that package, and they get there to do the listing appointment and they assume that they looked at it, or they might
even say to the client, “Did you look at it?” And the client says “Yes”, and they’re actually lying because they don’t
want to admit they were too lazy to look at it. And so, now you proceed thinking they already know all that great
information. So if you choose to do a pre-list package, most of that’s going to get sucked into your actual
presentation, and then you’re going to say to the seller…
I know this was in the original package, but let’s go back and just hit a few highlights very quickly.
So, if you guys have more questions on that, go ahead and email me. If you are in private coaching with us, you may
be going through the Listing Domination series or that might be your next series. And I do talk there more about the
presentation, what should be in the package. And if you are in private coaching with us, then your coach should be
looking at your materials and going through those with you. So please feel free to send it to your coach and certainly
feel free to copy me and I’ll be happy to look at it as well. Okay, Pete, anything else you have there?
Pete: This was a really good question I got…
Can you give tips on subject lines that will get people to open up emails?
I’ll give you a couple of sample ones here in just a second. But I want you to really see email as what you’d say to a
friend. When you email a friend in the office, your spouse, your broker, whatever – what do you put as the subject
line? It’s usually something pretty personal, or really specific that’s going to grab their attention. So I want you to be
thinking about that when you’re emailing. When we start doing basically a big ad in the subject line, then people go,
“This is spam or business”, or whatever, and may start to ignore it.
www.EliteAgentsOnline.com
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So some of the subject lines that we found work the best – the single word “Important”, the word “Hey”, their name,
their address, “Hello” and then their name – “Hello, Bob”. Things like that work really well. And one of the secret
tricks, if you will, that works exceptionally well – I’m going to try and explain this. You know when you set up your
email and you put in your name and your email address, and you set this all up in Google or wherever you set up
your email. Where your name is, if in my case I put “Pete Mitchell”, and then in parentheses “Personal”. And so it’s
not the subject line; it’s literally how my name is delivered to them. When you look in your inbox and you see who
the mail was from and it says “Pete Mitchell”, but then you see “Pete Mitchell (Personal)”, that immediately makes
people go…
Oh, this is a personal email. I should open this.
And it can be that way on every single email you send out, but it’s going to have that different impact on people. So
I would recommend that you change your name and add “Personal” in parenthesis, and you’re going to see people
opening your emails more.
Debbie: Yeah, and I know you said the one, “Hey”, really pulls well. I struggle with that one – it just seems so rude,
like, “Hey there”. But I do often use “Hi there” or “Hi”.
Pete: Make sure it fits your personality. You can’t use the word “Hey” if you’ve never used it, like that’s not how
you talk to people. For me it’s totally how I talk, it totally works. But again, it fits my personality.
Debbie: Now, there’s another thing I want to bring up. When I call you or we hear your voicemail – the “Yes,
hello”. You say that – “Yes, hello”. Why do you say that? Because I remember when I first heard that, I thought that
was kind of weird. I didn’t know why you did it.
Pete: It starts out by giving them affirmation. So I want to start out by saying “Yes” to someone, so I’m giving them
that initial affirmation, and then just a really positive “Hello”. So, it’s really about getting them in the right mindset.
So even on my voicemail – that’s usually where people hear it, is on my voicemail. All of my voicemails start out
with “Yes, hello”, because I want to give them that affirmation and start it off really positive. And then it carries
them through.
Debbie: Okay. Guys, why don’t we do this? If you have a question for us that we haven’t covered in advance, go
ahead and hit *6 on your line now – that’s going to open your line up. I’ll give you guys a second to do that. I can hit
the *5 to unmute you, but I want to make sure that it’s pretty quiet and it’s a little bit easier if we do it line by line.
So, *6 if you’d like to open your line. And in just a second I’ll try it too, just in case there’s any problem with that.
So give me one second here, guys. I’m going to open it up. Okay, guys. You can see how noisy it is. So if anybody
has a question, fire away, and then I’ll put us back on mute.
Kathy: Hi Debbie. Can you hear me?
Debbie: Hi. I can hear you.
Kathy: Okay, this is Kathy. I just sent you this email, so I’m just going to read it.
Debbie: Hold on, Kathy. Let’s do this. I’m going to put you back on mute; you need to *6 your line, okay? So
Kathy, go ahead and unmute yourself – *6, that should open up your line.
Kathy: Okay, I did.
Debbie: There you go. Okay, fire away.
Kathy: Okay. So I used your line that you had said in one of the last calls. I told them I was a member of an elite
group of top agents nationwide who like to share their listing list. They were excited about that, but now I need to
know how do I share my listing with agents in this group who may have a buyer moving to my Salt Lake City
market.
www.EliteAgentsOnline.com
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Debbie: Guys, we have the Facebook group. Right, Pete? The Excelleum Facebook group. Have we allowed the
Inner Circle to access that?
Pete: I don’t know, because I thought at one time we had closed it down. Did we do that? I don’t remember. We’d
have to ask Taylor, I think.
Debbie: Yeah. We could do though, because I think it’s probably not appropriate on the marketing calls to be
pitching listings, because it just wouldn’t fit. But I do think it’s a great idea. I want you guys to be in communication
with each other, to ask each other questions. So, what do you think, Pete? What would be the best thing we should
do for them in advance of our Inner Circle event in October to get them connected?
Pete: Yeah, I would probably say let’s do it on Facebook. Facebook group.
Debbie: Okay. So guys, that’s what we’ll do. I’ll work with Taylor; I’ll have a conversation with Taylor and Pete
this afternoon, so we’ll work on a Facebook group. And just make sure that you use it, just like the Elite Agents
Online referral network. We have had some great referrals flying through that network. And I would love it if you
could make money to pay for your coaching and Inner Circle for the next 10 years, which many of you could do
with one referral.
So we’ll work on getting that group set up for you, and we’ll add that reminder next month. So not to the package
coming to you, because that’s already been packaged up ready to go, but we’ll remind you of that in the next month.
So please feel free to share the wins that you have with us. So when you take advantage of one of the tools and it
works for you, please get that information to Pete and I, or share it on Facebook, because that could inspire the other
members to go out and actually implement and take action. And I want to share the good ideas around among us.
Okay, anybody else have a question? *6 if you do.
Gary: Debbie?
Debbie: Yes, go right ahead.
Gary: Hey, it’s Gary Senser.
Debbie: Hi Gary.
Gary: How are you doing?
Debbie: Good.
Gary: I’ve got a quick question. This relates to two scenarios. The first part is, if you know that it’s a hot property
and there are going to be several agents going out to pitch the listing – you want to be the last one if possible, is that
right?
Debbie: Well, yes. The only reason I hesitate, guys, is we’ve all had those where we were last, and they listed with
the first person. So, here’s a little more complicated answer. A lot of it does depend on their personality style. So if
you’ve got a hyper-analytical guy – and one way to find out is ask them what they do for a living. If they’re a
chemist, that guy is probably going to have a spreadsheet, he’s going to interview. Just to make sure it’s accurate,
he’s going to interview them all at the same time of the day on different days. It’s going to be hard, somebody that’s
that analytical. But if it’s a High D or a High I personality, potentially you can get in there first and they don’t care.
It’s like…
Yeah, I’ve got those other interviews set up, but I don’t mind. I’ll cancel them.
So I would look at their personality style. I would also, if you’re going to go last, which I typically think is better – if
you guys see the scripts that we have for you, my 80 pages of scripts, there is a script that when you position
yourself to go last, what you say to them. And I won’t bore you guys by taking you through it right now, but what
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you say to them is NLP language to stop them or to future-pace them basically for not signing until you get there. So
generally speaking, you probably want to go last, because if you don’t go last, you’re going to have to be prepared to
really close them, and really be a hammer, or you’ve given away all your great information and now they’re going to
go talk to somebody else. And I think you had another part to your question.
Gary: Yeah, I do. So part two is, before this all happens, is there a set of things, part of our marketing package, that
we should maybe take over? Just call them up and say…
Our listing presentation is coming up in three days and we’re looking forward to it. But prior to that, I want
to drop off some information that will help prepare you for what we’re going to talk about, and let you
know a little more about us before we get there.
Debbie: Yeah, and that’s going back to that pre-listing package. You certainly can do that. Here are a couple of
notes of caution though, guys: Don’t make the package too… Well, let me say it this way: Don’t give them a bunch
of homework in the package. People don’t like homework, right? And I’ve seen agents put the disclosure statements
in there, and all sorts of things in there. And when people look at that, it’s like, “Uh, yuck”. Now, what you could do
if you wanted is have a sheet in there, and you could say to them…
There’s a small worksheet where you guys can brainstorm what you think are some of the most outstanding
features of the home that you would like for me to showcase in the marketing, if you have time. If you
don’t, we can do that together.
And as you guys are going through the Listing Domination 6-week course, I do take you through the Listing
Language 2.0. And remember when you’re in the Listing Domination course, you have that 84-minute audio, which
is all the process and scripting; you have the transcript. And that’s actually one of the pieces to ask them to share
that with you. And I think I actually prefer that – that you’re doing it with them live versus giving them any
homework.
So I think a pre-list package would really just be, who are you, what are you going to do for me that’s special, and
how do I know you’ll do that? And that’s really your testimonials and references. Here’s a note of caution though,
guys – be very, very, very careful that you don’t get sucked into hallway conversations. And what I mean by that
is…
Oh, come in, we’re going to show you the house. What do you think about this? Should we paint that?
Should we do this? What’s the house worth?
If you’re going to drop it off, you just drop it off, because I am absolutely not a fan of two-step listing appointments.
The markets are just too aggressive today, and if you do an appointment where you give away a lot of your good
stuff and then somebody else comes in after you before you get your second phase, you may lose that opportunity.
But certainly fine to drop off a little bit of information for them, if you’d like to do so.
Gary: Well, maybe it’s better just to FedEx it to them.
Debbie: You could.
Gary: They’ll at least open it. And I was thinking about binding it in something really nice, to really separate us
right from the beginning.
Debbie: Yeah, there’s absolutely nothing bad about it. And you could FedEx it, then you have the expense of that.
But for many of you you’d say, “That’s totally fine, I don’t mind.” If you’re FedExing it though, I would make sure
you mark it that it’s okay to leave it, because we don’t want to annoy them that they have to call FedEx and get their
package. And then they open it up and go, “Are you serious? Really? I had to deal with…” We don’t want to irritate
them.
Gary: Yeah, got it. Okay, this was really helpful. Thank you.
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Debbie: You got it. Alright, guys, anybody else? *6 – that will open up your line if you have a question.
Annette: Hi, this is Annette.
Debbie: Hi Annette.
Annette: Hi. So just to clarify a couple of things. With the Pink Letter to the sellers – help me understand. Most of
my sellers have moved out of the city. And so why would I want to continue to engage with them if they are no
longer in my local area?
Debbie: Okay, and that’s a great question. And I’ll tell you, it’s the one that real estate agents have struggled with
for decades…
If people leave the area, should I continue to market to them?
I don’t really think that you would need to do the Pink Elephant Letter to people who have left the area, even if you
are continuing somewhat to market to them, just because your yield on them would likely be so low, that that would
really be a campaign I would reserve more for local past clients. But guys, it could also be your friends, your family,
your sphere of influence. It really could be anyone that you don’t see very often, and you want to let them know that
you’re in real estate and you want to be responsible to advise them and give them updates because you care about
them. And you can always adjust that Pink Elephant Letter slightly.
But let’s go to, what do you do with these people when they leave your market, when they move out of state? The
first thing I’d like to do is say to them…
Wow, you guys are leaving? I’m so, so super sad. And I need to replace you. And I would think you
probably have a couple of friends or relatives here locally that you could maybe introduce me to. It doesn’t
matter if they’re not selling or buying right now; I would just like to get to know them and be a resource if
needed.
So I might try to replace them with a couple of their friends and family members. What I did, and I’m not saying it’s
the right thing, because I don’t know that there’s a perfect answer for this – I would mail market to them for two
years after they left. I would call them quarterly for one year. Now the reason I continued is I thought they might
come back. Sometimes they had family members, of course, that followed them when they make a move. And then
obviously just in case they had a referral. But after a couple of years I figured it was pointless, but really that’s up to
you guys to decide, because I can’t give you a perfect answer on that.
Annette: Okay, I appreciate that. And then one more is, on the landing pages, do you suggest that we go for the
standard or the pro for the monthly cost?
Pete: Are you talking about for Leadpages?
Annette: Leadpages, yes, sorry.
Pete: Whatever the standard, whatever the cheapest is, is all you’re going to need.
Annette: Okay. And then the 800 number through SMS Conversations. I don’t have an 800 number, so I should
change the number I currently have to an 800 or 855, is that correct?
Pete: Yeah, you can. We’re talking about the post cards for the 800 number. And if you do use a local number, just
make sure that the text is something along the lines of, “This is my voicemail hotline number.” So you can still use a
local number, but you just want to be really clear, because you don’t want people to think they’re going to call you.
They’re scared to at this point when it’s that initial stage. So we want to lower the barriers to reaching out to you.
Annette: Okay, perfect. Voicemail hotline. Thank you.
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Pete: And you’re in the Inner Circle, right, Annette?
Annette: I am.
Pete: The other thing too is, keep in mind if you’re in the Inner Circle – and this goes for everybody – when you go
over to the guides’ pages, like the “Move Up”, the “Downsize”, the “First-time Home Buyer” – we will actually
build out a landing page for you. All you’ve got to do is scroll down to the bottom; there’s a little button there that
says something like, “I want you guys to make this for me”. We’ll build it out and you don’t need Leadpages if you
have us do it, because we’re going to do it on our system and just be done with it.
Annette: So, go to the Current Marketing, and then underneath where it says “Move Up” pages – that’s where I
would fill out for you guys to do that?
Pete: Correct.
Annette: Okay, perfect. Super, thank you.
Pete: Yeah.
Debbie: Okay. Anything else, guys? Well Pete, I don’t have any others. I think we got through our list here. Do you
have anything else on your list?
Pete: No, I’m good.
Debbie: Okay. Guys, one more chance before we let you go and get to work, or go enjoy the rest of your Friday. So,
*6 – if you have a question, go ahead and open up your line. And just a couple of thoughts, guys. If you have any
subjects that you would like us to address either on these calls, in an upcoming training module, in our Inner Circle
newsletter – there’s something you’re struggling with, something you’re confused about – just feel free to email me:
debbie@excelleum.com is the main email address. And Samantha checks that two or three times a day, so she can
get those to me if I’m on the road. And then Pete and I will work on it for you. So, watch for your Inner Circle
newsletter coming soon, in about 10 days. Make sure to read it, check it out. We’ve got some good stuff in there for
you. Alright guys, thank you very much. Have a great day and we will talk to you on the first Friday of next month.

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

