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Debbie: Okay. So I went ahead, so we don’t annoy you, because I know we have a nice group today. In fact,
congratulations! I’m so surprised and impressed that we have so many of you working today. I know it’s been a kind
of crazy, weird, sort of random holiday week. So I hope you guys had a good 4th of July, got some great stuff
accomplished. I’m sure Pete will be on in just a moment.
Pete: I’m on.
Debbie: Okay, good. And guys, I did mute you, as we usually do, just to get a nice quiet line and quiet recording.
But of course anytime you would like to speak to us, ask a question – all you need to do is hit *6. So *6 will open up
your line to talk to us, and then *6 will put you right back into mute once you’re done so we can keep a nice quiet
line. So Pete, while they’re gathering their thoughts and questions, did you have some questions emailed in to you
that you wanted to start us off with today?
Pete: Yeah, I’ve got a bunch here that were emailed in. But Debbie, before I get into these questions, I wanted to
share a resource with everyone that I think would really benefit them. And what made me think about it is I was
putting together the next module for the Events training kit, for those of you who are going through that, and this is a
tool that I’ve been meaning to share with the Inner Circle that I just want to share.
We’re always talking about social media and being involved in your community, using the various social media
outlets that are available to us – Facebook obviously is the biggie. But there’s another app that in a lot of
communities, like in my community, is incredibly popular. And it’s designed for the community, and it’s an app
called Nextdoor. So you can find it on your iPhone at least; I’m assuming it’s also on Android because they’re a
pretty big player. It’s a free app, but you connect up with your community. And so part of the reason why I was
bringing this up is I was going through different ways that you could market your event, and Nextdoor is one of the
ones that I would use.
But I’m amazed at how much the community uses this app. It is crazy to me. Think about your own community
Facebook page – that’s essentially what Nextdoor is. And there are people who are always in there talking about,
“We just saw these strangers in the neighborhood. Took these pictures of them, called the Sheriff’s Department.”
Other people are like, “We found this dog.” It’s quite amazing how involved at least our community is with this app,
and I’m betting it’s that way in many communities. And so I would check that out.
One of the things that I would do as a real estate professional is seek to add value to people. So don’t just go in there
and sell your services, like, “Hey, this listing just hit the market”, stuff like that, because that’s going to rub people
the wrong way. It’s going to look like all you’re in there for is to get clients. So go in there and be a genuine part of
the community, and talk about different events that are coming up in your community, little things that you hear
about, comment on other people’s posts. And then every once in a while, if you’re putting on an event…
Hey, we’re putting on a family photo event in the park. Here’s a registration link. Love to have people
show up.
There were two different realtors who did that very same thing for their shredding events within the last two months,
and it was a very effective manner to get to people in the community. So, I do have questions, Debbie, that I wanted
to go over, but that was just a tool I wanted to make sure that I shared with everyone, because it’s a free tool that
helps you connect with the community.
Debbie: So Pete, while you’re looking through the questions, you made me think of when we think about free tools.
So that just made me think of something that I often hear, which is real estate agents signing up for things, buying
things and then not using them. So now that we’re here at the middle of the year, what I would really encourage you
guys to do – and I know I’ve said it to you before but I’ll just remind you – go back through all the different little
tools and technologies that you’ve been meaning to get around to or you signed up for. See if it’s something you
want, you need. And if you don’t know how to use it properly, find out how to use it. If it’s something Pete or I can
help you with, even though it has nothing to do specifically with the Inner Circle – remember, we’ll be happy to
answer any questions that you have about anything sales and marketing-related. So, you can always email Pete –
pmichellceo@gmail.com – and say…
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Hey Pete, I signed up for this a while back. I’m not quite sure if it’s worth it. Have you heard anything
about it?
He’ll answer you, he’ll check it out, he’ll talk to me. Then also, looking at your broker, the company you work for.
What do they have for you that’s free that you could be plugging into? And then of course on our Inner Circle,
remember, we’ve got the texting, sly broadcasting, and all the other tools and marketing resources. If you haven’t
had your tour of that, then all you need to do is send me an email – debbiedegrote@gmail.com, and say…
I still need to have my tour of the Inner Circle platform.
And then Pete and I will make sure that someone gets connected with you next week and gets that tour going. And
Pete, some of them may have heard of HomeLight. I think I mentioned it a few sessions back, but I want to mention
it again, guys. It’s one of those referral networks, where I’ve actually seen some commercials on TV. As an agent, if
you apply to be a member of their network, you don’t pay a fee. What you pay is a 25% referral fee if and when a
transaction that they send you closes.
And it’s kind of a unique thing, because they actually call you live and tell you about the lead. I’m not saying it will
get you lots of business, but heck, if it’s free… Really, I know you’ve got to pay, but you don’t have to pay if there’s
not a deal. You may want to go ahead and check that out and see if that’s something you could use as well. So Pete,
back to you with some of the questions that we have, so we can go fast and cover as many, and then take some new
ones from the group.
Pete: Absolutely. So I got three questions regarding the texting system, and the first one I’ll just summarize.
Basically what happened was this particular agent sent out a text message to the list that they uploaded, and they
didn’t use one of the messages that we recommended, but they sent out their own message. But here was the fatal
flaw, if you will, in the message – they didn’t sign their name to it.
And it’s tough for us to remember this, but keep in mind you’re now texting, and because of how we have to do
texting, it’s going out from a new phone number – the phone number that you bought through Twilio. And people
aren’t going to recognize that number so they’re not going to know who that text is coming from. That’s why you
always want to sign your text with your name, so that way people will make that connection. You start it out with…
Hey, this is Pete Mitchell. Just reaching out to you, I wanted to thank you for coming to our event.
Or…
It was great meeting you at the open house. Let me know if you have any questions.
Whatever. So just make sure you put that into your text, that you are the person who is sending it, so that way people
can make that connection; otherwise they’re just going to think it’s spam and they’re going to be gone. So always do
that on these phone numbers, so that way people know who you are.
Another question that came in regarding the text messages is…
When someone sends “Stop” to the text message, will the system automatically stop sending them text
messages, or do we need to delete them from our list?
So again, keep in mind Twilio is a phone carrier for the texting service. They will automatically stop sending anyone
text messages from your phone number if they replied back “Stop”. So they will still be in your list, you’ll see them
there, but Twilio’s not going to send it through. So what I would do – just know Twilio’s automatically done that –
but I would delete them out of your list. That way every time you look at your list on SMS Conversations, you know
how many people are actually going to get your messages. You have an accurate count, if you will.
So, definitely keep that in mind. You want to delete people out just so you know how many people are going to
actually get that, but that’s an automatic thing. And what that also means is, the way that I read it on Twilio’s site is
like, if you did buy a new number and then texted people – yes, Twilio is going to send it out, even though it’s your
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account, because they said “Stop” to one phone number, not “Stop” to the other new phone number that you just
bought. So, keep that in mind as well.
Great question here…
Hi Pete. Question about remarketing.
So they’re talking about Facebook remarketing…
Do you or will you be covering this? I’m targeting expired listings and wondering how often and how long
to target those people with our advertisements on Facebook. Some guidelines to remarketing best practices
would be helpful.
So, great question, remarketing. If you haven’t gone through the Facebook Ad course, once you’ve completed
whatever course you’re in, it’s probably one that you want to go through. What you’re going to see I talk about in
there is something called “custom audiences”. Part of what you can do with your custom audiences is you can have a
retargeting group, if you will. So you can put the pixel on your website, you can put that on if you have a page on
your website dedicated to an open house, or not specifically to an open house, but to a specific property. You could
then retarget people on Facebook.
Same thing, by the way, you can do with Google display ads. Google has a retargeting pixel. You put it on the web
page, and then when they start seeing people on CNN and all these various sites that use Google display ads, you
can have your ad automatically pop up.
So the question about how often and how long would you do that – I would actually run my ad as long as the
platform will allow you to. So what I mean by that is, Facebook will keep someone in your remarketing group for
180 days. And it doesn’t benefit you to take them out earlier than that, and it will literally cost you so little money to
retarget. If you budgeted $5 a day, you probably will not be able to spend all $5. That’s how little it’s going to cost
you to remarket. I would just leave it on. And the only thing that I would do is every once in a while I’d go in there
and change my ads, try and give them something fresh to look at that might get them to respond. So that’s what
you’d want to do on the retargeting – just keep the ads fresh and run it as long as the platform will allow you to run
it. I don’t know how long Google’s platform allows you to run it, mainly because I don’t do a lot with retargeting on
Google. But it’s another great source for you.
This was a really good question. This is a little bit of a techy question; it has to do with landing pages. In fact, before
I get to that one, let me address another question here from someone regarding landing pages. First of all, they want
to know what exactly is a landing page. So, a landing page, if you not familiar with the term or haven’t gone through
the Facebook course, where we cover this – a landing page is a website that is basically only one page big. So, you
don’t have multiple pages on it; it’s just one page, and it usually is what we call an “opt-in page”.
In our case the way that we use it the most is we’re going to offer people a consumer guide. And so we’re going to
have the picture of the consumer guide, we’re going to have usually the same text that was on what drove them
there, whether that’s from an email, from a post card, whatever it is. And it’s got an opt-in form where we’re asking
for their name, email and phone. As a minimum, those are the three pieces I ask for, and in some cases we’re going
to be asking for their name, email, phone, and their mailing address, if we’re going to be mailing them the guide.
But that’s all they can do on it. They can’t do anything else. So, a follow-up question from someone was…
Can I use my Facebook page as my landing page?
And I wouldn’t. Let me just put it like that – I wouldn’t do that. Even though on Facebook on your business page
you can set up special pages, I wouldn’t, because once you’re sending someone to Facebook, they’re going to see
everything else that they can be doing on Facebook. They’re going to see if they’ve got messages, they’re going to
see if people have been commenting about them, and they’re just going to take off and they’re not going to do what
we want them to do.
The point of the landing page – sometimes referred to as a “splash page” – the point of that is to get them to give us
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their information and raise their hand. Once they do that, we can now follow up with them. But we can’t follow up
with them if we don’t know who they are. So I’ve got to get them to give me their information. So don’t send them
to Facebook; set up a landing page.
Which brings us to the next question. By the way, one of the follow-up questions on this was, what exactly is the
domain? That is the name, or sometimes referred to as the URL that’s up there in the address bar of your Internet
Explorer, whereas right now it might be on Excelleum.com or BestValueCopy.com – those are domain names. What
you want for your domain name for your landing page is usually unbranded. So instead of being
PeteMitchellsFreeGuide.com, I would just want HomeSellersFreeGuide.com. And the reason why I want it
unbranded is I need to get people to respond to me. When you start putting branded stuff, people start to go…
Oh, I’ve got a sales person. They’re going to reach out to me, they’re going to start calling me. I don’t
know that I want that yet.
And it’s going to start to repel them. I don’t want them to be repelled; I’ve got to get them to fill the thing out. So, in
your domain name, have it be unbranded. And if DownsizingGuide.com is taken, can you do DownsizingGuide and
the name of your city? Or HowToDownsizeInRossmoor, HowToDownsizeInLakewood,
HowToDownsizeInLosAngeles.com – can you get a domain name like that? Just start thinking of the variations for
an unbranded domain name. And that ties in really nicely with a question we had come in…
I’m trying to keep expenses down. Instead of doing Leadpages…
Which we give you the template for a landing page with Leadpages…
Can I just link to my website? Can I just send people to my website?
Again, it’s kind of like sending people to Facebook – there’s too much going on on your website. People are going
to get distracted and you’re not going to generate the lead. So you want a landing page when you’re running ads,
whether that’s a post card ad, a Facebook ad, a newspaper ad, a magazine ad, a billboard ad – any type of ad, you
send them to a landing page. You still want to have the guides on your website, you still want to offer them so you
can generate leads off of people who visit your website, but you don’t want to send people from ads there, or it’s just
going to confuse them.
So, here’s the simple answer to this: We will set up your landing page for you. You don’t need a Leadpages account
anymore, as long as you’re a member of the Inner Circle. Right there where the landing page section is on the
website, on Elite Agents Online, there’s a little section that says if you don’t have a Leadpages account, you want us
to do it for you, “Click here”. We’ll have you click there, we will go build out your whole page for you. It’s not
going to cost you anything except for your domain name, which is like $15-$20 a year, something like that. If
you’ve already got your domain name – great; we’ll go ahead and use that and set the whole thing up. So you don’t
need a Leadpages account, you don’t need that expense. We will go ahead and build out everything for you, and
that’s going to make your life really easy. Just keep in mind, if you’ve got your own domains, try to get them to be
unbranded. It’ll make things a lot easier for you. So Debbie, those are the questions that I had emailed in.
Debbie: And Pete, if they did not want to do, for whatever reason, a landing page at all, even though we’ll do it for
them – they could just say, “Call this voicemail number.” And then you had recommended don’t say though, “Call
this cellphone”, because a cellphone, they think you’re going to answer. Guys, here’s the thing: Even if they know
you – let’s say they’re a past client or a geographic farm that you’ve been working in for years – if they’re just in
that stage of starting to think about it, they don’t want to be pressured. So even if they know you, if you use it and
you branded it, they’d still much rather reach out and just be able to get what they want when they want it. And we
want to make it so easy for them. I think of them like scared little rabbits – they’re going to hop away if we go in too
quickly. But if they request that guide, now it’s very easy. And Pete, you have definitely a little recommended
approach and verbiage once they request the guide. And I had someone email me and say…
Could you have Pete go over that one more time?
So I’ve marketed and offered, and now they’ve requested. What’s my next step?
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Pete: Yeah. So when they call in, you want to have a voicemail message. And by the way, guys, you can set all this
up in SMS Conversations. SMS Conversations can house all these messages for you, they’ll email you everyone’s
voicemail that they leave. But basically all I say is this…
Yes, hello. Thank you so much for calling and requesting your copy of the “Downsizing with Distinction”
consumer guide. We want to get this in the mail to you right away. At the tone, please leave your name and
mailing address, spelling any unusual names clearly, and we’ll get this in the mail to you right away.
It’s literally as simple as that. We’re just affirming, “Yes, hello”, that they called, letting them know they’re calling
about the “Downsizing with Distinction” guide, reiterating we want to get this in the mail to them right away.
“Leave us your name and mailing address, spelling any unusual names clearly, and we’ll send this right out to you.”
And that’s it. It’s as simple as that. At the tone, they’re going to leave their information. That’s going to get emailed
directly to you, as well as it’s going to be in SMS Conversations if you want to go back later and listen to it; along
with their phone number – that’s the reason why we don’t ask for their phone number, because SMS Conversations
has already captured that.
Then what you’re going to do is, as soon as you get that, you’re going to give them a call…
Hi, this is Pete Mitchell. I know you just called to request your copy of “Downsizing with Distinction”. We
want to get this in the mail to you right away. Just wanted to confirm your mailing address. I have 123
Maple Street. Is that correct?
Yes, that’s correct.
Great. We just want to ensure that we put the right material with this when we stick it in the mail. Can you
tell me a little bit about your situation?
Again, at this point I use the excuse that I’m confirming your address to get on the phone with you. Now I want to
see if I can open up the conversation. I want to find out where you’re at, is this for you, is this for your parents? Do I
need to go running over there tonight, go list your home, or is it something that’s 6-8 months out, which is cool?
Let’s find this stuff out, so that way we can then market to them appropriately.
Debbie: And so I have had clients tell me that they did post the guides on their Facebook, the cover of it, and say, “I
have this great resource.” I didn’t see how they did it, and they got leads from it. Tell me how they should do that.
Pete: You can do it lots of different ways, guys. We give you sample ads if you want to run the ads, but what I’ve
actually seen some people do is they literally took the image that we give you. You can right-click the image on the
website and save it to your computer. And they literally just uploaded that image and said…
I just put together this guide. I’m making it available. Go ahead and message me if you’d like a copy of it.
And I was taking screenshots of a local agent here who did it because it was funny seeing all the people going,
“Yeah, I’d really like a copy of that, I’d like a copy of that.” I was like, “This is awesome.” They didn’t even pay for
an ad. They didn’t put it on their business page; they put it on their own personal newsfeed…
I’m just making this guide available. Message me if you’d like a copy of it.
Put a picture of it, and boom! People started reaching out.
Debbie: And if they’re on Facebook Live, for example, they could talk about it on Facebook Live, and say…
Some of my friends and family know I’ve got this cool thing, and I thought I should share it with you guys.
They could certainly make a little video talking about it, and put that on their website. Because even though I know,
Pete, we don’t want them to send them there instead of a landing page or a voicemail, they still as another resource
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could have all those guides, of course, on their website, if someone finds them another way. And even a little video
describing a little bit about each one. I think you call it a “teaser” – a teaser video, right?
Pete: Yeah. In fact, what I would do is, if you’re giving it away on your website, I would still have an opt-in form in
order to get it. So I would just have the image of it – kind of how we do on your site, where we’ve got all the free
resources listed, several of your guides are right there. And if someone wants that, they’re going to go over to it, but
they still have to give us their information in order to get it. The point of it is to generate a lead – that’s what we’re
trying to accomplish by giving people the educational information.
Debbie: Right. And then on that thought, they asked me if I were making a little video – we’ll call it a teaser video –
what would I say? Guys, what’s inside the guide could be what you say. And I don’t mean you’re going to do the
whole script that’s in the guide, but you could go through and highlight and say…
In this guide we’re going to talk about these three secrets: How to know if this is the right time for you to
downsize? What are the first steps needed? And how do you make sure that at the end of all of this you
don’t end up homeless or owning two homes? So if you want to know more about that, I’ve got this
absolutely fabulous education resource. Please reach out, click here, whatever.
So, you don’t need to make up any scripting, guys, because you can really just lift it out of that guide or those
guides.
Pete: And you know what I’d also do, Debbie, along that? I would literally take the “Welcome” letter – that’s what I
call it – that we have; the very first page in the guide that has their image on it and their name, and that’s what I
would tell them. I would probably put that in front of me so I could read it, and I would basically read that.
Debbie: Actually that’s perfect, to use the “Welcome” letter. I should have thought of that, since I wrote that thing
about 100 times. But yes, that would be good. And guys, here’s another thought. I was talking to Stacy Martin, and
Stacy may be on the call right now. And Stacy is going to be doing some buyer seminars. And I reminded her that
we have, when you guys are ready and you want to tap into the whole Event Planning kit that we have for you. So
it’s on the Inner Circle, it’s available for you. You can say, “Turn it on”, and we will turn it on. So you can always
just feel free to email me – debbiedegrote@gmail.com, or call in to Samantha – whatever is easier for you, and we’ll
turn that on for you. And remember, not only do you have the consumer guides, the post cards, the flyers, how to
joint venture – all the pieces you need, I also did PowerPoints for you so that at the actual event you have those
PowerPoints that you can speak to.
Now, if you’re making videos or if you’re going to read this letter, and you’re making this video and you’re
thinking…
I don’t want to memorize it. How do I do this easily?
Just a little tip – I have a metal music stand I just bought at a music store. And I push that music stand up, and we’ve
got a tripod for the iPhone – and maybe you have a camera, whatever you’re using. And on the iPad there’s
teleprompter apps you can buy for like $5, $10. I think I have the expensive one, the $10 version. And you just
upload that Word document, which you can easily. And you do a little thing to record your voice and you read it.
And it scrolls for you; it is the coolest thing. But I hang it off that music stand, so that it’s right underneath whatever
camera I’m using, so it looks like I’m looking right at the camera. So see, you can be a fabulous video expert. All
you have to do is take the first page, that letter, and talk about it to the camera. Read it off your teleprompter – now
you’ve got a great video offering your consumer guide. So really, really easy. Sometimes these tips that are trial and
error, we like to share them with you if we can.
Pete: In fact, Debbie, I was just going to say there is a teleprompter app. I know it’s not the one that you use,
because I was looking for the one that you use, because I really liked it. I bought another one, but what I liked about
this other one, and maybe yours does this as well – if you’ve got an iPad that has a front-facing camera, which most
of them have that nowadays – it will actually do the recording and the teleprompter at the same time, so you can
actually see yourself there on the screen as it’s lifting up the words. So you don’t even need a separate camera or
anything like that. Your iPad or your iPhone – I’m sure it does it on that, and there’s probably an Android version of
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it as well – can do it all for you right there, all in one unit.
Debbie: Guys, it would be so cool. Just think about that – you’ve got your video, which is easy to make. So again,
you just take that Word document, that first page of that letter, put it into your iPad, stand there, talk to it, record it,
post it on your website, send it out on an email blast. All sorts of things you can do with it. And Pete, someone had
just emailed in a question to me, and the question was kind of long so I’m just going to cut to the chase.
You don’t have to always come up with new content for your texting, for your emailing, for your website, for your
marketing. In other words, guys, re-purpose your message across all the platforms. And Pete, maybe you want to
speak to that a little bit, because you’re the one that actually convinced me to quit freaking out that everything I did
had to be fresh and organic in every little place that I do it, because you made me realize people are utilizing
different tools, so they’re going to see it differently.
Pete: I think that’s one of the keys, because we get this question a lot when it comes to marketing via the post cards
and generating leads. We had this a lot when people were going through the Community Marketing System. They’d
be like, “Do I have to switch up my messaging?” And here’s the thing: We talk about this a lot – Debbie and I talk
about this all the time when we go out and speak, and that is, people open their mail over the trash can. They’re not
memorizing your materials; most of the time they’re not even looking at it, unless they happen to need what you’re
talking about, if they happen to be thinking they might list their home. But here’s the thing: This month they may
not be thinking they’re going to list their home, so your piece went right in the trash. Then they get notified next
week that their job is moving, or they just got laid off, or they got offered a new position in another state – now
they’re thinking, “I’ve got to move, I’ve got to sell.” So now when they see that message come across, whether it’s
on Facebook or direct mail or wherever they come across it – now all of a sudden it resonates with them, and they
go…
This is exactly what I needed to know. I needed to know about selling my home.
Or they needed to know about whatever XYZ problem that you’re now providing a solution for. So we look at it and
we’re getting tired of our ad messages, or we’re getting tired of the things that we say, but that’s because we live
this. All day long, we’re going through this. Debbie and I have given the same talks for years now, and it’s like we
will get tired of it long before the people who we’re giving the information to will, because to them it’s new. And
that’s the disconnect in our head that we have to keep in mind – it’s old to me, but it’s new to them. So it’s okay if I
give them this material, because it’s great material. I don’t have to keep recreating the wheel.
Debbie: Okay. So guys, if you want to ask another question, please go ahead –*6 now. Please feel free to reach out.
So Pete, while they’re doing that, someone asked a great question that I was talking to this morning. They are
somebody who likes to speak, so they are planning to go out and do some events. They’re very connected in their
alumni, and also they’re a professional football coach. So they’re connected to those circles. And they were
asking…
How do I weave the fact that I’m in real estate into my talk, without it being strange or obnoxious?
And I was reminding them… I think a lot of the people on with us have seen that video “Make Your Bed” about… I
hope I get his rank right.
Pete: It’s on the Dashboard of the Inner Circle.
Debbie: Yeah, it’s like a Navy SEAL Commander. But that’s a great video, guys, if you watch that one. So, he’s
telling a story, a message, but he’s weaving into it examples from being a Navy SEAL. So my thought was, if you
were doing a talk somewhere, you could certainly find a way to weave in…
It’s interesting, because in business – for example I’m in real estate, and I find that in the business of real
estate connecting with people at a high level…
So, you always find a way. So as you’re planning any talks that you’re doing in front of a group or an audience, if
you can find some way to just mention in connection with it that you’re in real estate – it’s amazing how many
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people will come up to you afterwards and say they didn’t know that, or…
I’ve been wondering, how is the market? Are prices up or are they down?
Well, actually, it’s interesting. Very opportunistic market, and still good opportunities for buyers, some
great opportunities for sellers. I’m wondering, what causes you to bring that up? Is there something that
you have a question about?
So, if you’re out there speaking, even though you’re doing it for a good cause and you’re giving back – that’s all
great, but why not get that real estate connection in there, so that gives those people an opportunity to work with
you, because I’m sure you would take terrific care of them? Someone else emailed and said…
I know I need a network. I’m not going to speak, but I am pretty good at meeting people when I’m at a
social gathering one by one. What’s my script?
Well, if you are not a coaching client… And Pete, I’m sorry, I don’t remember – the Inner Circle members have
access to all of my scripts, correct?
Pete: Yeah, the whole script book.
Debbie: Okay, awesome. So guys, in the script book – I don’t have it in my hand right here to tell you what page –
but if you go to the table of contents, you’re going to see a script for meeting people at social situations. But I’m
going to make it really easy for you – make it all about them. So let’s say that you have to go to a meeting at your
child’s school, and you really don’t know anyone. You’re standing around, it’s cookies and punch, and the meeting
ended, and people are hanging out. As you introduce yourself to people, say…
I just want to say hello. I don’t think we’ve ever met. My daughter’s in the fourth grade. So, just want to
say hello.
Oh yeah, hi. My son’s in the fifth grade.
Okay, great. Hey, by the way, what do you do for a living?
I’m a dentist.
Oh, you are? Great. Where’s your practice?
Actually we’re just down the street.
Oh, cool. That’s awesome. Because I’m a real estate agent, I move a lot of people into the community, and
I believe in supporting the small businesses here locally, especially the families here at the school. Do you
have a card with you by chance? Is it an adult’s dentistry, children’s dentistry? Okay, this is great. I’m
absolutely going to make sure that I keep your information.
Guys, here’s the thing: For most normal people, if you ask them about their business, they’re going to turn around
and say, “What do you do?” And you say you sell real estate, and then, bingo! They ask, “How’s the market?” And
that’s when we go to our “opportunistic market” script. So you can ask what they do for a living, you can ask where
they live, and then they’re going to probably turn around and ask you the same, and now you’re off and the
conversation is running.
But here’s what’s important: That’s good enough. And I think I said this on our last Mastermind call, but I’m going
to say it one more time too. Get their contact information. You’ll notice the script says…
I have something really terrific that I do for my friends, my family, and the great people that I know. I have
an information loop – bulletins, updates, hot buys, hot properties. Why don’t I include you in that? So
what’s your best email? Okay, perfect. I’ve got a newsletter that I send out called “Lifestyle Advisor”. It’s
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really fun; it has lots of great content, good for the whole family. Why don’t I mail you that? What’s your
home address? Perfect. And if something really hot’s going on, what’s your phone number? Awesome, I’m
going to get you all hooked up, and you’re now part of my Inner Circle.
See, guys, the goal isn’t just that they are aware; you’ve got to keep them aware. You’ve got to keep them on that
marketing list so that you are top of mind when it comes time to do something. Alright, any other question?
Pete: And by the way, Debbie, what I would also throw in about that is, that is a great way to get joint venture
partners for your events.
Debbie: Yeah, absolutely. And Pete, again, if they have not opened up that Events kit yet – that’s all there on the
Inner Circle. And let’s just go back over it, even though they will get their Inner Circle magazine. By when will they
have that in their hand? 20th or so?
Pete: Yeah, it will definitely be before the 20th. Typically we send it out by the 10th of every month, and I know
we’re just waiting on the benefits sheet. We’re going to get that mailed out probably by Wednesday of next week.
But I know we just had someone unmute their line. Go ahead and tell us what your name is, and what your question
is.
Debbie: Yeah, fire away.
Don: Hi, this is Don __________ in Long Beach, California. Hi Debbie.
Debbie: Hello Don, how are you? Hold on, Don – you’ve got to tell everybody – how many friends do you have out
there virtually, on Facebook, etcetera? He’s going to blow your mind, Pete. Tell them how many you’ve got, Don.
Don: All together?
Debbie: All together.
Don: About 15,000.
Pete: Wow.
Debbie: Yeah, lots and lots. So he’s got a lot of good uses for this stuff. Okay, Don, go ahead. Fire away.
Don: This is actually just another suggestion. I always wear my polo from my company whenever I go to
community events, and it always generates leads. So, you might want to encourage people to get a polo made, and
then wear it to events.
Debbie: Yeah, and Don, thank you for bringing that up because they do hear that from me a lot, but I kind of think
they tune me out, because it’s not a fashion statement. I get it, guys. But if wearing a polo to an event will pick up a
$10,000, $20,000, $30,000 commission for you, what the heck? That will pay for a great vacation, right? So, why
not do it? But yeah, most of your companies have very nice branded apparel, and even the Stanfield Group in
Huntington Beach – I know I see them around town, and they’re doing the high listings in Huntington, and they
wear their nice blue polo with their branding on it. Of course, obviously if you’re wearing your career apparel, then
you have to be polite and behave yourself, right? (Laughing.) But it is an easy icebreaker, because people are all shy
and if they can come up to you and use that as a reason to initiate a conversation, they will.
I’m going to tell you guys a quick funny story. Some of you might have heard me tell this before, but Don just
reminded me of this. So, a client that I’ve been bugging for a long time to wear her name tag or polo shirt – she
joined a ladies golf group. And she’s not really a Country Club girl; she’s very busy. But she said she thought this
was a great way to meet her ideal client in the community where she lives. So they met once a week, and she agreed,
she made a deal with me she would wear her name tag. So she did, and someone came up to her and said…
I didn’t know you were in real estate. Can you show us a house tonight?
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They bought one for, I forget, $1.3 or $1.5 million, listed theirs for $750,000 and she double-ended it. So, she now is
convinced. So thank you, Don, for sharing that, because you’re in front of a lot of groups and I know that makes it
easy for you to connect. Okay, anybody else?
Jeff: Hi Debbie. Jeff Mercer from La Quinta California, Berkshire Hathaway.
Debbie: Hello there. Go right ahead, fire away.
Jeff: I have a question about… I actually emailed Pete a little bit yesterday. But Leadpages – if it’s $15, is that a
monthly fee if I have you guys do the landing page?
Pete: No, that’s the domain name fee. So you’ve got to go purchase your domain name from GoDaddy. So that’s
what it is per year.
Jeff: And that’s it? Because Leadpages is like $25 a month.
Pete: Right, yeah.
Jeff: So rather than get that, I need to save money right now. I’d rather just do the $15.
Pete: You’ll not only save the money, but just have us do all the work for you. For $15 you can buy your domain
name. That is per year, so next year you’ll have to spend it again.
Jeff: So all three would be $45 then.
Pete: Correct, yeah.
Jeff: And then I have no idea about the domain name. I’m not that kind of… My brain doesn’t work that way like
everything else.
Pete: You mean for suggestions on domain names? I would just do DownsizingGuide and then the name of your
city. So, what city do you work?
Jeff: Cathedral City.
Pete: So DownsizingGuideForCathedralCity.com, MoveUpGuideForCathedralCity.com,
FirstTimeHomeBuyerInCathedralCity.com.
Jeff: Okay, then my other question was regarding the guide itself. It was suggested to me that I don’t send it out
electronically. However, a printed copy of that to everybody that I plan on sending it to would be relatively
expensive.
Debbie: So here’s how that works. You’re right, it would be expensive. You print on demand only when they
request it. And thank you for bringing this up, because it is how our minds work, to think we need to print those
guides and go deliver them to a geographic farm, or put them in an envelope and mail them to the past clients. But
remember, that would be not only a waste of money, but it also won’t let us know who actually is requesting that.
So, you can put it on your Facebook and offer it, and then let’s say five people ask for it. Great, you’re going to print
it for those five. You can mail your post cards, which we give you that go with each guide, because mailing a post
card is so much less expensive, of course, than mailing the guides. Then they go to your landing page to request it.
And also, keep in mind too, guys, that for most of your markets, most of your lenders, there’s very few things they
can do anymore legally that’s okay to help you, but co-branding on marketing in most states is still okay. So even if
you said…
Yeah, but even as these people are reaching out and asking for these guides and I have to print them for
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those people, I still don’t want to spend that much money to do that.
Then you might want to joint-venture with your lender and say…
These are really valuable educational resources. It’s going to get us both in front of somebody who’s raised
their hand.
And they might even be willing to print them for you, because many loan companies actually do that, especially if
you’re working with them, loyal to them, and co-brand with them. So, you don’t print a bunch of the guides; you
just print them as they request. And of course, I’d love to tell you you’re going to get like 200 requests right away,
but we all know if we sent out a post card giving you free money, we wouldn’t even get that many then. (Laughing.)
Jeff: Okay, I have one more question. I don’t know if this is the right place to ask it.
Debbie: Sure, feel free.
Jeff: I think the biggest hurdle I’m having right now is convincing people that they should just be using one agent,
rather than calling 52 agents on 52 separate properties. So I need a script for that.
Debbie: I will help you. Are you talking buyers?
Jeff: Buyers.
Debbie: Okay. I look at it this way: Instead of being highly annoyed with them, which it’s easy to get annoyed with
them – I try to think, “Let me get into their mindset.” So in their mind they think…
Well, I can go on to Zillow. I don’t have to be bothered. I can do my own searching. Then if I get in the
middle of something with an agent, whatever.
But it doesn’t occur to them as much that they need to seek out that wise advisor, probably because they’re in most
cases not paying a commission. So they’re not being as careful as potentially a seller would be. So, what I would say
to a buyer that I know is out there searching on their own – I would say…
I understand why that would make sense in your mind, because if I were you – someone not involved in the
real estate world – I’d probably think the same thing you do. And yet, what you may realize is, as you’ve
been out there on Zillow, it’s hard to find that exact property that you really want; and then even if you do
find it, to compete in a multiple-bid situation and win. And then what about the little nuances of locations
and market and some of the different things that would actually make a property that looks very desirable,
potentially not that desirable at all? So you see, there are a lot of things that those searches cannot do for
you. They’re good as an initial way to get some education before you’re ready. Once you’re ready though,
it’s time to seek out a wise advisor – someone who can interpret that information. Not only that, but may
have a pipeline of “Coming Soon” properties, to help you beat the crowd to some of the best properties in
town. And here’s the great news: It doesn’t cost you a thing, because you see, in most cases, the way a wise
advisor like me gets paid when I’m working with a terrific buyer, is I get paid by the seller when you find a
home you love. So you might as well have the help for free, and we can really help you beat the crowd,
again, to some of those better properties, and avoid the costly mistakes of making a decision to buy a home
that you later regret.
So see, we’ve got to show them that yeah, they can go see all that stuff online, but my gosh, guys – haven’t we all
bought something online and when it arrives it’s like, “What? This doesn’t look anything like what I thought I was
getting.” And I think we just have to help them see that yes, they can do that, but Pete always says – find the pain,
agitate the pain, and offer the solution. And Pete, you probably didn’t make that up, I’m assuming.
Pete: No.
Debbie: But you always remind me of that. So finding the pain, which is, these are going to maybe be picked-over
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leftovers, there’s not much to choose from, there may be multiple bids, how are they going to compete? And then
what about those little nuances that only a wise advisor would know? And they may make a mistake and buy a
house that now they’re stuck with, when they could have you for free. So, here’s the thing, guys: 30% of the
population will never pay for or acknowledge value. They just want whatever they think is cheap and easy. But 70%
will. So, you won’t win them all, but if we have great scripts and a great approach, we’ll get more of them. Does that
kind of makes sense?
Jeff: Yes, thank you very much.
Debbie: You got it. Alright, anyone else? *6 unlocks you. So, anybody else have a question? And then Pete, I know
Annette had just clicked on that she was trying to get into the Facebook Ad Mastery. I think she got the wrong
membership level; that was just a technical glitch that they’re correcting for her.
Pete: Yeah. Basically I forwarded that on to Shirley to get access to Annette for that program. But basically, guys,
what happens is that once you’ve completed whatever program you’re in, just let us know what program you want
access to next, and we will get it turned on for you. Most of them start on Mondays; the exception is, I believe,
Listing Domination start on Wednesdays. But once you’re done with your course and you’re ready for the next one,
we’ll turn it on for you.
Debbie: Yeah, and we’re going to remind you. If you’re thinking, “How will I know what courses are there?” –
that’s why I was asking about the newsletter. We got distracted with that, but yes, every month when we send you
the Inner Circle magazine or newsletter, as we call it, there will always be a cover sheet – a members benefits sheet.
And it will outline all of the courses that are there for you. They will never, ever go away, they’re there for you to
turn on whenever you choose. It’s super easy – email me, email Pete, call Samantha. Easiest is just reach out to
Samantha; she’ll make sure you’re well taken care of. And you can access them anytime and watch them on
demand. And I’m working on a new Power Persuasion course, so that one’s going to be coming soon. So, we’ll get
you good stuff coming at you right and left. As one of you said, it’s like the buffet at Golden Corral – you don’t
have to eat everything and you don’t have to eat it all at once.
Pete: And just to point out, guys, that’s actually the reason why we don’t turn on everything all at once, because we
don’t want to overwhelm you. We’d rather you go through it, maximize everything you’re going to get out of that
course, then have you go through the next one.
Linda: Hi there, can you hear me?
Debbie: I can hear you. Go right ahead.
Linda: Okay. This is Linda Adams from Carlsbad, California. So, this is my first teleconference, and I was able to
get in at 12:08. I was actually in a little early, but somehow I was disconnected and then somebody came into the
office. But I do feel overwhelmed, so I don’t know if I should call you personally. I’m overwhelmed. When I got
into the conference call, you were talking, Pete, about the Facebook Ad course and Leadpages and the SMS. Have
you already had courses on that, that I’ve missed? I had a busy June personally and professionally, which is good.
No complaints, but I just feel overwhelmed with this course, which I want to ensure I’m getting everything out of.
Debbie: Right. Can I jump in for her just for a quick second, because I know the mind and the world of a real estate
agent? So, everything you ever hear us mention, guys – it is there for you on your Inner Circle Dashboard. And if
you haven’t had your tour yet, as I said in the beginning – just let us know. We will give you a tour of your Inner
Circle Dashboard. It’s a private tour, so Travis from Pete’s team or Samantha from my team. Just email me –
debbiedegrote@gmail.com, and we’re going to show you everything we have.
And the Facebook training is there, if that’s a hot button for you and you want us to turn that one on for you –
absolutely. And Pete takes you through step-by-step the SMS, which is the texting, and the sly broadcasting
platform. It’s there for all of you, ready to turn on. Pete has video tutorials. And then these twice-a-month calls are
the clearing house, where you are welcome to ask any or every question you have, and even email those to us in
advance. And these are recorded, transcribed, and they’re also posted on your Inner Circle Dashboard. So, Samantha
at my office answers the phone every day, Monday through Friday. She’s an easy go-to for you if you need to find
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out something. But we need to get you set up on your private tour; so just send me an email, we’ll get you taken care
of.
Linda: Perfect. I did tour it myself, but I was so overwhelmed. It was like, “Where do I begin?” I started Module 1,
but still… I will do what you said; I will set an appointment for a tour, and that’ll be perfect.
Debbie: Awesome. Good, good. Pete, anything you wanted to add to that though?
Pete: No, I think you basically addressed it. Just keep in mind, guys – the purpose of these Q&A calls – there’s
going to be different people at different points and in different training programs. That’s why you’re going to hear a
lot of stuff. What I always tell people is, if you hear something and it doesn’t make sense to you, because maybe you
haven’t gone through that course yet – just take note of it. Just absorb it and then when you go through that course,
it’ll make more sense then to you, because you already heard us talking about it and answering the question. So I
wouldn’t even worry about it if you hear about a topic that you haven’t gone through. Just listen to the question,
listen to the answer, and when you get to it, it’ll make more sense.
Linda: Thank you.
Debbie: And also, guys, please feel free to share if you view something in a unique way and it really worked for
you. Feel free to share that with the group. Or if there’s something cool that you’ve discovered out there that you
think would be helpful and would love to share with the group, please do that. And email Pete and I anytime, and
remember, we always are going to respond to you within the business week, and within 24 hours at the latest, but
our real goal, unless we’re speaking at an event, is to try to get you inside of that business day. So, we are very
responsive. People always ask, “Is it the real you responding?” Yeah, it’s the real me, and the real Pete. So, please
feel free to send us your questions. We want you to have great success with this. One more question, anything else?
Denise: Yes, please. Debbie, can you hear me?
Debbie: I can. Go right ahead.
Denise: Hi, Debbie and Pete. This is Denise Waters, Realty Executives All Cities in Lakewood, and this is my first
Inner Circle call.
Debbie: Alright, welcome!
Denise: Thank you. I’d like to get your advice on the best way to find a buyer for a property this weekend. And the
situation is, the seller accepted my buyer’s offer on a short sale, and now the short sale is not going to come together
because my buyer found another property. But the listing agent is allowing me through the weekend to try to find a
replacement buyer.
Debbie: Then I would quickly, quickly, quickly call Samantha when we’re done. I’ll call her first; give me five
minutes and I’ll call her right away, tell her you’re going to be calling in. You need to get on to the texting and sly
broadcasting platform. So, she’ll make sure you know where it’s at on the Inner Circle, because you could very
quickly send out a text to anyone that you’ve got in your CRM or on a list. You could sly broadcast them. Of course
you want to make sure we’re not spamming them. These are people that have opted in to you. Pete, how would you
say that?
Rare opportunity, hot buy, only this weekend, call me now, text me now. I’ll give you the information as
soon as you reach out to me.
Because that’s a great way to reach them super fast. Right, Pete?
Pete: Yeah. I’d have to think through what I’d say in the text, just because we’re limited on the characters that we
can put in our text message out to everyone. Certainly in the sly broadcast – and for those of you who are newer and
don’t understand the term “sly broadcast” – that’s where you get to essentially leave a voicemail on someone’s
cellphone without their phone ringing. I’m sure you’ve had that happen to you, where you were wondering how you
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missed the call – that’s because someone sly broadcasted you or sly dialed you. And what I would say in that is…
Yes, hello. This is Pete Mitchell. I’m reaching out to you right now because I’ve got a unique property that
I’ve got through the weekend to get a buyer for this property. If you or anyone you know is looking to buy
a property in Lakewood, please reach out to me right away. Here’s my phone number. Or send me a text.
I’ve only got the weekend to make this happen.
Or something along those lines. So what we’re doing is we’re adding scarcity to it, because it’s a real scarcity –
you’ve only got to the weekend. And right now, it’s hard to get a buyer accepted because there are so many buyers
to the sellers. This could be a great opportunity. And I would not tell people what the property is. You’ve got to
secure them as your client first, and that’s where I would say that. So I would come up with something similar to
that for the text, but it’s got to be shorter.
Debbie: On the text, couldn’t we say…
Hot buy in Lakewood, only available for one weekend. Text me for info.
Or something like that?
Pete: Yeah.
Debbie: And so if we did sly broadcast, guys… Anytime you want to get a fast, fast message out – sly broadcast,
texting. Obviously you can post it on your own personal Facebook – that would be a good one; on your business
page, on your personal page, to say, “This is such a great property.” Again, not giving the address, but let’s say we
said…
It’s in the city of Lakewood. It’s a 3-bedroom, 2-bath. They can walk to the school. It’s only available
through the weekend, so if you want to see it, let me know. I’ll get you all the info.
Even something like that. I’d probably go back through all my leads, look at any leads I have and call them. And
then also, guys, one of the things I often did is I went through my list of my past clients and sphere, and I would say,
can I find five people who might somehow have some interest in this? So I’d probably take the rest of this afternoon
and just hit it hard. And I’ll let Samantha know that you may be calling in so she can help you find that on the Inner
Circle Dashboard.
Denise: Thank you so much, Debbie and Pete. I appreciate that. Very, very helpful.
Debbie: You got it.
Pete: No problem.
Debbie: Alright guys, have a fabulous Friday! I was reading a book the other day; I’ve read it before, but it’s a
psychological study by two professors on how to overcome your fear of prospecting and self-promotion. And it said
it’s completely normal for all sales people to feel a little hesitant about promoting themselves. So, all I would say is,
“Don’t hide your light under the bushel!” (Laughing.) You guys are good at what you do. Get out there, talk to some
people, and use these great marketing tools, because there are lots of good ways to connect, and you find what’s
comfortable for you. Alright guys, so we’ll talk to you in a couple of weeks. Bye bye!
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