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Debbie: Good afternoon, everyone. Happy Friday! It’s Debbie De Grote. I know Pete will be joining us
momentarily; he’s probably just dialing into the conference line right now. So, as you know, Pete is the tech Wizard
of Oz behind the curtain, so we’ll save any super technical questions that you might have for Pete. If you have a
question though for me – something sales-related, anything at all – go ahead and fire away. And then I know Pete
will be joining us in just a moment. Questions, anybody? Boy, it’s really quiet, which is unusual. It’s good, but it’s
unusual. So I want to make sure you guys can hear me and I’m not muted somehow. So, can you say, “I can hear
you, Debbie”?
Pete: Hey, Debbie. It’s Pete.
Debbie: Hey, do we have them all muted, Pete? Because I can’t hear them talking to us.
Pete: We do.
Debbie: Good. I just want to make sure. Okay, perfect. So guys, you know the drill – if you want to unmute your
line to ask a question, then you just hit *6. But Pete, if I could, just before they do that and start firing away – I
wanted to do a couple of updates for them on benefits and things they don’t know about possibly yet, then I’ll turn
that over to you and then we’ll open it up for questions.
So guys, I think we have – let me just pull it up here and I’m going to give it to you now – we have confirmed and
locked down our plan for our annual Inner Circle Marketing Mastermind event. It is confirmed for Coeur d’Alene,
Idaho, which if you haven’t been there, it’s really beautiful. And you fly into the Spokane Airport and it’s about a
40-minute drive. It’s a great resort on the lake. In October the prices are really very, very reasonable. It’s a little
more expensive in the summer. Hold on, let me get rid of those chimes, Pete. Okay, there we go.
So, very reasonably priced, beautiful location, charming quaint town, and we have a great agenda planned. We’re
going to take you by boat over to my house for a cocktail meet-and-greet on Sunday night, and then on Monday we
have a full-day session of marketing, brainstorming. We’re providing breakfast, we’re providing lunch. Dinner on
your own Monday night, which is just walk out of the door of the resort and so many charming little places. And
then Tuesday – breakfast and half-day session, and you’ll be able to fly out on Tuesday. For those of you in Orange
County, LA, because I come this way all the time – there’s a 5:00 or 6:00 o’clock flight that leaves. And if you’re
going connections through Salt Lake, it goes to Salt Lake. All over the country; it’s an international airport. So
we’re going to have a lot of fun at that and we’ll get you more info soon.
And Pete, I’m just about to put the finishing touches on one of my next programs that they will have available to
them – The Power of Persuasion, I think we’re calling it. The new art of persuasive selling, and it’s really cool. And
I’m going to bring in Bob LeFever, our FBI hostage negotiator to give some tips on negotiation and do a little fun
bonus. And then, Pete, I think you’ve got one on the drawing board too, that you’re working on for the next couple
of months, right?
Pete: Yeah. It’s going to be focusing on various other social media tools, such as Snapchat, Instagram, Twitter,
things like that. So, it’s going to encompass a lot of different ones, with a really heavy emphasis on Google
AdWords. We’ve already got the Facebook course, but the Google AdWords is probably one of the next ones that
you’d want to implement in your marketing strategy.
Debbie: Yeah. So guys, here’s a thought. We want to hear from you. So if there’s something you’re struggling with,
you’re trying to figure it out, you’re looking at a tool or a resource and you’re not sure if you should invest in it, or
you say, “I really need some training in X” – please send Pete and I an email because we try to create what we create
for the Inner Circle members based on what you need. So, please let us know if you need it, and we’ve got a lot of
good stuff we’re working on. So Pete, I know you always have questions that have been emailed in to you, usually a
fairly substantial list. Do you have some that you’d like to do first, before we open up the line for them?
Pete: I do, and before we get to that though, I do want to just let you guys know about something cool that just came
out this week. If you saw the webinar that Debbie and I did yesterday, then you already know about some of this.
But in SMS Conversations, which you have access to for free as a member – this is the system that I had built out
that I use every day in my business, Debbie uses it every day in her business, where you can text and sly broadcast
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out of the system. And what we did to make it even easier for you – we’ll set up your account. By the way, all
you’ve got to do is log into Elite Agents Online, go to your Dashboard, you’ll see “Set your SMS Conversations
right here”, we’ve got video tutorials, written tutorials. It’ll take you about a half hour to get everything all set up if
you’re not techy. If you are techy, it might take you 10 minutes to set everything up. And then once it’s set up, you
never have to touch it again – that’s the good news.
But to make it even easier, two major changes that we had – we took all of the text messages that Debbie’s written
for agents, and all of the text messages that I wrote for the Instant Client Goldmine Strategy, and we pre-populated
your SMS Conversations account with that. What that means for you is there’s a little button literally when you’re
sending out a text that says, “Do you want to use one of the pre-filled messages?” And it just lists it. So, if you want
to use Debbie’s “I Have a Buyer” text message – you click that, it fills everything out. All you have to do is
personalize it with your phone number if it needs it, or something along those lines. You’ll actually read the text
messages; it’ll make sense to you if you need to update anything with your personal information. And you hit
“Send”. It’s that simple.
So we took it one step further and as of this morning, now even your sly broadcast messages – these are the sly
broadcast that Debbie has written – a script will show up right in your Dashboard so you can read that right into
your phone as you’re recording your message. The script is right there, so you can save it and you’re off to the races,
everything is great. So those are some really cool things.
I made sure that most of people who set up their account with SMS Conversations have had all of that stuff already
added to your account. I do have my assistant going through and making sure that everyone has it added. If for some
reason you go in there and you don’t see these pre-populated messages when you go to send out a new message –
send us an email because we don’t want you to fall through the cracks. It’ll be done automatically going forward,
but I just want to make sure that no one accidentally falls through the cracks. So send an email – send it to
Samantha, send it to me – it doesn’t really matter. We’ll make sure that it’s done. It takes us all of 10 seconds to
make sure that all those messages are in your account. So, if you don’t see them in there, send us that email and
we’ll get those added right away. That’s one of the really cool tools, Debbie, that we’ve made even better for
everyone. So, I’m really excited about that.
Debbie: And by the way, they can of course do their own messages. They’re welcome to do their own, customize
their own. It’s just that we thought we’d make it easy on you guys to have messaging that you don’t have to think.
You just push a button, and there you go. Because our goal is to keep you out there making money, not having to be
behind the scenes creating this stuff.
Pete: Exactly. So being able to use the Instant Client Goldmine Strategy, you’ll see the outline of that on the
Dashboard for the Inner Circle. Just log into Elite Agents Online, it’s right underneath the “Welcome” video. We
give you the outline of, “Send this letter first, send this text message, send this sly dial, send this email.” We tell you
exactly what do. We give you the messages, and now to make it even easier, SMS Conversations has all of that stuff
already programmed in. So again, it’s going to help you get more business right away. And that’s the name of the
game – more business right away.
Debbie: And we’ve had some really good results reported back of people who’ve been using it and they’re shocked
by the response to it. Now, just a reminder too, because we had some good responses last time we mentioned this –
if you have not had your private tour of all of your Inner Circle benefits with either Samantha or Travis, just do this,
it’s easy – just email me – debbiedegrote@gmail.com, and let me know that you need your private tour.
debbiedegrote@gmail.com and say, “I need my tour”, and we’ll have Travis or Samantha reach out to you and get
you set for that for next week. Alright, so Pete, any other questions that you have there that you want to cover?
Pete: Okay, so I got this email…
Thanks, Pete. I’m ready to restart. What would you suggest to do first to get immediate leads? I have a
sphere of influence of about 235 people. Please let me know.
So this is actually a great question. This was someone who was setting up their SMS Conversations; they’ve got
everything set up. They got their sly broadcasting working, and then they’re like, “What’s the best strategy to take?”
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And we just kind of hit on this, so I’m not going to spend a whole lot of time on this. This is actually the exact
reason that we put together the Instant Client Goldmine Strategy. And in fact, I was just confirming with Taylor
right before the call – we’ve put it together in booklet format. It’s going to be sent out to you this next week, either
via email or a physical copy is going to be sent to you, and we spell everything out. So, here’s what I would do. We
have what’s called the “Pink Elephant Letter”.
Debbie: Hey, Pete. I’m picking up a lot of background noise, and I think you muted the line, but is that coming in
your area?
Pete: There’s actually someone else who’s already unmuted their line. So I’m going to go ahead and re-mute their
line back up.
Debbie: Okay, good. And then we’ll unmute it for them in just a minute. Sorry, go ahead.
Pete: Yeah, so here’s the deal, guys. A lot of times people feel like…
I’ve got this database that I haven’t actually reached out to them in the past. What should I do? How do I all
of a sudden start approaching them?
Because we don’t want to come across as salesy. That’s why we call it the “Pink Elephant Letter”. It’s like there’s
this big pink elephant in the middle of the room, and we need to address that. So in the letter we basically say…
Hey, you know what? I realized that I was taking stock of my business, the most important asset I’ve got is
my relationship with people like you. And unfortunately, I haven’t been communicating with you like I
should. I’m going to fix that going forward. From now on when you hear from me via text, via a phone call,
a newsletter, it’s because I value our relationship.
And it just basically makes it so now all of a sudden everyone’s cool with us reaching out to them, because they get
it – everyone makes mistakes. We haven’t been talking to our database. We’re going to fix that. And so we do that
first, and then seven days later we’re going to send them an email. We give you the email right there on the
Dashboard. And then seven days after that we’re going to send them a text message. And basically in the text
message we’re going to reach out to them and try and talk to them. Basically we’re trying to get a conversation
started with them, whether they were looking to buy a home or sell a home. We’re going to try and rekindle that. So
we’ve got the text messages there for you on the Dashboard. It’s in the Instant Client Goldmine Strategy. And then
as soon as we’re done with that, seven days later we send them a sly broadcast. And essentially what we’re doing
with that sly broadcast is the “I Have a Buyer” strategy…
I have a buyer. Are you or someone you know thinking about selling their home? I might be able to get that
thing sold without listing it publicly. Go ahead and reach out to me and let me know.
Debbie’s actually written some great scripts for that; we’ve got all of that in the system. But that’s how I would go
after my database. That’s going to be the very first thing. First the “Pink Elephant Letter”, then it’s the email, seven
days later it’s the text, seven days after that it’s the sly broadcast.
Debbie: I’m hoping by then they’ll feel that they’ve warmed them up enough that now they’ll feel comfortable
actually trying to call and talk to them. But what I suspect is, between the letter, the email, the text and the sly dial or
broadcast, I suspect they’re going to get some kind of response back. And if they don’t, I wouldn’t worry about it. I
would just decide when I want to make that personal outreach.
And I do want to say one thing, guys, too. Like Pete said, they’ll feel like, “They’ve made a mistake, they haven’t
contacted me.” Yes, and here’s the other thought: They don’t know that we should be contacting them. In other
words, they’re not sitting in their home… We talked about this before – if you bought a new car six months ago,
you’re not sitting in your car, in your house, at your office saying, “Gee, I should have heard from my salesman by
now.” See, they don’t think that way. So I think it’s nice to warm them up to why are you suddenly now all over
them, because I want you to be all over them. So that’s why the “Pink Elephant Letter” is great, but don’t get too
stuck in your head about they’re angry that you haven’t been in touch. They haven’t really given it a thought. But
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that doesn’t mean they won’t be excited to hear from you. So we’ve got…
We’ve got buyers waiting. You probably know inventory is super low.
And remember we’ve got the “I Have a Buyer” letter for you on the Inner Circle Dashboard, so you can use that.
Also, you can talk about a mid-year checkup. Now when you make your personal call, you can say…
You didn’t respond back, so I assumed you didn’t know anyone or didn’t have a need the moment. I just
wanted to be of service and offer a mid-year checkup. What would you like to know about the market?
What would you like to know about values? Is there anything I can do for you?
Now, guys, you’re off to the races, so to speak. And let’s make sure when we say “database” – so there are different
databases. We could have a database which is online leads – they’re going to be a whole different type of
communication. But what we’re talking about here – past clients and sphere of influence. So, with them I want you
to personally talk to them if you can every quarter; text them every quarter; sly dial them every quarter; and ideally
be mailing something every single month to them. They are your most valuable commodity. Absolutely the most
valuable, the most precious. And you certainly can mail anything you choose, but the post cards offering the
consumer guides are good, the Lifestyle Advisor newsletter is good.
If you’re doing a community event for your geographic farm and you’re wondering if you should invite them –
absolutely. Even if they don’t drive over to go, it doesn’t hurt to invite them. And Pete, I think we told them – and I
don’t want to spend a lot of time because I want to make sure we get to their questions – but I think we did tell them
that that full events planning kit is now there for them on the website and we can turn that on for them whenever
they choose. And we put that in this month’s newsletter members benefits?
Pete: Yup, exactly.
Debbie: Okay. And they should all have received their monthly Inner Circle newsletter. And remember, guys – look
at your benefits sheets on the top. It will tell you new things that we’ve added for you since the previous month. So,
next question, Pete?
Pete: Yes. So the next question was actually along the same lines as the sly broadcast. And this is just a great, great
question. You might have thought about this yourself…
I want to make sure I have the right number in the sly broadcast profile. Should it be my cellphone number
or the number that I purchased?
What they’re talking about there, if you haven’t used SMS Conversations yet – when you send out texts, it has to be
with a specific phone number. Here’s the difference between sly broadcast and texting: You can actually use your
main cellphone or even your office line as the number that shows up when you sly broadcast. And basically if you’re
not familiar with that term, “sly broadcast – that’s where it avoids that person’s cellphone ringing and just drops the
voicemail directly on their voicemail.
And my suggestion is this: There’s a time and a place for everything, but most of the time I’m going to use the
phone number that my clients or prospects will most likely recognize, which will probably be your cellphone or your
office number. And it’s basically just going to show up on their cellphone and say they had a call form 714-… And
they might already have that number programmed in on their phone, so then they’d see your name or something like
that, so that’s the reason why I’m going to use that for sly broadcasting. For texting you’ve got to use the number
that you set the system up with; that’s just the way texts work. But that’s what I would do in that situation, is I
would most likely use my cellphone, because that’s what I use most of the time.
Next question – and this was a really good one. And Debbie, I can’t wait to hear your comments on this as well…
Pete, thank you for the insightful information in the latest Inner Circle issue. I’d like to ask your thoughts
on the marketing investment. Previously I worked on a team that spent a lot of money on print advertising,
but we never tracked just one sale from the print advertisement. It was always some difference of opinion
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with the team on whether it was worthwhile or not. So when I decided to go independent, I made an
educated “track your results” decision and not pay for print media. Most of the time I show my clients
where the buyers really come from, and so they don’t have a problem with me not doing print media.
However, I just lost a listing because I didn’t do print media, so I’m wondering should I be doing print
media or not, even though it doesn’t seem like that’s where the buyers are coming from?
Debbie: And you know what they mean by “print media” in this case – they’re talking about newspaper or magazine
advertising; they’re not talking about post cards.
Pete: Right.
Debbie: Okay, so can I take this one?
Pete: Yeah, go for it. And I’ll give my opinion as well.
Debbie: By the way, I don’t think your opinion matters that much on this one. (Laughing.) I’m just kidding, guys.
But you know what? I live in the world of the real estate agents. We’re a real estate family, so I feel the pain of
when you go…
Darn it! If I just had said that, I would have actually had that listing.
We can’t be all things to all people – that would be one thought. You’re going to lose things. Sometimes you’re
going to lose it because they want a team and you’re not a team, you’re going to lose it because you’re not local and
they want local. You do your very best to hit and cover all the bases. And it’s true that the print media, most people
would say does not deliver much result in getting a property sold. It’s more about branding really. So I think that I
would suggest a couple of things on this.
One is, if you happen to be in a market where there’s a small local magazine or newspaper that’s really popular, that
kind of everybody reads – maybe it might make some sense. If you feel that it would be a consistent problem for
you, then you might have to bite the bullet and say…
I’m going to take a publication and advertise in it, but maybe I can partner with my lender and we can cobrand to reduce the cost.
That could be an idea. But I would more suspect that I would work first on my presentation. And I’m certainly not
saying you didn’t do a good job with that. But guys, I talk to a lot of agents who list super high-end homes and you
know that the demands for marketing could be really, really great. By the way, guys, just a quick sidetrack – our
client Ernie Carswell listed The Brady Bunch house. It launched on the market yesterday, so that’s kind of fun,
because I didn’t know that the house had its own particular cult following. So when I talk to these top agents, I ask
them…
How do you avoid “I want to be in the Robb Report” and “I want to be in the Wall Street Journal” and all
these things that are incredibly expensive?
They said the same thing – once in a while they lose one, because they’re just not willing to do some of those crazy
expensive things. But what they said is, first of all they talk about all the foundational ways that they’re going to
expose the property, and then they talk about leaning heavy on target marketing, which really is Facebook ads. And
what I love about that is they don’t know if you spent $50 or $5,000, you just have this really high-level
conversation about how you know how, and you even have an advisor and a coach that writes books on Facebook
ads, so you know how to design a custom audience. Then you look at things like…
I’m part of an Inner Circle of the most elite agents in North America, and we have a referral network. And
we get together twice a month, we get together once a year at an annual event.
So you talk about all the things you have that are really, really amazing. And I would work on that script and those
valuable points, how is that a benefit to them. Then the next thing is your proactive activities, and that’s what these
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luxury agents say. They talk about their community connections, they talk about how they market to their own
personal database of valuable clients, they talk about if they door-knock, they talk about if they phone call, that type
of thing. And then, at the end of it all, I would ask the question…
Mr. and Mrs. Seller, are you satisfied with the marketing proposal that we have discussed?
Well, no. I want print advertising.
Tell me, what is it that you had in mind?
Now it’s a business decision. If what they have in mind is reasonable and you think it’s a great, valuable listing, I’d
probably say…
So, if I do what you’re asking and I add that into the mix, are you ready to move forward and list with me
today? Because if so, yes, I’ll do it.
If it makes sense, right? Sometimes the danger is, we’re not closing them at the appointment and they’re saying they
have to think it over and we’re not digging in, which, please, by the way, see my script – it will help you – Listing
Domination. We’ve got to dig in and we’ve got to find out what is stopping them, because I don’t want you to find
out after the fact it was print advertising. Find out at the table. Then you can cut a deal. You either say “No”, or you
say “Yes” because it makes sense. Or if it’s really expensive, what many of our top clients do is they say…
That is outside the budget of what I do, and quite frankly not that valuable when you consider where buyers
come from.
And you show them your chart.
But if you believe in it and you want it done, Mr. and Mrs. Seller, if you will pay for it, I will reimburse
you when the property sells and closes.
So that could be another option. So hopefully that helps, and you can unmute your line if you’re with us today. But
if you emailed that in and you listen to this later, feel free to email me direct. And by the way, guys, you can always
email Pete and I. I’m debbiedegrote@gmail.com and he’s pmitchellceo@gmail.com. Alright, Pete. So go ahead, fire
away.
Pete: Just so everyone knows, I agree with everything that Debbie said. What I would add to that is, you also have
to look at print advertising from the mindset, what’s the real reason to run print ads? And I would say that the real
reason to run print ads isn’t to get a buyer. It’s kind of like when we run open house ads on Facebook – my goal is
not to get a buyer with my open house ads. My open house ads are designed to get another seller. So if you run print
advertising, I would just suggest that you run it to get another seller, in addition to making your current seller happy
because they see their house there and all that type of stuff.
Now, you do have to think about the size of the print ad, things like that. But here’s what I would do if the space
allowed me to do it. One of the key things that I would do is, I’m going to also offer the consumer guide, much like
how we do on the post cards and things like that. I’m going to offer more than likely “How to Move Up”, maybe
even “How to Downsize”. Kind of depends on the house itself, because if you’re advertising a first-time home
buyer house, then I might offer the “Rent to Own” guide, because again, I’m going to try and get some more leads
form that, but that is going to get me more buyers. If I’ve got a house that is a move-up house, I’m probably going to
offer the “Move Up” guide, because if I can get that person as a client, I’m probably going to sell that house to them,
and also sell their house.
So, what I would suggest that you want to stay away from is having your real estate ad look like everyone else’s.
What does everyone else’s ad look like? Well, there’s a picture of the house, there’s a price, down in the right corner
there’s a picture of the agent and it says, “List with Pete and start packing”. And we wonder why no one responds to
that; we wonder why it’s almost like…
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This agent has something to do with this house. I’m not even sure what it is, but clearly they’re just
clinging on to this house.
And it doesn’t put you in the right position. I actually took this question and I really expand on it a lot in this next
month’s Inner Circle newsletter. I give you some great examples of some great ads. But I would also ask myself, can
I tell a story? Can I tell a story about this house?
There’s actually a format that’s known as the “David Ogilvy format”. Some of you have heard of David Ogilvy, the
famous advertising man from back in the ‘60s. And he would do a format where it was the picture on top, so you
might have a very beautiful picture of the house on top, but he would always tell a story. So underneath that would
be a compelling headline, and then underneath the headline there would be a story. And then at the end of the story
there would be a call to action. And if you follow that same format, for a lot of these sellers that want to see it in
print, they’re going to be like…
Wow, this is actually unique. This is different, this stands out.
And you’re telling a story. So I actually give a couple of examples where I show you the actual ads that were
phenomenal real estate ads. There’s a picture on the top, there’s a compelling headline, there’s a story as to why
they’re selling it, and then there’s a call to action at the end. I would just also start asking myself, can I add my
guide? Can I get the guide in there as my call to action? And of course, you could even do the strategy where let’s
say you don’t have that much space. You can’t write a story, you can’t have the headline, and you basically do have
to do the picture of the house, the agent, the price, the phone number. Instead of the price and the phone number, can
you put something along the lines of…
To get updated pricing and other information about this home, call this free recorded message.
And again, you would use SMS Conversations to record a message. And you could do that as a way to, again, start
building up some additional leads. Now, granted, those might be buyer leads, but let’s say, Debbie, you’ve got 50
people calling in on the ad, and so now you’ve got 50 leads there. And of course in your message you would offer a
call to action…
By the way, I’ve got this consumer guide. I would love to put it in the mail to you. Go ahead and leave your
name and address at the beep and I’ll mail it right out to you.
But let’s say now you go out to your next listing appointment and you’ve got these 50 leads, and maybe another 50
from your online leads, and then another 50 people who you know are looking…
I’ve got these 150 people right here who are looking for a home in this neighborhood, so I might be able to
sell this home relatively quickly, because I’m already working with buyers who are looking in this
neighborhood.
And you could do strategies like that. So again, what it comes down to for me is, if you’ve got to do the print
advertising, let’s think this thing through – what’s going to be the way that’s going to get you the result that both of
you are after? And of course for you that means another seller. Does that make sense what I’m saying?
Debbie: It does. We’d probably have to give away free money to get 50 people call us.
Pete: Not the way that I run my ads.
Okay, if you say it. But I’m just saying what they’re thinking. But what I do like about what Pete said though is, you
could give an option…
To view this home, call me at… Or to access a complimentary guide on is it time to move up, go to this
website, this landing page.
I always think, how would we spin this to the seller? And I would say to the seller…
www.EliteAgentsOnline.com
Copyright © MMXVIII by Debbie De Grote And Pete Mitchell. All Rights Reserved.

July 20th, 2018 Transcript - Page 9

If we’re going to do this, not that many people will necessarily call me on your property, but what they
might do is they might want the guide.
And these are going to be move-up buyers. So if I put, “How to get in to see the home”, and then I also put that as an
option or a resource, then we may get some additional traffic that we wouldn’t normally get.
Now, Pete, one last thing before we move off of print advertising, because I know a lot of them don’t do it so I don’t
want to take too long – let’s just think about this in the terms of any ad – Facebook ad, print ad. And I look at the
remarks that you put in your MLS and on your flyers, your brochures. I really look at those as if those also are an ad.
And so, here’s the mistake that I notice that real estate agents make – they don’t lead with the hottest benefit. So I’ll
give you an example. I often say this – if you were writing a newspaper article and you said…
The other day on the freeway there was an accident and a boy was trapped, and a man came along and man
lifted car off of the boy.
You wouldn’t do it that way. You’d say…
Man lifted car off of the boy. Boy trapped. Freeway accident.
See, that’s common sense when you’re writing a news article, but what we tend to do, I noticed in real estate, is we
flip it around the other way. So we’re saving the big “ta-da”, like “largest lot in the neighborhood”. So, that’s what I
would encourage you guys – any descriptions you’re doing for any reason about your properties, lead with the best
feature. And then the next best, and the next best, and the next best. And that’s going to get you the most attention.
And I lied – one last thought on this topic. If your seller will give you permission – and they may not, I get it – but if
you can say anything in any ad, any MLS description, that smacks of anxiousness...
Seller has accepted a job, must leave immediately.
Seller transferred, needs to go you.
Seller desperate to sell home within a week.
Now, what you would tell your seller is…
We’re going to spark lots of showings, lots of interest, lots of phone calls, and then you’re only going to
take the offer you want to take anyhow.
But that definitely is a strategy if you have a seller that’s super anxious to get a lot of traffic through that property.
Alright, Pete, next question?
Pete: That was actually it for the questions that I had emailed in.
Debbie: Okay. Let’s see, I answered the event one. That was one. I think we got the texting one. I’m just looking to
see if I have anything else here. The Lifestyle Advisor newsletter that we do every month for you guys – someone
asked…
Is it okay to send that to my past clients or geographic farm every quarter instead of monthly because it’s
kind of an expensive piece and I’m tight on the budget?
So what I would say is, quarterly is good, monthly is better, because people do like newsletters, they like to have
them laying around, read them when they have their coffee, lay it on the coffee table for their husband when they get
home. So I do like the newsletter for that reason. To cut cost though, what you could do is, as we’ve talked about –
you could find a vendor, an affiliate, and have them co-brand with you. You could even give your lender one of
those articles, because remember, you can edit it out, remove it, pop your lender’s article in there, co-brand with
them, and they might be pretty happy. And that would reduce the cost. I know I mentioned that on the call before,
but it’s a question that often comes up, so I just want to make sure.
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Pete: Let me also throw in some thoughts on that. What I would suggest on the newsletter to save money, if that’s
the issue. The main thing that you want to look at it is, am I doing something different or better than my
competition? Your competition is more than likely not sending out a newsletter, so in most cases you will be fine if
you did the newsletter in black and white. So the format, how we give you the newsletter has got gray and blue –
maybe you just need to delete those out because it’ll look funny when you have it printed in black and white. But do
it in black and white and that’s going to bring your cost way down. And I would encourage you to do it that way and
send it out on a monthly basis.
Debbie: So Pete, could we do a black and white version for them? Because I’m trying to make it so they don’t have
to do any extra work.
Pete: Probably we can. Let’s take a look at that. Let’s take a look at the newsletter format and see what we need to
change on that to make it so they could do a black and white version.
Debbie: Because I’m not attached to those colored boxes. So if we need to change that for them so they can have a
color or a black and white version, then let’s do whatever we’ve got to do to change it and offer those two options.
Now, somebody did ask me why we don’t have an electronic version that they can email out. And the reason is,
people don’t usually open it or read it. Now, would that be a thought though, that we should give them that as an
additional option, or any thoughts about that?
Pete: I would actually say that’s the reason why we give you guys the weekly emails. So you’ve already got weekly
emails that you can be sending out. Every Friday they are on the site. We send you a reminder email on Friday that
we put a new email up on the site. So I would actually just use those. You can of course take the articles out of the
newsletter, but I don’t know why you would need to do that in addition to the weekly email that we’re already
giving you.
Debbie: Yeah, but you’re welcome to use it for blogs if you want, post anything fun or interesting that you want on
your social media. It’s yours to use. So Pete, are there any tips on Instagram? Just a quick teaser of one idea, because
someone’s saying, “Any tip on that?” Anything you want to share with them?
Pete: A quick tip on that is that there’s a little strategy if you’re trying to get followers for your Instagram account.
Obviously you’ve got to be posting pictures and things like that. But what I would do is, on Instagram you can
actually search out your city. Let’s say I wanted to do it for Los Alamitos. I could type that in and it’ll show you
basically the top pages, stuff like that on Los Alamitos. And what you could do is you could start going through
those pictures. Now these are going to be other people’s accounts – and you could just really quickly and easily put
a thumbs-up or, “Hey, that looks great”, you can use the emojis.
And what that does is that’s going to notify that person that you just put a thumbs-up emoji on their picture, and a lot
of times that causes them to then want to check you out. And then they’ll come over to your account and they’ll start
following you. So you could just do that really easily. And what I like to do is especially go to what they call the “9
pack”, where you type in the search that you want to do and it comes back with the nine most popular, like in Los
Alamitos. And I’ll definitely do it on those nine, because those are the most popular pictures, and I want to see if I
can get some more followers that way.
So just a quick little tip if you’re doing Instagram and you’re trying to get more followers – just start doing nice little
emojis on other people’s pictures, and enough of them are going to start coming back to your own and they’re going
to start following you. So that’s how you can pick up some followers.
Debbie: Okay. Do we want to do the open line now? And then I want to share something if we have time. I had a
good interview with Brian Fox today and if we have time I’ll share it. But let’s go ahead and say, if you have a
question for us hit your *6 now, and we will be on standby to answer. You can say your name, you can be
anonymous – it is up to you. Anyone? *6 – now is your chance. Okay, so jump in any time if you’d like. But I want
to share something with you guys.
Maria: Hi.
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Debbie: Go right ahead, please. Go ahead.
Maria: Hi, I’m Maria from Florida.
Debbie: Hi Maria.
Maria: I have a quick question. Where can I find the replay of the webinar that we did instead of the Mastermind
call?
Debbie: The replay that we did instead of the Mastermind?
Pete: Yeah, we didn’t do it instead of.
Debbie: We do the first and third Friday of every month. We always do the Mastermind calls. Those will not
change. But then I think what you’re referring to is we also did the webinar. And Pete, was that the Events webinar?
Pete: It was either the Events webinar, or it could’ve been the one we did yesterday on the SMS platform. What I
would say to you, Maria – if you want, go ahead and shoot us an email and we’ll get you both of those replays, so
that way you can take a look at either one of those, whichever one you missed that you wanted to check. We’ll send
you the one for the events, and also the one for texting and sly broadcasting.
Maria: Okay, I will do that. Thank you.
Debbie: Anything, guys, that you ever think we might have done somewhere, anywhere out there – we probably
recorded it. But again, to Maria’s point, because I had one other person ask me and I just want to make sure you
guys are clear – first and third Friday, first and third Friday. The only time we’ll miss is if it falls on Christmas Day
or something, but other than that, always the first and third. And then we just do other stuff in between, but we’ll
keep you in the loop of all of those things.
And we’ll have more information – I just got an email on this – because I know you guys like to do advance
planning. We will have more information for you on the Inner Circle event, but you can make a note that that is
October 12, is when you would arrive. And also, very casual attire, very relaxed. There is no charge for you as
members to attend that event, other than we’re going to put together the boat ride, the food package so you don’t
have to be running out and trying to buy lunch and buy breakfast on room service, which could be expensive. So
we’re going to put together a food package for you, and that would be the only cost – whatever food or important
materials that are expensive, because it is a free event. But we’re going to keep that very reasonable. And there is no
fee to actually attend the event, just to answer that question. Anyone else have a question?
Kim: Yes, Debbie. This is Kim calling from Folsom, California, near Sacramento.
Debbie: Hi Kim.
Kim: Hi Debbie. I’m looking at the Lifestyle Advisor July newsletter and this is the first time I’ll be sending out a
newsletter. And I can’t remember if it’s the front or back, there’s a book of the month. So, when I physically mail
these newsletters, is the idea that they will contact me and ask me for this book? And is that book an e-book?
Debbie: No, it’s just something people like. I noticed that in a lot of other newsletters that people like to get book
recommendations. I know I always read that in magazines – what are the books that are being recommended. So no,
the thing that’s always going to be in every newsletter that’s the response piece – that’s going to be the real estate
related article. And now, if you’ll notice in future issues – I don’t remember if it was in the July issue – I moved that
article to the inside, because Pete told me to. I’m of course thinking like all you guys would – I want that right on
the front: “Is It Time to Downsize with Distinction?” And Pete said they want to read fun, interesting stuff, and to
move the real estate article to the inside. So yeah, that’s where we say to contact you, and drive them back to you.
Kim: Okay, thank you. That answered my question, thank you.
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Debbie: You got it.
Annette: Hi, this is Annette Kershner. We have tried to download the newsletter for July, and one of the pages is
coming on legal and the other is coming on the standard 8.5 by 11.
Debbie: That’s weird. Pete, do you know why that would be?
Pete: I’m actually opening it up right now to see if I can duplicate that issue. Yeah, it’s opening fine.
Annette: Are you opening the PDF version or the Word?
Pete: I opened both of them. So it should be on 11 by 17 on both of them, because that’s how a printer would
normally do a 4-page newsletter. So it shouldn’t be on 8.5 by 11. I wonder if it’s possible you need an updated Word
version. Sometimes weird stuff like that happens if you’re not using the updated Word version.
Annette: I don’t know if you mean on her computer.
Pete: Yeah, Microsoft Word.
Annette: Because I’m using Office 365.
Pete: So it should be updated then, because that’s always updated. That’s what I use. But yeah, it opens up just fine
for me. I don’t know what to tell you.
Debbie: Feel free to call Samantha. She’s here at the front desk at any time you would like, and she’s quite good at
all that stuff so she’ll try to help you with that and look at what’s going on. And that’s at the office: 714-625-5226.
Annette: Okay, thank you.
Debbie: We’ll help you figure it out. And then I also have a question here, Pete. By the way, someone’s asking
again your email – pmitchellceo@gmail.com. And Pete, they’re asking…
Does the Facebook ads program offer seller and buyer landing pages, or are we to create our own?
And she’s just joined the Inner Circle, so she said you may have that answer for her when she gets fully on board.
And I’ll forward her question to you also just so you’ve got it in front of you.
Pete: Sure. A couple of key things on that. Number one – there’s a lot of different ways, but two main ways that
you’ll do ads on Facebook. One is where you’re going to create landing pages. Now, we will create the landing
pages for you; not for an individual home but for the guides that we offer to you. And that’s what I would be
running ads for – part of them would be running them for the guides, so that way you can generate a lead. So we will
absolutely create those landing pages for you.
The other way is what’s called a “lead ad” – this is a term that Facebook uses, and that’s where you actually don’t
need a landing page. Let’s say you’re offering the guides or you’re even talking to them about a home and, “If you’d
like more information, click here.” And then what Facebook does is it automatically fills out a form with their
information. So I usually ask for name, email and phone number, and we tell you in that training how you then get
that information out of Facebook. We use a company called SyncSumo that will automatically email it to you or put
it into your CRM if your CRM is with their system. And that’s how you would get the leads. And in those cases you
don’t actually even need a landing page. But if it’s a landing page for one of the guides that we’re giving to you,
then absolutely, we’ll do that landing page for you. You don’t even need to worry about that side of things.
Debbie: Okay, guys, anything else?
Peggy: Hi, Pete and Debbie. It’s Peggy Gascon in Scottsdale, Arizona.
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Debbie: Hey, Peggy. How are you?
Peggy: I’m good. I want to know how I get started with the Facebook ad training you were talking about.
Debbie: Thank you for asking, because we just want to remind all of you – if we opened everything, everyone
would get really confused and overwhelmed. You guys have the golden ticket. Everything we have is there, it’s for
you, it’s free to you. All you have to do is request it. That’s why each month when we send you that flyer… And
you don’t have to request your access to the guides and you don’t have to request your access to SMS; you just get
in there. But on the programs that we have, like the Facebook ad training, it’s really easy – you email us, call us.
Pete, was there any other thing that we had them do? I think we just had them calling Samantha here at the office, or
send me or you an email.
Pete: Exactly.
Debbie: And we put that on that flyer. Don’t just throw that away. Every month, guys, please look at that because
it’s going to tell you all of the programs that are available to you. And then all you need to do is go…
Facebook – I need that, I’m ready for it. I’ll email Debbie or I’ll call Samantha.
And boom, it’s turned on for you and you get rolling. So that’s all you need to do.
Peggy: Okay, thank you so much.
Debbie: You got it. Let’s see. So I’ve got to say something, Pete. I did a bad job with something, so I’m going to
confess to the group and ask their forgiveness. So it was such a busy month, cranking out all this new Inner Circle
content and getting all these programs up and running, and I kept getting requests from the members…
Can you do something in the newsletter about commission-cutting?
So I’m on the fly in between events and you gave me a deadline, so I sat and I recorded an audio – just some
thoughts, some scripts. And I sent it off to Samantha and she formatted it and we popped it into the newsletter. Well,
I did get a complaint – very, very polite and helpful, I must say – that it wasn’t the best formatting. And I looked at
that with Taylor yesterday afternoon and we could see why it was a little awkward, because when you speak, you
speak a certain way, but when you write, you write a different way. And so the transcribers of course typed it out in
the way that I spoke it. So, I want to beg your forgiveness on that, guys, if the formatting just seemed a little weird –
me just talking to you. So, we have a heads up on that and thanks to that catch we’re going to be very careful on that
in the future. And I will say one thing – Pete and I are the king and queen of content, and sometimes we may have a
typo. So, please forgive us if we do and certainly let us know if there’s something like that that bugs you or
something that you need, because we’re always trying to make this better for all of you.
Now, I want to give you just a quick idea on something, because this is something I was not aware of, and it might
be kind of exciting to some of you. Pete, I just had Brian Fox from ReboGateway come into the office and do a little
podcast, which we’ll put on the Inner Circle and get out to them. And Brian was talking about – sure, it was a
commercial for him, but the reason I invited him in wasn’t for that reason. It’s because we are talking to you guys
about knowing your audience. So Pete always says, know your audience; have the appropriate bait – what do they
want; and then what’s channel – print, mailing, Facebook ads, whatever you’re going to do to go after them. So, how
are you going to target them?
I also tell you, be strategic, have three to five clear methods of prospecting for business. And what Brian was talking
about is, ReboGateway – if you guys want to look them up – they’re a pretty affordable service. They’re $400 if you
sign up for 12 months; if you sign up monthly it’s $70 the first month and then I think it was $44 a month after. I
never, ever, ever accept any money from vendors. I always want any recommendation I give you guys to be purely
because they’re good and they’re valuable.
What Rebo does though is they provide targeted groups for you. So if you said you want to target tax liens, notice of
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defaults, probates, divorce, and all of that, and some of you know about that. What I didn’t know about is they’ve
added a service to target affidavits of death. So, if a property is in a trust and is not going to go to probate, there
would be no way you would be able to find it, other than through Rebo pulling these affidavits of death and letting
you know someone passed away in this home, it’s now a single owner.
Now, would you go run over and knock on their door and say, “Hey, I know your spouse just died”? No, no at all.
Just like you probably wouldn’t go run over to the door of someone’s who’s filed for divorce that they would notify
you and say, “Hey, I hear your husband’s leaving you.” You wouldn’t do that. But what it would do is it would just
be an awareness that this is a group that could potentially be a target for my “I Have a Buyer” letters, for my
Facebook ads. Maybe in the divorce category it might be “How to Downsize with Distinction”, because they’re
probably going to need to downsize. 22% of people who file for divorce sell the home within 12 months. Now, what
he said they could also give you is histories, so you can follow someone and say…
I know that this person, based on how long they’ve owned that property, and then this happens, this
happens, this happens. This makes them likely to sell.
And it’s just interesting. If you guys have interest in finding out more about that, you can contact ReboGateway. Just
go to their website. But he did say because you are Inner Circle members, if you guys choose to use their service,
when you contact them tell them you work with Debbie De Grote and they would actually give you two zip codes
for the price of one. Or if you wanted email notifications when things happen in the areas you’re working, they
would do 16,000 notifications versus 8,000. So, that will make sense if you talk to them and you have an interest.
But I thought that was a cool category, because Pete, you know Don works probates and here in Orange County,
California, it is just so aggressively hit and marketed to. But I don’t really know of anyone that’s actually doing the
affidavit of death as a group to market to. So, it’s pretty interesting and he gives some great tips on that podcast. So
just know if you’re in private coaching, that’s posted for you on the Inner Circle Dashboard when it’s done. If
you’re only in the Inner Circle, you’ll get that on the thumb drive in the mail, because you don’t have access to that
portal.
Alright, anything else, Pete? I’ve got to go in just two minutes, but I know you’ll stay on with them if you need to.
Anything else you need, guys, from me before I have to jump on my next call? Great questions, by the way.
Remember, there are no rules here. You can ask any question you want. So, if it’s about sales, if it’s about marketing
or technology that you’re looking at – send it over via email or send it to us, and then we will talk with you again on
the first Friday of August. Alright, Pete, anything else you want to add before we let them go?
Pete: Not from me. I see someone else has their line unmuted. Just want to make sure that there are no other
question.
Female speaker: Hi, I do have a question, Pete.
Pete: Okay, yeah.
Hi, this is ____________ from Northern California.
Pete: How are you?
Female speaker: I’m good, thank you. How are you?
Pete: Good.
Female speaker: So I was the one who sent the email about the Facebook ad. So, here’s my more specific question:
I’ve run some Facebook ads before without the lead capturing piece. And I just had two “Just Solds”, and I really
want to do this the right way with the Facebook ad, but I have not gone through your course. Any specific
suggestions you could give me on running a Facebook ad so that I would get seller leads?
Pete: Yes. So you could tell a story. You could tell the story of the home that just sold. If you even have a picture of
the home with your sign out front. And I would start to tell that story in the text of the ad, and then the call to action
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would be…
By the way, I’ve got this great consumer guide.
Use any of the consumer guides that we’ve given you, and I would offer that. So I would use that as my bait. It’s the
way that I turn a “Just Listed” or a “Just Sold” post card into a lead generation tool. We’re basically duplicating that
same strategy, but just in the digital world. I’m going to offer them the opportunity to get my consumer guide.
That’s where I get them to do what I call “raising their hand”. Once they raise their hand, they’re now in my funnel
and I can follow up with them.
Female speaker: And is that the Facebook leads that you were referring to? That’s the way I would do it? It
wouldn’t be a landing page, right?
Pete: That’s really the best way to do it, is just running a lead ad. And the reason why is because when you send
them to a landing page – I’m sure you’ve experienced this – people lie, because they don’t want you to call. Or they
give you a fake email or something like that. So, the reason why the lead ads are such better quality is because
Facebook fills it out for them and they don’t lie to Facebook. Facebook really knows their cellphone and email, in
case they need to reset their password. So that’s the reason why I like using lead ads as much as possible.
Female speaker: Okay. I have so many questions. I’ve never run the lead ads. Is the “how to” in your Facebook ad
guide?
Pete: Yeah, you bet.
Female speaker: Awesome. I’ll put in a request right after this.
Pete: Sounds good.
Female speaker: Thank you very much.
Pete: No problem. Any other questions from anybody? Go ahead and unmute your line and we’ll be happy to
answer them. Or I’ll be happy – I think Debbie already went off to her next call.
Alright then, thank you everyone for being with us today. We’re going to get this on the website as soon as we can.
We always get these calls over to the transcriber and have them transcribe it up, and we will get that on the website
as soon as we’ve got it back from them. And I will talk to you guys later. Thanks so much for joining us this week.
Take care!
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