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Pete: Welcome everyone to today’s call. We’ve got some great information for you, and I know Debbie 
is logging in right now. In fact, I think she’s on. Is that you, Debbie? 

Debbie: I am here. I’m here. Sorry guys, we were working on the event next week, so we’re busy around 
here. And I know we’re going to see some of you guys there, so that’s going to be super cool. My staff is 
exhausted and happy the weekend is coming. We’re ready. Alright Pete, I’m going to let you maybe take 
it away and start us off. I do have a couple of things here that I pulled aside for today, but I’ll let you go 
ahead if you want to go to questions that you have first. 

Pete: Sure, no problem, guys. And thank you all for joining us here on this new line. We wanted to make 
sure that we had good, clean recordings. This company really gives us that great, clean recording, plus 
it’s got a great little feature for us. If you’ve got a question at any time, all you’ve got to do is you hit * 
and 2, and that’s going to raise your hand and I’m going to actually see your hand right here on my 
computer screen raised. That way we can make sure that we don’t miss anybody that’s got a question, 
and then we can manually unmute your line for you so you won’t have to do anything on your side. So 
again, if you’ve got a question at any time for either myself or Debbie, all you’ve got to do is hit *2, and 
I’ll be reminding you of that as we continue through the call.  

So I’m going to go through a few of these question that I got in, because I think they’ll really help you 
guys. Specifically, I was working with a couple of different agents over the last couple of weeks with 
their texting. This one agent sent me their text that they were going to send out to everyone, and it’s 
something that I see people do a lot. So one of the things I really want to get into your mind, your 
thinking, your habits, is I want you to realize that when we text people, it is a much more personal 
connection than almost anything else that we use to reach out to people with. And so we want to think 
about that before we send a text out. Here’s what I mean.  

A lot of times I’ve seen this. I’ve seen this many, many times, where the message that you want to send 
out to people has to do maybe with an open house that you have going on, and the message will be 
something along the lines of...  

Hey, I’ve got this 3-bedroom, 2- bath. It’s on the corner of such and such, it’s a beautiful yard, 
great. Here’s the link to it.  

Now, what you think you’re doing is delivering great value telling them about this house. But it starts to 
smell a little spammy to people because they’re like...  

This isn’t the type of text messages I normally get. When a friend is reaching out to me, this isn’t 
the type of text message I get.  

So, what I want you to think about is, stick to the formula “statement, question”. Anything more than 
that really starts to feel spammy. Or you can take it a little bit further where you go “statement, 
question, statement”. I’ll show you what I mean by that…  

Hi Bob! Pete Mitchell here. I’ve got a great three-unit property that just hit the market. Would 
you or someone you know locally be interested in seeing it? I can send a link to the home if 
you’re interested.  
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So instead of just prematurely sending everyone a link to the home or sending everyone an image or 
anything like that, we’re basically doing the “statement, question, statement”…  

Hi Bob! Pete Mitchell here.  

Here’s my statement...  

I’ve got a great three-unit property that just hit the market.  

Here’s my question...  

Would you or someone you know locally be interested in seeing it?  

And then just...  

I can send the link to the home if you’re interested.  

And so, if they reply back, “Yeah, I’d like to see that” or, “I know someone” – great. Now I send them the 
link. Now it looks like I’m actually trying to have a conversation with you, as opposed to I’m just sending 
out a message to everyone I know, which feels very impersonal. I want you to be thinking, how can I 
have connections with people? How can I really reach out and connect with people? 

Debbie: So Pete, on that thought, a couple of things came to my mind. One, you remember the book – 
some of you guys may have read it. It’s actually a great book – Ogilvy on Advertising. It’s like a classic. 
And he talked about, in marketing, it’s like you’re just talking to people. I actually have a friend of mine 
who’s thinking about looking for a house, and I did exactly what you said. I said...  

Hey, there’s this house you might be interested in, but I’m not sure if you guys really want to go 
look at it. Can you text me back and let me know? Don will get you set.  

It’s more casual, right? And if they get stuck, just remember, guys, that we actually wrote scripts for you. 
So you have texting scripts and you have sly voicemail scripts. So we did them for you the right way. And 
even if you want to create your own message, just look at those scripts and say...  

If I just use this as my model. I could change the message but I can borrow from what Debbie 
and Pete did for me and I’ll just model my message after that.  

And then that makes it kind of easy, I think. 

Pete: Yeah, it does. And keep in mind too, Debbie, how do you think it would feel to the person if every 
time you had an open house, you’re making this text announcement? It starts to feel very impersonal, 
and I’m going to unsubscribe. And that means I no longer have that connection with you. So we want to 
be very conversational. 

Debbie: Very careful. And on that thought too, Pete, my recommendation – you can say if you agree or 
don’t agree, but when it comes to past clients, guys, and your warm sphere of influence, it is fantastic to 
use the texting. We won’t bore you with all the stories because we’ve shared them with you before. And 
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yet, I would not text past clients and sphere more than once a quarter, sly voicemail them once a 
quarter, unless there was something else really unique or important, like maybe you’re having a Family 
Photo in the park event and you’re doing that type of thing. But I think that’s a good part of your system, 
to text them or sly voicemail them once a quarter.  

But if it’s a list – a cold, dead list – or it’s an online lead list and you’re like, “I’ve got to do something to 
get something out of this” – go right ahead, hit them once a month. Hit them once a month with a text, 
hit them once a month with a sly voicemail. If they’re dead leads, do whatever you want to do. Who 
cares if some of them opt out, because they haven’t actually communicated with you. They may be 
opted in, but you’re not getting any traction with them. 

Pete: Right, exactly. Alright, another question I have here...  

I have a fairly extensive list of current people, emails for about 700 contacts that I’ve been 
developing for my various activities, marketing, open houses, phone prospecting. With that said, 
I’ve been thinking about doing a regular ongoing email campaign. What is a good starting point 
for this?  

So this is a great question. This is someone who’s relatively new to the Inner Circle. So, what I would 
recommend for all of you if you’re in that situation: “I’ve got this database. What do I start doing with 
it?” Every week, every Friday we put a new email up on the Inner Circle website. I would encourage you 
to take that. If you need to personalize it in any way, feel free to do that, and then send that out to your 
database. That would be a once a week activity.  

We also give you a print newsletter, and I highly recommend that you use it as a print newsletter. You 
can email the articles and things like that, but you’re going to get a lot more result when you start 
mailing a physical newsletter out to people. Much like the same reason that we mail all of you our 
monthly magazine, because we know it hits you differently. It’s not just something online. It’s something 
that you put on the table, you put on your desk and when you’ve got time, you’re looking at that: “Hey, 
you know what? I need a good idea. I’m going to go and read that.” And you want people in your 
database to be having that same type of experience with you.  

And then of course, just like Debbie said – once a quarter, let’s send them a text; once a quarter, let’s 
send them a sly voicemail. Debbie has written some great scripts; those are all already programmed in 
SMS Conversations for you. You just literally click the “Prefilled Message” button and you can pick the 
one that you want, and of course change it any way that you’d like. And that would be the best starting 
point. So you don’t have to reinvent the wheel. You don’t have to go out there and write your own 
emails. We’ve already got them for you right there on the website. Just go ahead and grab them and 
start using them.  

This was another really good question. This client is doing a “Downsizing” postcard campaign and they 
want to know if there was a specific time of month for farming materials that they should be sending 
out. It’s a great question; it’s one I get asked every once in a while. And I would say that timing of the 
month... Really the only time you’ve got to look at during the month is, are there certain holidays that I 
need to be aware of? But what’s more important is day of the week.  

So if you can, you want your direct mail pieces to hit on a Monday or a Tuesday whenever possible. It’s 
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going to be different, obviously, in every household, but if it grabs someone’s attention, typically mail 
that they get on Monday or Tuesday will sit around until the end of the week, like on a Saturday when 
they do their cleaning, and then it goes into the trash. So you get your mail piece to stay out a little bit 
longer in many cases. Certainly not all cases or anything like that, but in many cases. That’s the reason 
why so much mail comes on Mondays and Tuesdays.  

In fact, I remember one time I was taking some mail actually for Don to the post office, and the post 
office was trying to be very helpful and they were like...  

Well, you know, the PennySaver comes out on Tuesday and this thing comes out on Monday. 
Wouldn’t you rather have your mail come out on Thursday or something like that?  

They were trying to be helpful. The problem is what they didn’t understand is those companies actually 
know those are the best days for mail to hit. That’s why they’re sending it when they’re sending it, so it 
hits on those days. I want my mail to hit on those days as well, because my competition is not the 
newspaper that gets sent in the mail. It’s not the PennySaver, the Money Mailer or the Valpak. That’s 
not my competition. Realistically, when you’re using our unbranded postcards, I don’t have competition, 
because no one else is really doing that; but at most it’s another real estate agent. And if they’re 
thinking they want it to hit on Friday because that’s the light mail day – beautiful. Hit on Friday, I’m 
hitting on Monday and having my message stay around a little bit longer. So that’s a better day for you 
and a more important thing to be watching for. 

Debbie: Pete, there’s two things that are really important here and I want to dive in before we get away 
from newsletter and postcard. I want to reinforce with everyone – I do understand that the print 
newsletter is more expensive, because it is four-page, it is full color. You can print it in black and white, 
certainly. And yet, the reason that it is such a valuable piece... This sounds kind of rude, but what’s that 
old saying: “You wouldn’t throw pearls before the swine.” So, I certainly wouldn’t mail it to a cold, dead 
lead. But with the quality people that you have – they like to get it. In fact, it just came in our mailbox 
because Don mails it to his past clients.  

By the way, guys, if you do mail it and you use a mail house, be sure you put yourself and several of your 
friends and family on the list. It’s called “seeding the list”. That way you know when it’s arrived, and that 
way you know your mail house is doing their job. I like having friends and family too, because they don’t 
have my name. In theory the mail house could just mail it to you and throw the rest away, right? So we 
want to make sure we’re keeping them accountable. But point being, it comes in, it’s just such a nice 
piece. And actually, even though Don is the one using it for his clients, I actually pulled it out of the 
mailbox. I laid it by the coffee maker and when I came home the next day, he’s sitting in his chair 
reading it. And it’s his newsletter. So, they like it. And sometimes we’ll even have people reach out and 
say, “Can my friends or family get on that newsletter list?”  

Now, there is a science to how we put that together. I certainly won’t say I’m the best author on the 
planet, but the reason that I personally write those articles for you guys… We actually looked at and at 
first attempted hiring people to write them or buying one that was already done. And I quite frankly felt 
the content was kind of silly and useless. And I know I’m very serious and Pete had to tell me I can’t 
make every article in that newsletter about real estate, even though I would love to. That’s the 
conversation in my mind, not in theirs. But if you’ll notice, there’s a combination of health or fitness or 
books; but always, consistently, there’s going to be one article about real estate that encourages them 
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back to you. And we recently even updated the back of the newsletter, where all of the consumer 
guides that are available are listed, so that if they see one that sparks their interest, they can reach out 
to you. So that’s why the content is developed the way it is, and that’s why the newsletter is so valuable.  

Now on postcards, Pete, I had a great conversation with one of our terrific Inner Circle members last 
night. She reached out with a question and she said to me in the conversation that there was a company 
that had pitched to her some postcards. She didn’t go into great detail, but the postcard would offer like 
if you go to this ice cream store and take this coupon, you get a free ice cream. Basically all the 
postcards they were recommending was really what I would call “fluff and stuff”. And my comment to 
her was, “It’s not that it’s going to hurt you.” By the way, the backstory was, she was complaining she 
had not gotten any business or any leads, even from her past clients when she was using stuff like that.  

And I said number one, we need to shine as the wise advisor in our market. Number two, there’s such a 
limited amount of marketing dollars that you have to spend, I don’t personally want to spend mine 
promoting the ice cream store. I want to spend mine promoting educational resources, the valuable 
information, relevant data and market statistics. I want them to say...  

Wow, this is my go-to for real estate information and advice. And by the way, I want that guide. 
Or I have a question about that. Or I’d like a real estate checkup.  

So I just want to reinforce with you guys, because I’ve done it just like you have – I’ve sent that fluff and 
stuff, and it didn’t hurt me, it didn’t help me. If you’ve got plenty of money and endless marketing 
dollars, go ahead. But when you’re being mindful, I want you to stop and think...  

Who’s my audience? Are they going to be interested in this? How does this show off my talent 
and ability without just saying, “Look at my trophies.” What’s my bait?  

And just really invest well in yourself. There’s lots of noise out there about gimmicks you can buy, but 
just go back to, “I want to offer value and I want to be their wise advisor.” Okay, so Pete, I’ll turn it back 
over to you. 

Pete: Yeah, great. Great info. Another great question I got here is regarding a postcard campaign...  

Is it better just to have one way for them to contact you, meaning a landing page or an 800 
number, or should we use both?  

Now, if you have looked at the postcards that we’ve created for you that are on the Inner Circle website, 
we’ve got a spot for a phone number – it can be an 800 or a local number; and then we’ve got a spot for 
a landing page. And we do encourage you if you’re going to do an 800 number or a local number, use 
SMS Conversations for them to call into. You want it to be some sort of voicemail system, not where 
they’re actually calling someone directly, because that’s going to scare off people. . 

So the question is, “Should I have one or the other or both?” Personally, I put both on all of my mail 
pieces that I send out. I give them a way to call in to get the educational resources, and I give them a 
way to go to the landing page. And the reason is, some people are going to gravitate towards the phone 
– usually; not always, but usually it’s going to be the older prospects. Some people are going to gravitate 
directly to the landing page. And again, usually it’s going to be younger to middle age prospects. But I 
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don’t want to stop people from reaching out to me.  

And it’s not always that way in every area. I’ve helped some agents, where in their area I would’ve 
thought it would’ve been more people going to the landing page, and almost everyone called in. It’s 
different by location, but that’s the reason why I put both of them on there. I have a landing page, which 
we’ll build out for you, and I’ll have a phone number for them to call into.  

This was a really good question here...  

I’m wondering what are the consequences for changing my Facebook business page name?  

So, they’ve got a Facebook business page. It’s like their name, “Pete Mitchell: Just call Pete and get your 
house sold and start packing.” It’s a business page name like that. And they want to know...  

What if I change it to what you suggest, Pete, where it’s “Long Beach Deals & Events” or 
something like that?  

So my response is, instead of changing your business page, why don’t you just create another business 
page? That way you still have yours and it’s still there and you can still do everything that you’ve been 
doing with it and the rapport that you’ve already built with people. Let’s just go ahead and create 
another business page, because Facebook, quite frankly, doesn’t care how many business pages you 
have. I literally have no idea how many I have. Every time I get an idea, I go create a business page for it. 
So just create a new one.  

And then in Module 1 of the Facebook training, we give you a campaign strategy to get the likes to the 
page, and you can just go and implement that. In fact, I show you in the video me doing it and what I got 
back in likes over the next two weeks. You can just implement that on your new page and now you’ve 
got another page that if you want to run ads from it and it’s legal in your state… Keep in mind you’ve got 
to do what’s required in your state. Some states require you to have your broker’s name in it and all that 
stuff. But if you need another page, that’s how you can set it up and get the likes to it and then start 
running ads from it or doing anything else that you wanted to do from that business page.  

Okay, another question here. This was just a question on how many times they should be reaching out 
to their farm. And Debbie, I know you’ve got some thoughts on this. In fact, I’ll let you answer it, Debbie, 
because I think my answer is going to be the same as yours. But if someone’s got a farm, how many 
times a month do you think they should be hitting them? 

Debbie: Well, the interesting thing is, sometimes also it does depend on where they are. So there are 
certain parts of the country, for an example, that almost nobody farms. I don’t know if it was more of a 
West Coast thing that kind of grew across the country, but I do find areas where people will mail once a 
month and they get a great result. But in most of the markets that are hyper competitive, including 
markets like California for an example, where lots of people farm, I find that for most farmers you need 
to mail twice a month as your minimum standard. And that’s a good first week and third week, just get 
on a routine.  

Now, if you are willing to door-knock, if you are a door-knocker and you prefer to drop and you’re trying 
to save the postage, you can drop. You can certainly use Every Door Direct Mail, which of course may 



April 5th, 2019 Transcript - Page 8 
 
 

www.ExcelleumInnerCircle.com 
Copyright © MMXIX by Debbie De Grote And Pete Mitchell. All Rights Reserved. 

not fall precisely in the boundaries of your farm, but it might be worth it because it’s so much more 
affordable. When I farmed, I mailed twice a month and I door-knocked twice a month and I always took 
something more simple and inexpensive. And I had serious market dominance in there, but I do realize 
that most people are not going to knock. And if they’re not going to knock, then they should find some 
other way to connect. And Pete, that’s where we encourage them to do a sneak preview for the 
neighbors open house, or even one of the community events that we have in our Community Events 
section. So, twice a month is a good rule of thumb. If you said...  

But I’d rather have a bigger area and I would only be able to hit them once a quarter.  

You’d be better off to have a smaller area and be more frequent, because otherwise it’s almost like a 
cold area. You’re not gaining any name recognition there. 

Pete: Yeah, that’s right. And I would encourage too, have one of your pieces be one of the unbranded 
postcards and the other one be your branded newsletter that we provide to you. People are always 
asking, “When do I get to brand?” That’s where I really like to brand, is in my newsletter myself. And 
before I move on here to my next question, I see I’ve got a hand raised here. So I’m going to go ahead 
and unmute your line now. I don’t know if this is your name. It says Anna, somebody in Canada on the 
web call. So go ahead and give us your name and let us know what your question is. 

Anna: Yes, my name is Anna and I am in Canada. I read somewhere that it’s important and effective to 
have your headshot on some publications to distribute in the neighborhood. My question is, are we able 
to add our headshots and name to the covers of the guides that you’ve shared with us? 

Pete: Absolutely. Yup, we’ve got a little spot on it for you to drop in your photo right there. 

Debbie: So, on the guide, on the newsletter. And there’s a front and back on the newsletter. Right, 
Pete? She can do that. 

Pete: I can’t remember the back. I just remember the front of the newsletter, and you’re right. I totally 
forgot about the guide. Yeah, you put it inside the guide too. 

Debbie: If you open up the cover... Now Pete, let’s just be clear. I think on the consumer guides, when 
you open the cover, there’s the letter, kind of like, “What is this all about?” It’s the “Welcome” letter. 
And that’s where there’s a dark shadowy head. That’s the spot, right? That’s where you’re supposed to 
put your picture in. But I don’t think the cover of the guide allows for personalization. I think it’s inside 
on the “Welcome” letter, correct? 

Pete: Correct. Yup. 

Debbie: But the cover of the newsletter absolutely does. 

Anna: Okay, thank you. 

Debbie: Also guys, while we’re on the subject of photos, you’ve heard me say this before – I don’t know 
why photographers like to pose you with your arms crossed across your chest. Don’t do it, okay? We 
want to have a very open and friendly body language and that’s about as bad as you could get. It’s like, 
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“I’m totally closed off to you.” So, if you’re redoing your headshot, then I would definitely do that.  

And Pete, I have to tell you this totally funny story. Someone reached out to me the other day, and it 
wasn’t a real estate agent; it was someone they were interviewing – a vendor. It was actually a guy; he 
said...  

I got this picture of this vendor who is coming to meet with me. And I’m like, “Wow, she’s hot, 
she’s beautiful.”  

And he said...  

Someone arrived at my office, they said, “It’s this person you’re waiting for.” I walked out into 
the lobby and I went, “Whoa.” I thought, “Oh my goodness, she sent the older sister.”  

And he said he realized that her headshot must be like 20 years old. So, I try to remind myself I need a 
new headshot once in a while. And I definitely am not personally into allowing much Photoshopping on 
my picture, because I don’t want to scare you guys when I show up and I don’t look like my picture. And 
Pete, you’ll tell them, I always hate my picture, right? “I hate that picture! Don’t use that picture!” This 
kind of a thing. 

Pete: Yes. Alrighty. So again, if anybody else has a question, all you’ve got to do is hit *2 – that raises 
your hand so I can see it here on my screen, and then I can unmute your line and bring you over into the 
call. Last question that I got was this. They’re talking about the mailings that they have, current mailings 
and the rotation. They do a year-end review, a market evaluation, newsletter, weekly email. And they 
basically were wondering, are these the types of things that they should be mailing out?  

So, here’s what I want you guys to be thinking about. There’s a couple of responses to this. This has got 
some really good stuff in it; however, I would be careful about putting too much of what’s going on in 
the market, what sold, what it sold at. And the reason for it is not that it’s bad information; it’s actually 
really good information. The problem is, when you give that to someone, there’s no reason for them to 
reach out to you. And you are in the business of developing relationships. That’s the real heart of the 
business you’re in, is developing relationships with people so when they are ready to sell their home or 
ready to buy a home, you’re the person they call.  

There’s someone who farms my neighborhood, and I get their mailer probably once a month. As an ex-
financial planner, I actually really like looking at what homes are selling for, are they up, are they down, 
how many days are they on market? I enjoy that stuff, but I literally to this moment can’t even tell you 
what their names are that put out that piece, because I’ve never had to interact with them to get the 
information. They just gave it to me. So that’s the reason why, guys, we highly encourage you to use our 
education-based marketing system. So instead of just giving them information, we are going to give 
them the information, but understand when we say “education-based marketing”, that keyword there is 
“marketing”. It is absolutely marketing. I am going to get you to raise your hand and when you raise 
your hand and say you want something, now you’re over into my funnel and I can follow up with you 
appropriately, based on what you asked for. So I am giving you education, I’m giving you great value, but 
I am absolutely marketing to you. If all I did was just give you the consumer guide... And we’ve talked 
about this, Debbie, where I think it was maybe your daughters who were like...  
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How many consumer guides should we print for the open house?  

And you were like...  

No, if you give them out, you’ve got no way to follow up with them. 

Debbie: Yeah, and you don’t even know if they wanted that particular guide. But yes, you don’t capture. 
It’s the bait. I said to Erika, when she said that...  

Honey, when we’ve gone to visit family in Idaho and you went fishing, remember you didn’t take 
the bucket of worms and throw them in the water. You put it on the hook as the bait. And then 
the fish bites and now you catch them. So you offer the guide – that’s the bait; then you catch 
their information and now you can follow up.  

She’s like...  

Oh, now I get it.  

But it is a different concept, because I think maybe some of us were taught you just bring all this stuff 
and you hand it out. And yet, it doesn’t really do much for you, especially considering people are more 
reluctant these days to give out their contact info. You’ve got to have a way of making them willing to do 
so. 

Pete: Exactly. And I see we’ve got a hand raised here. It says Carol from a 909 area code phone number. 
I’ve got your line unmuted. 

Carol: Hi, it’s Carol. 

Debbie: Hey Carol! How are you doing? We remember Carol. Carol was with us at the Inner Circle event. 
Hey Carol, go right ahead. 

Carol: I’ve heard that Facebook is going to be changing their ability to target and I’m wondering if that’s 
going to be addressed in your talks and training. 

Pete: Yeah, absolutely. So Facebook is definitely changing their targeting for real estate as one of the 
specific groups. And so, it’ll be interesting to see how everything plays out. It’s definitely going to affect 
open house ads, because you can no longer target based on age and they say location. And we’re not 
100% sure because it hasn’t rolled out yet for me to be able to see what they mean when they say 
“location”. What we’ve heard is that they’re not going to let you target based on a zip code, but you 
should still be able to target based on a city. We’re hoping. Because it wouldn’t make any sense to do an 
open house ad for someone in New York when you’re in California. It just wouldn’t make any sense. So 
we’re trying to see what the location is going to be, how that’s going to affect things.  

Now, what we have seen, and we’ve seen this with some of our members when they still offer the 
consumer guides, because keep in mind consumer guides is not selling real estate. We’re offering an 
educational piece. So right now Facebook hasn’t had a problem with us targeting when we’re offering 
that. In fact, we had one member who had their ad declined or whatever, banned from Facebook. And 
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then a couple of days later they turned it back on because he appealed it and said, “I’m not offering real 
estate. I’m offering a consumer guide.” And they said, “Okay, yeah, you’re right.” And they turned it 
back on.  

What I think they’re going to do is it’s going to be based on your page that you’re sending it from. So 
when you send it specifically from your real estate page, you’ve already agreed to certain things, you’ve 
already said...  

I’m not going to discriminate. I’m not going to target based on age, gender, or location.  

If you’re actually selling real estate directly, those will be affected. I think even hot sheet ads, which I 
love, are going to be affected. So we’re going to have to see how well those work out. Are we going to 
have to stop using them with Facebook? Could very well be, but right now the consumer guide ads are 
still getting through. And I think it’s because we’re not actually selling real estate with that. Does that 
answer your question, Carol? 

Carol: Yeah. And as the changes roll out, you’ll be discussing them on the calls? 

Pete: Absolutely, yeah. Keep in mind, guys, Facebook doesn’t roll out the changes for everyone all at 
once. They roll things out kind of piecemeal. And Facebook always changes and never tells us that 
they’ve changed. So, even when they make their changes, they might make more changes and more 
changes. That’s just the way Facebook is, and we kind of have to deal with that. So, even as you guys run 
into them, let us know what you’re running into, because that’ll help as well as we’re compiling all this 
data together going, “Okay, this is what they’re facing over there in Arizona. This is what we hear people 
are facing up in Washington, so this is the direction we think they’re heading”, and stuff like that. Feel 
free to send that to us as well. It always helps. 

Carol: Thank you. 

Debbie: And Pete, once it kind of starts out a little bit, if we need to, I’m sure you’ll go back in and even 
redo and update the training periodically. So we’ll keep them posted. 

Pete: Absolutely. We’re going to have to do that. Yeah, no doubt. And we’ve got another hand here 
raised from, it says Marianne in the 562 area code. is that the correct name? 

Marianne: Yes. Hi Debbie. Hi Pete. This is Marianne in Long Beach. And I have a three-part question. 
Debbie, you just mentioned a few moments ago about, it’s better to have a smaller area if you wanted 
to have a farm. Could you please say what’s an optimum amount that’s manageable, because I’ve never 
done farming and it’s something that I think I’d like to start? 

Debbie: Yeah, I will answer that. So, I think for the most part, in my experience of watching people farm 
and having our own farms, I found that about 500 is a good number, because you can get enough going 
on in there to get some activity. Bigger is great, but again, only if you can serve it consistently, because if 
you try to go bigger and you don’t have the budget or the bandwidth, then it’s not great. I remember 
what I did once in my geographic farm is I took about 500 homes on one side of a street, like a 
boulevard. And then I wanted to grow so I expanded across that street to take 500 on the other side. So 
they were close to each other. Doesn’t have to be the case, they don’t have to be close to each other. 
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But I just found that for convenience of going there and working in the farm, also when I was doing open 
houses, the one side would see my open houses and the other side would see my open houses. So I 
liked having it close by. But sometimes clients do have a great result picking up 250 over here because 
they love that area or they live here, and another 300 over there.  

So, would you go smaller than 500? Sure you could. But you’re always going to want with any farm to 
look at, for the number of homes that are here, how many homes sold in the last 12 months? Of course, 
our goal is to get the highest turnover ratio possible. So let’s say we had 500 homes and we say 50 sold 
in the last 12 months. Now you can look at that and know your ratio of turnover. But if I said, “This is a 
beautiful neighborhood, 500 homes, everybody would love to be here. Gee, three houses sold last 
year.” I would think, “Let me go back and look another year.” Oh, four houses sold. Well, everybody 
loves it so much, they don’t leave. And so, it wouldn’t be a good farm for you.  

So we always want to look at the size. We want to look at your comfort working it. We want to look at 
the turnover, get it as high as you can. It’s tough to get over 4% or 5% in many markets. Also the 
competitors. It’s not that you guys aren’t capable; you absolutely are, to go in and take on a competitor, 
but we need to know the enemy. If they’re a strong competitor, what are you going to need to do to 
absolutely be able to go in there and just take that on at a high level? Because if you’re not willing to do 
that, then you should go to a farm that does not have that dominant competitor. Pete, any thoughts you 
would add? 

Pete: The only thing I would add to that at all, because everything you said I totally agree with, is I would 
also look at EDDM.USPS.com. So I could actually look at what the Every Door Direct Mail routes are and 
can I basically make my farm match an Every Door Direct Mail route so I can get that really cheap postal 
mailout? That’s how I kind of would shape it, would be based on the route itself. 

Marianne: That makes sense. Thank you. 

Debbie: By the way, we do have the Farming success kit on the Inner Circle, and inside of it there’s also a 
complete report that I wrote on some of the general questions answered on geographic farming. 

Marianne: Okay, great. Thank you. 

Pete: Marianne, I think you had a couple of other questions. 

Marianne: Yes. The second part of the question is back to the open houses. So, you don’t want to bring 
everything – I like the analogy you just used about throwing the bucket of worms in the ocean. What is 
maybe a way of displaying some of the different reports and things that are available? Do you think 
that’s a good idea? 

Debbie: I do, I do. Thank you for bringing that up. I should have said that. So what I had Taylor and Erika 
do is I had them go to Staples, and you guys know those tri-fold white cardboard boards that if you had 
kids, they always had to do their science fair projects on. They cost almost nothing, and they’re just that 
shiny white cardboard tri-folds that will stand up on a table. And I had them put... Pete, I can’t 
remember if we had them do the covers of the guides themselves or the postcards, but I want to say… 

Pete: I think we did the postcards. 
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Debbie: Yeah, I think I had them actually do the postcard or the guide with the postcard kind of angled 
across it, because I like that the postcard says what they’ll learn, what they’ll find out. And then I had 
them create individual registration sheets, where there was the menu of the guides. And the person 
could write their name, their address, their phone number, and then they would check the box of the 
guide or guides that they were requesting. So, they would say...  

We have these great educational resources. If you’d like to receive them, please feel free to just 
go ahead and check the boxes and we’ll send those over to you as soon as possible.  

And then of course now they’ve got their info. I never really worry too much, even if they didn’t get a 
bunch of sheets filled out. I think that having that professional information gave them confidence, 
especially when they were new agents, and also something to talk about and show that they were 
providing helpful content. And I felt it made it even a little bit easier to organically get their phone 
number.  

Now, someone did share the other day, Pete, with me that on their Lifestyle Advisor newsletters that 
they were doing an overrun of a couple of hundred a month and they were actually taking those to open 
house and of course trying to get everybody’s name and information. But they were giving those out as 
a nice takeaway, because probably they’ll take it home and sit down and read it. And then of course it 
has the consumer guides offered on the back. 

Pete: Yup. 

Marianne: Good. I’m glad I asked that question. Thank you. 

Debbie: You’re welcome. 

Marianne: And the last part of my question was, I had been and continue to subscribe to the Market 
Snapshot report and I have several of my past clients receiving that on a monthly and some on a 
quarterly basis. And in incorporating everything that you’re offering and the other things that I’m now 
able to do, is that something that you would consider? Should I give it up or should I just continue to 
keep that and have that go out on its own? 

Debbie: Well, I want to think about that one. So basically they get to see what’s going on and the value 
of their home and sales in the neighborhood, right? 

Marianne: Yes. 

Debbie: Okay. So let’s think about that together, guys. My first question would be, do they comment to 
you when you speak to them that they love it? Have you felt like it’s sparked business for you? What has 
been your feedback? We all have our opinions, but what’s been the feedback from your people? 

Marianne: I really only recently have been doing it and I’ve only put 15 people on it so far. And two of 
them have gotten back to me and just thanked me for the information and really appreciated having 
that knowledge. But again, it’s been recent thing for me. 

Debbie: Okay. So, I guess I would call the rest of them. Call the rest of them. Gives you a great excuse to 
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call them. Do they like it? Would they like to continue to get it? So, I like that it provides something 
valuable and it’s easy. I like all of that. I guess what I’m wondering is, as the market potentially begins to 
shift and if they’re not liking the information that they’re seeing – and I don’t think that’s the big issue 
yet in your market right now, Marianne – but if that started to happen and they didn’t like the 
information that they’re getting, quote, “from you”, I always worry they’re going to shoot the 
messenger and they’re going to look at you as the bearer of bad news. So, I’d just be a little bit mindful 
of that maybe if the market shifts.  

But guys, I know they can go on Zillow and they can get whatever they think is relevant information. So I 
don’t know how much they value it or how accurate it is compared to Zillow. So, if any of the members 
here are using the Market Snapshot and you have a strong opinion about that or some great feedback, 
maybe you can raise your hand. Pete, you’re not a real estate agent. You’re just by osmosis, because you 
hang out with all of us so much. I don’t know if you’re still unjaded or not, but what would be your 
opinion as a consumer? Would you like to get that type of thing or would it make you less likely to call 
your agent if you had questions? 

Pete: Yeah, it’s a great question. I ran into the same problem as a financial planner. And you’ve heard 
me say this before, Debbie, that no one really cares about... Marianne, I’m going to mute your line 
because we’re getting a little bit of feedback there.  

Debbie: Yeah, picking up static. 

Pete: As a financial planner, I realized no one really cares about what’s happening in the stock market 
until basically they go to retire. I would basically send out my weekly email for that. The thing that I did 
to really engage with people is at the end of the email, I always had a riddle or a joke. Most of the time it 
was a riddle, and they could respond back with the answer. And that’s actually what would cause people 
to open the email and read it.  

The same thing happens in real estate – people don’t really care about what’s going on in real estate 
until they’re about ready to sell or buy. So we start sending them all this information, but as a real estate 
agent, you’re thinking this is valuable information, it’s what they’re going to want to know. And they’re 
like, “Eh, I don’t care. I’m not moving right now.” Now you kind of move to the “spam” area in their 
mind. Not that you’re spamming them – you’re not, but they’re like, “Eh, it doesn’t mean as much to me 
because I don’t really need it.”  

So, if you do a service like that and you are able to in any way edit the emails or add stuff to it, that’s 
where I would personally literally Google riddles on the Internet, find the fun one, put it in there and ask 
them to reply. And I used to do fun stuff with that. I’d be like, “The first person to reply with the answer 
gets two free tickets to the movies.” And I’d do fun stuff like that. I knew if they wanted the other 
information, it was there, but that wasn’t what they were interested in. They just wanted the fun part, 
and I was okay with that because it kept me in touch with them. Does that make sense what I’m saying, 
Debbie? 

Debbie: Yeah. And I guess I would say going back to it, I wonder if we sent out a postcard saying we’re 
giving away free money this week, if the phone would ring off the hook. I don’t know that it would. It is 
just you’re getting as much relevant content out there as you can. And Marianne, if it’s affordable and 
it’s easy and you get great feedback from your clients, to me that would be the three big things. So I 
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would probably go through and definitely call your people and ask. It’s a great excuse, guys, when you 
do something new like that to go through and ask their opinion. 

Pete: Yup. Does anybody else have a question? If you do, go ahead and hit *2 – that’ll raise your hand 
and we will pull you over into the call. Debbie, those were the last of the questions that I had emailed in 
to me. 

Debbie: Okay. I think we collaborated pretty well on those, so I think we got them all covered. We’re 
working on some new things behind the scenes for you guys. We’ll be announcing those shortly. I’m 
always looking at things you request. So for example, Pete, just this morning, a client said...  

Debbie, I really need a good script for, “If you sell my house to a buyer as well as list it, what will 
you do for me?”, “If you sell me one, what will you do for me?” 

And of course we have some commission objection scripts, but I don’t think we had a script exactly the 
way they were asking. So I did record that. We’re going to get that transcribed for you guys, we’ll get it 
posted on the website. If you’re at the event next week, I’m going to have it for you there. So, we’re 
always looking for your feedback and input. Please let us know if there’s something you need or a 
question you have in between these calls. And also, we just love it when you share your success stories, 
because that’s very valuable to other Inner Circle members to know the ideas, what you’re using and 
how it works.  

And Pete, someone did ask me... Let me just find my calendar here. Someone said to me...  

I can’t make the April event, but is there going to be another special Inner Circle only event like 
you did last October in Coeur D’Alene?  

And guys, the answer is yes, we will be doing it once again. We had such fun in Coeur D’Alene that we’re 
actually going to probably do it there again. It’s most likely going to be somewhere around the week of 
October 7th. We thought we would go a couple of weeks earlier. It was really beautiful weather when 
we were there. It was gorgeous fall weather, leaves were turning, but we got lucky. So we’re going to go 
a couple of weeks earlier, I think. So yes, in answer to that, we will be doing a special mastermind event 
and we’ll keep you guys posted on that. We’ll make it really fun. Alright Pete, I think that’s all I have. 

Pete: Okay. I’ve got a hand raised here. This is from someone in the 714 area code. Go ahead and tell us 
your name and what your question is. 

Debbie: Oops, they raised their hand by accident. 

Pete: Either that or I think they might have accidentally hung up, unfortunately. But also, if you’re 
coming to the event this next week in Newport Beach, I’m doing a bonus session. What day is that on, 
Debbie, that you had me do that bonus session? 

Debbie: That is on Wednesday morning. That’s next Wednesday, which is the 10th, and that’s at 9:15. 
Pete’s going to really take you thoroughly through the Instant Client Goldmine System. So yes, you have 
access to it, but it’s such an important lead generator and so many of our clients have had tremendous 
result with it that I wanted to be sure before I came onstage just to give you time to settle in, get 



April 5th, 2019 Transcript - Page 16 
 
 

www.ExcelleumInnerCircle.com 
Copyright © MMXIX by Debbie De Grote And Pete Mitchell. All Rights Reserved. 

registered, get comfortable, and then Pete’s going to take you through that Instant Client Goldmine 
System as I’m getting ready to kick off our main event. So that’s actually Wednesday the 10th at 9:15. 
Alright, Pete, I think we’ll let them go. Guys, go have a great Friday and have a great weekend, guys. 
Thanks for joining us today. 

Pete: Take care everybody. Bye bye! 

 

 


