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BAHAMAS

GETTING STARTED GUIDE

Unlocking Leads in your
myWeichert Vault

Step 1: Create an awareness of your current pipeline and database health.

Sphere Active Leads

Clients Closed

Hot Leads:

How many hot leads did you
receive in the last 7 days?

Website Visitors:

How many people have visited
your website in the last 5 days?

Database Growth:

How many people have been
added in the last 30 days?

Step 2: Use the Ideas Guide to choose at
least three lead generation ideas to add to
your current Sources of Business to grow
your database. Add 10 contacts per week.

BONUS IDEAS GUIDE
1640 GENERATION & COMERSN
Unlocking Leads in your

myWeichert Vault

conwesion cowmson | |cown: N

Step 3: Input/organize contacts using the
myWeichert Standard Operating
Procedures Checklist.

Weichert

myWeichert Database Operating Procedures By Status for
Ultimate i ion and izati

prospects | sphere | ACTIVELEADS
3 Gies &

e s Map St AR

Step 4: Conduct the Simple Daily Routine “E.V.P” and follow up to set appointments.

All Activity v

Property Views
Questions
Showing Requests
Valuations

New Leads

New Texts

New Emails

Hot Leads

New Listings

Email Events
CLM Marketing Materials

hours ago

Qo0

NJ 07751

New Leads

Watch a video to learn
about the Simple Daily
Routine.

Step 5: Conduct prospecting/lead generation activities to add 10 contacts per week
Each week, designate which lead generation activities your contacts will come from..

Open Houses Sphere Referrals Circle Prospecting Website/Social Networking

Weichert
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BONUS IDEAS GUIDE
LEAD GENERATION & CONVERSION

Unlocking Leads in your

myWeichert Vault

COMPILATION OF
PROPERTIES SQUEEZE PAGE

Audience: Sellers & Buyers

Purpose: Establish yourself as an
expert of a specific property type or
location by posting the same property
compilation squeeze page multiple
times a week.

ADD LEAD CAPTURE TO
YOUR OPEN HOUSE SIGNS

Audience: Sellers & Buyers

Purpose: Create sign riders that can
clip on to for sale signs and open
house directionals to add lead
generation to your signs! Utilize your
text to lead code to set this feature up!

SHARE
BLOG

Audience: Sellers & Buyers

Purpose: Utilize myWeichert’s easy
blog post maker to direct traffic to your
website. This will help increase
prospects searching for properties,
which will be recorded on your
dashboard for you to follow up by
doing our Simple Daily Routine.

Video How To: Video How To: How To Article:
LEAD GENERATION LEAD GENERATION : LEAD GENERATION
CRAIG’S LIST AUTO-POSTER CORE PROPERTY REVIEW ME TEXT SENT
FOR SEO BOOST DURING TRANSACTION

Audience: Sellers & Buyers

Purpose: Craig’s List auto poster is
built into the listing playbook and the
listing tab. Use this to quickly create
property listings on Craig’s list. This
increases your SEO tied to the town,
address and real estate.

How To Article:
LEAD GENERATION &

Audience: Sellers & Buyers

Purpose: With a couple of clicks, you
can boost listings on Facebook and
Instagram. In less than 24 hours, you
can have quality leads in your
database, ready to work. The average
cost per lead is less than $7, making
this an easy /economical way to build
your database and nurture leads.

How To Article:
LEAD GENERATION

Audience: Sellers & Buyers

Purpose: Create a quick text
template “review me” and make it a
habit to send during each of your wins
during a listing or a sale. By asking for
review during the transaction, you will
receive more robust, descriptions of
your skills and service.

How To Article:
LEAD GENERATION &

LANDING PAGE WITH FREE
DOWNLOAD OFFER

Audience: Sellers & Buyers

Purpose: Providing a valuable item
in return for contact information is an
effective way to build your database
with high quality leads to nurture.

Video How To:
LEAD GENERATION

LANDING PAGE WITH
SPECIALTY PROPERTIES

Audience: Sellers & Buyers

Purpose: Use a multi property
squeeze page (eliminate the
registration) link and make a
landing page advertising the
property selections they will get.

How To Article:
LEAD GENERATION

LANDING PAGE FOR
EXCLUSIVE LISTING ALERTS

Audience: Sellers & Buyers

Purpose: Use a landing page to
gather leads that are interested
in being on your exclusive listing
email list.

How To Article:
LEAD GENERATION
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BAHAMAS
PITCH OOPS LETTER TO LISTING
SHEET “HALFWAY” VALUATIONS PLAYBOOK

Audience: Sellers & Buyers

Purpose: Use during buyer & seller
consultations. Visually quantify the
power of your connections and
database to a seller and educate a
buyer on their competition at their
price point and area they are
searching for a home.

How To Article:
CONVERSION

Audience: Sellers & Buyers

Purpose: Reach out to potential
sellers that clicked off the valuation
request when prompted to input
personal information. If this happens,
their address is still recorded in
myWeichert. Download this letter and
address to “Homeowner” of the
address recorded.

Letter:
CONVERSION

Audience: Sellers & Buyers

Purpose: Leverage the sophisticated
technology of the myWeichert platform
with a click of a few buttons. The
playbook takes care of the digital
promotion and database emails/texts
for a new listing or an open house.

How To Article:
CONVERSION &'

TEXT VIDEO WITH LAST
PROPERTY VIEWED “CTA”

Audience: Buyers

Purpose: Use Core Video to engage
with website visitors looking at a
specific property to get agreement to
an appointment. Put a voice and face
to the static photo they see on your
website.

How To Article:

USE DIALER TO CALL
“ACTIVITY STREAM” IN APP

Audience: Sellers & Buyers

Purpose: Let the power

of myWeichert compile your follow up
list. The activity stream is a list of those
most recently on your website.

How To Article:: '

GO-TO FOLLOW UP TEXTS
SENT WEEKLY

Audience: Sellers & Buyers

Purpose: Generate 3 go-to texts that
you use for follow up weekly:

+ Appointments available

* Precision home search

* Review me

Sample Texts:

CONVERSION CONVERSION : CONVERSION
FILTERS BY SIMILAR AND NEARBY CREATE A FILE SYSTEM
FOLLOW UP LISTINGS TAB FEATURE HASHTAG CHEAT SHEET

Audience: Sellers & Buyers

Purpose: Organize your SmartCRM
filters the way you like to

prospect. For example: Closed
Clients, Open House Prospects,
Current Clients.

How To Article
CONVERSION &

Audience: Buyers

Purpose: Show your value and make
the most of showings. Use the

"nearby" filter to add showings to your
tour. Use similar listing features to
identify homes that are similar to a
home your buyer likes/missed out on
or that may be at different price point
and area that you may miss otherwise.

How To Article:
CONVERSION

Audience: Sellers & Buyers

Purpose: Develop 10 hashtags that
you use to file your contacts. This will
keep everything organized. For
example, #openhouseguest so you
have one list with all OH prospects that
you’ve ever met!

How To Article:
CONVERSION
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BAHAMAS
TASKS TO KEEP TRACK OF MATCHING “GENERIC”
FOLLOW UP DURING CALLS BUYERS SEARCH ALERTS

Audience: Sellers & Buyers

Purpose: Always deliver on what
you said you would by logging tasks
during your calls. This will allow you to
stay in rhythm with your calls and
handle all the follow up at once after
your prospecting session is completed.

How To Article
CONVERSION

o]

Audience: Sellers & Buyers

Purpose: While reviewing the daily
new inventory in the listings tab, zero
in on the best property of the day and
use the matching buyers feature to find
someone in your database that you
can match up with the home. Match
the home to a buyer versus matching a
buyer to a home. Faster, easier!

How To Article
CONVERSION

Audience: Sellers & Buyers

Purpose: Properties are your
product, be sure every prospect in
your database has product to look at,
even if you don’t know exactly what
they are looking for. This works
because search alerts bring the
prospect to your website and records
the properties they do look t!

®

How To Article
CONVERSION

SMART CRM SORT
BY “LAST VISIT”

Audience: Sellers & Buyers

Purpose: The closer your phone call
is to when your prospect is on your
website, the better. This is why sorting
by last visited will help you secure
appointments at a higher rate.

CREATE DAILY CALL
CHALLENGES

Audience: Sellers & Buyers

Purpose: You can set the number of
calls you want the system to schedule
for you a day. Set at least 30 and stick
with it. Treat it like a daily challenge to
keep up with it myWeichert will even
email you a reminder!

HOME VALUATION
CONTACTS MAILING

Audience: Sellers

Purpose: Sort your home valuation
request prospects and generate
mailing labels for them in myWeichert.
Generate RPR reports and mail the
property report with a handwritten
card offering a Price Trend Analysis..

=
Video How To : Video How To: & Video How To:
CONVERSION CONVERSION = CONVERSION
TURN ON VALUATION/ CUSTOMIZE BEHAVIORIAL SET MONTHLY HOME

MARKET REPORT SETTINGS

Audience: Sellers & Buyers

Purpose: Valuations is a popular
seller engagement tactic, turn your
settings on so this feature is automated
whenever you add an address to your
SmartCRM.

@

Video How To:
CONVERSION

ALERTS

Audience: Sellers & Buyers

Purpose: Be sure you're alerted
when your contacts change a
behavior. When a contact starts doing
something on your website, like
revisiting after 14 days, it can indicate
a new direction or a commitment to
moving forward with a real estate
transaction,

How To Article: :
CONVERSION

VALUATION REPORTS

Audience: Sellers & Buyers

Purpose: In SmartCRM, filter by the
following: has primary address and no
valuation added. This will help you
quickly identify the contacts that you
have an address for but are not
currently sending home valuations to.

Video How To:
CONVERSION




Status Definitions

It's important to understand how you categorize contact status in
your platform. It will help you stay organized and focused on who to
contact and close first. Here is what each status means:

Select Contact Status

O Sphere

0 .

OR

o e

Weichert

Weichert

WHAT DO
THESE
BUCKETS reaily
REPRESENT?

Wihat are you
missing outem
‘whien Sy ane
ezl worked
manualiy?

Wilal s pewr
Ll s
migsing @ed on
wiea thiry are
hizing warked
manally?

genratian

YO Withoul
inherant trust that
wou're in business
and a “good choica”,
Ay will go
elzeahere and mess
aud oo daing
business with you.

- =
0 X O CTE
0 I O S

PROSPECTS

M= aut on the
reamin dars mnd
nudpes needed 1o
ks & poced
ducisicn!

| HOPE TO MAKE MONEY

I MIGHT MAKE MONEY
SOON

I AM MAKING MONEY

MEW LEADS

v yia're doing
weith hesaxl

They dan't exisi!

Sphere: Contacts you know, or would recognize your name
when mentioned, who may or may not be searching for real

estate.

Prospect: Contacts you've met briefly or have information for,
who you want to convert into a real estate lead. They are not
actively searching right now, and your efforts are directed
towards getting them to do so.

New Lead: Contacts who have signed up on your website,
either from an ad or some other lead source. You do not
“import” contacts to this status. Keep it open for new leads to

funnel in.

Active Lead: Contacts who are actively returning to your
website to view properties. Contacts you met and had a
conversation with but haven’t committed to working with you.
Leads who respond to communication who have not responded
before will automatically default to active status when they
respond the first time (if not within the first 2 minutes of the
lead's creation in the CRM).

Client: Contacts you are working with, and showing homes,
have done a consultation, etc.

Contract: Contacts who are in the buying or selling transaction

process.

Closed: Contacts who have completed a transaction.

Archive: Contacts you don't intend to work or communicate
with. Moving a contact to this status will unsubscribe them from

any further automated communication.

ACTIVE LEADS

Miss out an
propecties and

pppartunities o
win offers.

CLIENTS

‘Y mead paychecss

Sepurity. You'va
leesd the abdiy i
cabch disboyalty,
change i dreclion.
This group diracthy
culs your pay and

welunteer stabus.

They base money
besc:aing wouw ane
mong skilled and
heave meare 1ools and
rescurces than fhe

coemgetition.

CLOSED

Yiour Saunss of
referrals snd fubure
Eruigineess

Consisbamey. ¥ou're
cutting ouwt thees who
P pxpirenced
yaur graat sendics,
restulbs and experis,
Thiss ks the growp that
fills in youwr
production gaps for
you, long-ierm.

Thery hanoe o start
avar agan with their
nixt ransactsan, wilh
&n agent that dossn't
have prar hisiory bo
reaie thee transacton
e, Fastor, batier
recsults ar [ess
sirasshul,
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REALTORS

ACTIVE LEADS

0O Create (2) Search Alortss

1. Very speciic to their stated
sexch oena. 2. Very broad alert
to capture a change In search
direction and to give overview of
rabie homes In market

0 Sal up & Marked Raport for
predarred towes, Sal o sand
of gvery T days, M saliee, of
you Fave address, seCup a
Lighng Vakwalion Report which
indudes a Marked Repor!

O Fil Locadion and Price in profis

0 Sand out Apponimends

Avaabie hest template avery
Thursday

myWeichert Database Operating Procedures By Status for

Ultimate Messaging Automation and Customization

WHY

This is important to help your potantial chent gat a broader ovarview of the market and to halp them
consider other areas and options. For potantial sallers, it helps them understand secondary competition.

Most people buy something other than what they thought they wanted! This gives you a competitive
advantage, as most agants sand very specific searches. It demonstrates your expertisa.

Understanding the market weekly is important, as an active lead may buy or sell at any moment. You
want to be in front of them often. If you have an address, add a homea valuation report, too. This will help
solicit responses and comments.

This helps you sort and matchmake without opening contact records.

People want instant service, this helps make them aware, consistently, that you want to meet them.

O 5ot task o call on Sunday g There is data that suggests buyers and sellers will work with the first person they meet, or the person

% 500 ¥ thay saw any homes who is in front of them when they want to act, Put yoursalf in that position, weekiy!

tray want to porses from tha

workend
0 Us= "ind on sodal media® to ;

ot sut:nyu.fmmn ety Most of your advertising is done on social medka, these people should be seeing it!

online

It's important to have a running kst of all open house guests that you've met for easler follow up and

n::::h,uw,“,,, fam increased conversion,

Weichert

EALTORS

s
..-'I_.J L

O Craate 3 Map Saaroh Al for
their reighborhond, set 1o asap

O Set upa Listeg Wsuation Seport
which indludes a Marke! Qeport

O Add hirthday 1o prodile and toogle
on for et ard emal

U Add cnsing dabe for anniversary
teart amed ermall

I HI Cocanaew s Frioein profdie
Inir e e ol B alloaw for

future matchmaker opporunities

I Lk “fad ove Social madde™ in
Ak SLTT Y TR RORFeched
nnling

O Hef up task bo call theam 1 meonth
alhar chosing

O Sered Sireiaw M lemplata
B 56t & Fashiag

gnasicliant_[insaryear) and
#luturasaler

myWeichert Database Operating Procedures By Status for
Ultimate Messaging Automation and Customization
YWHr
Yiwi weant 1o reinforos that you are a neighbarbood specaiel. Onos you dage with the dient, they will 2lart 1o gal
aciuainted with sssng ather real estate agent ssgre. You wanl bo maentan your presencs by beng e first persan b el
them abaiul a neighbarbacd listng.
Yot weand o b yourssll bo 2 monthly “lem peraiune chec™ of ihe value of (b hooms,

Strenglhening the relalionshin with personal messapes kesps you lap of mird.

Peegle lend o refect an their stuaticns al anniversaries, bolidays and beribdays, Make swe you're Tronl and center on the
purchass amniversary.

Strenglben youwr matchmaker capabiliies. This maies you wery valuabde o sellers and buyers,

Mot of your advertesng s done an sooal media, your past customers should be seeing it

Luuary dem purchases usually have a follow up servioe call, Tread their home purchase as a ||m|.|r:|l purchase experience by
fallcwsng wo bo check on haw they ane acclmating b the hame. You may be able bo prossde meanengha help,

Social proct is Emporiand far your fulere busaness prospects and aso you get valuable fesdbacs o belter your busaness,
This s your virtual filing cabined. Think about how you wand to referance this special group of pecple and atso what you do

far theem., Think cards, pop-by's, customer apprecistion avands, guick messsqes aboud events, Youw ressd fhesr info in cne
spat 1o o this with efficisncy!
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REALTORS

O Create (2) Search Aleris:

First: Vary spadific 1o har stated saerch oriteria
Sacoret, Very broad akirt b0 caplure & changs in
search dirscion and 1o giwe overview of svistabie
Fyooas in markst

O See up a Mavkat Boport dor their predermred towns.,
Set tn send oot every 7 days. If seller, or you
have address. Set up a Lisding Vakaton Repard
which indudes a Marked Rapovt

O FOR CLENTS, CONSIOER REMOVING
BEHAVIORAL ALERTS

Q Tl in Locabon/Prive in grofis

0 Servd ot Appovadments Avavadles baat rmplaly
wvery Tharsday

U 5S¢z task to call on Sunclay night to 500 # ey
saw any hames thiay want to pursos fom the
wonkend

Q Use “Tind on sochl mada™ to make sure you'rg
corrnchiad onlirn

O Send Bernew Me template after any sucoesses or
wins during the ransaction

0 For Seller Clients. set up the Saller Bepovt after
completing the Lising Playbook

The Engagement:

myWeichert Database Operating Procedures By Status for
Ultimate Messaging Automation and Customization

Jislf

Thes is important to help your potential chent get a broader overview of the market and Lo heldp them
consider other araas and options. For potential sallers, it's halps theam understand secondary competition.
Most people buy somathing other than what they thought thay wanted! This gives you a competitive
advantage, as most agents send very speciiic searches,

Understanding the markel weekly is amportant, as an actve lead may buy or sell al any moment. You want
10 be in front of them often. I you have an address, add a home valuaton repord, 100,
Easy 1o sort and matchmaks in your databasa.

This will allow for mora customized, individualizad correspondence.
This helps you sort and malchmake withoul opening conlact records.

People wantinstant sarvice, this helps make them aware, consistently, that you want to meet them,

There is data that suggests buyers and sellers will work with the first person they meet, or the personwho
is in front of them when they want to act. Put yourselfin that position, weeidy!

Most of your advertising is done on social media, these people should be seeing !

Most reviews end up baing a summationof the experience bacause we ask for them when the processis
done, Consider asking for a review about a specific instance within the transaction. This will give potential
customers a better idea of whatlevel of result and service you give,

Sallers naed to see the rasult of the behind tha scanes work you do!

& Weichert’s Simple Daily Routine

Email Events:

Check this area to see if your contacts are opening your content. Follow up to discuss

what you sent them.

Valuations:

These are listing leads. Use our system to follow up with these special leads. They
should always be called. Do not email them!

Property Views:

These are properties that were viewed by the contact on
your website. Follow up, remembering that they can be a
seller or buyer lead. Many sellers use property views to

compare their home and “self-price.”

: Watch a video to learn
- about the Simple Daily
© Routine.

ER
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Templates to Create

Appointments Available (Text & Email)
ACTIVE LEADS AND CLIENTS

EMAIL SUBJECT LINE: | have appointments available, let's meet!

Hi {lead_first_name}, it's {agent_full_name} from Weichert Realtors. | have a few appointment slots
open for area tours, home price opinions and home showings. Want to go out house hunting?
Interested in a quick price opinion? Text, email or call me at {agent_cell_phone}.

Precision Search Text & Email
PROSPECTS

EMAIL SUBJECT LINE: Are you looking for a home you can't find?
Hi {lead_first_name}, it's {agent_full_name} from Weichert Realtors.

Are you looking for a home you can't find? | have great exclusive listing inventory to show. Many
sellers in our area are not putting their homes on Zillow. If you tell me what you're looking for, | can
set up a more precise search for you and include off market properties. Are you still looking? What
are you looking for?

Review Me Text
CLIENTS AND CLOSED

Hi {lead_first_name}, it's {agent_first_name} from Weichert. Thank you so much for your
business and trusting me with your real estate needs. | would appreciate a review on my
website. Thank you so much! {agent_website}/testimonials.php



Weichert

REALTORS

Templates to Create

Sphere Text & Email Letter
SPHERE

EMAIL SUBJECT LINE: {first_name}, | have some good news to share!

Dear {first_name},
I'm excited to share some good news, I've joined Weichert, Realtors! You now have a friend in real
estate — someone you can call with questions!

As a member of the several multiple listing services, | now have access to information about homes
for sale and sold, average prices, and market trends in your area. Whether you’re curious about the
selling price of a home down the street or simply wonder if prices are up or down in your
neighborhood, just get in touch. I'll be happy to do the research and get back to you quickly.

Of course, if you do happen to be in need of an agent to help you purchase or sell a home, I'd love
to be that agent. And, if you have a friend or acquaintance in need of a real estate professional, I'd
appreciate the referral.

| can provide up-to-date information, home improvement value opinions, home price opinions, and
local home vendor resources. You can also count on me to provide honest answers, dependable
communication, and total support. Consider me your go-to person for all things real estate! Check
out my new website: {site_url}

Also, Try out my instant, automated home valuation tool: {site_url}/sell.php

Thank you for your support!

TEXT VERSION:

Hi {lead_first_name}, how have you been? I'm updating my real estate database and | have a
great monthly home appreciation report. Please respond back with your home address and email
if you'd like to receive it. Hope to catch up soon! {agent_full_name} Weichert Realtors. Text
back/call me at {agent_cell_phone}!
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