Ask the Experts:

BACK TO BASICS

Willie Miranda
Real Estate Broker/Owner
Miranda Real Estate Group, Inc.

MIRANDA

REAL ESTATE GROUP

In Partnership With t MyStateMLS



Background

1995: Started Allstate Insurance

1998: Started in Real Estate

2002: Opened Miranda Real Estate Group, Inc.
2006: Started coaching agents across North America
2009: #1 Real Estate Agent/Team in The Capital
District (2,500 agents)

2015-present: #1 Independent Brokerage based in The
Capital District

2002-Present: Sold over 12,000 homes for over $2.5

billion in sales volume
2022: GCAR's Realtor of the Year Award Recipient




1.Lead Generation & Database

2. Working with Buyers

3. Working with Sellers

4. Negotiations

5.Coaching, Training &
Accountability




Transactional vs.

-
e al § S

Transactional

/k. Tends to waste time

Poor spending habits

No client loyalty

Lead squirrels with
low conversion rates

Ripe and Rotten
They don't seek
additional training &
education

Low profit margins/
Agent burnout

ite Success Blueprint 2023



LEAD GENERATION /4
DATABASE




People do Business with

Who They Know, Like

and Trust




4 Lead Generation Pillars

Online Offline

=5 Marketing Marketing Sesial hdsdia



Pillar #1
COIl-Center of Influence

« COI/SOI (Your Database)

- VIP, A, B, C, D Clients

« Need to have 250 people minimum-"Relationships’

¢ 18 Touch System-12 newsletters, 4 postcards, 2 texts or calls

 Project 100 List-Who Do You Know?



GET A CRM

CUSTOMER RELATIONSHIP MANAGEMENT

* You need 1 place where you can store client's

Your success or failure in the real contact information and notes.
estate business, is in direct « The CRM must have the ability to launch
proportion to the number of follow up plans.

* Some examples:
o kvCORE
o Follow Up Boss
o Top Producer
o Wise Agent
o Market Leader
o RealtyJuggler

people that are in your database;
that when they think of real
estate, they think of YOU!



BUILDING YOUR LIST

* From your old job? *» Who owns the local bowling alley?
] * F t hobbies? . i
° LOOk baCk at a]_]_ the Cllents that Vou . /—‘igg f:ﬁ/?cr 22;\/{_;657’95 Who is the owner at the restaurants you go to?
o * Who is the Chief of Fire or Police?
o . . * From your old neighborhoods? . 5
haVG dOne bUS].neSS W].th].n the paSt. * Who sells you gas or tires? * Who is your eye doctor:
) « From lodge, clubs? * Who writes for the local newspaper?
« Facebook/Instagram/LinkedIn * Who sold you your refrigerator? + Who owns the hotel closest to you?
* Who is your attorney? * Who is your travel agent?
: : * Who runs the local meat market? . i 2
° Phone Ema].]. L].St . e Who fixes your watch
/ * Who is your veterinarian? « Who gives your children music lessons?
. . * Who does your taxes? « Who owns the local fitness center?
¢ PI’O]eCt 100 L].St * Who appraises real estate?

« Who are your children's teachers/principals?
* Who sold you your swimming pool?

* Who is your local printer?

* Who is your mailman/mail woman?

* Who is your Pharmacist?

* Who is your dentist?

* Who is your doctor?

* Who heads your local Veteran's organization?
* Who did you buy your car from?

* Where did you get your pet (s)?

. « Who is your painter? * Who sold you your windows?
W e B U l [ d * Who owns the local hardware store? * Who grooms your dog?
* Who is your hairdresser or barber? « Who manages your local theater?
v y * Who is your jeweler? * Who is your good friend from school and
Q e l a t l O n S h l . S * Who is your favorite bartender? college?
* Who is your photographer/videographer? « Who is a good friend from church?
* Who heads the local PTA? - Who sold you your car?

* Who is your banker?

* Who is your florist?

» Who is your repair man/woman?
* Who does your dry cleaning?

* Who are your neighbors?

* Who do you know through your husband or
wife?

* Who sells you groceries?

* Who is a nurse?




Videos That Educate!

Weekly Videos to your email list
Week #1 The Real Estate Market Update

Week #2 Seller Tip, Seller Story or Seller Q&A
Week #3 Interview Referral Partner on Subject Matter and Q&A
Week #4 Buyer Tip, Buyer Story or Buyer Q&A



Tn Pillar #2
Online Marketing
| B Zillow/Trulia

« Realtor.com

« Market Leader/Your own website

e« Bold Leads

e« Commissions INC

« UpNest/HomelLite

e« Facebook/Other Social media Platforms



Pillar #3
Offline Marketing

Geographic Farming (500 Home Minimum)
ePostcards, Newsletters, Calendar of Events, Yendor List, etc.

MEGA Open House
eMarket Update Flyer (Top 10 Sales, STATS)

eFood Drive-"Trade a Can for a Cone”



FALL 20992 « CLIFTON PARK_NY

WILLIE MIRANDA'S

REAL ESTATE & INSURANCE
INSIDER REPORT

Newsletters ——
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T2 ROUTE 4 CLIFTON PARK, MY 1 204%

[URGENT)

* WE'RE LOCAL, WE'RE GLOBAL®

THANK YOU FOR READING MY PERSONAL NEWSLETTER
T WANTED TO PRODUCE A NEWSLETTER THAT HAS GREAT
CONTENT AND IS FUN AND YALUVABLE TO YOu.
WHETHER YOU'RE THIRING OF BUNRG OR SELLING,

OR JVST WANT TO SAY "HL" I LOVE TO HEAE FROM YOU...

. . Yy
. *ESS % HEROES ‘ ~WILLIE MIRANDA
:MIMUDA C““‘" (O!P VPDATE LLAL ESTATE Brorza/Obnea

® cece. (510) $36-1073
B WHIRARDARMRGTEAM COM

s TOWN OF CLIFTON PARK ; THANK YOV TO ove

* WSURANCE UPOATES A LTHANK YOV TO oVk
* MARKET UPDATE * REAL ESTATE CLIENTS! S ~

OO ISURANCE CLIENTS! Alstate

“The eftention S» detad i chove and
o T
We mm“u%%
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UPDATED CLIFTON
PARK HOME VALUES

The GCAR's Realtor of the Year Award
recognizes individuals who have served
not only the real estate profession in

an exemplary manner, but also in their ,‘,.Q.f.'.“'_,{-“.'L',"::.'1.'....'.;".',,.'.‘.',—‘."‘,i:':.“ Mo ey o
communities. R S e e

s To Your ceess i 2072)

iz Willie Miranda was recognized as GCAR's g
?"E}, 2022 Realtor of the Year! e e

Estate Group, Ine

We st updated our e Home V

recont updated home values in Clifton P

-t

_ N

& wmirondaf@mrgteamcom
( 508.376.0073

‘ { W -\ ‘

Thank you to all of the Clifton Park Residents and my clients for al owing me
D L F ™ 1

to serve you! Because of YOU. | was nominated out of 4,000 agents as the

20272 Realtor of the Year

www.i20ssHOMEVALUE com [ [RIERCRI At

e TDasiwemer Mat ianpadnd 00 peba s beted poopnctor bm bade W opmm prapety n o wvetly beied ploess dmegeis Ay maday




Mailing to Your
Geographic Farm

e« Send out a Cover Letter
with an attached Annual Home Value
Report
« Explain the report and how the range
and number is being generated

« Mail to your Geographic Farm

LN

MIRANDA

REAL ESTATE GROUP

Hello (Miranda) Family

How's the market? This is the number one question | receive from sellers on a daily basis. Bat what
they are really asking me &5, “How much is my bouse worth*’

My name is Willle Miranda. I carreatly live in Sherwood Forest/Emerson Comamunity and have called
this great neighborhood my bome for the past 19 years. I am the Real Estate Broker/Owner of
Miranda Real Estate Group, Inc., an award-winning Independent Brokerage servicing Albany,
Schenectady, Saratoga, and its surrounding counties, I wanted to introduce myself, provide a market
update for you and inclode an estimated home svaluation for you to look over.

The real estate market is continuing to prove that it is troly a seller’s nsarket, With the supply of
imventory down and interest rates still Jow, masmy motivated buyers are out and about Jooking for a
house to call home. If you have ever thought about listing vour home and recetving top dollar for it
now i3 the time!

I've attached this sasy-to-read report, which will give you a quick snapshot into what your current
estimated value is along with an estimated value range. Please note, this number is caly a

computer-generated estimated value for yvoar home based on public records such as square footage,
pumber of bedrooms, number of bathrooms, etc. 1f you are Jooking for an in-depth analysis of your

property, are considering selling, refinancing to remove mortgage insurance, HELOC options, efc.
please do not besitate to call ‘text me at 518-376-1073 or email me at vaniranda £ mrgteam com.
1 would be happy to assist you.

Sincerely

W Miranda

Real Estate Broker/Owner
Miranda Real Estate Group, Inc.
1482 Route g

Clifton Park, N

WITANGa S CUrCieam. cosn

518-376-1073




& MIRANDA

| Have A Buyer Letter..

Works every time!
Send out a handwritten letter when

AL PLURPPYDNEL

you have a buyer looking in a

specific neighborhood and there are

NO current listings '

Make sure your letter meets DOS 2, U0 LS NSBLEANG MALING A MVE. N
Y= . : IHE NEAT 1-3 WONTHS, Puopsg Ll NE Rl

Advertising Guidelines

On yellow paper and placed in an HRNL UL,

‘\4\; LA ‘,'{_ ?\_] |\' V" r vl "“t

envelope

% NOI NTENDD PLICT LISTR] YEVEET) }
F YOUE DEOPERTU 15 LISTED, PLENSE DISEEGRLD THE
VHRILING .
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%
Dear Neighbor, /-\ﬁ\u

MIRANDA

REAL FATATE ¢

My name 1s Francis Picard and I've recently moved into this

community. Dear Residents,

) ) ) L ) We recently sold a house i multiple offers for thousands of dollars above the list
I currently have a buyer client that is also looking to live in this great price of $1,375,000. 1 have a preapproved buyer who 1s ready to purchase a home
neighborhood. My client is a cash buyer and ready to purchase. They ta your neighborhood. They can be extremely flexible with a closing date and are
: . K- a5 willing 10 pay full market value if the mside of the bome fits thewr needs
can be extremely flexible with a closing date and are willing to pay full

15 ol > - : So, iy dening makmng A the next 2.3 month: t
market value if the inside of your home fits their needs. IR Ry Y AR S e A

2022, please call'text me darectly at 518-376-1073
So, if you are considering making a move in the next 2-3 months or
anytime in 2022, please call or text me at (305) 607-6931 or email me at

FrancisHasTheBuvers{@ gmail.com. Swcerely.

Sincerely, S : willie Miranda : d F 4 ‘+_
. Real Estate Broker/Owner [ = 1014 Catherises Woeds Drive in
Miranda Real Estate Group, Ine. B} : . Nikaysas
1482 Route g & X i SOLD YOX $1,450.000
Clifton Park, NY 12065 '

- -is Pica wnumada@megtean.com

Francis Pic arq 5183763073

Broker Associate 7 1ills Rood i Colonie
. . D K :

Preferred Real Estate Brokers et e

101 South Eola Drnive

Orlando, FL 32801

221 Ageatine Ave in Nihayuaa
PENDING

SO0Vt madad ta scbicr Lved gocperties S0 tale I you propaty & catvenedy Suted plemse Survgard S maliag




My name is Will od Forest/Emerson Community ond
hove caolled this great Mng’tbothood my home for the past 19 years. | am the Real Estate
Broker/Owner of Mirando Real Estate Group, Inc, on oword-winning Independent
Brokeroge wervicing Albony, Schenectady, Saratego, and ity surrounding counties

| wanted to introduce myself, provide o marke! updote for you and some listing stats for
you to lock over, | hove loved living in this community and hove hod the privilege of

selling over 32 homes in the Sherwood Forest/Emerson Community for the past 90 years

(see other side). | consider myself 1o be o neighberheed expert when it comes to buying
or selling in this area

The real estote market is continuing 1o prove thot it is truly o seller's market With the
swpply of inventory down and interest rates hovering around 65% (site, Mortgage News
Daily), many motivated buyers are out and about looking for a house to call hame. If you
have ever thought about listing your home and receiving top dollar far it, now is the time!

So, if you are comsidering moking o move in 2:3 months or anytime in 2023, please
call/text me ot $518.376.1073 or emoil me ot wmirando@mrgteam.com.

Wiltie Piremda
REAL ESTATE BROKER/OWNER
MIRANDA REAL ESTATE GROUP, INC

1482 Route 9 Clifton Pork, NY 12065
& wmirondo@mrglteam.com

C $18.376.1073

The GCAR's Realtor of the Year Award

recognixes individuols who have served not

only the real estate profession in on
exemplory manner, but also in their e
communities
Willie Mirando wos vt(ognrrvd(:zu' of 4000 L

cgents)as GCAR's 2022 Recaltor of the Yeor!

TO FIND OUT WHAT YOUR SHERWOOD FOREST HOME IS

WORTH, PLEASE VISIT WWW 12065HOMEVALUE COM

MES SO
2 Avon Court | Marlbore Drive
12 Berkshire Drive 6 Marlboro Drive
21 Berkshire Drive 9 Marlbero Drive
3 Buckinghom Court
| Canterbury Road (buy side)

24 Conterbury Rood
w
54 Conterbury Road IR psitingsam Wey N

Il Coventry Drive 13 Nottinghom Way N
I3 Coventry Drive (buy and sell side) 15 Nottingham Way N
18 Coventry Drive 21 Nottinghom Way N
19 Coventry Drive 34 Nottinghem Way N
« Dowson Lone 38 Nottinghem Way N

7 Dawson Lane 14 Sheffield Drive
15 Dawson Lane (buy side) 18 Sheffield Drive
16 Dawsen Lane (sold twice) 6 Yorkshire Terrace
10 Frior Tuck Court

4 Newport Drive
13 Newport Drive




Pillar #4
Social Media




MIRANDA

JUST LISTED!

;1:5!0-;:«01.", y LEW ‘,‘t-r'(

Gowrn et
KITCHEN

4 BEDS « 4 FULL/ HALF BATHS -
6,000 5 FT WILLIE
~ - MIRANDA

(518) 376-1073

5 MASTER SOITE MIRANDA | MIRANDA

SN

MIRANDA

REAL ESTATE CROWP

| really can't say enough about

how plc}(xs(-d | om with the level

of communicotion, and the
attention to detail Stephanie
is an absolute rock star

* ok ok kK

Anthory M (Salles

STEPHANIE
CIAMPOLILLO

SOLDE

*«)4 \Il RCER AV, ROTTE RI)\\I NY

avn
MIRANDA LICENSED D \I Hi\ll \\n\nuw\

DIRECT: 518-527-0800
WWWALENTIRESDANEY




SN

MIRANDA

REAL ESTATE GROUP

JUST LISTED!
Vliskaguna, View York

SN

MIRANDA

EEAL ESTATE CROUr

*You won't find a better realtor
than Courtney. Her expertise in the
process of buying our first home
made for a stellar experience. The
knowledge thot Courtney brings to
the table in beyond helpful. We
couldn't have purchased our home
without her*

%k ok ok

Maonty ) (Buyer)

COURTNEY JENSEN-

KRZYKOWSKI

REAL ESTATE SALESPERSON

o5 Miranda Million Dollar Month

CHRISTINE M SERAFINI

CRS CHR MAF, REAL ESTATE SALESPERSON

$1, 340 aoq




Miranda Real Estate Group, Inc

Mow Realtors Can Manage Ther Time Better

Mranda ral Ecate

Erka & My hooe sokd From Seflng 4 Hoers e Mo Sefets Orem & Dova

ol D dayy fon ' 15100 o Decomeng an Agert - Nwan WMyers Tectemoncy for




Carol Steven, CRS, GRI -

‘»“ ..“ APPSR i
e %21+ 2 [ CAROL STEVEN CRS, GRI

- 1t wald be my priviiege e nels yow

. #
LOCAL g
MARKET UPD/ | lESR| |, o saumevmon

L
INVENTORY

67 @ RS WAL

SOLD

w 2la

Linked In

Christine Serafini »

®




WORKING WITH
BUYERS




OFILE

YEAR

2N e
MIRANDAW ROFILE

WHAT 1S i,m)rwmt TO YOU?

A home v abaut mace thon the number of bedroasm or bathrosmy 1ty abowt haw yau feel when y

YR I
To reclly pinpoint the Hype of bome you ore Joobing for consider the Foll

ywing Queitiont




. h ~ B A
& = - I A
e > e ’ .
fo4 N - -

MIRANDA CRIT

DESIRED AREA/ UNTY

DESIRED NEIGHBORHOOLDVSTREETS

THE 595 THE

g . St - . -
: A - g .
. @ o~ TR T
< = ) = p
i
2= -
R — - -
7 = . -
— " -~
(% oo P e -
L) A -

FIREMACE PREFERENCE

v OO0 > UTILITIES SEWER & WATER

REAL

BUYER

a Approisal
-’ Attormey

Earnest Money Deposit

.—’ Home Inspechions

Structurel

Pest

Radon

Sr‘/‘"! or »V"l'l’ I‘ l’l)“’l((’l)'l'
-—’ Seller Concessions

Wrapping closing costs into

your morigage

TITLE & SURVEY BY COUNTY:

ESTATE GROUP

for What?

SELLER

—"’ Attorney
.—? Pre-Inspection

-—’ Real Estote Commissions

-a Real Estote Tronsfer Tox
$4 /51000

(based on purchase price)
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Buyer Pocdhe/Provent !t have many great reteriche W e Mouedn bogmeset Dresh
VIP Mame Buyer Sewreh Ty w e o LIS of the
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MIRANDA
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Willie Yniranda's Buyer Checkdigt

PENDINCGICLONMING PROCESS PENDING/CLOSING PROCESS PENDING/CLOSING PROCHESS

SN

MIRANDA




The Buyer Presentation




/AN

MIRANDA

REAL ESTATE GROUP

Day/ Date

UV
‘ x[.:\) I

2

gl a'a

30
365
365

365

Name(s):
Address:

IeNnNT W 1@ e( 1 Fian

Activity

Description

First day in new home
Send personal note
First week check-in
First month check-in
Send personal note
First year anniversary/check-in
Send personal note with small gift

Set up anniversary call for the following year

Phone #:
Closing Date:



-\(\g Book Snapflsh Books

6‘\‘( s GIFT-0L0GY

AET—

JOHN RUHLIN




Personalized Wood Sign
“"/ b@“WlC ne ,/ L@*W W

U THETIPTONS WP 6ST- 2017

CUTCO Knife

Personalized Cutting Board

P
- -
-
e
~ ¥ e A
o~ IS . . .
B A o, - :
- 'S
. - s .
B y

Personalized Yeti Mugs

Justin

Personalized Stamp

I\ ccnt

l\)\‘d(l

S\!K'H\\Ll(l_\‘, NY 12309




WORKING WITH
SELLERS




./ hank yvou for contacting Miranda Real Estate Group, Inc. regarding the
marketing and sale of your property. We have created this email to provide you
with a glimpse into how we approach our business and the sale of your home
Below you will find links to access our matenals, detailing the home seller
process, information about our team testimonials from past clients and much
more!

Flease click on the links below to learn more!

. Home Seller Guide
Meet the Team Booklet

d ‘_.:Y‘V.' F'L»\“A’
. Personal Brochure
Business Card

. Online Reviews

00 ~10) Ul QIO

We strive t0 provide the ultimate real estate service to our chients. We work
diligently to ensure that vou are treated the way you want 10 be treated

Our intimate office will give you the family feel and personal attention you
expect and deserve. As a company, our agents are personally involved in your
entire transaction; from listing to closing. We look out for vour interests at all
times and treat you like our family. When dealing with one of the largest
personal transactions you make, why take the chance of working with someone
who 1sn't going to put you or your needs first?

Flease let me know if you have any questions. Looking forward to meeting you
with you on (date and time of 2 appoiniment)?
To Your Success,

v

LA

Willie Mirandal

Real Estate Broker/Owner
Murranda Real Estate Group, Inc
Email: wrirandaZmrsteam com

Direct: (5318)-376-1073

Estate Success Blueprint 2023



The Blue Box

I\

MIRANDA

REAL ESTATE GROUP
&W‘Z@ WE'RE LOCAL

ooooooooooooooo “ WE'RE GLOBAL

Ultimate Real Estate Success Blueprint 2023



The Blue Box
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Ultimate Real Estate Success Blueprint 2023




Willie Miranda has more than 22 years of experience in the real estate industry
and 29 years in the insurance industry. Willie and his team have sold over
10,000 homes for over two billion dollars in real estate sales.

Willie has worked and/or coached with hundreds of real estate agents across &
the country; helping them market and promote their real estate services to their

clients, by implementing systems and processes into their business. Under his e 2
leadership, several real estote agents and brokers have grown their personal

relationships with their clients; which resulted in o more profitable repeat ond

referral business for those that have followed Willie's referral and real estate

systems. Willie is the Real Estate Broker and Owner of Miranda Real Estate ae

Group, Inc, an award-winning, independent real estate brokerage 3 :
headquartered in Clifton Pargk, New York Miranda Real Esfotchroup, Inc, is VRkE R Fersnaeccs {iiome
also part of Leading Real Estate Companies of the World; an invite-only :
organization comprised of 550 of the world's morket-leading, independent
brokerages across 70 countries. Willie is also the Agency Owner of Miranda
Insurance Agency, Inc, that is associated with the Allstate Insurance
Corporation

Ciwng & Betsy Alesie

G
24

Willie has been married to his wife, Shari since 1993, They have two daughters, o8 4 ” B ¥ WK
Christine and Julia. Willie enjoys spending time with his family, traveling, and Eay Kot =i |- e
giving back to his community. To date, Willie and his team have raised over (30 o el ¢ -
$336,000 for the Bernard & Milliec Duker Children's Hospital ot Albany Medical sa v o

Center Kok 2 Candic Tadiman A

ﬁ’% WILLIE MIRANDA M WILLIE MIRANDA
Reol Estete Broker/Owner < teal Estate Beoker/Owner
V- - £ B o) - : Real E 8

REAL ESTATE GROUP REAL ESTATE GROUP

MIRANDA gy = MIRANDA g




Here is ¢ step by step st of what you can expect during the home selling peocess
Use thia o1 o checklist 30 you'll know how For clong in the process we are and how closr we are to closing

a B g0 g g' =

Cofl Wile Muands Luting appointment
wrk 'Wilie of Poperwor b wnh Wilie of
Muannde Reol Evtare

rﬁ.

Decide that you
wont o sell de Renl Extore yop, loce
ta schedele = InVng appointrmene Mrorde Reol Extute
Grovp, \a Group. Inc
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WILLIE MIRANDA
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ORGANIZE
£l

Organize ond purge bouseheld items to

remaove clutter B(gm with bajement
ottic, garage, ond other storoge areas

Make arrangements for storage If necestary

Gother ALL Personal & Finonciol Decuments

Stort o file 1or oll of your MOVang paperwork

[estimoltes, receipls, elc)

PACKING & STORAGE

I} you are pox L.'.._; yourselt, abtowm rA'u\m.]
materials and et pocking items you wonl
meed untd ofter YOuU MOove N0 yOur new

home

Lobel and nember oll boxes Create om

wventory chechist 10 use on moving doy

Reverve Moy ng Company

If you're meving younel, contoct
o<{mvn8l‘mng!mm CoOm 10 reserve our
FREE Moving Truck!

MOVING DAY

. Supervise Unloadng

. Chonge Locks & Make Spore Copies of the

New Keys

SERVICES TO CANCEL
AND/OR TRANSFER

Woter / Sewer

Electric

MULANID

REAL ESTATE GROUP

Gas / Propane
Cable / Internet '
- ey S‘X' ".'f' (O’"r’(,ﬂ"
Trash / Recychng

Lown / Londscoping

Pest Control

House Cleoning

Phone / Cell

CHANGE OF ADDRESS

B The US Postol Office

. Drivers License / Auto & Voter er;uf’\:nuon
| BES

B Books / Credit Cords / Loans

. larverstments

. Place of Employment

. Insurances

. Doctors

. Schools

- Autoships / Subscrptions / Ovbne Accounts

WILLIE MIRANDA

SELLER'S GUIDE

Real Estate Broker/Owner




The Listing Presentation

MIRANDA

REAL ESTATE GROUP

YOUR HOME




LISTING PROCESS

ShachieCombe Code

darme

W
™
™
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NEGOTIATIONS




How do you get better at negotiating?

« Mike Ferry (scripts & dialogues)
e Tom Ferry (scripts & dialogues)

® Zig Ziglar THE INTERNATIONAL BESTSELLER
GETTING
TO

ey
‘ WALL STREET JOURNAL BESTSELLER

NEGOTIATION SKILLS -
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Multiple Offer Tips
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MULTIPLE OFFER ™| v25

In this ultra competitive market, buyers need to do all they can to

moke the strongest offer when the right house becomes available
Buyers may want to consider some of the following tactics to help

set their offer apart from others in o bidding wor

.
INCREASE YOuUn
DOWN PAYMENMNT

Y |
&
Pl
S

BE READILY
AYAILABLE TO SEE HOMES

"

AL FLEXIBLE OM THE
CLOSING DATH

COMPOSE A PERSONAL
LETTER

DISCLAIMER- Thertw are she invelved with these tagties

Conse!t your Realtar or AYiarney
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Negotiate Inspections

Example: A roof comes up as a major defect on an Inspection Report.

1. Listen and stay calm.

2. Clarify and isolate the question.
3. Solve the objection.

4. Confirm the solution.

5. Move on!



COACHING,
TRAINING ,,
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Accountability Expectations

Attend all weekly coaching sessions unless an excused emergency has
been approved by the group
Interact and share in all meetings,
Contribute openly and be transparent in a safe environment,
Participate in an accountable environment that consists of “observing
or noticing without judgment.”
ege . Share what has worked for you, what is working for you and what is

C C o u n t a ' I t not working for you with an openness for supportive feedback.

. Don't judge feedback that yvou may receive. Simply step back and
identify where it may be true in your experience and how it can serve
you
If you recognize that you can support a fellow peer group member in

G r o u S o r an area that vou may be excelling at, be abundant and reach out to
that person outside of the group

Feel safe to say, “I'm struggling,” “I'm not getting it.” Help us, help
you! If vou hide, you will not grow and we are always “found out.”
. All sessions are 1-hour long, once a week for 6 weeks,

c C o u n f a e If you are late for a session, you are an observer and can’t participate
during that session except for declaration of your commitments going
forward

. 1f you are late twice, yvou will no longer be in the group.
2. No side talk! No cell phones! No texting!

a r * n e r 3. Each person will make 3 specific, measurable and actionable
commitments that will help them accomplish their 6-week goal, They
will declare this publicly to the group and be held accountable until
the next session,

6-Week Goal Example: 1 want to call 120 people in my COlin 6
\\l‘n'k,\v

Weekly Example: I want to call 20 people in my COI for the week.
. Each person will have an accountability partner (different each week)

that they agree to check-in with every day between sessions.

By signing, I am committed to the above Accountability Expectations




Coaching and Training

« Attending Company Events
 Local and Out of Area Events
o Listening to Podcasts

» Attending Webinars

e Our Master Class

« Getting a Coach



Master Class Dates!

February Ist - December 20th
Wednesdays from 1-2pm EST

REGISTER AT:

www.BlueprintClassroom.com

R 25 ° 090909090 2 2B e




24-Week Master Class

2023 Course Syllabus
Ultimate Real Estate Success Blueprint

Module £1: Lead Generation & Conversion
Febwuary 1: Lead Geemration and Duiding the fught Lead Pllars for Suctem
Fobvuary 15: Buid, Sor, and Quality your Databa w Masagement
Mavch 1: Soripts, Dislogues, and U n dhes Agent {15A) or Call Person
Macch 15: Uive with the Leaders Podcast (Guest Speaker TED)

Module £2: Using Social Media to Leverage Your Business
duction 10 Canva snd ho 0 use it for Marketing
g Up & Utizing a F ) Bu ) ©
D andd How [ phop V Cantent/YouTube & Bomb Bomb

t Speaker TBD)

haly 5 Live weth the Leaders

Module £4: Buyer Lead Generation
July 19 Buyer Dxpactabions, Chackiints and The Buyer Process
Augunt 2; The Buyer Present o
August 16 Buyer Negotiations and Writing Winning Ofters
August 30! Live with the Leaders ? it (Guest Speaker TEBD

Module #5: Contract to Close

1 Reviewrs, Closed Man & Cosing Gifts
Oxtober 25 Live with the Leaders Podcast |(Guest Spealer T

Module #6: Attracting Repeat and Referral Business
November 8: The 18 Tow ms for Life Syites
November 22 Commas Chartty Lventy, Lunch & Lear
Decomber 6: The Anv 4 Call & Course Wrap Up
est Speaker TRD



Join Our Facebook Group

Brion Mironde

« _
SUCCESS BLUEPRINT
WWinster Class

Every WEDNESDAY from | - 2pm EST

@ (518) 376 - 1073

wmiranda@mrateam com
© e
Real Estate Blueprint Master Class

VIO w3 odde ). WM REO PP

Real Estate Blueprint Master Class
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FREE GIFT!

Free Real Estate Tools
From Willie Miranda

Tools/Materials

Plasse Nght chck on Soturmwal ok and

Sownioad 10 wavw to your compuiet

1 Key Strategies to Bulld Your
Database & Gat More Referrals

Listing Plan and Checklist

14 Steps of A Listing
Presentation

$500 Wilie Bucks Cash Saving
Conditions and Template

Miranda Just Listed Postcard
Miranda Just Soid Postcard
Sampie Newsietter Template
Personal Brochure Template

Buyer Profiie interview Template
Seller Profile Interview Template
412 Lead Follow-Up Plan
Clignt Closed Plan

Time Management for High
Preducing Real Estate Agents
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