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Be my own
boss

Luxury

: lifestyle $ $ $

3 How to become a real estate agent | \J

REALITY

e /0% of realtors drop out in first two years
e 1in 5 realtors switch brokerage each year







The agents who collaborate are the agents that win

\/ Transaction-specific networking

\/ Co-buy & co-list

J Teams (16K in Florida alone)

\/ Referrals

Past production is not enough to

Halo Effect

predict the future




What else did we learn
about high growth agents?

e Higher average sales price

Emma: $5M volume, $IM ASP
Jerry: $5M volume, $500K ASP

e Younger tenure
Year 2 and Year 7

® Buy-side focus

® Longer Days on Market



66

Stay consistent in Marketing yourself creatively

so that you get on everyone’s radar you are

farming as a luxury residential broker.

When the market regains momentum again,
you will receive a windfall of prospect calls.

— Dora Puig




Where does new business come from?

22%

15%

Referrals Repeat Community Personal Direct Open Floor Time Telemarketing
Business Involvement Advertising Mail Houses
@® Not at all important @ Not very important Somewhat important
® Important @® Very important @® Not applicable

NAR Member Survey, 2021
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Don’t focus on
how many people
you know, focus
on how many
people know and
think of you.

e Position yourself as the
local market expert
e Frequent touchpoints




Agent-to-agent referrals are a significant portion
of many agents’ businesses

Average Inbound
Referrals
Per Year

More than 50% of

agents receive more ECRTUEEENEIEPE
than 5 inbound 6-10 More than 25
referrals per year

Referral Exchange, 2019 Annual Report

Dollars Earned
on
Referral Fees

@® $1-$5,000 @® $10,001 - $20,000 @® $50,001-$100,000
$5,001 - $10,000 $20,001 - $50,000 @® More than $100,000
@ $0 orldon’t know
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Agent-to-agent referrals are a significant portion of many agents’

businesses

Average Inbound
Referrals
Per Year

@® Lessthan5 ® 11-25
6-10 More than 25

Referral Exchange, 2019 Annual Report

30% of agents
earn more than
$20K annually on

sent referrals

Dollars Earned
on
Referral Fees

@® $1-$5,000 @ $10,001 - $20,000 ® $50,001-$100,000
$5,001 - $10,000 $20,001 - $50,000 @ More than $100,000

@ $0 orldon’t know
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Should | network with

agents in South
Florida?

Are they
competitors?

REALITY
e 30%+ co-broking above $1M

in Greater Miami
e Top agents collaborate more!




Who should | be building relationships with?

Referring Agent
= LEAD SOURCE

Attorney

= LEAD SOURCE @

P

Listing Agent
= MENTOR

Mortgage Lender
= LEAD SOURCE

Customers
= LEAD SOURCE

Title & Escrow
= LEAD SOURCE

Agent

Customers
= FUTURE CUSTOMER

Assistant /
Marketing
= MENTEE

Buyer’s Agent

= FUTURE TEAM
' MEMBER

Inspector
= LEAD SOURCE
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Rock the Market is a great place

to get started

Open House

Office

a
Agent
£

Conferences

DM

IAMI

REALTORS

Today's eventis a
perfect place to start!

Digital Networks
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@ Courted.io

Thank you!

Come find us at Booth F-17 to learn more

SEAN SODERSTROM
Co-Founder & CEO + & sean@courted.io

ROCK THE MARKET
July, 2022



