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JOHN ELY

Annual Equity Reviews

Real Estate Reviews for Relationships

Rely Real Estate Co
Phoenix, AZ
john@relyrealestateco.com
sellingphoenix

Years in real estate:
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“The Playbook”
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Watch
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https://bbemaildelivery.com/bbext/?p=video_land&id=b1ab79ea-d191-42fd-9d77-b1789b5087e5
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Referral Script

Do you know anyone who would
be interested in having one of

these meetings? 75% of the
people | help come from referrals
and I'd love the opportunity to
help any of your friends or family.
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Appointment Setting Script

Hey [CLIENT'S NAME]! | just wanted
to say Happy Home Anniversary!
June marks 4 years that you will have

emailed you guys over a video about
your home and some quick numbers
on it now that you've been there for 4
years. I'd love to set up a time to chat
when you have some availability to
g0 over any questions you may have
and get into some of the specifics.

Do you have any time in the next few
weeks to meet up?
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Key questions to ask during a review

Ask about their plans with the house.
Would they change anything? How long
do they see themselves living there?
Have them share their thoughts on

their equity. What would they do with it?
Have they viewed real estate as an
investment before? (Share strategies for
their situation.)

Would anyone they know be interested
in this type of a meeting?
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Follow-up Letter

Hi [CLIENT]!

Thank you for meeting with me the other
day. | just wanted to take a few minutes to
say... | appreciate you!

[Explain and be personal.]

| consider myself fortunate to have made
friendships with people like you as it

brings joy to my days and makes work fun.

Without friends and clients like you my
career would be empty:.

Thank you for being you!
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6 Things John will do
MOVING FORWARD

01

Annual reviews are an opportunity to make another deposit into the relationship,
and being intentional with a personal touch is key. My team will log more
information on life events into our CRM prior to their home anniversary by pulling
information from social media.

02

Follow-up is key, so I will activate an automated action plan within my CRM when
engagement isn't logged. This action plan will allow me to be more consistent with
my follow-up. The automated action plan will include the following: same-day text,
48-hour call, 7-day call, 14-day call, and 28-day call.

03

To ensure my time is allocated more effectively, | will dedicate the last week of the
month for a range of activities: video recording reviews and video emails for the
coming month. This will allow me to focus on setting more appointments and have
more intentional conversations throughout the month.

04

To cut down on the time it takes for me to create the videos, | will work on removing
written scripting and speak more naturally and personably. My goal is to be more

engaging.

05

Overhaul my handbooks for the appointments. | will use Canva to create a more
professional and polished look that can be created in both print and digital copies.

06

Work with my Tom Ferry coach to help me implement and hold me accountable!
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