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Orientation: Getting Started with AI Prompts

How to Personalize These Prompts
This  prompt pack contains proven templates used by successful  KW agents.  To make
them work for your specific market and business:

Replace bracketed variables: All prompts use [VARIABLES]  that you should
replace with your specific information
Add your voice: Modify tone and style to match your personal brand while
maintaining professionalism
Local market adaptation: Include neighborhood specifics, local amenities, and
market conditions relevant to your area
Compliance check: Always verify outputs comply with MLS rules and Fair Housing
guidelines
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6. 
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4. 
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Variables to Customize

[AGENT_NAME] - Your name

[AGENT_PHONE] - Your phone number

[AGENT_EMAIL] - Your email address

[LICENSE_NUMBER] - Your license number

[PROPERTY_ADDRESS] - Property address

[BROKERAGE_NAME] - Keller Williams [Your Market]

[YEARS_EXPERIENCE] - Your years in real estate

[COMMISSION_RATE] - Your commission structure

[CITY/MARKET] - Your target market area

[TARGET_AUDIENCE] - Your ideal client demographic

Integration with Keller Williams Command
These prompts are designed to work seamlessly with KW's Command platform:

Smart Plans: Use prompts to create automated email sequences in Command
Contact Management: Input generated content directly into client records
Lead Nurture: Schedule automated follow-ups based on prompt categories
KWIQ Integration: Use prompts to enhance conversations with KWIQ for additional
context

Best Practices for Prompt Success
Start Simple: Begin with basic prompts and gradually increase complexity
Test & Refine: A/B test different prompt variations to find what works best
Track Results: Monitor which prompts generate the most engagement and
conversions
Stay Compliant: Always include legal disclosures and Fair Housing language
Human Review: Never publish AI-generated content without personal review

Prompt Categories

Listings & Property Descriptions

L-001: Basic Property Description Generator
Input Template:

• 
• 
• 
• 

1. 
2. 
3. 

4. 
5. 
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Write an engaging real estate listing description for a

[PROPERTY_TYPE] located at [PROPERTY_ADDRESS] in [CITY]. This property

features [NUMBER] bedrooms, [NUMBER] bathrooms, [SQUARE_FOOTAGE]

square feet, and [NOTABLE_FEATURES].

Target market: [TARGET_AUDIENCE]

Key selling points: [FEATURE_1], [FEATURE_2], [FEATURE_3]

Price range: $[PRICE]

Include SEO keywords: [KEYWORD_1], [KEYWORD_2]

Generate 3 versions:

1. Professional tone

2. Family-friendly tone

3. Luxury/premium tone

Ensure all descriptions comply with Fair Housing laws and MLS

guidelines.

Example Output (Professional Tone):
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Exceptional [PROPERTY_TYPE] in prestigious [CITY] location!

This beautifully appointed [NUMBER]-bedroom, [NUMBER]-bath home offers

[SQUARE_FOOTAGE] square feet of thoughtfully designed living space.

Located at [PROPERTY_ADDRESS], this property combines modern amenities

with classic charm.

Key highlights include:

• [FEATURE_1]

• [FEATURE_2]

• [FEATURE_3]

• Updated [KITCHEN/BATHROOM] features

• [ADDITIONAL FEATURE]

Situated in the heart of [CITY], residents enjoy proximity to

[LOCAL_AMENITIES]. The [NEIGHBORHOOD] offers [COMMUNITY_BENEFITS].

Contact [AGENT_NAME], [LICENSE_NUMBER], at [AGENT_PHONE] or

[AGENT_EMAIL] to schedule your private showing.

Listing # [MLS_NUMBER] | [BROKERAGE_NAME]

Customization Tips:
- Adjust language based on property price point and target demographic
- Include specific school districts, commute times, and local amenities
- Vary sentence structure and word choice to avoid repetitive patterns
- Always include disclaimer about verification of all information

L-002: Luxury Property Description
Input Template:
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Create an exclusive luxury property description for a [PROPERTY_TYPE]

at [PROPERTY_ADDRESS].

Property details:

- Bedrooms: [NUMBER]

- Bathrooms: [NUMBER]

- Square footage: [SQUARE_FOOTAGE]

- Lot size: [LOT_SIZE]

- Year built: [YEAR]

- Special features: [LUXURY_FEATURES]

Target buyer: [LUXURY_BUYER_PROFILE]

Price point: $[PRICE_RANGE]

Market: [CITY/MARKET]

Generate an elegant, sophisticated description that emphasizes:

1. Premium finishes and craftsmanship

2. Exclusive location benefits

3. Luxury lifestyle amenities

4. Investment potential

Include subtle luxury keywords and maintain an elevated tone

throughout.

Example Output:
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Exquisite [PROPERTY_TYPE] Showcasing Unparalleled Elegance

Nestled in the prestigious [LOCATION], this magnificent [NUMBER]-

bedroom estate represents the pinnacle of luxury living. Spanning

[SQUARE_FOOTAGE] square feet, this masterfully crafted home seamlessly

blends sophisticated design with contemporary comfort.

**Refined Interiors:**

- [FEATURE_1]

- [FEATURE_2]

- [FEATURE_3]

- Custom [SPECIALTY FEATURES]

**Premier Location:**

- [EXCLUSIVE_AMENITY_1]

- [EXCLUSIVE_AMENITY_2]

- Minutes from [UPSCALEDESTINATION_1] and [UPSCALEDESTINATION_2]

This exceptional property offers discerning buyers an opportunity to

acquire a true architectural masterpiece in one of [CITY]'s most

coveted neighborhoods.

Investment opportunity: $[PRICE_RANGE]

Contact [AGENT_NAME], [LICENSE_NUMBER], for private viewing.

L-003: Investment Property Description
Input Template:
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Write a compelling investment property description for [PROPERTY_TYPE]

at [PROPERTY_ADDRESS].

Property specifications:

- Type: [PROPERTY_TYPE]

- Units: [NUMBER_OF_UNITS]

- Square footage: [SQUARE_FOOTAGE]

- Current rent: $[MONTHLY_RENT]

- Cap rate: [CAP_RATE]%

- Year built: [YEAR]

- Location: [CITY/DISTRICT]

Target investor: [INVESTOR_PROFILE]

Asking price: $[PRICE]

Focus on:

1. Financial performance metrics

2. Rental market strength

3. Value-add opportunities

4. Neighborhood appreciation potential

Include ROI calculations and comparable investment data.

Buyer-Focused Prompts

B-001: First-Time Homebuyer Welcome Sequence
Input Template:
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Create a warm welcome email sequence for first-time homebuyers in

[CITY].

Email 1 (Immediate - "Welcome to Your Home Journey"):

- Congratulate them on taking the first step

- Brief introduction about [AGENT_NAME] and experience

- What to expect in the home buying process

- Key resources: buyer checklist, financing guide, pre-approval process

- Call to action: Schedule 15-minute consultation

Email 2 (Day 3 - "Understanding Your Budget"):

- Explain pre-approval importance

- Budget calculation worksheet

- Closing costs breakdown

- Down payment assistance programs available in [STATE]

- Resources: lender recommendations, affordability calculator

Email 3 (Day 7 - "Finding Your Perfect Home"):

- Home search strategy

- Must-have vs. nice-to-have features

- Neighborhood insights for [CITY]

- Viewing appointment scheduling process

Personalize with local market conditions and include [AGENT_NAME]'s

contact information throughout.

Example Output (Email 1):
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Subject: Welcome to Your Homeownership Journey! 🏡

Dear [FIRST_NAME],

Congratulations on taking the first step toward homeownership! I know

this journey can feel overwhelming, but I'm here to make it exciting 

and successful for you.

I'm [AGENT_NAME], a licensed real estate professional with

[YEARS_EXPERIENCE] years of experience helping families find their

perfect home in [CITY]. I've guided over [NUMBER] first-time buyers 

through this process, and I'm confident we can do the same for you.

What to expect in the next few weeks:

✓ Pre-approval process and budget planning

✓ Home search tailored to your needs

✓ Viewing scheduling and tour coordination

✓ Offer negotiation and contract review

✓ Inspection and closing coordination

As your dedicated real estate professional,

I'll be with you every step of the way. My goal is to help you find a 

home that meets your needs and fits your budget, while avoiding common 

first-time buyer pitfalls.

Your next step: Let's schedule a brief 15-minute consultation to

discuss your specific needs, timeline, and budget. You can reach me

directly at [AGENT_PHONE] or reply to this email.

Looking forward to helping you find home!

Best regards,

[AGENT_NAME]

[AGENT_PHONE] | [AGENT_EMAIL] | [BROKERAGE_NAME]

License #[LICENSE_NUMBER]

P.S. I've attached a "First-Time Buyer's Quick Start Guide" to help

you get organized from day one!
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B-002: Competitive Market Offer Strategy
Input Template:

Develop an offer strategy guide for buyers in [CITY]'s competitive

market.

Market conditions:

- Average days on market: [DOM]

- List-to-sale price ratio: [RATIO]%

- Number of offers per listing: [AVERAGE_OFFERS]

- Price appreciation: [APPRECIATION_RATE]% annually

Buyer scenario:

- Budget range: <span class="math-inline" style="display: 

inline;"><math xmlns="http://www.w3.org/1998/Math/MathML"

display="inline"><mrow><mo stretchy="false">[</mo><mi>M</mi><mi>I</

mi><mi>N</mi><mo stretchy="false">]</mo><mo>&#x02212;</mo></mrow></

math></span>[MAX]

- Must-haves: [REQUIREMENTS]

- Timeline: [TIMEFRAME]

- Financing: [FINANCING_TYPE]

Create strategy covering:

1. Pre-approval preparation

2. Offer pricing strategy

3. Escalation clauses

4. Include/exclude items negotiation

5. Closing timeline advantages

6. Personal letter guidelines

Provide 3 different offer scenario templates based on varying market

situations.

Example Output:
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Winning Strategies in [CITY]'s Competitive Market

The [CITY] market is moving fast! With homes averaging [DOM] days on 

market and [AVERAGE_OFFERS] offers per listing, we need a strategic 

approach to secure your new home.

**Your Pre-Approval Strategy:**

Before we begin house hunting, let's get your financing rock-solid:

- Submit complete application with all documentation

- Obtain verification of funds for down payment + closing costs

- Consider getting pre-underwritten for maximum credibility

**Offer Pricing Framework:**

Based on your $[BUDGET] budget and current market conditions:

- **Target homes:** <span class="math-inline" style="display: 

inline;"><math xmlns="http://www.w3.org/1998/Math/MathML"

display="inline"><mrow><mo stretchy="false">[</mo><mi>M</mi><mi>I</

mi><mi>N</mi><mo stretchy="false">]</mo><mo>&#x02212;</mo></mrow></

math></span>[MAX] range

- **Offer strategy:** Start at 2-4% below asking in multiple-offer

situations

- **Escalation clause:** Use when competing with 3+ offers

**3 Winning Scenarios:**

**Scenario A: Multiple Offer (3+ offers)**

- Offer 3% below asking with escalation to $[TARGET_PRICE]

- Include all appliances and window treatments

- 21-day close with early occupancy option

**Scenario B: Single Offer**

- Offer 1% below asking, no escalation

- Request seller concessions for closing costs

- 30-day close with standard inspection period

**Scenario C: New Construction**

- Use builder's preferred lender for incentives

- Negotiate closing cost credits

- Include upgrade credits and extended warranties

**Pro Tip:** Write a personal letter to the seller highlighting your 

family and plans for their home. This can be the tiebreaker in a 
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multiple offer situation!

Ready to start making offers? Let's schedule a strategy session this

week.

B-003: Home Viewing Follow-Up Template
Input Template:

Create a comprehensive home viewing follow-up sequence for buyers who

just viewed a property.

Property viewed:

- Address: [PROPERTY_ADDRESS]

- Price: $[PRICE]

- Key features: [FEATURES]

- Buyer feedback: [BUYER_COMMENTS]

Buyer profile:

- Name: [BUYER_NAME]

- Budget: $[BUDGET]

- Must-haves: [REQUIREMENTS]

- Timeline: [TIMEFRAME]

- Concerns raised: [CONCERNS]

Create follow-up plan for:

1. Immediate follow-up (within 2 hours)

2. 24-hour reflection period follow-up

3. 48-hour decision deadline

4. Next steps based on decision

Include objections handling and next property options.

Seller-Focused Prompts

S-001: Listing Consultation Presentation
Input Template:
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Create a comprehensive listing consultation presentation for potential

sellers in [CITY].

Property information:

- Address: [PROPERTY_ADDRESS]

- Type: [PROPERTY_TYPE]

- Bedrooms/Bathrooms: [BEDS]/[BATHS]

- Square footage: [SQUARE_FOOTAGE]

- Year built: [YEAR]

- Recent updates: [UPDATES]

Market conditions:

- Current inventory: [INVENTORY_LEVELS]

- Average days on market: [DOM]

- Price trends: [PRICE_TRENDS]

- Buyer demand: [DEMAND_LEVEL]

Create presentation covering:

1. Market analysis and positioning

2. Pricing strategy based on comparable sales

3. Marketing plan and timeline

4. Staging recommendations

5. Negotiation strategy

6. Timeline from listing to closing

Include presentation slides outline and talking points for

[AGENT_NAME].

Example Output:
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Maximizing Your Home's Value: [PROPERTY_ADDRESS]

**Market Opportunity Analysis**

Current [CITY] market conditions favor sellers:

• Limited inventory: [INVENTORY_LEVELS] (historically low)

• High buyer demand: [DEMONSTRATED_BY_METRIC]

• Average days on market: [DOM] (buyer urgency indicator)

• Price appreciation: [APPRECIATION_RATE]% year-over-year

**Your Property's Positioning**

Recent improvements at [PROPERTY_ADDRESS]:

✓ [UPDATE_1] completed [DATE]

✓ [UPDATE_2] added [VALUE]

✓ [UPDATE_3] enhanced [FEATURE]

Comparable sales analysis:

- Recent sales in your neighborhood: [COMPARABLE_1], [COMPARABLE_2]

- Your projected market value: $[ESTIMATED_VALUE]

- Marketing price strategy: $[LIST_PRICE] (accounts for market timing)

**Comprehensive Marketing Plan**

Phase 1 - Days 1-7:

• Professional photography and virtual tour

• 3D floor plan creation

• Social media blast to [NUMBER] local followers

• MLS syndication to [NUMBER] websites

Phase 2 - Days 8-14:

• Open houses (Saturday & Sunday)

• Agent preview events

• Email marketing to [NUMBER] agent network

• Paid social media advertising

Phase 3 - Ongoing:

• Weekly market updates

• Showing feedback reports

• Price adjustment recommendations

• Negotiation strategy sessions

**Expected Timeline:**

Week 1: Showings begin

Week 2-3: Offers expected
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Week 4: Contract execution and inspection

Week 6: Appraisal and loan approval

Week 7: Closing

Ready to capture maximum value in today's market?

S-002: Seller Follow-Up Sequence
Input Template:

Design a nurturing email sequence for sellers who requested a market

analysis but haven't scheduled a listing appointment.

Seller information:

- Name: [SELLER_NAME]

- Property type: [PROPERTY_TYPE]

- Address: [PROPERTY_ADDRESS]

- Timing: [SELLING_TIMEFRAME]

- Initial inquiry date: [DATE]

Market update content:

- Recent neighborhood sales: [RECENT_SALES]

- Average price trends: [PRICE_TRENDS]

- Days on market changes: [DOM_CHANGES]

- Seasonal selling factors: [SEASONAL_NOTES]

Create 5-email sequence:

1. Thank you for interest + market insights

2. Success story from similar home

3. Pricing strategy breakdown

4. Marketing plan deep dive

5. Limited-time consultation offer

Include urgency factors and clear call-to-action in each email.

Example Output:
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Subject: Your [PROPERTY_TYPE] Market Update + $15K More in Your Pocket

Hi [SELLER_NAME],

I hope you're doing well! Since you inquired about the current market 

value of [PROPERTY_ADDRESS], I wanted to share some exciting news about 

what's happening in your neighborhood right now.

**[NEIGHBORHOOD] Market Intelligence:**

• Three homes on your street recently sold for average of $

[AVERAGE_PRICE]

• Homes selling 3% above asking price (strong seller market)

• Average time on market: just [DOM] days

• Buyer activity increased 25% from last month

**What This Means for You:**

If your home is properly positioned, you could see <span class="math-

inline" style="display: inline;"><math xmlns="http://www.w3.org/1998/

Math/MathML" display="inline"><mrow><mo stretchy="false">[</mo><mi>A</

mi><mi>D</mi><mi>D</mi><mi>I</mi><mi>T</mi><mi>I</mi><mi>O</mi><mi>N</

mi><mi>A</mi><msub><mi>L</mi><mi>V</mi></msub><mi>A</mi><mi>L</

mi><mi>U</mi><mi>E</mi><mo stretchy="false">]</mo><mo>&#x02212;</mo></

mrow></math></span>[ADDITIONAL_VALUE_2] more than the same home would

have sold for 6 months ago.

**Success Story:**

Just last week, I helped [SELLER_NAME] from [NEARBY_STREET] sell their

[PROPERTY_TYPE] for <span class="math-inline" style="display: 

inline;"><math xmlns="http://www.w3.org/1998/Math/MathML"

display="inline"><mrow><mo stretchy="false">[</mo><mi>S</mi><mi>A</

mi><mi>L</mi><msub><mi>E</mi><mi>P</mi></msub><mi>R</mi><mi>I</

mi><mi>C</mi><mi>E</mi><mo stretchy="false">]</mo><mo>&#x02212;</

mo><mi>t</mi><mi>h</mi><mi>a</mi><msup><mi>t</mi><mi>&#x02032;</mi></

msup><mi>s</mi></mrow></math></span>12,000 more than they initially

expected!

The difference? Strategic pricing and professional marketing.

I'd love to show you exactly how we can position your property to 

capture this market premium. With the right strategy, you could be 

looking at $[PROJECTED_VALUE] or more.
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Ready to discuss your options? I have availability this Thursday or 

Friday for a brief consultation.

Reply to this email or call me at [AGENT_PHONE] to schedule your 

complimentary market analysis.

Best regards,

[AGENT_NAME]

P.S. The [CITY] market moves fast - homes are averaging only [DOM] days 

on market. Let's capitalize on this momentum while conditions favor

sellers!

S-003: Pricing Strategy Consultation
Input Template:
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Create a comprehensive pricing strategy consultation for sellers in a

balanced/slow market.

Property details:

- Address: [PROPERTY_ADDRESS]

- Asking price: $[CURRENT_PRICE]

- Days on market: [DOM]

- Price reductions: [REDUCTION_HISTORY]

- Recent showings: [SHOWING_COUNT]

- Feedback received: [FEEDBACK_SUMMARY]

Market conditions:

- Inventory level: [INVENTORY_STATUS]

- Buyer activity: [BUYER_ACTIVITY]

- Competition: [COMPETING_PROPERTIES]

- Seasonal factors: [SEASONAL_IMPACTS]

Develop strategy covering:

1. Current market reality assessment

2. Pricing psychology and positioning

3. Competitive analysis

4. Adjustments needed for success

5. Timeline management

6. Alternative exit strategies

Provide 3 different pricing scenarios with pros/cons.

Sphere Nurture Prompts

SP-001: Monthly Market Update Newsletter
Input Template:
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Create a monthly market update newsletter for sphere of influence in

[CITY/MARKET].

Target audience:

- Past clients: [CLIENT_COUNT]

- Referral sources: [REFERRAL_PARTNERS]

- Prospect list: [PROSPECT_COUNT]

- Social connections: [SOCIAL_FOLLOWERS]

Market metrics to include:

- Homes sold: [MONTH_SALES]

- Average sale price: $[AVERAGE_PRICE]

- Average days on market: [DOM]

- Price appreciation: [APPRECIATION]%

- Inventory levels: [INVENTORY]

Monthly highlights:

- Notable sales: [TOP_SALES]

- Neighborhood trends: [NEIGHBORHOOD_DATA]

- New developments: [DEVELOPMENTS]

- Interest rate updates: [RATES]

Content sections:

1. Market snapshot

2. Neighborhood spotlight

3. Success stories

4. Tips and advice

5. Referral opportunities

6. Market predictions

Include social media content calendar and email subject lines.

Example Output:
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[MONTH] Market Update: [CITY] Real Estate Intelligence

Dear Friends and Colleagues,

Welcome to your monthly dose of [CITY] real estate market

intelligence! Whether you're thinking about buying, selling, or just 

staying informed about your investment, here's

what's happening in your market.

📊 **[MONTH] Market Snapshot**

• Homes sold: [MONTH_SALES] (up/down [PERCENT]% from last month)

• Average sale price: $[AVERAGE_PRICE] 

• Average days on market: [DOM]

• Months of inventory: [MONTHS_SUPPLY]

**🏘️ Neighborhood Spotlight: [NEIGHBORHOOD_NAME]**

This month, [NEIGHBORHOOD] saw [NEIGHBORHOOD_STATS], making it an 

excellent choice for [BUYER_TYPE]. Average sale price: $

[AVERAGE_PRICE].

**🏆 Success Stories**

• [CLIENT_NAME] sold their [PROPERTY_TYPE] in just [DOM] days for $

[SALE_PRICE]

• [CLIENT_NAME] bought their dream home below asking price in 

[NEIGHBORHOOD]

• Referral from [REFERRER_NAME] closed on $[REFERRAL_VALUE] - thank 

you!

**💡 This Month's Pro Tip**

With interest rates currently at [RATE]%, now is still an excellent

time to buy for those planning to stay in their home 5+ years. The

cost of waiting could be higher home prices offsetting rate benefits.

**🤝 Referral Opportunities**

Know someone who could benefit from my services? I help with:

• First-time home buying

• Investment property purchases

• Luxury home marketing

• Relocation services

• Commercial real estate

Refer a friend and receive a $[REFERRAL_BONUS] gift card when they
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close!

**📈 Looking Ahead**

Based on current trends, I predict [MARKET_PREDICTION] for

[NEXT_MONTH] and beyond.

**📱 Connect With Me**

Follow my social media for daily market insights:

• Facebook: [FACEBOOK_HANDLE]

• Instagram: [INSTAGRAM_HANDLE]

• LinkedIn: [LINKEDIN_PROFILE]

Have questions about real estate? Reply to this email or call me at

[AGENT_PHONE]. I'm always happy to help!

Thanks for being part of my extended family.

Warmly,

[AGENT_NAME]

[BROKERAGE_NAME]

[AGENT_PHONE] | [AGENT_EMAIL]

---

Want to unsubscribe? [UNSUBSCRIBE_LINK]

This email was sent to [EMAIL] because you're in my sphere of

influence.

SP-002: Holiday Client Appreciation Series
Input Template:
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Create a series of holiday-themed outreach messages for different

client categories.

Client categories:

1. Past buyers (closed in last 12 months): [BUYER_COUNT]

2. Past sellers (closed in last 12 months): [SELLER_COUNT]

3. Past clients (1-3 years): [OLDER_CLIENTS]

4. Referral partners: [REFERRAL_PARTNERS]

5. Prospects who didn't purchase: [PROSPECTS]

Holiday themes:

- Thanksgiving: Gratitude and giving back

- Christmas: Joy and celebration

- New Year: Fresh starts and planning

- Spring: New beginnings

Create personalized messages for each category including:

- Holiday wishes

- Year-in-review highlights

- Gratitude for their business

- Soft ask for referrals

- Next year planning touches

Include social media content and follow-up sequences.

Example Output:
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Subject: Thanksgiving Gratitude from [AGENT_NAME] 🦃

Dear [CLIENT_NAME],

As Thanksgiving approaches, I find myself reflecting on all the

blessings in my life, and you're definitely at the top of the list!

This year has been incredible, and much of that success is thanks to 

clients like you who trusted me to help with one of life's most

important decisions. Whether we worked together to buy your dream home

or sell your property for top dollar, you made my year special.

**2024 Highlights Because of You:**

✓ Helped [NUMBER] families find their dream homes

✓ Achieved $[TOTAL_VOLUME] in sales volume

✓ Maintained a 98% client satisfaction rating

✓ Received [NUMBER] referrals from satisfied clients

**Your Specific Contribution:**

I especially appreciate [SPECIFIC_DETAIL_ABOUT_THEIR_TRANSACTION].

Your [PATIENCE/FLEXIBILITY/TRUST] made the process smoother for

everyone involved.

As we head into the holiday season, I want you to know how grateful I

am for your business and friendship. You're not just a client - you're

part of my extended family.

**Giving Back This Season:**

In honor of clients like you, I'm donating $[DONATION_AMOUNT] to 

[LOCAL_CHARITY] this month. Thank you for enabling me to give back to 

our community.

**Looking Forward to 2025:**

I'm excited to continue serving your real estate needs and helping

others achieve their homeownership dreams. If you know anyone who

could benefit from my services, I'd be honored to help them as much as 

I've helped you.

Wishing you and your family a wonderful Thanksgiving filled with

gratitude, laughter, and love.

With deepest appreciation,
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[AGENT_NAME]

P.S. I'm always here if you need anything - real estate related or 

otherwise. Don't hesitate to reach out!

---

[BROKERAGE_NAME] | [AGENT_PHONE] | [AGENT_EMAIL]

License #[LICENSE_NUMBER]

SP-003: Referral Solicitation Campaign
Input Template:

24 / 50



Design a strategic referral solicitation campaign for year-end and tax

season.

Campaign timing:

- November: Thanksgiving gratitude phase

- December: Holiday appreciation phase

- January: New Year goal-setting phase

- February: Tax document organization phase

Target segments:

1. Highly satisfied past clients (referral ready)

2. First-time buyers (likely to refer friends)

3. Investors (high referral potential)

4. Luxury sellers (high-value referral sources)

5. New residents (community connections)

Referral incentive structure:

- Buyer referrals: $[BUYER_REFERRAL_FEE]

- Seller referrals: $[SELLER_REFERRAL_FEE]

- Luxury referrals: $[LUXURY_REFERRAL_FEE]

- Investor referrals: $[INVESTOR_REFERRAL_FEE]

Create multi-touch campaign including:

1. Initial ask email

2. Follow-up social media posts

3. Phone call script

4. Referral form template

5. Thank you and bonus fulfillment process

6. Tracking and follow-up system

Include compliance considerations and Fair Housing guidelines.

Recruiting Prompts

R-001: Recruiting Cold Email Template
Input Template:
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Create a compelling recruiting email for agents considering a move to

[BROKERAGE_NAME].

Target agent profile:

- Current brokerage: [CURRENT_BROKERAGE]

- Experience level: [EXPERIENCE_YEARS] years

- Production level: [YTD_PRODUCTION]

- Areas of expertise: [SPECIALTIES]

- Geographic focus: [MARKET_AREA]

- Social media presence: [SOCIAL_FOLLOWING]

Brokerage advantages to highlight:

- Commission structure: [COMMISSION_SPLIT]

- Technology offerings: [TECH_PLATFORM]

- Training programs: [TRAINING_OPPORTUNITIES]

- Support services: [SUPPORT_FEATURES]

- Market presence: [MARKET_POSITION]

- Culture highlights: [CULTURE_BENEFITS]

Personalized content covering:

1. Why [BROKERAGE_NAME] would be perfect for them

2. Specific advantages based on their background

3. Success stories from similar agents

4. Next steps and meeting invitation

5. No-pressure approach with value-first mindset

Include compliance disclaimers and registration requirements.

Example Output:
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Subject: Transition Success Stories at Keller Williams [CITY]

Hi [AGENT_NAME],

I hope this email finds you well. I've been following your success in

real estate and wanted to reach out about an opportunity that might

interest you.

**Why I'm Contacting You:**

Based on your expertise in [SPECIALTY_AREA] and your impressive $

[YTD_PRODUCTION] in production this year, I believe you could thrive at

Keller Williams [CITY].

**What Makes This Different:**

**The Numbers That Matter:**

- Split structure: [COMMISSION_STRUCTURE] (often saves agents $15K-30K

annually)

- Average agent production: $[AVERAGE_PRODUCTION] (25% above market

average)

- Technology advantage: Command platform + KWIQ AI assistant

**Real Success Stories:**

• [AGENT_NAME] came from [PREVIOUS_BROKERAGE] 18 months ago. Production

increased from

<span class="math-inline" style="display: inline;"><math xmlns="http://

www.w3.org/1998/Math/MathML" display="inline"><mrow><mo 

stretchy="false">[</mo><mi>P</mi><mi>R</mi><mi>E</mi><mi>V</mi><mi>I</

mi><mi>O</mi><mi>U</mi><msub><mi>S</mi><mi>P</mi></msub><mi>R</

mi><mi>O</mi><mi>D</mi><mi>U</mi><mi>C</mi><mi>T</mi><mi>I</mi><mi>O</

mi><mi>N</mi><mo stretchy="false">]</mo><mi>t</mi><mi>o</mi></mrow></

math></span>[CURRENT_PRODUCTION] with our systems and support.

• [AGENT_NAME] struggled with lead generation. After joining us, she

built a sphere of influence system that generated [REFERRAL_COUNT] 

referrals last quarter alone.

• [AGENT_NAME] focused on luxury homes but couldn't break <span 

class="math-inline" style="display: inline;"><math xmlns="http://

www.w3.org/1998/Math/MathML" display="inline"><mrow><mn>2</mn><mi>M</

mi><mi>a</mi><mi>n</mi><mi>n</mi><mi>u</mi><mi>a</mi><mi>l</mi><mi>l</

mi><mi>y</mi><mo>&#x0002E;</mo><mi>O</mi><mi>u</mi><mi>r</mi><mi>l</
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mi><mi>u</mi><mi>x</mi><mi>u</mi><mi>r</mi><mi>y</mi><mi>m</mi><mi>a</

mi><mi>r</mi><mi>k</mi><mi>e</mi><mi>t</mi><mi>i</mi><mi>n</mi><mi>g</

mi><mi>s</mi><mi>y</mi><mi>s</mi><mi>t</mi><mi>e</mi><mi>m</mi><mi>h</

mi><mi>e</mi><mi>l</mi><mi>p</mi><mi>e</mi><mi>d</mi><mi>h</mi><mi>e</

mi><mi>r</mi><mi>c</mi><mi>l</mi><mi>o</mi><mi>s</mi><mi>e</mi></

mrow></math></span>[LUXURY_SALES] last year.

**What You Keep:**

✓ Your current relationships and sphere of influence

✓ Your existing marketing and lead sources

✓ Your personal brand and expertise

✓ Your geographic focus and niche

**What You Gain:**

✓ Command CRM with built-in marketing automation

✓ KWIQ AI assistant for instant answers and content creation

✓ Enhanced commission structure

✓ Advanced training and coaching programs

✓ Marketing department support

✓ Reduced administrative burden

**No Pressure Approach:**

I'm not here to convince you to make a change. I'm here to share

information and let you decide.

Would you be open to a 30-minute conversation over coffee? No pitch, no

pressure - just information about what's working for agents in our

market.

You can reach me at [AGENT_PHONE] or reply to this email.

Best regards,

[RECRUITER_NAME]

Keller Williams [CITY]

[RECRUITER_PHONE] | [RECRUITER_EMAIL]

---

Licensed Real Estate Recruiter | License #[LICENSE_NUMBER]

P.S. If now isn't the right time, no worries. I'll check back in a few

months to see how things are going.
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R-002: Recruiting Follow-Up Sequence
Input Template:

Design a 6-touch recruiting follow-up sequence for agents who showed

initial interest.

Meeting outcomes:

- Positive interest level: [HIGH/MEDIUM/LOW]

- Concerns raised: [SPECIFIC_CONCERNS]

- Timeline for decision: [TIMEFRAME]

- Competition: [OTHER_BROKERAGES_CONTACTED]

Sequence structure:

1. Thank you note + additional resources

2. Success story from similar agent profile

3. Compensation comparison analysis

4. Technology demo offer

5. Culture and community focus

6. Final decision deadline with soft ask

Include handling for common objections:

- "Happy at current brokerage"

- "Split structure not important"

- "Don't want to change mid-year"

- "Too busy to transition now"

- "Need to research more"

Create scripts for phone calls, emails, and social media interactions.

R-003: Recruiting Social Media Campaign
Input Template:
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Create a social media recruiting campaign for LinkedIn and Facebook.

Target audience:

- Real estate agents with [EXPERIENCE_RANGE] experience

- Current production: $[PRODUCTION_RANGE]

- Geographic area: [TARGET_MARKETS]

- Specialties: [TARGET_SPECIALTIES]

Campaign themes:

1. Success stories from new recruits

2. Behind-the-scenes culture content

3. Technology advantages and demos

4. Compensation transparency

5. Training and development opportunities

6. Work-life balance benefits

Content calendar:

- LinkedIn posts: 3x per week

- Facebook posts: 2x per week

- Video content: 1x per week

- Stories: Daily engagement

Content formats:

- Success story carousels

- Video testimonials

- Infographic comparisons

- Behind-the-scenes content

- Live Q&A sessions

- Team event highlights

Include engagement strategies and response templates for interested

prospects.

Troubleshooting & Optimization

Common Prompt Issues and Solutions

Issue: Generic or Impersonal Output
Problem: AI-generated content feels robotic and doesn't match your voice.
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Solutions:
1. Add more context: Include personal anecdotes, local knowledge, and specific details
2. Specify tone: Tell AI exactly how you want to sound (professional, friendly, casual)
3. Use examples: Provide samples of your writing style
4. Iterative refinement: Ask AI to make it more personal, then more professional, etc.
Example Fix:

Instead of: "Write a listing description"

Use:

"Write a warm, conversational listing description that sounds like me 

talking to a friend over coffee. Include personal touches like 'I've 

walked through this neighborhood hundreds of times and...' Use the 

voice of someone who genuinely cares about helping families find their 

dream home."

Issue: Compliance or Fair Housing Violations
Problem: AI output includes prohibited terms or discriminatory language.
Immediate Actions:
1. Review output carefully before using
2. Scan for prohibited terms:
- Age references (young families, retirees)
- Religious references
- Race/ethnicity indicators
- Income level assumptions
- Neighborhood character descriptions

Use compliance checks:
- Always include: "Ensure Fair Housing compliance and avoid discriminatory
language"
- Remove any assumptions about buyer characteristics
- Stick to factual property descriptions

Prevention Strategy:
Add compliance language to every prompt:

"Ensure all content complies with Fair Housing laws, MLS rules, and 

anti-discrimination guidelines. Avoid references to protected classes, 

age groups, or neighborhood character assumptions."

Issue: Content Too Long or Too Short
Problem: Output doesn't match required length constraints.

1. 
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Solutions:
1. Specify word count: "Write exactly 150 words"
2. Use character limits: "Keep under 200 characters for social media"
3. Structure requests: "Create a 3-sentence email with greeting, body, and signature"
4. Ask for multiple versions: "Generate 50-word, 100-word, and 150-word versions"

Issue: Missing Call-to-Action
Problem: Generated content doesn't include clear next steps.
Fix:
Always specify CTA requirements:

"Include a clear call-to-action such as 'Call me at [PHONE] to schedule 

a showing' or 'Reply to this email to book your consultation'"

Advanced Optimization Techniques

Chain Prompting for Complex Content
Use multiple prompts in sequence for comprehensive content:
Step 1: Create outline

"Create an outline for a first-time buyer guide covering: financing, 

neighborhoods, timeline, and closing process"

Step 2: Expand each section

"Expand the financing section from this outline: [INSERT OUTLINE] 

Include information about pre-approval, down payment assistance, and 

closing costs"

Step 3: Add local specifics

"Adapt this guide for [CITY] market, including local lenders, 

neighborhoods, and average costs"

Conditional Prompting
Create dynamic content based on variables:
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"If [PROPERTY_PRICE] is under <span class="math-

inline" style="display: inline;"><math xmlns="http://www.w3.org/1998/

Math/MathML" display="inline"><mrow><mn>300</mn><mi>K</

mi><mo>&#x0002C;</mo><mi>e</mi><mi>m</mi><mi>p</mi><mi>h</mi><mi>a</

mi><mi>s</mi><mi>i</mi><mi>z</mi><mi>e</mi><mi>a</mi><mi>f</mi><mi>f</

mi><mi>o</mi><mi>r</mi><mi>d</mi><mi>a</mi><mi>b</mi><mi>i</mi><mi>l</

mi><mi>i</mi><mi>t</mi><mi>y</mi><mi>a</mi><mi>n</mi><mi>d</mi><mi>f</

mi><mi>i</mi><mi>r</mi><mi>s</mi><mi>t</mi><mo>&#x02212;</mo><mi>t</

mi><mi>i</mi><mi>m</mi><mi>e</mi><mi>b</mi><mi>u</mi><mi>y</mi><mi>e</

mi><mi>r</mi><mi>p</mi><mi>r</mi><mi>o</mi><mi>g</mi><mi>r</mi><mi>a</

mi><mi>m</mi><mi>s</mi><mo>&#x0002E;</mo><mi>I</mi><mi>f</mi><mi>o</

mi><mi>v</mi><mi>e</mi><mi>r</mi></mrow></math></span>500K, focus on 

luxury features and investment potential. If [PROPERTY_TYPE] is condo,

mention HOA benefits and amenities. If single-family, emphasize yard 

and privacy."

Persona-Based Customization
Generate content for specific buyer personas:

"Create a property description for tech professionals aged 25-35 who 

work remotely. Emphasize: home office space, fiber internet 

availability, co-working spaces nearby, and short commute to major tech 

companies"

Testing and Measurement

A/B Testing Prompts
Test different approaches systematically:
Variable 1: Tone
- Prompt A: "Professional, formal tone"
- Prompt B: "Friendly, conversational tone"
- Prompt C: "Enthusiastic, energetic tone"
Variable 2: Structure
- Prompt A: "Start with property highlights"
- Prompt B: "Start with neighborhood benefits"
- Prompt C: "Start with lifestyle benefits"
Variable 3: Focus
- Prompt A: "Emphasize financial benefits"
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- Prompt B: "Emphasize lifestyle benefits"
- Prompt C: "Emphasize investment benefits"

Performance Tracking
Track key metrics for prompt effectiveness:
- Response rates to email campaigns
- Click-through rates on links
- Appointment bookings from follow-up
- Conversion rates from listings to showings
- Time savings in content creation

Monthly Prompt Optimization Process
Review performance data from the past month
Identify top-performing prompts and formats
Update underperforming prompts with new variables
Test new approaches based on market changes
Archive unused prompts and create new ones as needed

Automation Integration

Email Automation Workflows

Level 1: Basic Automated Sequences
New Lead Welcome Series:

1. 
2. 
3. 
4. 
5. 
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Trigger: New lead form submission

Delay: Immediately

Action: Send welcome email with next steps

Delay: 2 hours

Action: Send market overview for their area

Delay: 1 day

Action: Send scheduling link for consultation

Delay: 3 days

Action: Send success stories and testimonials

Delay: 1 week

Action: Follow up on consultation scheduling

Listing Activity Alerts:

Trigger: New listing matches saved search

Delay: Within 30 minutes

Action: Email alert with property details

Delay: 24 hours

Action: SMS alert for hot properties

Delay: 48 hours

Action: Follow-up email with questions

Level 2: Advanced Behavioral Triggers
Buyer Behavior-Based Automation:
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Trigger: Prospect visits "financing" page on website

Delay: 1 hour

Action: Send pre-approval guide and lender recommendations

Trigger: Prospect views 3+ properties in same price range

Delay: Same day

Action: Send personalized property recommendations

Trigger: No engagement for 14 days

Delay: Day 15

Action: Re-engagement email with new listings

Trigger: Client opens email but doesn't click

Delay: 2 hours

Action: Send follow-up with different CTA

Seller Behavior-Based Automation:

Trigger: Visitor checks "What's My Home Worth" tool

Delay: 1 hour

Action: Send free market analysis offer

Trigger: Clicks "Sell My Home" button

Delay: Immediate

Action: Send seller consultation scheduling link

Trigger: Views 3+ properties (competitor analysis behavior)

Delay: 24 hours

Action: Send "Are You Thinking of Selling?" market update

Trigger: Downloads seller guide

Delay: 3 days

Action: Follow up with success stories and testimonials

SMS Automation Strategies

Quick Response Templates
New Inquiry Response:
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"Hi [NAME]! Thanks for your interest in [PROPERTY]. I'm [AGENT_NAME] 

and can show you this home today. Are you available at [TIME_OPTIONS]? 

Reply YES to confirm or call me at [PHONE]."

Showing Reminder:

"Hi [NAME]! Reminder: showing at [ADDRESS] tomorrow at [TIME]. Address: 

[FULL_ADDRESS]. I'll call 30 min before. Questions? Reply or call 

[PHONE]."

Post-Showing Follow-Up:

"Hi [NAME]! How was the showing at [ADDRESS]? Any questions about the 

property or neighborhood? I have 2 similar homes to show you if 

interested. - [AGENT_NAME]"

Social Media Automation
Content Calendar Integration:

Monday: Market update post with statistics

Tuesday: New listing spotlight

Wednesday: Client success story or testimonial

Thursday: Neighborhood spotlight or local business feature

Friday: Weekend open house announcement

Saturday: Behind-the-scenes content or personal story

Sunday: Motivational quote or week-ahead preview

Automated Response Templates:
For "Interested" comments:

"Hi [NAME]! Thanks for your interest in [PROPERTY]. I'll send you more 

details right away! For immediate questions, call me at [PHONE] or 

visit [WEBSITE_LINK]"

For "How much?" questions:
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"Hi [NAME]! I'd love to share the details with you. What's the best way 

to reach you - phone or email? I'll follow up within the hour! - 

[AGENT_NAME]"

For "Where is this?" questions:

"Hi [NAME]! This property is located at [ADDRESS] in [NEIGHBORHOOD]. I 

can send you a map and more photos. What's your email address?"

CRM Integration Workflows

Lead Scoring Automation
High-Intent Behaviors (Score +10):
- Submitted contact form
- Requested showing
- Downloaded buyer's guide
- Used home valuation tool
Medium-Intent Behaviors (Score +5):
- Visited multiple listings
- Spent 3+ minutes on property page
- Subscribed to market updates
- Visited financing information page
Low-Intent Behaviors (Score +2):
- Viewed single listing
- Visited about page
- Liked social media post
- Watched virtual tour
Automated Actions by Score:
- Score 20+: Immediate phone call priority
- Score 15+: Personal email within 2 hours
- Score 10+: Automated nurture sequence
- Score 5+: Added to monthly newsletter

Task Automation
Showing Coordination:
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Trigger: Showing scheduled

Actions:

1. Send confirmation SMS to client

2. Send reminder SMS 2 hours before

3. Create showing checklist task

4. Add showing notes template

5. Schedule post-showing follow-up task

Offer Management:

Trigger: Offer received

Actions:

1. Create offer review task

2. Send offer summary to client

3. Schedule negotiation strategy call

4. Create backup offer preparation task

5. Set contract execution follow-up

Automation Best Practices

Compliance Considerations
Always include opt-out language in automated emails
Respect communication preferences (email vs. SMS vs. phone)
Honor unsubscribe requests immediately
Maintain accurate contact information
Keep personal touch - don't automate everything

Quality Control
Review automated messages monthly for accuracy
Update market statistics regularly
Monitor response rates and adjust timing
Test all automation before activating
Have backup processes for system failures

Performance Optimization
A/B test message timing and content
Track conversion rates by automation type

1. 
2. 
3. 
4. 
5. 

1. 
2. 
3. 
4. 
5. 

1. 
2. 
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Segment audiences for better targeting
Update templates based on performance data
Scale successful automation patterns

Glossary

Keller Williams Specific Terms
Command  Platform: Keller  Williams'  all-in-one  business  system  that  combines  CRM,
marketing automation, lead generation, and business management tools.
KWIQ: Keller  Williams Intelligence Quotient  -  KW's  AI-powered assistant  that  provides
instant answers, content creation, and strategic guidance using proprietary KW sources.
M-RETS: Multiple Real Estate Transaction System - KW's platform for managing listings,
contracts, and transactions.
CAPE: Computer Aided Property Evaluation - KW's comparative market analysis tool.
Tech Stack: The collection of technology tools and platforms used by an agent or team to
run their business.
Market Center: KW terminology for individual brokerage offices.
Team Leader: KW role responsible for coaching and developing agents within a market
center.
Principal Partner: Senior leadership role at KW market centers.

AI and Technology Terms
AI (Artificial Intelligence): Computer systems that can perform tasks typically requiring
human intelligence, such as content creation and analysis.
Prompt  Engineering: The  practice  of  crafting  specific  instructions  to  AI  systems  to
generate desired outputs.
ChatGPT: OpenAI's conversational AI model that can generate human-like text responses.
Large  Language  Model  (LLM): AI  system  trained  on  vast  amounts  of  text  data  to
understand and generate human language.
Natural  Language  Processing  (NLP): AI  technology  that  enables  computers  to
understand, interpret, and generate human language.
Generative AI: AI systems that can create new content including text, images, and other
media.
API  (Application  Programming  Interface): Technology  that  allows  different  software
systems to communicate and share data.
CRM (Customer Relationship Management): Software system for managing interactions
with current and potential clients.

3. 
4. 
5. 
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Automation: Technology that performs tasks with minimal human intervention.
Machine Learning: AI system that learns from data and improves performance over time
without being explicitly programmed.

Real Estate Terms
CMA (Comparative Market Analysis): Evaluation of comparable properties to determine
market value.
DOM (Days on Market): Number of days a property has been listed for sale.
Absorption Rate: Rate at which available homes are sold in a specific market during a
given time period.
Cap Rate (Capitalization Rate): Rate of return on real estate investment property.
NOI (Net Operating Income): Income from property after operating expenses.
ROI (Return on Investment): Measure of profitability of an investment.
GCI (Gross Commission Income): Total commission earned before splits and fees.
FSBO (For Sale By Owner): Property being sold without representation by a real estate
agent.
MLS (Multiple Listing Service): Database of properties for sale maintained by real estate
professionals.
IDX (Internet Data Exchange): System that allows real estate websites to display MLS
listings.
RPR  (Realtor  Property  Resource): NAR's  comprehensive  property  database  and
analytics platform.
Showing: Scheduled appointment to view a property.
Open House: Scheduled time when a property is available for viewing by any interested
buyers.
Pre-approval: Lender's preliminary approval of a buyer's loan application.
Pre-qualification: Lender's estimate of how much a buyer can afford to borrow.
Escrow: Process  where  neutral  third  party  holds  money  and  documents  during
transaction.
Title Search: Investigation of public records to determine legal ownership of property.

Compliance and Legal Terms
Fair Housing Act: Federal law prohibiting discrimination in housing.
Protected Classes: Groups protected from discrimination under Fair Housing Act (race,
color, religion, sex, national origin, familial status, disability).
MLS Rules: Regulations governing listing data, advertising content, and agent conduct
within local MLS systems.
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Disclosure  Requirements: Legal  obligations  to  inform  buyers/sellers  about  known
property issues or agent relationships.
Dual Agency: When agent represents both buyer and seller in same transaction.
Exclusive Agency: Agreement giving one agent exclusive right to sell property.
Relational  Database: Structured  way  of  storing  and  organizing  data  to  allow  easy
retrieval and analysis.
Data Privacy: Protection of personal information from unauthorized access or disclosure.

Marketing and Sales Terms
Sphere of Influence: Network of personal and professional contacts who could become
clients or referral sources.
Lead Generation: Process of attracting and converting strangers into prospects.
Conversion Rate: Percentage of leads who become clients.
Touchpoint: Any interaction between agent and prospect/client.
Lead Nurturing: Building relationships with prospects through multiple contacts over
time.
Pipeline: Series of stages prospects move through from lead to closing.
Buyer Persona: Fictional representation of ideal buyer based on research and data.
Value Proposition: Unique benefit or value agent provides to clients.
Call-to-Action  (CTA): Specific  instruction  in  marketing  content  prompting  immediate
response.
A/B Testing: Comparing two versions of marketing content to determine which performs
better.
Landing Page: Web page designed for specific marketing campaign with single focused
objective.
Retargeting: Advertising to people who previously interacted with your business.
Segmentation: Dividing audience into groups based on characteristics or behaviors.
Marketing  Automation: Using  software  to  automate  marketing  tasks  like  email
campaigns and social media posting.
Lead Scoring: Ranking leads based on likelihood to convert using predefined criteria.
Follow-up Sequence: Series of  planned contacts with prospect or client over specific
time period.
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Legal & Ethical Guardrails

Fair Housing Compliance

Protected Classes (Federal Level)
You CANNOT discriminate against:
- Race or color
- Religion 
- Sex or gender
- National origin
- Familial status (children under 18 or pregnant women)
- Disability or handicap

Additional Protected Classes (Varies by State)
Age (in some states)
Sexual orientation (in some states)
Gender identity (in some states)
Marital status (in some states)
Source of income (in some states)
Military status (in some states)

AI Prompt Compliance Guidelines
✅ ALWAYS DO:
- Use objective, factual property descriptions
- Focus on property features and amenities
- Include only verifiable information
- Use inclusive language that welcomes all buyers
- Comply with MLS content rules
- Provide equal service to all clients
❌ NEVER DO:
- Reference "good schools" (can be discriminatory)
- Mention neighborhood "character" or "type of people"
- Use age-specific language (young families, retirement community)
- Make assumptions about buyer finances or lifestyle
- Steer clients to or away from specific neighborhoods
- Use language that implies preference for protected classes

Fair Housing Compliant Language Examples
Instead of this (NON-COMPLIANT):

• 
• 
• 
• 
• 
• 
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"This beautiful neighborhood is perfect for young families with 

children"

Use this (COMPLIANT):

"This property is located in a family-friendly neighborhood with parks 

and recreation nearby"

Instead of this (NON-COMPLIANT):

"Quiet, established neighborhood with mature residents"

Use this (COMPLIANT):

"This established neighborhood offers mature landscaping and peaceful 

surroundings"

MLS Compliance Guidelines

Listing Description Requirements
Must Include:
- Factual property characteristics (bedrooms, bathrooms, square footage)
- Accurate location information
- Verifiable neighborhood features
- Compliant photography disclosure if enhanced/AI-generated
Cannot Include:
- Speculative or unverified claims
- Material misrepresentation
- Disparaging remarks about competitors
- References to protected classes
- Private seller information (if FSBO)

Photography and Media Compliance
AI-Generated or Enhanced Images:
- Must disclose when photos have been digitally enhanced
- Cannot misrepresent property condition
- Must reflect accurate representation of property
- Virtual staging must be disclosed
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Social Media Content:
- Follow same guidelines as MLS descriptions
- Include appropriate disclaimers when required
- Avoid making claims that could be misleading

Data Privacy and Security

Client Information Protection
Never Input Into Public AI Tools:
- Client names and contact information
- Financial information or credit details
- Property addresses of unlisted properties
- Confidential negotiation details
- Personal family information
Safe Practices:
- Use only approved company AI tools
- Remove personal identifiers from prompts
- Generalize specific details when possible
- Maintain client confidentiality always

Communication Privacy
Email and SMS Communications:
- Include unsubscribe options
- Honor opt-out requests immediately
- Secure transmission of sensitive information
- Limit automated messaging frequency

Ethical AI Usage Guidelines

Transparency and Disclosure
When to Disclose AI Use:
- Material client communications (contracts, presentations)
- Marketing content that could be mistaken for human-written
- Content that significantly impacts client decisions
How to Disclose:
- "Content created with AI assistance"
- "AI-generated property description"
- "Automated response - please call for immediate assistance"
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Accuracy and Verification
Always Verify:
- Property facts and measurements
- Market statistics and trends
- Comparable sales data
- Neighborhood information and amenities
Never Claim as Fact:
- Unverified property features
- Speculative market predictions
- Subjective neighborhood descriptions
- Performance guarantees

Legal Risk Management

Documentation Requirements
Maintain Records Of:
- All AI-assisted communications
- Review and approval processes
- Client consent for AI usage (if required)
- Disclosures made to clients
- Compliance training completed

Escalation Procedures
When to Consult Legal Counsel:
- Uncertainty about Fair Housing compliance
- Client complaints about AI usage
- MLS rule violations
- Data privacy concerns
- Contract language using AI assistance

Insurance Considerations
Review Coverage For:
- Errors and omissions insurance
- Cyber liability coverage
- Data breach protection
- Professional liability for AI-assisted work
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Compliance Checklist

Before Publishing AI-Generated Content
Content Review:
- [ ] No references to protected classes
- [ ] All claims are factual and verifiable
- [ ] MLS rules compliance checked
- [ ] Fair Housing guidelines followed
- [ ] Tone appropriate for target audience
- [ ] Contact information accurate
- [ ] Disclosures included where required
Legal Review (When Applicable):
- [ ] Broker approval for material content
- [ ] Compliance team review (high-value listings)
- [ ] Legal counsel consultation (if uncertain)
- [ ] Client disclosure documentation
- [ ] MLS rule verification

Monthly Compliance Audit
Process Review:
- [ ] AI usage logs reviewed
- [ ] Client feedback examined
- [ ] Disposal of outdated AI-generated content
- [ ] Updated training completed
- [ ] Policy updates communicated
- [ ] Technology security reviewed

Industry-Specific Guidelines

Luxury Market Considerations
Higher Standards:
- Enhanced verification requirements
- Increased disclosure obligations
- More detailed compliance documentation
- Premium service delivery standards
Client Expectations:
- Higher level of personalization required
- More sophisticated communication expected
- Enhanced privacy protections needed
- Premium pricing justified by value
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New Construction Considerations
Developer Relationships:
- Accurate representation of builder products
- Proper disclosure of builder incentives
- Fair handling of multiple client relationships
- Conflict of interest management
Buyer Representation:
- Objective advice despite builder relationships
- Clear explanation of builder incentives
- Protection of buyer interests in negotiations
- Transparent communication about alternatives

Training and Certification Requirements

Ongoing Education
Annual Requirements:
- Fair Housing law updates
- MLS rule changes and updates
- Technology platform training
- Ethics and compliance review
Documentation:
- Completion certificates maintained
- Training records updated
- Policy acknowledgments obtained
- Competency assessments completed

Agent Certification Programs
KW-Specific Training:
- Command platform certification
- KWIQ assistant training
- Market center policies and procedures
- Technology integration standards
External Training:
- NAR Ethics courses
- State continuing education
- Fair Housing training
- Industry technology updates
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Implementation Best Practices

Gradual AI Adoption
Phase 1: Basic Content
- Start with low-risk applications
- Focus on time-saving benefits
- Build confidence and skills
- Establish review processes
Phase 2: Client Communications
- Expand to client-facing materials
- Develop approval workflows
- Implement quality controls
- Monitor client feedback
Phase 3: Advanced Applications
- Complex analysis and reporting
- Predictive market insights
- Automated workflow integration
- Full operational integration

Success Metrics
Compliance Metrics:
- Zero Fair Housing violations
- 100% MLS rule compliance
- Zero client complaints about AI usage
- Complete documentation maintenance
Business Metrics:
- Time savings achieved
- Content quality improvements
- Client satisfaction maintained or improved
- Increased productivity and efficiency

Conclusion
This KW Agent Prompt Pack provides a comprehensive foundation for integrating AI into
your  real  estate  business  while  maintaining  compliance,  ethics,  and  professional
standards. Remember:

Start Simple: Begin with basic prompts and gradually expand usage
Always Review: Human oversight is essential for quality and compliance
Stay Compliant: Fair Housing and MLS rules must be followed at all times
Focus on Value: Use AI to enhance client service, not replace human relationships

1. 
2. 
3. 
4. 
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Keep Learning: Technology and regulations continue to evolve

Getting Started Today
Choose 3-5 prompts most relevant to your current business needs
Customize them with your specific information and voice
Test them with low-risk applications first
Track results and refine based on performance
Gradually expand usage as confidence and skills grow

Support Resources
KWIQ Assistant: Built-in help within Command platform
KW Training: Market center training programs and resources
Compliance Team: Your market center's compliance support
Legal Counsel: For complex questions and risk management
Professional Development: NAR and state association continuing education

Next Steps
Review this document thoroughly
Implement the orientation guidelines
Begin with the basic prompt categories
Establish your compliance review process
Start measuring results and optimizing

Remember:  AI  is  a  powerful  tool  that  enhances  your  expertise  and  efficiency,  but  it
cannot replace the human connection and professional judgment that makes real estate
relationships successful.
Success comes from using AI to amplify your strengths, not to replace your personal
touch.

Document Version 1.0 - November 2025
Created by: KW Agent AI Research Team
For questions or updates, contact your market center training department
Disclaimer: This document is for educational purposes and should be adapted to your
specific market conditions and legal requirements. Always consult with your broker and
legal counsel for compliance questions.
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