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SELL MORE

LIVE MORE
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Why is it that some agents seem to have
business literally falling in their laps,
while others are constantly struggling to get
their next lead?



Use this targeted strategy to replace complex,
expensive, and inconsistent lead generation,
or be stuck fighting for scraps, having no
predictability, and making little or no profit.






This is Ferdinand.






Ferdinand enjoyed his life...






... but he was lonely.
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meet someone
get them to like him
start a relationship
gain trust in each other
have freedom and happiness
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find out where the target hangs out
go there at the right time
approach target
ask questions to learn about the target
follow up, follow up, follow up
ask for the appointment






Whal tesy,dimand Did

build trust
keep commitments
spend quality time
advance relationship






We already know how to build great
relationships.



We can Qage

Freedom AND profit.
Clients calling US.
Minimal ad spend.

Massive profit.

Predictable business.

© All materials are copyright 2019 - Sara Kalke and the Sell More Live More Academy. and cannot be replicated, reproduced, taught from, or otherwise used without the express written permission of Sara Kalke



Use the same techniques used by the best
marketers in the world to attract your
business to you.

@ All materials are copyright 2019 - Sara Kalke and the Sell More Live More Academy. and cannot be replicated. reproduced. taught from. or otherwise used without the express written permission of Sara Kalke






iI'm sara kalke

Top 40 Real Estate Influencers of 2020
#1 Individual RE/MAX agent in Edmonton
RE/MAX Canada top 100

100+ homes/year as an individual agent
coach at Key Real Estate Coaching

mom, adventurer, entrepreneur

founder of badass women in real estate

@ @sarakalke
@sellmorelivemore




@sarakalke
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traditional real estate
marketing has some

e leng LEgles




being all things
to all people

all the time...




/f Don’t Get a Divorce...
Just Get a Bigger House

hris Clarke

The Real Estate Guy

416.462. 1EE-E! chr.;sclarketeam com



Mr Sell Team
L January 7 at 11:51pm - &

WANT TO WIN $100 CASH? - Tag the buyer in this video. If they
purchase the property you receive the cash at settlement.

NEW LISTING ALERT - 2 Heritage Drive, Wellington Point - Huge block,
family estate, jacuzzi, shed - this family home has everything buyers!
Josh Sherwood

.- w041 2% F] 5] 0 ix

2.9K Views



Buying or
Selling a

Home?

#®\ Mike Jones
o Your Real Estate Agent

Cell: .

Office: BC : ol Mike helped ws find and buy our home, He way very thovough and
Ermnail: markicemail.com | professional througheus the entire proces. Would reconmmend!

— Lindtay H.
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did you ever feel like you
weren't good enough?




This leaves our industry using generic "one
size fits all" messaging, which doesn't stick,
risks annoying the consumer, and leaves
agents spending more and more money, not
truly connecting with anyone.



Things That Annoy

1) canned language
2) cliches or "humble brags"

3) manipulation
4) being fake

@sarakalke
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Most agents struggle with marketing because they:

don't understand the basics of marketing

use a message with a "one-size-fits-all" message

use language, staging, and marketing that doesn't resonate with their audience
are using outdated copywriting patterns - dated questions or NLP

are overwhelmed by what marketing is

haven't been taught how to speak to the consumer

don't have a specific strategy for who they want to work with

are shooting for the same target as everyone else



every conversation is a

nwarlicling conperysalion

LIVE TRAINING
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Stop the overwhelm,
stop using dated and unfocused marketing,
stop wasting money,
and start seeing real results!



Use the same techniques used by the best
marketers in the world to attract your
business to you.



| studied, read, met, and
learned from the best
marketers in the world.

@sarakalke



Brandon Burchard

Rachel Hollis
Jon Cheplak
Donald Miller
Karen X
James Wedmore
Jasmine Star
Neil Patel
Donald Miller
Digital Marketer
ndy Stanley
Robert Cialdini
Ray Edwards
Simon Sinek
Ryan Levesque

@sarakalke



hlgh proflt = hlgh human
needs being met

| Brandon Burchard

@sarakalke
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every conversation is a

mw@mwg cengey §alivn

LIVE TRAINING
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avatar
marketing

@sarakalke




everyone wants to buy
no one wants to be sold




be the guide
not the hero

talk about what
your customers
care about

@sarakalke



how do you trust

gx&m/f/& Vi /6?

LIVE TRAINING

© All materials are copyright 2019 - Sara Kalke and the Sell More Live More Academy. and cannot be replicated, reproduced, taught from. or otherwise used without the exprass written permission of Sara Kalke Wil f.! Sara Hﬂl’kﬁ'
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find out where the target hangs out
go there at the right time
approach target
ask questions to learn about the target
follow up, follow up, follow up
ask for the appointment



6 Ways How to Make People
LL@G/ %w

1. Become genuinely interested in other people

2. Smile

3. Remember that a person's name is, to that person, the
sweetest and most important sound in any language

4. Be a good listener

5. Talk in terms of the other person's interest
6. Make the other person feel important - and do it sincerely

- Dale Carnegie, How to Win Friends and Influence People

LIVE TRAINING

© All materials are copyright 2019 - Sara Kalke and the Sell More Live More Academy, and cannot be replicated, reproduced, taught from, or otherwise used without the express written permission of Sara Kalke @1 th Sﬂ ra Hﬂlk 4



how well you know client is how much they will

Tyugl yeu

LIVE TRAINING
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how much your client trusts you is how much

@V&&cg&m Q/n/[/cg f)ﬂ,/&@if

you will have

LIVE TRAINING

@ All materials are copyright 2019 - Sara Kalke and the Sell More Live More Academy, and cannot be replicated, reproduced, taught from, or otherwise used without the express written permission of Sara Kalke @ Itk Sa ra Hﬂ Ike
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Are there people you're a natural fit with?

Are there people you are NOT a natural fit with?

Are there types of clients who, even though you get along at the

beginning, never seem to work out in the end?

LIVE TRAINING

- v
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YOUR IDEAL CLIENT 'AVATAR’

WHO ARE YOUR FAVOURITE PEOPLE TO WORK WITH?

BUYERS / SELLERS

FIRST TIME BUYERS

FIRST TIME SELLERS

SECOND HOME BUY AND SELL

INVESTORS

NEW HOME BUYERS

MOVE-UP BUY AND SELL

EMPTY NESTERS

SENIOR CITIZENS

NEW BUILDERS

HOME FLIPPERS

OTHER:



FIND YOUR HAMSTER WHEEL

WHAT ACTUALLY SELLS?

WHAT PRICE POINT HAS THE GREATEST CHANCE OF SELLING? WORST?
WHAT TYPE OF HOME IS THE HARDEST TO SELL? EASIEST?

WHAT TYPE OF BUYER IS EASY TO WORK WITH? HARD TO WORK WITH?
WHAT TYPE OF PROPERTY IS EASY FOR YOU TO SELL? HARD TO SELL?

WHAT KIND OF HOME DO YOU LOVE SELLING? HATE SELLING?



RUNNING A BUSINESS

METRICS TO CONSIDER:

ABSORPTION RATES - HOW MANY PROPERTIES SELL VERSUS HOW MANY ARE FOR SALE

EXAMPLE: 20 ACTIVE CHARACTER HOMES LISTED IN SEPTEMBER

5 SALES OF CHARACTER HOMES IN SEPTEMBER
5/20 = 25% ABSORPTION RATE, OR 1IN 4 CHANCE OF SELLING

OR, IF YOU WANT TO SELL 5 HOMES, YOU NEEDED 20 LISTINGS

I
[ =

DAYS ON MARKET - MARKET AVERAGE VERSUS NICHE AVERAGE

TOTAL INVESTMENT - WHICH TYPE OF LISTING IS MOST PROFITABLE? MOST EXPENSIVE?



Alberta Months of Supply and Price Changes

14

12

10

q

2007 2008
s Months of Inventory

N

2014 2016 2016 2017
w Y Price Change

2009 2010 2091 2092 2013
=== Trended Months of Inventory

[

2018

50%

- 40%

- 30%

- 20%

- 10%

- 0%

- =10%

-20%

2019

Source: CREA






EXAMPLE #1 - FIRST TIME BUYER

How old are they? 18-30

What are their greatest desires? Safety, a good investment, instagram worthy

What are their greatest fears? Missing out, not safe (women), losing money, hassle
What keeps them awake at night? Will their parents and friends approve?

What do they look forward to? Acknowledgement, having fun, dinner parties

What to they eat? Organic when possible, "to go" food, starbucks, restaurants
Where do they go for fun? Dinner, walks with the dog, travel, shopping, music

What do they dislike? Overwhelm, too many options, being sold, slow progress

What do they define themselves by? Instagram, friends, fun, status






EXAMPLE #2 - EMPTY NESTER

How old are they? 55-75

What

What

-
=
=r
o
—t

What

are their greatest desires? Living their dreams, comfort, convenience

are their greatest fears? Change, safety, privacy, a place for their precious "stuff"

kLanme +tham auwuialra a4 n:ﬂ "] Will #h v hoawun anmairmbh oA A 1 + l\r mh ratiraman
ARCCUOS LINEIN avwanrt at hryint 'l"l'llll. 1 L
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do they look forward to? Retirement, grandkids, legacy, travel, time with friends

What to they eat? Home cooked meals, routine planned dinners, deep freeze food

Where do they go for fun? Home, dinner parties at friends' houses, concerts/games

What

What

do they dislike? Change, feeling like they don't have control, lack of respect

do they define themselves by? Independence, confidence, success, wisdom



TALK ABOUT WHAT THEY ARE THINKING ABOUT

FIRST TIME BUYERS:

TALK ABOUT WHAT THEY DON'T WANT TO MISS OUT ON
SHOPPING, MAKE-UP, LOCAL
INVESTMENT OPPORTUNITIES, WHAT HAPPENS IF THEY DON'T BUY
SIMPLIFY THE PROCESS

EMPTY NESTERS:
TALK ABOUT THEIR SUCCESS, THEIR HOBBIES, THEIR LEGACY
LISTEN TO WHAT THEY HAVE TO SAY
ALWAYS RESPECT THEIR EXPERIENCE

MAKE IT THEIR IDEA



Remember the three golden rules of
1. Bring more value than you cost

2. Do unto your customers as you would want done unto yourself

3. You must give before you can receive.

LIVE TRAINING

@ All materials are copyright 2019 - Sara Kalke and the Sell More Live More Academy, and cannot be replicated, reproduced, taught from, or otherwise used without the express written permission of Sara Kalke @l fh Sﬂ ra R—ﬂ b’fe



The three secrets:

1. Understand your customer (better than they understand themselves)
2. Effective communication creates imbalance (imbalance creates action)

3. Solve your customer's problem (before they know they have a problem)

LIVE TRAINING

@ All materials are copyright 2019 - Sara Kalke and the Sell More Live More Academy, and cannot be replicated, reproduced, taught from, or otherwise used without the express written permission of Sara Kalke o1 tk Sa ra R a b{f 4
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engaging with?

LIVE TRAINING

@ All materials are copyright 2019 - Sara Kalke and the Sell More Live More Academy, and cannot be replicated, reproduced, taught from, or otherwise used without the express written permission of Sara Kalke Wl fh Sﬂ ra Hﬁ!k 4



telling stories
being real
being yourse
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LIVE TRAINING
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LIFESTYLE

BLOG

MNEIGHEOURHODODS

HOMES

STORIES COMNTACT
FOOD '
Bar Bricco £
Downtown 0]

A 30-seat establishment modeled after eateries in Italy known
as "spuntini bars" where patrons enjoy tapas and a couple of — 1|
glasses of wine. Not a dinner spot, Bar Bricco is a place to

unwind after work or finish off an evening out. =t




LIFESTYLE

Changes in Walkable
Edmonton

Munroe

-
W

MNEIGHBOURHOODS STORIES COMNTACT

Blog

We're exploring things to do and see in Edmonton.

Walkable Nature | Red
Squirrel

Zine Library

5 Minute Walk | Greasy
Spoon-Music-Reads-
Craft

Walk to plants




Recently

Changes in Walkable
Edmonton

Walkable Nature | Red
Squirrel

Henry

5 Minute Walk | Greasy
Spoon-Music-Reads-Craft

Munroe

Changes in Walkable Edmonton

Lots is changing in Spring 2019

FUN SHOPS FOOD

\@/ F"
O M| e

TWO LOCALLY-OWNED (+ LOVED) SHOPS
ARE ON THE MOVE
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April 21 at Gpm
Triffo Theatre {MacEwan University)

', Legendary hip hop arfist and activist, Yasiin Bay
i - {formeary known as Mos Def) shares inan
a inspiring conversation about his journey fram
2 Brooklyn to Paris to Cape Town and learning
I what it means to find an authentic voice ina
& e crowd of echoes.

WHAT'S HAPPENING IN WALKABLE EDMONTON s255275

Place.
@ @ . Queen Alexandra neighbourhood

Events.

Across neighbourhoods

April 17 at Spm
Wonderdand Gameas

Join Wonderdand Gamas (formeddy Happy
Harbour Comics) artisk-in-residence Courineay
Loberg as she launches her new graphic novel,
My favowrite girl that | never see.

Courtney Loberg will be discussing and reading
from her new book, with a special guest &k by
local comic artist Catherine Dubois.

L
April 18 at 2-5pm
John + Maggie Mitchell Art Gallary

Interested in publishing as an artistic practica?
Coma by the Mitchall Art Gallary to learn about
zinas and how to make your awn.

This workshop will be led by a graduating Fine
Art student as part of the Fine Art Grad Show.

It's frae.




Live in Queen Mary Park...

¢
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FooD PARKS FAMILY SHOPS HOMES + DOUGHNUT PARTY

Nov WE Q) Doughnut Party
24 Walkable Edmonton

Sara Kalke,
Edmonton REALTOR®
" Going =
Saturday, November 24, 2018 at 12 PM - 2 PM
Doughnut Party Show Map

55 Went - 557 Interested See All
:ﬂ . ﬁ‘ .

B0 @- o e @
o <o oW WS o Vo Wo @&

Sarah, Lisa and 3 other friends went

Details

Join Walkable Edmonton for a Doughnut Party!

Everyone who walks into the Queen Mary Park bakery gets a FREE,
delicious Birthday Cake doughnut when they visit on Saturday, November
24 at noon-2pm.

***x+*|t's the Birthday Cake Doughnut!*=****=
It's vegan!

Limit of one doughnut per person - while supplies last!
- 1008 donated by Walkable Edmanton
- 1008 donated by Doughnut Party

Walkable Edmanton is curated bv Sara Kalke. Edmonton REALTOR®,

See More =

Food Kid Friendly



Invite to Like Walkable Edmonton
Allss @as Q7

Peggy Jankovic
2 mutual friends

Kelly Margarine
1 mutual friend

Graham Stuart Bell
4 mutual friends

Antoine Palmer
30 mutual friends

Zabrina Mecham
1 mutual friend

Chris Corrigan
13 mutual friends

Cynthia Strawson




Minimalism
Edmonton

m Closed Group

About

Discussion
Members

Events

Videos

Photos

Files

Group Insights
Recommendations

Manage Group

Ll

Shortcuts

% Minimalism Edmenton

=« YEG Real Estate News

N T T

st shared CBC News's video

~t 47 = 4 -
atl l£-44am

This video will make you feel good about our clothing swap tomorrow!! @
Thank you so much for our volunteers who are helping out with the swap!
So grateful that we have Ritchie Community League stepping in to put
this together.

And thank you to our sponsors (Walkable Edmonton and Sara Kalke).

(]

BILLION POUNDS OF
TEXTILES ARE SENT

TO LANDFILLS
EVERY YEAR

Elizabeth Cline, verdressed:
The Shockingly High Cost
of Chaap Fashiem

CEBC News

January £s at

S T [ g P
# | e
S e i

You might feel good about donating your old clothes, but nobody actually needs
them.

Dhart »f the mreabllams i Faof Fachimnm anAd avearte covr tha caliitiam (o £ Eodtam



FEBRUARY:

PCLOTHING SWAP

E2 Clothing Swap

22 Public - Hosted by Sara Kalke, Edmonton REALTOR® & - 1
co-host pending [?]

% Interested ' Going # Share «

Feb22at5PM-Feb 23 at5 PM

Forest Terrace nghts Community

10150 B0 Street NW, Edmonton, Alberta T6A 3HE

Q Show Map

o Hasted bz,f Sara Kalke Ed monton REALTOR®

splias withi

Message Host



every conversation is a

() - —~-7
m/qjﬁ/%e/bwl/g Covp-€5 Sallovy,

LIVE TRAINING
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What does your marketing say about you?
O‘JV af € g&w--.-

- unique - unprofessional

- trustworthy - not trust-worthy

- knowledgeable - spammy or generic

- the go-to source - hard to get ahold of

- relatable - not proven (no reviews)
- authentic - fake or self-involved

- professional

© All materials are copyright 2019 - Sara Kalke and the Sell More Live More Academy. and cannot be replicated. reproduced. taught from. or otherwise used without the express written permission of Sara Kalke @sarakalke



REAL ESTATE

Segtr EVEN THE WORLD'S
bs SMARTES AL
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Real Estate Ads: Top 37 Examples of ... Real Estate Ads: Top 37 Examp...

TIIIIIIII‘I! llf selling?

19 e g, e g ——

4 Don’t Get a Divorce...
Just Get a Bigger House

Chris Clarke

The Real Estate Guy

WANT TO SELL
PO HSEIE?

Vs Wsal

SEART 1% & PREE EVALIATCH o 154 AT
* 1% irirg crry

PR —

416.462.1888 chrisclarketeam.com

949) l'-."'l- A50H

funniest real estate agent ads in Toronto Sample Realtor Ads — Advertise Your Loans Ad for a Realtor With ...

JANE HARRIS
Want to learn more? JUR BE

FREE Webinar (Upcoming dates) >>

Your focal real
estate expert for
Durham, NC

| (919) 555.5555 |
m Smith Williams Realty

Adwery - Ade by 7in code

Facebook Ads for
Realtors

SIGN UP TODAY!

="

Effartive Real Ezstata Facabonk Ades Earebonok Ade For Raal Estata: 10 Killer

Facebook Ads For Real Estate: 10 Kil...

l.ll.lerﬂ(i.a:rnet'u’ale_npI com

Raal Estate advertizing ouzzl

| i ity gty Hate. Althimty ek £f mvmn

Ity g PO LR R W T

I E— e

WHAT'S YOUR
HOME REALLY WORTH?

1B

! -<IFH'|‘| |rl| -ut\-um

. _—r v iy
e et T 4 1 P gy o v

e Ll

. - > St

Real Estate Ads: Top 37 Exa...

LOOKING 1
[ YyTTp—
Call ko Avun Paswnl

waak in the D) Dennes Brand

Hiralty, LLE

Real-Estate A

realtor advartici






8 ESSENTIAL POSTS
YOU MUST HAVE IN YOUR

SARA KALKE | KEY REAL ESTATE COACHING
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what is the one thing | left my fai - ' today for?




profit.



® @
rission:

- bring more value than | cost
r




real estate
S sources of profit

1) COMPLETING current business
2) LEVERAGING current business
3) Sphere of influence

4) Industry referrals

5) Strangers

97%

80%

30%

10%

3%

@sarakalke



Saira Karmali reviewed Sara Kalke, Edmonton REALTOR®E — & |I| e
October 30, 2018 - &

Sara is not only the best realtor, she's an amazing human. | met Sara during the
most devastating time of my life, the sudden loss of my father. Sara made the
selling of my dad's properties so seamless at a time | was coming undone. |
highly recommend Sara for not only her work and dedication to her clients but
for who she is as a person. | will always think of Sara as my “silver lining”.

0 Sara Kalke, Edmonton REALTOR® 1 Comment

© Love () comment £ Share -

1% sara Kalke, Edmonton REALTOR® Thank you Saira W
Like - Reply - Commented on by Sara Kalke [?] - 12w

{3y | Write a comment... © @ 2

H Jane Darragh ﬂ recommends Sara Kalke, Edmonton REALTOR®, |I| v
by October 27, 2018 - &Y

We instructed Sara to help us sell our house and she did a great job. | knew we
had chosen the right realtor when she showed up for our first appointment with
a binder full of information to help us in the sale, She answered every guestion
we had and was quick to respond when we contacted her. Sara's assistant
Joanna kept us well informed of viewings and, again, she was guick to respond
to any contact from us. We had an offer on our house within days of listing it!
Would not hesitate to recommend Sara to anyone needing a realtor.



ke Liked ~ | 3 Following = | # Share

1‘:' Sara Kalke, Edmonton REALTOR® nan
« Published by Sara Kalke 171 - April 18 at 10:32 PM - &

There is one individual agent selling primarily Edmonton homes who
ranks ahead of me in the year to date statistics for RE/MAX,

He sells only foreclosures.
We know 2012 will be different from any other year in Edmonton real
Sara Kalke, estate.

Edmonton It’s the & year mark from our last high point for prices, and a lot of
people just can't hang on.

REALTOR® & , , | ,
Winning in 2019 takes a different kind of strategy... and a different kind
@sarakalkerealtor
of perseverance.
Home | was talking with some home sellers today about what | love about
selling real estate. Two of my biggest loves are being creative and
Posts being competitive.
Reviews Sure, anyone can put a few photos up online these days.

But in 2019, there’s a secret sauce of getting houses to SELL, of

HAnENYIaanE Naih el winning over all that competition...

About ... that's why | learn outside the industry. That's why | work with the
; hest coaches, the best innovators, and NEVER stop learning and
Services . :
upping my creative game.
Photos The stats help me along for sure, as I'm a neurotically competitive
= human heing. But I'm competitive for my clients, | love winning for
Videos
THEM.
Events & win is a new home,
Shop A win is moving on,
i A win is relief,
Community Pty 4 ST
win is hope for new days to come.
Jok . o ﬂn Michalle Yea, Dawn Kalley and 125 others 13 Commeants
o So the stats DO matter because they mean that my clients are winning.
Hintas Winning is important.
| love winning for my clients, | love selling houses in Edmanton, and I'm
Info and Ads

going to keep at it, big or small, buyer or seller, one conversation at a
time. ¥

m I'm here for you Edmonton. & ¥



MY STORY (PERSONAL PAGE) - 235 LIKES, 24 COMMENTS

| % Sara Kalke LD
o« October 18at 927 PM- Q@ ~

Being a realtor can feel like being on a roller coaster. 72

Some days are awesome... everything goes smoothly, offers come in, the
phone rings and past clients send their family and friends my way. @

Some days are tough... ask any agent and they'll tell you the same stories...

| have been yelled at, fired, nearly robbed (by a buyer who only booked a
showing to scope out my jewelry...), dropped after a massive amount of
work for a "slightly better deal”, I've had financing fall through, agents bad
mouth me behind my back, and all manner of variation on the above....

| can count more than a dozen times this year that | could have chosen to
sue or report someone for some saort of sketchy behaviour.... and those
days make us all wonder why we do this job.

But then | remember... it's the days like today that count. @

A tough townhome sale came together because a veteran agent on the
buyer’s side wouldn’t give up on his client’s conditions. He worked tirelessly,
going to different lenders until the sale was done.

My clients were loyal and kind and reasonable. They said thank you for my
work even when | was giving them bad news.

| remember that even though life is sometimes tough, there are truly
awesome people out there.

So thank you to all of the kind, loyal, honest and ethical professional
clients out there. You are noticed and you are valued.

Thank you. ., @ gy Like [ comment & Share

Copyright 2019 SARA KALKE, KEY REAL ESTATE COACHING. All rights reserved. do not duplicate, distribute, train from or create derivative works without expressed written permission from the auther.



MY STORY (PERSONAL PAGE) - 453 LIKES, 197 COMMENTS

Sara Kalke e
November 22 at 749 PM - Q «

The latest statistics came out today....

... and | can barely believe it.

I'm the #1 Individual Agent for RE/MAX Edmonton offices year to date.
&

#13 in Western Canada and just a few spaces above some agents | have
locked up to since | was a wee receptionist answering the phone at my
summer job at RE/MAX.

It's like Christmas in November. &
This year was anything but easy...

The local economy was a big challenge, with chances of selling condos and
houses hovering from 3-15%, and cumulative days on market being 70-120
days....

... 0 it really feels like a miracle sometimes when places sell.

It took a lot of strategy, perseverance, and sometimes straight up willpower
to make the sales happen... 113 year-to-date to close in 2019.

My staff of course really stepped up this year, along with my awesome
colleagues who helped out if | was giving a talk or teaching a course.
MASSIVE thank you to Ferdinand, Joanna, Sarah, Sarah and Jad . ¢"

I’'m so excited to share my entire playbook that got me here next week - the
strategies | have used, the lessons | have learned, what | love now, and the
path forward from here.

Shoot me a message if you're interested and I'll send you the link to sign up
for my business planning webinar.

Most importantly, seriously THANK YQU to each and every one of you for
supporting me, sending me your clients, your friends, your family, and
trusting me to get the job done. #

OO caral-Anne Schneider, Brittney Pino and 451 others 197 Comments

{C} Like D Comment p{) Share

View previous comments 4 of 138

Marisela Harper Yay!!
Love - Reply - 14h 01

Love - Reply - 14h L

Bic Nguyen DeCaro Congratulations, Sarall Such an inspiration!!

. Michelle Jones Well deserved Accomplishment. Congrats Sara!

Love - Reply - 14h o 1
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you are a badass.









every conversation is a

warlicling congeysalion

LIVE TRAINING

' & -4 Y ”
& All materials are copyright 2019 - Sara Kalke and the Sell More Live More Academy. and cannet be replicated, reproduced, taught from. or atherwise used without the express written permission of Sara Kalke i I:h Sara h a l-[arf e



make it a conversation
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