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Our MC for this afternoon's event

Adrienne Carlton



A Word from Our Sponsors
Moe Househ - Alberta Law
Wilson Wong - Cutco Knives
Dumitru Manic - Elledum Construction
Bryan Boyce - Pillar to Post
Jon Chin - JC Visuals



Moe Househ - Alberta Law

780-451-2959

info@albertalawoffice.ca

https://www.albertalawoffice.ca

https://www.albertalawoffice.ca


Wilson Wong - Cutco Knives

780-915-0982

wilsonwong.gp@gmail.com

https://www.cutcoclosinggifts.com/consultant/wilson-wong/



Dumitru Manic - Elledum Construction 

780-222-6037

elledumconstruction@gmail.com



Bryan Boyce - Pillar to Post

780-443-2366

bryan.boyce@pillartopost.com



Our Revenue Share Upline
from Houston, Texas

#1 Standard team at eXp for units 
sold and GCI in 2022

Jeff and Amanda Whitespeare



Our Focus Sessions for Today:

1. kvCORE Coaching - Aaron Farrell

2. Top Producer Panel - Tom Alison, David Lam, Brittany Primeau

3. Live & Interactive CMA: Best Practices - Joe Tolvay



Aaron Farrell - 
kvCORE CRM 

Training

Want to Learn More?

Contact Aaron and book a one 
on one KV core tutorial session!

780-819-3560

aaron.farrell@exprealty.com



Introduction

● Welcome to the kvCORE 
PowerPoint presentation

● Discover how to effectively 
generate leads, nurture cold 
internet leads into warm 
actionable leads, work active 
leads, close deals, and 
nurture closed clients for 
repeat and referral business



1. Lead Generation

● Free and paid ways to get leads
● Utilize existing sphere, post 

active listings or pre-set 
searches for specific property 
types or areas using Squeeze 
Pages, post market reports and 
seller "Home Valuation" Pages 
to capture lead information

● Paid options include Property 
Boost, Google PPC ads, Google 
Display Branded Targeting, and 
Concierge service



2. Nurturing a Cold 
Internet Lead into an 

Active Lead

● Use Smart Campaigns to build 
an automated lead nurturing 
system

● Examples of successful 
campaigns with little to no 
contact leading to a sale

● Set up long-term nurture 
campaigns to keep in touch with 
potential clients



3. Working an 
Active Lead

● Use Search Alerts to help 
find properties for clients

● Behavioral Alerts send 
messages automatically 
based on lead status

● Never worry about losing 
clients during busy seasons



4. Closing a Deal

● Automate follow-up emails 
using templates within 
kvCORE

● Schedule emails or texts to 
go out after a certain number 
of days for reminders

● Attach a lead to a listing and 
automate weekly email 
updates on activity



5. Nurturing a 
Closed Client for 

Repeat and Referral 
Business

● Set market updates for new 
community

● Program automated birthday 
and anniversary emails/texts

● Use hashtags to sort contacts 
and send newsletters, 
invitations to events, holiday 
wishes, etc.

● Track analytics in Business 
Analytics section of CRM



Conclusion

● With kvCORE, real estate agents 
can streamline their business 
processes

● Effectively generate and nurture 
leads, work active leads, close 
deals, and nurture closed 
clients for repeat and referral 
business

WANT THE CHEAT SHEET?



COFFEE TIME…

We will resume in 15 mins



Production Panel

Tom Allison David Lam Brittany Primeau



Live & Interactive “How-To” CMA

“Not Your Average Joe”

Joe 
Tolvay



CMA Activity

★ Split into 4 Groups - Andy, Drew, Dan and David.
★ Each leader will ask each individual in the group 

what values are attributed to specific features.
★ What you believe that number should be, write on 

the post-it!
★ Together as a group you will arrive at what you 

think the house should sell for.
★ Come up with the value together!



Thank You to our Sponsors

Jon Chin - JC Visuals - Videography/Photography/RMS

Moe Househ - Alberta Law OfficeBryan Boyce - Pillar to Post

Wilson Wong - Cutco KnivesDumitru Manic - Elledum Construction


