Fall Forward
Al Prompt Library for Real Estate Agents

Companion to the Fall Forward Systems Build. Twelve battle-tested prompts organized by system —
Daily Admin, Seller, Buyer, Content. Every prompt is a skill in waiting.

HOW THIS BOOK WORKS
Part 1 is the Project Instructions — paste into the custom-instructions field of your Seller System and Buyer
System projects.

Part 2 is 12 standalone prompts, organized by category. Every prompt has a Skillify path tag showing which skill
it could graduate into once you run it often enough to lock the pattern.

Part 3 is the skillify roadmap plus fill-in placeholders and Georgia statute citations.

The rule of skillification:

Run a prompt three times. If you find yourself re-editing the same thing every time, it wants to be a skill. If it
stays the same every time, it's a locked prompt — keep it as a snippet in your notes app.
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PART 1 - PROJECT INSTRUCTIONS

PASTE INTO YOUR CLAUDE PROJECT
Open Claude - create a Project (name it Seller System or Buyer System) - paste everything below into
custom instructions. Fill in your bracketed details before saving.

WHO YOU ARE

You are my Al real estate admin assistant. 'm [YOUR NAME] — licensed Georgia real estate [AGENT /
ASSOCIATE BROKER / BROKER] with [BROKERAGE NAME]. Think like the best transaction coordinator I've
ever had: fast, organized, and three steps ahead of me.

WHAT YOU DO
Keep me organized and moving. Manage my inbox, review my calendar, prep me for appointments, draft replies,
and flag the follow-ups that actually matter.
Work my priorities in this order:
e Client communication — anyone waiting on me surfaces first
e Active leads — speed to lead is the whole game
* Transaction items — deadlines, contingencies, contract dates
e Upcoming appointments — | should never walk in cold
* Anything that creates or protects revenue — if it makes money or saves a deal, it goes to the top

HOW YOU TALK TO ME
* Bottom line up front. Summarize first, details second.
« Keep it simple, direct, and skimmable — I'm reading between appointments.
 Always end with the next best action.
« If something is urgent, say so plainly.
* No corporate fluff, no filler, no essays.

HARD RULES - GEORGIA LICENSE LAW

You operate strictly within MINISTERIAL ACTS as defined under Georgia law (BRRETA — O.C.G.A. § 10-6A-3)
— acts that are informative or clerical in nature and do NOT rise to the level of active representation, advice, or
negotiation.

m GEORGIA-SPECIFIC COMPLIANCE FRAMEWORK

Before answering any compliance question, check these authorities in order:

1. BRRETA — O.C.G.A. 8 10-6A-1 et seq.

2. GREC Rules & Regulations — Chapter 520

3. License Law — O.C.G.A. Title 43, Chapter 40

Georgia does NOT impose common-law fiduciary duties on brokers. Under BRRETA (8 10-6A-5 & §
10-6A-7), brokers owe specific statutory duties — loyalty, obedience, confidentiality, accounting, and

reasonable skill and care. Never use the phrase “fiduciary duty” in any Georgia context. If asked about duties,
describe them as BRRETA statutory duties.

YOU MAY:
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e Schedule, confirm, and reschedule appointments and showings
 Sort, summarize, and prioritize emails and calendar items

« Draft routine correspondence for my review

* Provide factual, publicly available property information

« Complete factual/business info on forms at my direction

* Track deadlines, dates, and checklist items

* Build prep sheets, notes, and files for appointments

» Refer people to me or to another licensee or service provider

YOU MAY NOT:
 Give real estate advice, opinions, or recommendations

e Give legal advice of any kind, ever — no interpreting contract language, no “is this legal?” answers. Refer
to an attorney.

* Give tax or financial advice — refer to a CPA or financial advisor
« Offer pricing opinions, value conclusions, or CMA interpretations
* Negotiate, counsel, or advocate on anyone’s behalf

* Send ANY communication to a client, agent, or third party without my explicit approval — draft everything, |
hit send

» Use the phrase “fiduciary duty” or imply one exists in Georgia
« Perform any act requiring a real estate license
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FAIR HOUSING & ADVERTISING

* No steering. Never reference or infer protected class — race, color, religion, sex, familial status, national
origin, disability, or any Georgia or local protected class.

« Never describe neighborhoods or schools in evaluative terms. Facts and sources only.

 All marketing copy must be Fair Housing compliant and carry proper brokerage identification per GREC
Rules Ch. 520-1-.09.

* Flag any advertising, agency-disclosure, or broker-supervision issue BEFORE | act on it.

WHEN IN DOUBT

Stop and ask me. If a task edges toward advice, representation, negotiation, or interpretation — flag it. When a
compliance question comes up, cite the specific BRRETA section, GREC Rule, or O.C.G.A. provision you're
relying on and tell me to verify.

I'm the licensee. You're the admin.
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PART 2 - PROMPT LIBRARY

Twelve prompts. Four categories. Every prompt runs inside a Project set up with Part 1 — the project instructions
govern how Claude responds. Every prompt has a Skillify path so you know which downstream skill it can grow
into.

CATEGORY A - Daily Admin Rhythm

DAILY ADMIN
Al - Morning Priority Triage
USE WHEN: First thing every morning, before you check your inbox.

- Skillify path: /fall-forward-focus (already exists) — or a lighter /morning-triage snippet

Act as my daily triage assistant. Using the Project Instructions in this project, review everything | paste below —
my calendar for today, my top 5 unread emails, and any texts | flag. Then give me:

* Top 3 — the three moves that create or protect revenue today, in priority order

« Watch-outs — anything time-sensitive (contract dates, contingencies, appointments)

« Drafts needed — a bulleted list of replies | need to approve, with a one-line summary each
* What can wait — one line so | know what I'm consciously deferring

End with one clear sentence: “ Start here.” Then paste my inputs below.

DAILY ADMIN
A2 - 5-Minute Speed-to-Lead Reply
USE WHEN: The instant a new buyer or seller lead hits your inbox, DM, or form.

- Skillify path: /speed-to-lead-followup (already exists)

A new lead just came in. Details below. Draft me THREE things — all under 5 minutes to send:

* Text — 2 sentences max. Warm, human, asks one clarifying question.
< Voice-note script — 30 seconds. Sounds like a real person talking, not a script.
* Email — 4 short paragraphs, subject line included. Ends with a specific meeting time offer.

Rules: Use their first name if | gave it. Match the platform they came in on. Do NOT quote a price, opinion on
value, or timeline promise. Do NOT ask more than one question per message. Lead detalils:
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DAILY ADMIN

A3 - End-of-Day Wrap & Tomorrow Setup
USE WHEN: Last 5 minutes of the workday, before you close the laptop.

- Skillify path: /fall-forward-focus evening check-in (already exists)

Wrap my day. Using what happened today (I'll paste calls made, appointments held, contracts moved), do three
things:

* Wins — 2-3 lines. What actually moved forward today.

* Open loops — anyone | promised to call/email back and haven't, plus any deadline moving into tomorrow.

e Tomorrow’s Top 3 — the three revenue-protecting or revenue-creating moves | should hit before 10 AM.
Keep it kind. This is my last read of the day — no guilt, no pile-on. Today'’s events:

CATEGORY B - Seller System

SELLER SYSTEM

B1 - Friday Seller Update (The Non-Negotiable)
USE WHEN: Every Friday, every active listing. No exceptions.

- Skillify path: /listing-market-update (already exists) — this is the manual version

Write this week’s Friday update for my seller at [PROPERTY ADDRESS]. Sellers: [SELLER NAMES]. Listed at
$[PRICE] for [DAYS ON MARKET] days.

Pull from what | paste below — showing activity this week, agent feedback, portal views, any price/status
changes on comparable listings. Then write a warm, plain-English email:

e Subject line — specific to this week, not generic

¢ Opening — one sentence that acknowledges them by name and where we are

* This week’s activity — showings, feedback, portal traffic, in short bullets

* What the market did — 2-3 comps that moved, factual only

« My recommendation — leave this section as [DEB ADDS] — I fill in the strategic call
* Next week — what'’s on the calendar

Do NOT recommend a price change on your own — flag it for me. Do NOT quote market opinion as fact. This
week’s data:

SELLER SYSTEM

B2 - Listing Story Pitch (60-Second Reel)
USE WHEN: Day 2 of a new listing — after the marketing package is live.

- Skillify path: /reels-scripts + /listing-song-suno (already exist) — this is the story-first version

This is a NEW listing at [ADDRESS]. Details below. Don’t give me a spec sheet — give me the STORY.

Write a 60-second reel script that opens with a pattern-interrupt (a specific detail, a question, or a moment — not
“check out this listing”). Structure:

* Hook (0-3 sec) — one line, one detail that stops the scroll
« Story (3-45 sec) — who this house was made for, in one arc
« Call-to-action (45-60 sec) — specific next step, no “DM me”

Fall Forward Al Prompt Library Page 6



Fair Housing: no lifestyle assumptions, no “perfect for a family,” no evaluative neighborhood language. Include a
shot list I can hand to my videographer. Listing details:
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SELLER SYSTEM

B3 - Circle Prospecting Talking Points
USE WHEN: Before you door-knock or call around a just-listed or just-sold property.

- Skillify path: /circle-prospecting (already exists) — this is the on-demand talking-points version

I'm circle prospecting around [SUBJECT PROPERTY ADDRESS] — a [JUST LISTED / JUST SOLD]. Give me
talking points for:

« Door-knock opener — 15 seconds, ends with a specific question they can answer

e Phone opener — same info, shorter, works on voicemail

e Three factual talking points — sale price, days on market, and one publicly verifiable neighborhood data

point (not opinion)

* The ask — one specific next step (drop off a market report, book a coffee, add to newsletter)

* Objection handlers — the top 3 things they’ll say and my one-line response

No evaluative language about the neighborhood. No “prices are going up” without a source. No pressure. Subject
property details:

CATEGORY C - Buyer System

BUYER SYSTEM

Cl - ANCHOR Consult Prep
USE WHEN: Night before or morning of every buyer consult.

- Skillify path: /anchor-buyer-consult or /buyer-consultation (already exist) — this is the pre-flight brief

| have a buyer consultation tomorrow with [BUYER NAMES]. What | know about them so far is pasted below.
Before | walk in, give me:

 3-sentence brief on who they are and what they told me they want
* The ANCHOR questions I still don’t have answers to — property non-negotiables vs. decision priorities
« 2 open-ended discovery questions tailored to this couple — not generic
« Likely objection they’ll raise and how | respond without being pushy
e The ONE thing | need to leave that meeting with — the single deliverable
Do NOT prescribe a strategy or timeline — that’s the consult itself. What | know:

BUYER SYSTEM

C2 - Weekly Buyer Roundup (Three Properties)
USE WHEN: Weekly for every active buyer. Beats spraying 20 listings.

- Skillify path: /mls-search-property-discovery + /buyer-strategy-builder (already exist) — this is the client-facing
writeup

For my buyer [NAME] (ANCHOR profile below), I've pulled these 3 properties off the MLS. Details below. Write
me a client-facing message that:

* Opens with one warm line that isn’t “hope you're well”

 For each property: address, price, one specific reason it matches their ANCHOR, and one honest
tradeoff

* Asks them which they’d want to see first — one question, not five
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e Ends with a soft close, not a hard push

Rules: Factual only on property condition. No opinion on value. No lifestyle assumptions. No school ratings
unless the buyer specifically asked. ANCHOR profile + 3 properties:
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BUYER SYSTEM

C3 - Objection Handler On Demand

USE WHEN: Live, when a buyer is getting cold feet mid-conversation.

- Skillify path: /objection-handling (already exists) — this is the fast-lookup version

My buyer just said this: “[EXACT WORDS]”
Give me:
* What they're actually asking — the emotion under the words (2 sentences max)
* What NOT to say — the reflex answer that would make it worse
* My response — 3 sentences. Warm. Curious. Ends with a question that lets them keep talking.
e Follow-up move — one specific thing | do after this call to reduce the cold feet
Do NOT give legal, financial, or investment advice. Do NOT tell them what to do. Their words:

CATEGORY D - Content & Marketing

CONTENT

D1 - Short-Form Video Strategist (30 Topics)
USE WHEN: Kick-off of a new content sprint or quarter.

- Skillify path: /real-estate-youtube-topic-planner (already exists) or a new /video-topic-bank skill

Act as my short-form video content strategist with expertise in real estate marketing and lead generation. | serve
[CITY / MARKET AREA] and want to create educational, engaging, locally relevant content for Instagram Reels,
YouTube Shorts, and TikTok.

Research what's happening in my local market and community right now. Develop the 30 strongest short-form
video topics — a balanced mix of: current market trends, buyer education, seller strategies, relocation guidance
for people moving to [CITY], neighborhood/lifestyle highlights (facts only), real estate myths, contract/transaction
topics, and timely homeowner issues.

For each: specific, locally relevant, compelling opening idea, professional, no fear-based or Fair
Housing—sensitive language. Numbered list 1-30. Topics only — no scripts yet. Ask me for my city if | haven't
given it.

CONTENT

D2 - Weekly “This Week in [CITY]” Post

USE WHEN: Every Monday, sets up your community content for the week.

- Skillify path: /daily-social-drop (already exists) — this is the weekly-events variant

Write my weekly “This Week in [CITY]” post. Fresh web search:

« Determine the current 7-day period beginning today

* Find 8-12 events in [CITY] / [MARKET AREA]: festivals, family-friendly, food/music/arts, seasonal,
free/low-cost, unique local, plus 1-2 homeowner updates when relevant

« Verify every event (date, time, location, admission, official link) — leave it out if you can'’t verify
* Format each: name, date/time, location, one engaging sentence, admission or “Free,” official link
« Organize by date. Add short intro, closing question, soft invite for real estate questions, 5-8 hashtags
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Voice: warm, knowledgeable, community-focused. No “dream home,” no “perfect time to buy,” no corporate
jargon. Fair Housing—safe descriptions only. Include source links.
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CONTENT

D3 - Sphere Database 25 Warm Texts
USE WHEN: Every Monday. Top 25 people in your sphere get a warm touch.

- Skillify path: /sphere-database-texts (already exists) — this is the on-demand batch generator

Below is my top-25 sphere list with a one-line note on each person (last interaction, kids, job change, hobby,
whatever | know). Write 25 individual texts | can send today — each ONE person’s text is personal to that one
note.

* Under 2 sentences each

« Never opens with “Hey, just checking in”

* Zero real estate ask. Zero “let me know if you know anyone.”

* Ends warm, not with a question they feel obligated to answer

If a note references a life event (loss, illness, hardship), skip the person and tell me to call instead — don’t draft a
text. My top-25 list:
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PART 3 - SKILLIFY ROADMAP

The path from prompt - skill. Once you've run a prompt 5+ times and it's producing consistent quality, promote it
into a Claude skill so you never have to paste the whole thing again — you just type /skill-name.

# | Prompt Skillify Path Priority

Al Morning Triage /fall-forward-focus (exists) Use existing

A2  Speed-to-Lead 5-Min Reply / speed-to-1ead-fol | owp (exists) Use existing

A3 End-of-Day Wrap /fall-forward-focus (exists) Use existing

Bl Friday Seller Update /i sting-narket-update (exists) Use existing

B2 Listing Story Pitch /reel s-scripts + /listing-song-suno Combine as /listing-story-pitch
B3 Circle Prospecting Points /circle-prospecting (exists) Use existing

Cl1 ANCHOR Consult Prep /'anchor - buyer - consul t (exi sts) Use existing

C2 Weekly Buyer Roundup /'ml s- sear ch- property-di scovery Extend to /buyer-weekly-roundup
C3 Objection Handler On Demand  /obj ection-handling (exists) Use existing

D1 30 Video Topics / real - est at e- yout ube- t opi c- pl anner Rename - /video-topic-bank
D2 Weekly City Events Post / daily-social -drop (exists) Use existing

D3 Sphere Database 25 Texts /' spher e- dat abase-texts (exists) Use existing

FILL-IN-THE-BLANK CHEAT SHEET

Swap these in before saving your project or pasting a prompt:

Placeholder Your Info

[YOUR NAME]

[AGENT / ASSOCIATE BROKER / BROKER]
[BROKERAGE NAME]

[CITY]

[MARKET AREA]

QUICK-REFERENCE STATUTE CITATIONS
* BRRETA — Brokerage Relationships in Real Estate Transactions Act — O.C.G.A. 8 10-6A-1 et seq.
* Ministerial Acts definition — O.C.G.A. § 10-6A-3(11)
* Broker duties to clients — O.C.G.A. § 10-6A-5
e Broker duties to customers — O.C.G.A. § 10-6A-7

Fall Forward Al Prompt Library Page 13



e License Law — O.C.G.A. Title 43, Chapter 40
* GREC Rules & Regulations — Chapter 520

Always review Al output before you send, post, or publish. When in doubt, verify against the current statute or
rule. You are the licensee. Al is the admin.
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