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Maximize Your KW Agent
Website ltoductio

Your KW Agent Website is more than just an online business card—it's a powerful lead-generation tool that works

Th urs d ay’ M arc h I 31.h @I . oo Pm for you 24/7! In today's digital world, buyers and sellers start their journey online, and having a well-optimized

website gives you a competitive edge.
In this class, we'll walk through how to enhance your website, make it more engaging, and use it to convert

KWC Tra i ni ng Roo m & Vl a zooM visitors into clients. Whether you're new to KW or looking to refresh your strategy, this session will give you

actionable steps to take your website to the next level.
This class will help you leverage your KW Agent Website to attract leads, showcase your

expertise, and convert visitors into clients. You'll learn how to optimize your site for search
engines, personalize content, and utilize built-in tools to grow your real estate business.

Benefits:

¢ Establish a strong online presence that sets you apart

with Katie Jo Remmel

¢ Drive more organic traffic and generate leads effortlessly
Q 120 West Main Street,Clinton, NJ 08809 ¢ Learn to customize your site for branding & engagement

AA © 908-751.7750 * Discover SEO best practices to improve visibility MARCH 6TH 11AM _3 PM

frontdesk992ekw.com Utilize KW tools to streamline client interactions
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stngs: List to Last

.= In this session, we'll break down proven strategies to build a strong listing-based business, attract
Tu esd qy’ Ma rc h 4fh @l . oo P m more sellers, and create sustainable success in any market. Whether you're a seasoned agent or just
getting started, mastering the art of listings will set you up for long-term growth. 53
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By the end of this training, participants will:
* Understand why listings are essential for long-term success in real estate.
« Learn proven strategies for securing and converting listings consistently. (
* Develop confidence in presenting themselves as the agent of choice for sellers. R J
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« Business Growth: Listings are the foundation of a thriving real estate business. A strong pipeline of
listings ensures steady income and market presence.

o Time Efficiency: Working with listings allows agents to leverage their time better compared to
working with buyers.

« Market Expertise: Becoming a listing specialist positions agents as local market experts, increasing
credibility and referrals.

B il Eric Schwartz

You MUST Bring your laptop, contact (call) list,
and phone - anything and everything you need to
make calls and set appointments!
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