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Session #2: Business Pages or Groups

Introduction to Your Coach:

e Deana Watson deanawatson@kw.com

Contact Info

Please let us know if there is anything you’d like to discuss in relation to your coaching program.
Email: maps@kw.com

Fax: 512-532-6614

Phone: 512-327-3070 ask for MAPS Group Coaching

Notice

WhileKellerWilliamsRealty, Inc. (KWRI)hastakenduecareinthe preparation of the coaching program, the material contained herein reflects the practices of the coaches and is
not necessarily the best practices promoted by KWRI. We cannot guarantee the accuracy of the materials. KWRI makes no warranties, either express or implied, with regard
to the information and programs presented in this manual. KWRI will not accept liability for any loss or damage of any kind that you incur as a result of the use of any content

provided by the MAPS Institute.

KWRI therefore cautions you not to assume that the results of this exercise bear any relation to the financial performance you can expect as a KWRI associate. The coaching

program is offered to support your professional growth by directing you toward productive activities.

Copyright notice:

All materials are copyright © 2017 Keller Williams Realty, Inc. All rights reserved.

No part of this publication and its associated materials may be reproduced or transmitted in any form or by any means without the prior permission of Keller Williams Realty,

Inc.



Guidelines for this course:

1. Join MAPS on Facebook to stay up to date on all MAPS events and
programs: https://www.facebook.com/mapscoaching

2. Only paid participants may listen and contribute.

3. To ask a question you may type your questions into the

“Questions” Box.

4. Join and participate in the Facebook group for this course.

5. Complete all assighments prior to cal



Let's Get
Started

Answer the following
questions BEFORE our call
session this week. Be
honest and share your
goals for the week in the
groups so you can be held
accountable.

Get Ready (complete the questions below as a warm up
to the upcoming call this week.)

1. What is your current approach to disseminating your
brand’s message on Facebook? Groups, Pages,
Personal Wall, etc.

2. Currently, what is the state of your return on your
TIME investment in Facebook?

3. Currently, If you've spent money promoting ads on
FB, please check the amount of $ you’ve spent and
then ask yourself how many homes you’ve sold from
those ads in the last 12 months.... How many?




1.

After hearing about the features of a

Facebook business page, which features
are you currently NOT using?

. After hearing about the features of a

Facebook business page, which features

do you know (now) that you NEED to be
using in your business?

. What are the things you thought about a

business page that you now realize you

were not using the ways they were
intended?




1. After hearing about the features of a

Facebook group, which features are you
currently NOT using?

2. After hearing about the features of a
Facebook group, which features do you

know (now) that you NEED to be using
in your business?

3. What are the things you thought about a
group that you now realize you were not
using the ways they were intended?




Which groups are you thinking there is a need for in your What group ideas do you have for your community?

business?




SGHEDULE YOURSELF

Let’s establish your content creation and posting schedule.

Monday:

Tuesday N EWGATE

Wednesday

Thursday

Friday

Saturday

Sunday




CHECK YOURSELF

THIS WEEK'S SUCCESS CRECKLIST

» ldentity 1-2 groups that you could

see a need for in the market

» Schedule out your posts or

schedule a time to post

» identity if you'd like to buy leads

and place ads or be more organic

and run groups.... Or BOTH.

» Tune in to our social influencer

LIVE on facebook.




