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The Proactive Agent's Playbook

Winning with Al in Real Estate

The top 10% of real estate agents share a common trait: they are proactive. They don't wait for
the market to bring them business; they create their own opportunities. For years, this proactivity
was fueled by intuition and sheer effort—a "gut feeling" for the right neighborhood or the right

time to call.
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Today, the game has changed. The most successful agents are now fueling their proactivity with

something far more powerful and scalable: **intelligence.**

The real estate industry is at a tipping point, shifting away from the old model of high-cost, low-
conversion prospecting toward a new era of data-driven, intelligent outreach. This playbook is
your map for navigating that shift. It's a guide to transforming your business from one based on

guesswork to one based on certainty.

What You'll Discover in This Playbook

This guide is structured to take you on a journey from understanding the fundamental flaws of
old methods to mastering the new tools that give you a definitive competitive edge. You will

learn:

The New Reality:
Why traditional prospecting is failing and how to calculate the true, often hidden, cost of a listing.
We’'ll introduce you to the concept of the "invisible seller" and the haystack of modern real

estate.

The Al Toolkit:
How to think strategically about Al. You'll learn the critical difference between a generalist Al
(like ChatGPT) and a specialist "Al Agent," and why this distinction is key to building a modern

tech stack.

The TimeToSell.Al Difference:
We'll go under the hood of our platform, revealing the hyper-local predictive signals we track
daily and proving why a motivation-based index is fundamentally superior to a simple valuation

model.
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A Field Guide to Motivation:
This is the heart of the playbook. You'll meet the 16+ distinct seller archetypes our Al can
identify, from the "Tired Landlord" to the "HELOC Squeeze," complete with actionable playbooks

for each.

Your Blueprint for Success:
We'll provide concrete blueprints for both new agents and top producers to integrate this

intelligence into their business for immediate, measurable results.

How to Secure Your Market:
You'll understand the strategic imperative of our exclusive, ZIP-code-based model and the real-

world cost of inaction in a competitive market.
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Your Exclusive Welcome Package

Your First 10+ Seller Miinessl
Leads Could Be Free. B

Here's How. W+

Building a predictable seller pipeline is the holy grail E-, '

of real estate, but the upfront cost and risk of new
prospecting tools can be daunting. What if you could

test-drive the most advanced predictive analytics__
platform on the market, build a real list of high-
potential sellers, and do it all before spending a
dime of your own money?

. __—-_-'_—-——__
With our new

$100 Welcome Voucher -
COLORADO-100 - you can.

An Invitation to Action

To make this decision as easy as possible, we invite you to experience the platform with a

powerful, risk-free welcome package:
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Exclusive Access: We limit agent seats in every ZIP code to protect the value of your
leads and give you a true competitive moat.

A $100 Welcome Voucher: Use the code COLORADO-100 to fund your first predictive
lead package on us.

1 Complimentary Predictive Lead: See the power of our "Actionable Narratives"
immediately upon signup.

5 Free Property Lookups: Use our Al as an on-demand intelligence tool to analyze any

property in your market.

This isn't just another tool.
It's a new way of doing business.

Let's begin.
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What You'll Discover in This Playbook

Part 1. The New Reality

— Why traditional prospecting is failing and the true cost of a listing.

Part 2: The Al Toolkit

— The critical difference between a generalist Al and a specialist "Al Agent."

Part 3: The TimeToSell.Al Difference

— A guide to our hyper-local predictive signals.

Part 4: A Field Guide to Motivation

— Meet the 16+ distinct seller archetypes our Al can identify.

Part 5: Your Blueprint for Success

— Actionable blueprints for new agents and top producers.

Part 6: Secure Your Market

— The strategic imperative of our exclusive, ZIP-code-based model.
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Part 1: The New Reality

Why Traditional Prospecting is Broken

Chapter 1. The End of Cold Calling

TimeToSell.ai

Sell Index Score

87

Predictive Owner Profile /

Let's be honest. No real estate agent enjoys the dial tone's cold sting or the feeling of seeing
their expensive, glossy postcards destined for the recycling bin. For decades, prospecting has
been a numbers game—a brute-force effort of cold calls and mass mailers, hoping to stumble

upon a motivated seller by sheer luck and volume.
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This old way of farming is inefficient, disrespectful of homeowners' time, and yields diminishing
returns in a crowded market. It's based on shouting into the noise and hoping for an echo. But

today, that noise is louder than ever, and homeowners have become experts at tuning it out.

The Modern Homeowner is Shielded and Skeptical

The landscape has fundamentally changed. Consider the data: The average response rate for
direct mail is now below 1% for prospecting lists (Source: DMA Response Rate Report).
Meanwhile, call-blocking technology and the National Do Not Call Registry have made traditional
cold calling a frustrating and often fruitless endeavor. Homeowners are inundated with marketing

messages, and their default response is to ignore, delete, or hang up.

The fundamental challenge is that you are interrupting their day with a question they likely

haven't even considered. You are an uninvited salesperson, not a welcome advisor.

From Noise to Signal: The Predictive Shift

In today’s data-rich world, a homeowner’s intent to sell isn't a random event; it's the result of

dozens of small, interconnected life events and financial calculations. We call these "signals.”
The problem is, they are completely invisible to the naked eye. A single signal—like long-term
ownership—is just noise. But when combined with other signals—Ilike an aging HVAC system,

life-changing equity, and a multi-story layout—it becomes a high-confidence prediction.

This is where predictive Al changes the game. TimeToSell.Al is designed not to make more
noise, but to listen for the signals. Instead of a list of addresses, you get a prioritized hotlist of

opportunities, allowing you to have the right conversations with the right people at the right time.
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Actionable Takeaway for Agents

Audit your own prospecting efforts. What percentage of your time and budget is spent on
"broadcast" methods (talking to everyone) versus "narrowcast" methods (talking to a
specific, pre-qualified individual)? The goal of this playbook is to shift that ratio

dramatically toward narrowcasting.

Chapter 2: The True Cost of a Listing

Every agent knows that you have to spend money to make money. But are you spending it in the
right places? The "cost per lead" is a deceptive metric. The only number that truly matters is your
Cost Per Closed Listing. In the race to find your next seller, it's easy to throw thousands of

dollars at prospecting methods without ever calculating the true return on your investment.

The Old Math: High Spend, Low Certainty
Let's break down the real-world math of traditional prospecting, based on industry averages:

e Portal Leads (e.g., Zillow Premier Agent): Zillow's own data suggests that agents on
their platform convert leads at a rate of 4-5%. If you pay a high monthly fee (often $500 -
$1,500+) just for a seat at the table, you may need to spend over $3,000 in fees and follow-
up costs to secure a single seller closing. The leads are also shared, creating intense
competition.

e Direct Mail Campaign: You target a 1,000-home farm area. The cost to design, print, and
mail a high-quality postcard is around $1.00 per home, totaling $1,000 for one drop. With a
typical 0.5% response rate, you get 5 calls. If you convert 1 in 5 of those calls to an
appointment, and 1 of those appointments to a listing, you've spent $1,000 for that one

opportunity. 99.5% of your budget was spent on people who had no intention of selling.

Sources: Zillow Group, Direct Marketing Association (DMA)
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The New Math: The TimeToSell.Al Advantage

Predictive analytics flips the model. Instead of blasting your message to everyone, you focus

your budget only on the 5-10% of homeowners who are statistically most likely to sell.

Metric Traditional Methods TimeToSell.Al

Est. Cost per Listing $1,500 - $3,000+ $150 - $300

Efficiency ~1% of budget is effective ~80% of budget is effective
Exclusivity Leads often shared Exclusive to you in your area

Actionable Takeaway for Agents

For the next 30 days, track every dollar and every minute you spend on prospecting. At
the end of the month, calculate your true cost per appointment, not just per lead. This

number will be a powerful motivator to find a more efficient system.
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Chapter 3: Your Next Listing Isn't on Zillow

The best listings are the ones you win before your competition even knows they exist. According
to the National Association of Realtors (NAR), nearly 70% of sellers only interview one real
estate agent. This means that by the time a lead appears on a public portal or becomes an

expired listing, the battle is likely already lost. The agent who built the relationship first wins.

This is the world of the "invisible seller”
—homeowners motivated by powerful, private
circumstances that leave no public trace. Their
distress isn't on the MLS. Their motivation isn't a
new job or a new baby. They are invisible to

everyone—except to an Al that knows how to find

them.

Practical Example: The Invisible Insurance Crisis

Imagine a long-term homeowner in the Colorado foothills. Their insurance carrier, using new
wildfire risk models, triples their premium or cancels their policy due to an old wood shake roof.
Their mortgage requires insurance. They are now being forced to sell, but this high-urgency

motivation is completely hidden from public view. No other agent can see this problem.

TimeToSell.Al gives you this advantage by detecting these hidden data synergies. We can
see the wood shake roof in the assessor data and cross-reference it with a high-risk
wildfire zone. This allows us to flag a high-urgency opportunity that your competition will

only discover months later, if at all.

© 2025 TimeToSell.Al | Page 11 of 61



The Proactive Agent's Playbook

Actionable Takeaway for Agents

Shift your thinking from "lead capture” (waiting for someone to raise their hand) to
"opportunity creation” (identifying motivation before the hand goes up). Your goal should
be to be the *only* agent the seller interviews because you were the first and most

relevant person to contact them.

Chapter 4. Beyond the Haystack

Every real estate market is a giant haystack. You know a few sharp, valuable "needles"—the
homeowners who are genuinely ready to sell—are hidden inside. But the daily work of finding
them feels like an impossible, manual task. You spend your time and budget sifting through

endless pieces of straw, hoping to get lucky.

@ TimeToSell.ai

The Hidden Cost: Time and
Productivity

The financial cost of old methods is high, but the
productivity cost is even higher. Let's analyze
the grind of cold calling. To get one qualified

listing appointment, an agent might need to make

200-300 calls. At an average of 2 minutes per call
(including dialing, voicemails, and brief conversations), that's 6 to 10 hours of pure dialing for a
single chance at a listing. This is time that could be spent on negotiations, client care, or

marketing existing properties.
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The Qualification Nightmare of Portal Leads

Portal leads present a different productivity problem. The upfront cost is just the beginning. A
significant percentage of these leads are low-intent: "just browsing," providing false information,
or already working with another agent. The real cost is in the hours your team (or a lender-
funded call center) must spend sifting through hundreds of low-quality inquiries to find one viable

prospect. You are paying not just for the lead, but for the labor-intensive process of qualifying it.

The Modern Seller's Journey

Compounding these issues is a fundamental shift in seller behavior. A Zillow study found that
sellers spend months thinking about selling before they ever contact an agent. They are doing
their research online, watching their local market, and waiting for the right moment. They don’t

respond to generic sales pitches from agents who don't understand their specific situation.

To find them, you must approach them with a level of insight and relevance that old methods
simply can't provide. You need a "metal detector” that can scan the entire haystack and alert you

with a loud "ping" when it finds a needle.

The Shift from Lead Generation to Pipeline Building

A proactive pipeline isn't about finding one lead for today. It's about building a system
that consistently detects opportunities for the next 12 months. By shifting your mindset
from frantic "lead generation" to strategic "pipeline building," you escape the desperate
search for today's commission and begin constructing a predictable, sustainable

business for tomorrow.
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Part 2: The Al Toolkit

Understanding Your New Competitive Edge

Chapter 5: Your Al Toolkit: The Generalist vs. The
Specialist

The explosion of Al tools can feel overwhelming. ChatGPT, Gemini, Perplexity... which ones
should you be using? How do they fit into your business? It's easy to feel like you need to
become an expert in a dozen different platforms. To simplify the landscape, it's essential to
understand the two fundamental categories of Al that form the modern agent's toolkit: The

Generalist and The Specialist.

TimeToSell Al

The Generalist: Your Al Swiss Army
Knife

The Generalist is a large language model like
TimeToSel 4 ChatGPT or Gemini. Like a Swiss Army Knife,

it's incredibly versatile and useful for a hundred

different tasks. It's an expert in language,
creativity, and summarization. An agent can use

a generalist Al to accelerate a huge range of daily activities, from marketing to administration.

However, because it's designed to do everything, it's not deeply optimized for any single, high-
stakes business function. It knows nothing about real estate data specifically; it only knows how

to process the words you give it.
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The Specialist: Your Al Surgeon's Scalpel

The Specialist is TimeToSell.Al. Like a surgeon's scalpel, it is designed with extreme precision
for one critical, high-stakes job: identifying homeowners who are about to sell. Our entire
platform—from the ingestion of hyper-local Colorado property data to the machine learning
models that find hidden patterns—is obsessively focused on this single outcome. It can't write

you a poem about a sunset, but it can find you a hidden opportunity worth a $20,000

commission.
Attribute The Generalist (e.g., ChatGPT) The Specialist (TimeToSell.Al)
Primary Function Language & Content Generation Predictive Signal Detection
Core Strength Versatility Precision & Accuracy
Key Use Case Writing emails, social posts, descriptions Finding qualified seller leads
Analogy Swiss Army Knife Surgeon's Scalpel

Actionable Takeaway for Agents

A successful modern agent doesn't choose between these tools; they understand how to
leverage both. You use the Generalist for your daily workflow efficiency and creative
tasks. You deploy the Specialist for the single most important, revenue-generating

activity in your business: prospecting.
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Chapter 6: The Myth of the "All-in-One" Platform

Many large tech companies are now offering "all-in-one" Al platforms for real estate. They
promise a single dashboard for your website, marketing, lead generation, and CRM. The appeal
of a single solution is strong, but it comes with significant, hidden trade-offs that can limit your

growth.

The "Jack of All Trades, Master of None" Problem

In the world of artificial intelligence, specialization is the key to excellence. An "all-in-one"
platform must spread its engineering and data science resources thinly across a dozen different

features. This leads to three major weaknesses:

e Data Dilution: Their systems ingest generic, national-level data because it's the only way
to serve all their features at scale. They lack the hyper-local nuance critical for accurate
predictions.

e Model Genericness: The Al models they build must be general enough to work for every
agent in every market, from Miami condos to Colorado ranches. This "one-size-fits-all"
approach means the models are never truly optimized for your specific market reality.

e Slower Innovation: When a new predictive signal emerges, they are slow to adapt

because any change could break one of their ten other features.

A specialized platform, by contrast, can dedicate 100% of its resources to solving one

problem with unparalleled depth and precision.

TimeToSell.Al is different by design. We are not an all-in-one platform; we are a best-in-class
specialist. We have made the strategic decision to focus all of our resources on solving the
single most difficult and valuable problem for a real estate agent: predictive seller analytics.
We provide the indispensable, high-performance opportunity engine that plugs into your existing

toolkit and makes every other component more valuable.
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Chapter 7. Meet Your Newest Team Member, The Al Agent

It's important to understand the difference between an Al "tool" and an Al "agent." This isn't just
semantics; it's a fundamental shift in how technology can work for your business. One requires

your constant attention, while the other works for you while you focus on other things.

" " ) TimeToSell.ai
The Al "Tool": A Reactive Workflow
An Al "tool," like ChatGPT, is passive. It waits for
your command. You have to know what question
to ask or what task to give it. The workflow is

reactive: you identify a need, formulate a prompt,

and execute the command. It is a powerful
assistant, but you are still the one driving the

prospecting process.

The Al "Agent": A Proactive Workflow

An Al "agent,"” like TimeToSell.Al, is proactive. It is programmed with a specific, ongoing mission:

to find your next listing. The workflow is entirely different:

1. It Scans the Market 24/7: It ingests and analyzes millions of data points without your
input.

2. It Identifies Opportunities: It detects hidden patterns that signal a high probability of a
sale.

3. It Delivers an Intelligence Briefing: It provides a full "Actionable Narrative" to your

dashboard, explaining *why* the opportunity is valuable.
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An Al agent is like a world-class Inside Sales Agent (ISA) who never sleeps. Their only job
is to sift through the entire market and hand you a qualified, well-researched hotlist every

morning.

Chapter 8: The Al Stack for the Modern Agent

To thrive in the coming years, top agents won't rely on a single tool; they will build a strategic
"technology stack"—a curated set of best-in-class tools that work together to create a seamless,
efficient, and highly profitable business system. As Al becomes central to our industry, it's crucial

to think not just about individual Al tools, but about your complete "Al Stack."

TimeToSell.ai

The Four Layers of a Winning Stack

EXECUTION
LAYER

ORGANIZATION - A winning Al stack can be broken down into four
LAYER

distinct layers. The key is that each layer
provides value to the next, creating a powerful

TIMETOSELL.AL funnel from opportunity to closing.

e Layer 1: The Opportunity Layer (TimeToSell.Al): This is the foundation. Everything
starts here. Its sole purpose is to generate high-quality, predictive opportunities. Without
this, the rest of the stack has nothing valuable to work on.

e Layer 2: The Content Layer (ChatGPT, Gemini): Once you have an opportunity, you
need to engage it. This is your generalist Al for creating the marketing copy and emails to
start the conversation.

e Layer 3: The Organization Layer (Al-Powered CRM): This layer manages the

conversation, nurturing leads over time and suggesting optimal follow-ups.
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e Layer 4: The Execution Layer (Marketing Automation): This is the final step, where

tools automatically send the content from Layer 2 to the leads organized by Layer 3.

The Foundational Importance of Opportunity

The entire stack is built on the quality of Layer 1. The ROI of your CRM, your email marketing,
and your content creation is entirely dependent on the quality of the leads you put into them.
TimeToSell.Al is not just another tool in the stack; it is the foundational "alpha” layer that makes
the entire system profitable. It is the engine of new business that feeds every other part of your

modern real estate practice.
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Part 3: The TimeToSell.Al Difference

How We Find the Needles in the Haystack
Chapter 9: Why a California Al Fails in Colorado

National real estate platforms love to sell a one-size-fits-all dream. They take a predictive model
built for the sprawling suburbs of Phoenix and apply it to Colorado, assuming a seller is a seller.

This is a fundamental mistake.

E TimeToSell.ai

Generic Models Miss Colorado-Specific
Signals

A generic Al might see a 30-year-old home and
flag it as "old." A hyper-local Al knows to ask a
more important question: "Is it a 30-year-old
home with a wood shake roof in a newly
designated wildfire zone in the Jefferson County

foothills?" That distinction is the difference between a cold lead and a high-urgency listing.

TimeToSell.Al is built for Colorado. Our scoring engine is attuned to local triggers: hail risk,
up-zoning in Denver, and the immense pull of specific school districts that create unique seller

profiles like the 'Forced Upgrade' Family.

Chapter 10: Beyond Zestimate: Motivation, Not Just Value

Automated Valuation Models (AVMs) are great for estimating a home's value. But they make a
critical error: they assume a high value equals a motivated seller. In today's market, a high value

with a low mortgage rate is often an incentive to stay.
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The Critical Flaw of Stale Public Data

Beyond the philosophical error of confusing value with motivation, AVMs suffer from a practical
data problem. They are primarily built on public records data, which can be notoriously out-of-

date or incomplete:

e Outdated Property Details: Public records might show a home as having 3 bedrooms, but
the owners finished the basement and added a 4th bedroom five years ago.

e Incorrect Owner Information: A property might still be listed under a deceased parent's
name, long after it has been transferred to an out-of-state heir. Relying on this data leads
to wasted marketing.

e Missing Context: Public data knows a home's age, but it doesn't know the age of the roof

or HVAC system. These are the details that often trigger a sale.

TimeToSell.Al overcomes this by fusing multiple data sources to create a more accurate and

timely picture of a property and its owner.

The Wrong Question: "What is this house worth based on last year's tax data?"
The Right Question: "Is this owner, with their specific life and property situation, ready to

sell, and why?"

Chapter 11: Inside the Al: A Guide to Predictive Signals

To truly understand the power of predictive analytics, it helps to see "under the hood." Our
platform doesn't just give you a score; it identifies specific, actionable signals. This guide

explains the key signals our Al detects, turning abstract data into your concrete playbook.
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Your Free Intelligence Daily Briefing

These market signals are updated daily and are available for free inside your
TimeToSell.Al account. Any real estate professional who is part of a Colorado MLS can
register for a free account to access this real-time market intelligence and gain a

competitive edge.

Market Trend Signals

Hot Market (DOM)

What it is:

A micro-market where specific types of properties are selling much faster than average.

Why it matters:

Signals intense buyer demand, low inventory, and the potential for multiple offers.
How to use it:

Target these segments for listings that will sell quickly. Also a great source for finding

motivated buyers who lost out on other homes.
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Cooling Market (DOM)

What it is:

A micro-market where properties are selling slower than the area average.

Why it matters:

Signals declining buyer demand or an oversupply for that specific type of property.

How to use it:

Advise sellers in this segment to price aggressively to attract the fewer available buyers.

Price Increase

What it is:

A cluster of listings where sellers are raising the asking price.

Why it matters:

A strong signal of a rapidly heating market segment with high demand.

How to use it:

Use this as powerful evidence to justify a higher list price for your new sellers.
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Price Drop

What it is:

A cluster of listings in a specific segment with recent price reductions.

Why it matters:

A leading indicator of seller motivation and potential overpricing in a micro-market.

How to use it:

These are excellent opportunities to approach sellers with a fresh, accurate CMA.

Expired & Withdrawn (XW) Signals

Time On Market Warning (XW)

What it is:
A property that expired or was withdrawn after being on the market for an excessive amount

of time (e.g., 90+ days).

Why it matters:

A clear sign that the initial marketing and pricing strategy completely failed.

How to use it:
This is a prime opportunity to present a completely new, comprehensive marketing plan to a

motivated seller.
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Price Pullback (XW)

What it is:

A listing where the seller dropped the price but still failed to sell and withdrew from the market.

Why it matters:
Indicates a seller who is willing to negotiate but may have received poor pricing advice. They

are often frustrated and open to a new approach.

How to use it:

Prospect these owners with a clear, data-backed pricing strategy from day one.

Stalled Renovation (XW)

What it is:
An investor-owned, older home that failed to sell and mentioned "renovation" or similar terms

in the remarks.

Why it matters:
The investor may have run out of capital or misjudged the market. They are often highly

motivated to offload the property.
How to use it:

Approach these investors with solutions: either a quick sale "as-is" or a connection to your

network of contractors to finish the job correctly.

© 2025 TimeToSell.Al | Page 25 of 61



The Proactive Agent's Playbook

Listing Reattempted (XW)

What it is:

A property that was previously Expired or Withdrawn and has now come back on the market.

Why it matters:

The seller is clearly motivated. This signal helps you track their new strategy.

How to use it:
Analyze the changes in the new listing (price, photos, description) to understand what

adjustments were made.

Demand Avoidance (XW)

What it is:

A recently expired or withdrawn listing that had good photos but failed to sell very quickly.

Why it matters:
Suggests a fundamental issue beyond marketing, likely related to price, showing availability,

or a difficult seller.
How to use it:

Approach these sellers with a strategy focused on solving the *real* problem, not just re-

listing.
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Land & Development Signals

Hot Land Area

What it is:

An area where land parcels are selling much faster than average.

Why it matters:
Indicates strong interest from builders and developers, often a precursor to new construction

booms.

How to use it:

A prime opportunity to prospect for land owners who may be unaware of the high demand.

Cooling Land Area

What it is:

A specific area where parcels of land are taking longer to sell than average.

Why it matters:

Indicates slowing demand from builders and developers in that region.

How to use it:

Use this data to manage seller expectations for land listings.
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Market Profile Signals

Successful Seller Profile

What it is:
The "winning formula" for a market, based on the median profile (age, tenure, DOM) of

recently sold homes.

Why it matters:

It shows you exactly what buyers are purchasing *right now*.

How to use it:
Use this data to advise your sellers on pricing and to create hyper-targeted marketing for

similar unlisted homes.

Active Seller Profile

What it is:

An Al-generated profile of the "typical" property currently on the market in a specific segment.

Why it matters:
This shows you what your competition looks like in terms of property age, seller tenure, size,

etc.
How to use it:

Use this data to strategically position your new listing. Highlight its advantages over the

"typical" active property to stand out to buyers.
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Chapter 12: Why Other Al Tools Fall Short

Understanding these signals makes it clear why other categories of Al tools, while useful, can't

replace a specialized predictive engine.

fﬁ. TimeToSell.ai

At TimeToSell.ai

While valuable, other Al tools solve different problems:

e Al CRMs are powerful for nurturing, but they cannot tell you that your prospect is facing a
Price Pullback signal and is now open to a new agent.
e Al Marketing Tools are essential for selling, but they don't help you find the owner

experiencing a Stalled Renovation who needs an agent with investor connections.
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e Al Transaction Management tools are "Defensive Al"—they protect the business you
have. They don't help you find new business by identifying a Hot Market ripe for

prospecting.

These tools are valuable components of your tech stack, but they are all downstream from the
most critical action: identifying a motivated seller. That is the specialized problem that our entire

platform, built on the signals you've just learned about, is designed to solve.
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Part 4: The Seller Profiles

A Field Guide to Motivation

This is where data becomes human. Our Al doesn't just produce a score; it identifies distinct
seller archetypes based on a convergence of data signals. Understanding these profiles is the
key to crafting the perfect outreach. This is your field guide to the hidden motivations in your

market.

Profile 1. The Trapped Equity Downsizer

The Story: This is the quiet, long-term
homeowner who has been in their house for over
20 years. They're sitting on a mountain of equity,

their kids have moved out, and the multi-story

— R home that once felt full of life now feels full of

maintenance. They are the lifeblood of a

successful listing agent's business.

How We Find Them

e Owner Profile: Decades of ownership history combined with demographics suggesting

retirement age.

e Financial Triggers: Massive, life-changing equity growth that creates a powerful incentive

to cash out.
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e Property Factors: An aging home with looming capital expenditures (roof, HVAC) and a

multi-story layout that has become a physical burden.

Your Playbook: The Trusted Advisor

Core Message: "Secure the financial future you've built over the last 20 years."
Action: Send a high-quality "Market Equity Report" mailer. Follow up with an email
offering a no-obligation consultation to discuss their goals, not just their home's value.

Position yourself as a strategic partner for their next chapter.

Profile 2: The 18-Month Flip

The Story: These are the "Confirmed Flippers": professional, data-driven, and purely
transactional. They purchased a property 12-18 months ago, and the renovation cycle is nearing

its end. They don't respond to emotional marketing; they respond to numbers and opportunity.

How We Find Them

e Ownership Structure: The owner is a corporate entity (LLC) or a known serial investor.

e Purchase Timeline: The property was purchased within the last 12 to 18 months, the
sweet spot for a flip.

e Financial Analysis: A significant and immediate equity gap between the purchase price
and the current AVM, indicating a value-add project.
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Your Playbook: The B2B Partner

Core Message: "l can bring you a strong off-market offer that meets your ROI targets."
Action: Send a direct, professional email with the subject "Off-Market Interest for
[Property Address]". State that your research shows they are nearing project completion
and that you have a network of qualified buyers. This positions you as a peer who

understands their business model.

Profile 3: The Life Event Executor

The Story: The owners are often grieving,
Deed/Tmn

overwhelmed by a new responsibility, and in Life Event Executors
need of a trusted guide, not a pushy salesperson. ~  _—
They aren't motivated by market trends; they are
motivated by the need to efficiently and fairly @ TimeToSell.ai

liquidate an asset to close a chapter.

How We Find Them

e Deed Analysis: A recent non-market transfer of the property into a trust or an estate.
e Property Context: The home is often older, with high equity and significant deferred

maintenance.
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e Absentee Flag: The new owner or executor lives in another city or state, creating a

logistical nightmare for them.

Your Playbook: The Problem Solver

Core Message: "l specialize in handling estate properties with the discretion and
efficiency you deserve."

Action: Use a simple, high-quality letter, not a flashy postcard. Offer to be a resource
first—connect them with estate sale companies, junk removal services, or contractors.

Solve their immediate problems, and the listing will follow.

Profile 4. The Forced Upgrade Family

The Story: This growing family loves their neighborhood and school district but is bursting at the
seams of their home. The tipping point isn't just a desire for more space; it's when their aging
home starts fighting back with expensive, looming repairs, making a move the path of least

resistance.

How We Find Them

e Lifestyle Anchor: The home is located in a top-tier, high-demand school district.
e Space Crunch: The property is functionally small for the neighborhood (fewer beds/baths

or lower square footage than the median).
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e The Ticking Clock: The home's age indicates that core systems (HVAC, plumbing) are

nearing the end of their life, creating a powerful financial push.

Your Playbook: The Solution Provider

Core Message: "Stay in the neighborhood you love, in a home that truly fits your family."
Action: Offer a "Neighborhood Move-Up Analysis," showing them what their current
home is worth and what that equity could get them for a larger home just a few streets

away. You're not just selling a service; you're selling the solution to their biggest lifestyle
problem.

Profile 5: The Tired Landlord

TimeToSell.ai

The Story: The Tired Landlord is not a
: professional investor, but an "accidental” landlord
<5 o Lo— who may have kept a previous home or inherited

a property. They are growing tired of the calls,

the maintenance, and the headaches. Their

motivation isn't ROI; it's simplifying their life.
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How We Find Them

e Ownership Analysis: The owner is a non-occupant individual, not a large corporate entity.

e The "Burden" Detector: The property has features that create a maintenance burden,
such as being in a restrictive historic district or on an unusually large lot.

e Financial Feasibility: The owner has significant equity, giving them a clear and profitable

path to exit the landlord business.

Your Playbook: The Portfolio Optimizer

Core Message: "Simplify your portfolio and maximize your return without the landlord
headaches."

Action: Frame your outreach as a business consultation. Offer a complimentary "Rental
Performance Analysis" comparing the total cost of ownership (including their time) to the

financial benefit of a strategic sale.

Profile 6: The Uninsurable Owner

The Story: In Colorado, with increasing hail and wildfire risk, this is a growing reality. The owner
receives a renewal notice that triples their insurance premium, or worse, a cancellation letter due
to an old roof or new risk designation. Their mortgage requires insurance, creating a non-

negotiable, high-urgency motivation to sell.
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How We Find Them

e Critical Feature Analysis: The system identifies properties with high-risk features, most
notably an old wood shake roof.

e Environmental Risk Overlay: This is cross-referenced with geospatial data, flagging
properties in newly designated high-risk wildfire or hail zones.

e Property Age: An older home (25+ years) with these features is at the highest risk for non-

renewal.

Your Playbook: The Lifeline

Core Message: "Facing challenges with your homeowner's insurance due to your roof or
location? | have solutions."

Action: Your value proposition is your network. You can bring cash buyers and investors
who are not constrained by traditional insurance requirements, offering a fast, "as-is" sale

that solves their problem immediately.
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Profile 7: The Teardown Prospect

The Story: In many desirable Colorado
neighborhoods, the most valuable part of a
property isn’t the house—it’s the land it sits on.
An older, smaller home on a large lot is a

potential goldmine for a developer or a client

looking to build a custom home.

How We Find Them

e Property Obsolescence: The home is not just old, but has a poor condition grade from
the assessor, confirming major deferred maintenance.

e Land-to-Improvement Ratio: The Al flags homes where land makes up an unusually high
percentage of the total assessed value.

e Market Context: The system confirms active developer interest by detecting recent sales

of new construction or land-value comps in the immediate area.
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Your Playbook: The Asset Strategist

Core Message: "My research indicates the 'highest and best use' of your property may
now be for new development.”

Action: Frame your outreach as a strategic asset consultation. Offer to show them what
their land is worth to your network of custom home builders, potentially saving them the

hassle and cost of a traditional sale.

Profile 8: The Regulatory Windfall

The Story: The motivation is driven by a city council meeting. When a city "up-zones" a
neighborhood for higher density, a single-family home can suddenly become a prime target for a
duplex project overnight. The owner is sitting on a "lottery ticket," and developers are already

knocking.
How We Find Them

e Zoning Change Alerts: The Al monitors municipal data and flags properties in areas with
a recent, favorable zoning change allowing for increased density.

e Owner Profile Context: The signal is most powerful when it involves a long-term owner
who is less attached to the neighborhood's changing character.

e Financial Amplifiers: The system confirms high land value and significant equity,

ensuring a developer's offer will be a life-changing sum.
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Your Playbook: The Zoning Expert

Core Message: "Did you know the recent zoning changes have significantly increased
your property's value to developers?"

Action: Your value is helping them navigate this complex, high-stakes transaction. Offer
to help them evaluate a developer's offer or take the property to market to create a

bidding war, ensuring they get the absolute highest price for their newfound asset.

Profile 9: The Urban Exodus

The Story: This owner in a high-density, desirable urban area has a property that's worth a
fortune, but they no longer have the lifestyle they want. The condo feels small, the lack of a yard
is frustrating, and the urban noise is starting to wear thin. They have the means (equity) and the

motive (a desire for more space) to make a move to the suburbs.
How We Find Them

e Geographic Analysis: The property is in a high-population-density census tract with a
very small lot size.

e Tenure Window: The owner has been in the property for 6 to 10 years, a critical window
where a city-lover often starts a family or seeks a quieter next chapter.

e Lifestyle Amplifiers: The home is smaller than the suburban median or located near a

major, noisy roadway, amplifying the daily desire to escape.
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Your Playbook: The Lifestyle Consultant

Core Message: "Use the equity in your urban property to fund the suburban lifestyle
you've been looking for."

Action: Offer a "City-to-Suburb Swap Analysis" showing how their equity translates into
purchasing power in towns just outside the city. You become the agent who can facilitate

their entire life transition, not just a single sale.

Profile 10: The Renovator's Remorse

The Story: They bought an older home with
"good bones," full of dreams of renovation. But
now, reality has set in. The project is far more
expensive and difficult than imagined, and local

regulations are a nightmare. Their motivation isn't

a desire to move, but pure frustration. They just

want out.

How We Find Them

e Property Profile: An older home (25+ years) with a sub-par quality or condition rating from

the tax assessor.
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e The Regulatory Barrier: The Al cross-references the property's location and flags homes
within a burdensome historic preservation district.
e The Narrative: The combination of a run-down house and restrictive regulations creates a

powerful narrative of a trapped owner for whom selling is the path of least resistance.

Your Playbook: The Escape Plan

Core Message: "Stuck on a difficult renovation project in a historic district? You have
options."

Action: Your value proposition is your network. Explain that you work with cash buyers
and specialized developers who are not afraid of these projects. You can bring them an

"as-is" offer that frees them from the burden.

Profile 11: The Physical Mismatch

The Story: This isn't just a classic empty nester. This is an owner for whom the house itself has
become a physical liability. The stairs are a daily challenge, the large yard is a weekend chore,
and the thought of maintaining an old roof is exhausting. The desire for a single-story, low-

maintenance home becomes their primary driver.
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How We Find Them

e Ownership Foundation: A very long-term tenure (25+ years), establishing a life stage
where physical needs are changing.

e Architectural Burden: The property has features that create a physical or maintenance
burden, such as a multi-story layout or an unusually large lot.

e System-Wide Aging: The property itself is old, implying that core systems (roof, HVAC)

are nearing the end of their life, adding a financial burden to the physical one.

Your Playbook: The Freedom Broker

Core Message: "Enjoy the equity you've built without the endless maintenance. It's time
for a home that works for you."

Action: Offer a "Lifestyle Transition Plan,"” a consultation where you map out the
financial and logistical steps to move from their current house to a simpler one. You

aren't just selling a house; you're selling them their weekends back.
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Profile 12: The HELOC Squeeze

TimeToSell.ai

The Story: This owner is "house rich" but cash-
flow poor. They locked in a dream 3% mortgage
but also took out a large, variable-rate Home
Equity Line of Credit (HELOC). Now, that HELOC
payment has ballooned with rising interest rates,

creating immense financial strain and forcing

them to consider selling.

How We Find Them

e The "Golden Handcuffs": The system confirms a low-interest primary mortgage (a STAY
signal).

e The Conflicting Loan: It then identifies a recent, large HELOC taken out in the last 12-24
months (a counter-intuitive signal).

e The Narrative: Our Al understands this conflict. The combination of low fixed debt and
high variable debt creates a powerful PUSH to sell, overriding the incentive to keep the

low-rate mortgage.
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Your Playbook: The Financial Strategist

Core Message: "Navigating today's interest rate environment can be complex. You have
more options than you think."

Action: Offer a confidential "Home Equity & Debt Service Analysis." Show them how
much tax-free cash they can walk away with by selling, providing a clear solution to a

stressful problem.

Profile 13: The Pre-Foreclosure Strategist

The Story: This is the ultimate hidden gem: a highly motivated, time-sensitive seller whose
distress is not yet public record. They know foreclosure is coming, and their best option is to sell

quickly to salvage their equity and credit score, rather than letting the property go to auction.

How We Find Them

e Mortgage Delinquency Data: The core signal is a flag from our data partners indicating
the property is 30, 60, or 90 days late on its mortgage payment.

e Financial Context: The signal is amplified by a high Loan-to-Value (LTV) ratio or a recent
cash-out refinance, indicating no cash reserves.

e The Head Start: This identifies distress 30-90 days before a public Notice of Default is

ever filed.
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Your Playbook: The Lifeline

Core Message: "You are in control. There are options to protect your equity and your
credit before the bank takes action."

Action: Your outreach must be discreet and compassionate. Offer a "Confidential Equity
Preservation Plan," explaining how a quick, strategic sale can help them walk away with

cash and dignity.

Profile 14: The Early Mover

() TimeToSell.ai

The Story: A quiet, single-family neighborhood
gets up-zoned, and construction begins on a new
duplex. This resident isn't being forced out, but
they see the writing on the wall. They are
choosing to sell and capture the high land value

before their home is the last "old" one on a block

of new builds.

How We Find Them

e The Catalyst: A recent, favorable zoning change in the area.
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e Market Confirmation: The Al detects that new construction or land-value sales are

actively happening nearby.
e The "Pre-Move" Owner: The system focuses on owners with a 6-10 year tenure, who are

less deeply rooted and more likely to move when faced with this disruption.

Your Playbook: The Hyper-Local Expert

Core Message: "The market for properties like yours is changing rapidly. Let's make
sure you capitalize on its peak value."

Action: Offer a "Highest & Best Use Valuation," showing them what their property is
worth to a developer versus a traditional homebuyer so they can make an informed,

strategic decision.

Profile 15: The Inherited Problem

The Story: An heir who lives in another state inherits the family home. It's full of personal
belongings, has years of deferred maintenance, and they have no desire to live there. Their

motivation isn't financial distress; it's the overwhelming burden of a new, unwanted responsibility.

How We Find Them

e The Event Trigger: A recent, non-market deed transfer (like a Quitclaim or Beneficiary

Deed).
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e The Geographic Mismatch: The Al confirms the burden by detecting that the new owner's
mailing address is out-of-state.
e The Property Condition: The signal is amplified when the house is old and has a sub-par

condition rating.

Your Playbook: The Easy Button

Core Message: "Managing an inherited property from out of state is overwhelming. | can
handle everything for you."

Action: You are their "boots on the ground." Offer a full-service estate liquidation
package: coordinate cleaners, junk removal, and repairs, and bring them a network of

cash buyers for a fast, "as-is" sale.

Profile 16: The Corporate Unwind

The Story: This isn't a quick flip. It's a holding company (LLC) or family trust that has owned a
rental property for 7-15 years. The asset has appreciated, the investment has served its
purpose, and now it's time for a planned, logical liquidation. The sale is a calculated business

move.

How We Find Them

e Ownership Structure: The owner is a non-individual entity like an LLC or a Trust.
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e The Disposition Window: The 7-15 year tenure range is the sweet spot where many
long-term investment strategies mature.
e The Business Reason: The Al confirms a powerful financial reason to sell by flagging a

significant equity gain (over 75%).

Your Playbook: The Commercial Broker

Core Message: "A Strategic Review of Your Asset at [Property Address].”
Action: Your outreach should be that of a peer. Offer a "Broker Opinion of Value (BOV)"
that focuses on investment metrics like Cap Rate, ROI, and the potential for a 1031

exchange. Speak their language.
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Part 5: Your Blueprint for Success

From Activation to Domination

Intelligence is only valuable when it's put into action. This final section provides a clear, step-by-
step blueprint for integrating TimeToSell.Al into your business, whether you're a new agent

building your first pipeline or a top producer looking to scale your empire.
Chapter 14: Maximizing Your Free Trial

Your free trial comes with a complimentary predictive lead, 5 property lookups, and a $100
Welcome Voucher. This isn't just a demo; it's a complete toolkit designed to prove our value
and help you build a tangible pipeline from day one. Here's your step-by-step blueprint to get the

most out of it.

Step 1: Calibrate the Al with Strategic O TimeTosellai

Lookups

Your 5 free property lookups are your secret
weapon for discovery and trust-building. Don't
waste them on random addresses. Use them for
a "reconnaissance mission" to calibrate your

understanding of the Al:

e Lookup #1: Your Own Home. See what our Al says about you. This is the fastest way to
understand how the data points (tenure, equity, property age) combine to create a score.
e Lookup #2: A Happy Past Client. Look up a client you sold a home to in the last two

years. Their score should be very low—this is how you verify the accuracy of our "STAY"
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signals.
e Lookup #3: The "Mystery House." Every agent has one. That house in your farm that
seems ripe to sell but never does. Our data might reveal a hidden story (like a recent

HELOC or a brand-new roof) that explains why they're staying put.

Step 2: Build Your First Campaign, Funded by Us

Now you're ready to build your first real campaign. Your complimentary lead and the $100

voucher are designed to create a risk-free prospecting list.

1. Choose Your Core ZIP Code: Start with your primary farm area where you have the most
market knowledge. Remember, seats are limited, so claim your top spot first.

2. Select a Balanced Lead Mix: We recommend starting with a mix of tiers to build both an
immediate and a long-term pipeline. For example, use your voucher to acquire 5 "Strong
Prospect” leads ($50) and 3 "Prime Leads" ($45).

3. Apply Your Voucher: At checkout, use the code COLORADO-100. Your total will be $0.

In less than 15 minutes, you will have a high-potential, Al-vetted prospecting list ready for your

first outreach—all with zero financial risk.
Chapter 15: A Pipeline Blueprint for Every Agent

A one-size-fits-all prospecting tool is doomed to fail because it doesn't adapt to your specific
business needs. TimeToSell.Al is a flexible intelligence platform designed to provide the right

leverage at every stage of your career.

The Foundation: A Blueprint for New Agents

The Challenge: You lack a deep referral network and the credibility that comes with experience.

Your goal is to build a predictable pipeline and establish yourself as an expert, fast.

The TimeToSell.Al Solution: Instant Expertise.
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1. Build a Targeted Farm: Instead of blindly mailing an entire zip code, use our platform to
identify the top 10% most likely sellers. Your limited budget is now hyper-focused.

2. Lead with the Narrative: Don't use a generic script. Our "Actionable Narratives" give you
the story behind the sale. Your first call isn't, "Do you want to sell?" It's, "I specialize in
helping empty nesters in your area, and my data suggests you might be thinking about
your next chapter."”

3. Compete with Smarts, Not Spend: You instantly sound like a veteran market analyst, not
a rookie agent. You win listings by providing unique insights and uncovering opportunities

your competition can’t see.

The Accelerator: A Blueprint for Top Producers

The Challenge: You have a great reputation, but you have no time. Your biggest bottleneck is

inefficiency. Your goal is leverage—scaling your outreach without sacrificing quality.
The TimeToSell.Al Solution: Intelligent Delegation.

1. Create the Hotlist: Your time is too valuable for prospecting. Use our platform to generate
a high-confidence hotlist of "Prime" and "Strong" leads in minutes.

2. Deliver the Playbook: Give the list to your assistant or ISA. It's not just names; it's a
complete intelligence briefing with profiles, motivations, and talking points for every single
call.

3. Focus on What Matters: You've just delegated the most time-consuming part of your
business with surgical precision. Your team makes fewer, smarter calls. You spend your

time where it matters most: on qualified appointments and high-level negotiations.

Chapter 16: From Intuition to Intelligence: Scaling Your
Expertise and Your Purpose

As you grow in your career, you develop an intuition—a "feel" for the market. You can sense

when a client is getting ready to move or when a neighborhood is about to take off. This intuition
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IS your secret sauce, but it has a fundamental limitation: it doesn't scale. You can't clone yourself

or your experience.

@TimeToSeII.al L .
Codifying Your Intuition

TimeToSell.Al is the tool that codifies your
intuition into a repeatable, delegable system
of intelligence. It allows your team to see the
market the way you do, by identifying the subtle
patterns that you've learned to recognize over
years of practice. It transforms your "gut feeling"

into a data-driven playbook that anyone on your team can execute.

This is how you break through the growth plateau. You stop being the bottleneck to your own
success and become the architect of a scalable, intelligent, and more profitable real estate

empire.

Building a Pipeline of Purpose

Why did you get into real estate? For most agents, the answer goes deeper than just an income.
It's about the satisfaction of guiding people through one of the most significant moments of their

lives. But the daily grind of transactional prospecting often feels disconnected from that mission.

By identifying homeowners who are motivated by complex life challenges, TimeToSell.Al helps
you build a pipeline of purpose. Your outreach can be focused on helping people who

genuinely need a guide:

e The couple stuck in "Renovator's Remorse,” who need a creative solution.

e The family facing a pre-foreclosure notice, who need a compassionate advisor.
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When you lead with empathy, backed by data, you are not just trying to get a listing. You
are earning trust for life. The commission becomes the byproduct of the relationship, not
the goal. This is how you build a business that is not only profitable but profoundly

fulfilling.
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Part 6: Secure Your Market

A Strategic Imperative for Growth
Chapter 19: Building Your Digital Moat

You've seen it before in the real estate tech world: a promising new lead source appears, only to
become diluted and ineffective over time. The online lead generation model is fundamentally
broken for agents. Most platforms operate on a volume model, selling the same stale lead to
five, ten, or even more agents in the same area. This creates a frantic race to be the first to call

and a price war that benefits no one but the platform.

This is a recipe for low conversion rates and agent burnout. We believe there is a better way.

) G) TimeToSell.ai
From Lead Generation to Asset

Acquisition

A predictive lead is only valuable if it comes with
a real competitive advantage. That's why we
have built our entire business model around the
principle of exclusivity. We strictly limit the
number of agents who can access

TimeToSell.Al's data in any given Colorado ZIP code.

When you secure a seat in your ZIP code, you are not just buying leads. You are acquiring a
strategic asset for your business. You are building a digital moat around your farm area that

gives you tangible, long-term benefits:
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e Reduced Prospecting Costs: When you are the only one with access to the highest-
intent leads, you no longer need to spend thousands on broad, low-ROI marketing to the
entire area. Your customer acquisition cost plummets.

e Higher Conversion Rates & Profit Margins: You are not competing against five other
agents on price. You are the sole expert with unique insight, allowing you to command your
full commission and win listings with a relationship-based approach.

e A Defensible Brand: You become known as the agent in that ZIP code with the most
advanced market intelligence. This exclusivity builds a powerful, defensible brand that

competitors cannot easily replicate.
Chapter 20: The Cost of Inaction

In a competitive market, the decision to wait is often the most expensive decision an agent can

make. Let’s imagine a scenario that plays out every day.

You're an agent who has meticulously farmed the 80015 ZIP code for years. You know the
streets, the schools, and the people. You see that TimeToSell.Al has only 3 seats left in your

area. You're busy, so you decide to look at it later.

A week later, a competitor across town—someone who has been trying to break into your

farm—acts immediately. They sign up and claim one of the last seats.
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Q TimeToSell.ai

The Ripple Effect of a Lost Opportunity

Two weeks later, our Al flags a perfect “Trapped
Equity Downsizer" on Maple Street, right in the
heart of your farm. That lead doesn't go to you. It

goes to your competitor.

Armed with the full narrative, your competitor
gets the appointment and wins the $700,000 listing. But the damage doesn't stop there. The

consequences ripple through your business for the next year:

1. The Lost Commission: You lose the immediate ~$21,000 commission.

2. The Lost Sign Call: Your competitor's sign goes up in your farm, generating buyer calls
and new leads for *their* database, not yours.

3. The Lost Social Proof: They market the "Just Sold" property across social media,
establishing themselves as an active agent in *your* territory.

4. The Lost Referral: Six months later, the happy seller refers their neighbor to your

competitor, leading to another listing you never had a chance at.

When you finally check back, the seats for 80015 are gone.

The question is no longer just whether you want to use predictive Al, but whether you can

afford for your competition to use it against you.
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Actionable Takeaway for Agents

The future of real estate isn't just about having the best data; it's about having exclusive
access to it. This playbook is designed to give you an undeniable demonstration of the
platform's power. Use the intelligence you've gained to make a strategic decision for your

business and secure your market before someone else does.
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Invitation to the Future of Real Estate

We've reached the end of this playbook, but the beginning of a new chapter for your business.
We have journeyed from the frustrations of the old prospecting model to the precision and power

of predictive intelligence. You have seen the undeniable evidence: traditional methods are

failing, the market is shifting, and your clients expect more.

TimeToSell.ai

This playbook was designed to give you that edge. It has provided a clear map for navigating the

new landscape of real estate—from understanding the hidden motivations of sellers to building a
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scalable, profitable, and fulfilling business.

The choice is no longer between working harder or working smarter. The choice is

between two distinct professional identities: The Reactive Agent and The Proactive Agent.

The Reactive Agent...

e Spends hours sifting through the haystack.
e Competes on price in a crowded field.

e Waits for leads to come to them.

e Operates on hunches and guesswork.

e Sees their market share slowly erode.

The Proactive Agent...

e Uses a metal detector to find the needles.

e Commands their full value with exclusive insights.
e Creates their own opportunities.

e Operates with data-driven confidence.

¢ Builds a digital moat to defend their market.

The tools and strategies outlined in this guide are your invitation to join the ranks of the
proactive. The future of this industry belongs to the agents who can turn data into deals, and

intuition into intelligence. This playbook is your guide to becoming one of them.
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@ TimeToSell

Your Proactive Playbook Starts Now

The theory is over. It's time for action. Secure your exclusive access to the most
advanced predictive seller leads in Colorado and transform your prospecting from a

game of chance into a system for success.

Activate Your Free Account & Redeem Your $100 Voucher

No Contracts. Cancel Anytime. Seats Are Limited.
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