
 



 

 

 

 

 

 

What This Handbook Is Really About 

This handbook is not about becoming “good at ChatGPT.” 

It is about becoming a more effective real estate business owner. 

Gary Keller’s business philosophy is built around models, systems, lead generation, 
database, scripts, leverage, focus, and consistent execution. ChatGPT does not replace 
any of those. It strengthens your ability to execute them. 

The agent who wins with AI will not be the agent who asks for random captions. The agent 
who wins will be the agent who uses ChatGPT to build repeatable systems for lead 
generation, follow-up, conversion, listings, database, transaction management, client 
experience, and personal skill development. 

AI is not the business. 
AI is leverage for the business. 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

SECTION 1 

What ChatGPT Is — and What It Is Not 

ChatGPT is an AI assistant that responds to instructions. It can write, rewrite, summarize, 
organize, analyze, brainstorm, role play, create checklists, build timelines, compare 
options, and help you think through complex situations. 

But ChatGPT is not magic. It does not know your business unless you teach it. It does not 
automatically understand your tone, your market, your clients, your brokerage standards, 
or your goals unless you give it that context. 

What ChatGPT Is Good At 

ChatGPT is especially useful for real estate agents because your business depends heavily 
on communication, consistency, preparation, and follow-up. 

Use it for: 

• Writing and improving emails, texts, scripts, and social posts 
• Practicing buyer and seller conversations 
• Preparing for listing appointments 
• Building follow-up systems 
• Creating listing launch plans 
• Explaining market conditions in client-friendly language 
• Organizing contract details into timelines and checklists 
• Building repeatable systems for your business 
• Creating training tools for assistants, newer agents, or team members 

 

What ChatGPT Is Not 

ChatGPT is not: 

• Your broker 
• Your attorney 
• Your MLS 
• Your forms provider 
• Your compliance officer 
• A guaranteed source of accurate real-time market data 
• A replacement for your judgment or fiduciary duty 

 

Important real estate rule: use ChatGPT to organize, communicate, prepare, and think. 
Always verify legal, contractual, market, MLS, brokerage, and compliance details with the 
correct source. 



 

 

 

 

 

Keller Williams Connection 

KW teaches agents to build businesses through models, systems, and leverage. ChatGPT is 
leverage. But leverage only works when it supports the model. 

A weak agent uses ChatGPT to avoid work. 
A strong agent uses ChatGPT to improve the quality and consistency of the right work. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

SECTION 2 

Basic ChatGPT Navigation and Setup 

Before you can use ChatGPT at a high level, you need to understand how to organize it. 
Most agents fail because they use one messy chat for everything. 

That is like throwing every lead, every transaction, every listing, and every script into one 
folder and expecting to run a clean business. 

The Basic Parts of ChatGPT 

1. New Chat 

This starts a fresh conversation. Use this when you are beginning a new topic or 
business system. 

Example: 
Start a new chat for “Buyer Follow-Up System” instead of adding buyer follow-up 
requests to a random chat about listing descriptions. 

2. Chat History / Sidebar 

Your previous chats are stored in the sidebar. This matters because each chat can 
become a reusable business asset. 

If you organize your chats correctly, your sidebar becomes a business command 
center. 

3. Message Box 

This is where you type your prompt. Do not treat it like a search bar. Treat it like giving 
instructions to an assistant. 

4. Uploads 

Depending on your version of ChatGPT, you may be able to upload files such as 
PDFs, contracts, notes, spreadsheets, listing information, or marketing material. 

 

Use uploads for: 

• Purchase contracts 
• Inspection summaries 
• Listing notes 
• Client intake forms 
• Market reports 
• Open house sign-in sheets 
• Transaction timelines 
• Buyer or seller questionnaires 

 



 

5. Voice 

Voice can be powerful for agents because real estate is conversational. You can use 
voice to practice scripts, role play, or dictate notes after a call. 

6. Sharing Chats 

Shared chats allow you to send a conversation to someone else. This is useful for 
assistants, transaction coordinators, lenders, co-agents, mentors, or team 
members. 

Use shared chats carefully. Do not share private client information unnecessarily. 

7. Custom GPTs 

Custom GPTs are specialized versions of ChatGPT built for specific jobs. You might 
create a Buyer Follow-Up GPT, Listing Launch GPT, Role Play GPT, or Transaction 
Timeline GPT. 

The more repeatable the task, the better candidate it is for a Custom GPT. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SECTION 3 

How to Organize ChatGPT Like a Real Estate Business 

This is the foundation. If agents only remember one thing, it should be this: 

Do not use ChatGPT randomly. Build an AI operating system. 

Your Core AI Business Chats Create these separate chats: 

1. Buyer Conversion System 

Use this for buyer objections, buyer follow-up, buyer consultation preparation, 
showing follow-up, lender conversations, offer strategy, and buyer education. 

2. Seller Conversion System 

Use this for listing appointments, pricing objections, seller follow-up, expired 
listings, FSBO conversations, price reductions, seller education, and pre-listing 
preparation. 

3. Listing Launch Engine 

Use this for listing descriptions, social posts, email campaigns, open house 
strategy, video scripts, neighbor outreach, showing feedback systems, and seller 
updates. 

4. Database Follow-Up Engine 

Use this for past clients, sphere, old leads, referral partners, home anniversary 
messages, market updates, reactivation campaigns, and long-term nurture. 

5. Transaction Command Center 

Use this for uploaded contracts, transaction timelines, deadlines, responsibilities, 
forms, risk tracking, client updates, and communication with title, lender, TC, buyer, 
or seller. 

6. Role Play Training Lab 

Use this to practice buyer consultations, listing presentations, price reduction 
conversations, inspection issues, appraisal concerns, emotional clients, resistant 
sellers, FSBOs, expired listings, and negotiations. 

7. Content Authority Engine 

Use this for blogs, newsletters, market updates, video scripts, social media 
calendars, local community content, and educational posts. 

 



 

 

 

Why Separate Chats Matter 

Separate chats keep context clean. 

If you ask one chat to write a seller price reduction script, summarize a contract, create a 
birthday message, and build a listing campaign, the chat becomes unfocused. 

A focused chat creates better output because it stays in one business lane. 

How to Name Chats 

Rename chats clearly. 

Examples: 

• Buyer Conversion System — Phoenix First-Time Buyers 
• Seller Pricing Objections — North Phoenix 
• Listing Launch Engine — Active Listings 
• Database Revival — Past Clients and Sphere 
• Transaction Command Center — 123 Main Street 
• Role Play Lab — Listing Appointments 
• Content Authority Engine — Weekly Market Updates 

 
Keller Williams connection: organization is leverage. A business with models and systems 
is easier to scale than a business living in the agent’s head. 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

SECTION 4 

The Agent Brain Upload 

ChatGPT becomes far more useful when you give it your business identity. 

Most agents skip this. Then they complain that the answers sound generic. 

The solution is to “upload your brain” into the chat. 

Basic Agent Brain Upload 

Paste this into each major business chat: 

I am a real estate agent serving [market/city]. My ideal clients are [describe clients]. 
My tone is [warm, confident, consultative, direct, educational, etc.]. My business 
goal is to generate leads, convert clients, provide an excellent client experience, 
build long-term relationships, and earn referrals. 

Use a Keller Williams-style business mindset: focus on lead generation, database, 
scripts, systems, leverage, consistency, and conversion. 

When you respond, give me practical outputs I can use immediately, such as 
scripts, texts, emails, checklists, timelines, campaigns, role play scenarios, or 
follow-up plans. Avoid generic advice. 

Advanced Agent Brain Upload 

Use this when you want stronger personalization: 

I am a real estate agent in [market]. I work primarily with [first-time buyers / move-up 
buyers / seniors / investors / luxury sellers / downsizers / etc.]. My brand voice is 
[describe voice]. I want to be seen as [trusted advisor / market expert / calm guide / 
strategic negotiator / community resource]. 

My common client objections are: [list objections]. My main business goals this 
quarter are: [list goals]. My marketing channels are: [email, video, Instagram, 
Facebook, open houses, database calls, etc.]. 

Help me use ChatGPT to build repeatable systems, improve conversion, save time, 
and communicate at a higher level. Whenever possible, give me step-by-step 
implementation, sample language, and a way to reuse the output. 

 

 

 



 

 

How to Maximize This 

Update your Agent Brain Upload every 30 to 60 days. 

Your business changes. Your goals change. Your market changes. Your AI setup 
should evolve with it. 

SECTION 5 

Prompt Writing Mastery: The Skill That Changes Everything 

A prompt is not a question. A prompt is an instruction. 
Weak prompts produce weak answers. Strong prompts produce usable business assets. 
 

Most agents say: 

Write me a follow-up text. 

Top agents say: 

Act as a top Keller Williams buyer conversion coach. I met a first-time buyer at an 
open house in Phoenix. They liked the home but said they are nervous about interest 
rates and want to wait. Write three follow-up texts that build trust, reduce fear, and 
move them toward a buyer consultation. Keep the tone warm, confident, and non-
pushy. Keep each under 75 words. Avoid jargon and do not use pressure tactics. 

That difference matters. 

The 8 Keys to a Strong Prompt 

1. Roll Tell ChatGPT who to act as. 

Good roles: 

• Top-producing Keller Williams agent 
• Buyer conversion coach 
• Listing presentation coach 
• Real estate negotiation strategist 
• Transaction coordinator 
• Database growth coach 
• Client experience designer 
• Role play trainer 
• Market education expert 
• Real estate content strategist 

Role changes the thinking pattern. 

 

 



 

 

2. Context Tell ChatGPT what is happening. 

Include: 

• Who the client is 
• What they said 
• What stage they are in 
• What the market situation is 
• What your concern is 
• What you want to happen next 

Example: 

I met this buyer at an open house. They are renting, have good income, but are afraid of 
buying at the wrong time. 

3. Task Tell ChatGPT exactly what to create. 

Examples: 

• Write three text messages 
• Create a phone script 
• Build a 14-day listing launch plan 
• Create a transaction timeline 
• Analyze this objection 
• Role play as a skeptical seller 
• Turn this into a checklist 
• Create a campaign 
• Rewrite this email 

 

4. Outcome Tell ChatGPT the result you want. 

Examples: 

• Increase response rate 
• Build trust 
• Book an appointment 
• Create urgency without pressure 
• Explain value clearly 
• Reduce client anxiety 
• Prepare me for a tough conversation 
• Improve client experience 
• Protect the transaction timeline 

 

 

 

 



 

 

5. Audience Define who the message is for. 

Examples: 

• First-time buyer 
• Analytical investor 
• Emotional seller 
• Downsizing senior 
• Luxury homeowner 
• Cold internet lead 
• Past client 
• FSBO seller 
• Expired listing 
• Open house visitor 

 

6. Tone Tell ChatGPT how it should sound. 

Examples: 

• Warm and conversational 
• Calm and reassuring 
• Direct and confident 
• Professional and polished 
• Friendly and brief 
• Consultative, not salesy 
• Educational and empowering 
• Urgent but not pushy 

 

7. Format Tell ChatGPT how to deliver the result. 

Examples: 

• Text message 
• Email 
• Phone script 
• Checklist 
• Table 
• Timeline 
• Campaign calendar 
• Step-by-step plan 
• Client-facing explanation 
• Agent-facing strategy 
• Social media caption 
• Video script 

 

 



 

 

8. Constraints Tell ChatGPT the rules. 

Examples: 

• Keep it under 100 words 
• Do not sound pushy 
• Avoid jargon 
• Do not make legal claims 
• Include a clear call to action 
• Give me three options 
• Flag anything I should verify with my broker 
• Make it compliant and professional 
• Keep it client-friendly 

 

 

 

Master Prompt Template 

Use this exact structure: 

Act as a [ROLE]. 
Here is the situation: [CONTEXT]. 
My audience is [AUDIENCE]. 
I need you to [TASK]. 
The goal is to [OUTCOME]. 
Use a [TONE] tone. 
Format the response as [FORMAT]. 
Follow these rules: [CONSTRAINTS]. 

Prompt Upgrade Example 

Weak: 

Write a seller follow-up. 

Strong: 

Act as a top Keller Williams listing agent and seller conversion coach. I met with a 
seller yesterday who liked my presentation but wants to “think about it.” They 
believe their home may be worth more than the comparable sales show. Write one 
follow-up email and two text message options. The goal is to reinforce trust, position 
me as the expert, and encourage a next-step conversation. Use a calm, confident, 
consultative tone. Do not sound desperate or pushy. 

 



 

 

Keller Williams Connection 

KW has always emphasized scripts, practice, and models. Prompting is the AI version of 
scripting. 

A script tells the agent what to say. 
A prompt tells ChatGPT how to think. 

The better your prompt, the better your leverage. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SECTION 6 

The Iteration System: How to Turn Average Answers Into Gold 

Most agents stop at the first response. That is a mistake. 

The first response is usually a draft. The second and third responses are where the value 
appears. 

The 5-Step Iteration Loop 

Step 1: Generate 

Ask for the first version. 

Step 2: Evaluate 

Ask ChatGPT what is weak. 

Prompt: 

What is weak about this response? How could it be stronger for conversion? 

Step 3: Refine 

Ask for improvements. 

Prompt: 

Rewrite this to sound more confident, specific, and human. 

Step 4: Personalize 

Add your voice. 

Prompt: 

Make this sound more like a real estate agent who is warm, direct, and 
consultative. 

Step 5: Save 

Keep the best version in your CRM, notes app, Google Doc, or prompt library. 

Daily Refinement Prompts 

Use these constantly: 
Make this shorter. 
Make this more persuasive without sounding pushy. 
Give me three versions: friendly, direct, and consultative. 
Add a stronger call to action. 
Make this sound more human and less like AI. 
Rewrite this for a skeptical seller. 



 
 
 
Rewrite this for a nervous first-time buyer. 
Remove generic language. 
Add more confidence. 
Turn this into a phone script. 
Turn this into a text message. 
Turn this into an email. 

 

Why This Matters 

Gary Keller’s models work because they are practiced, refined, and repeated. ChatGPT 
works the same way. 

The win is not in asking once. 
The win is in improving until the output is useful. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SECTION 7 

Buyer Conversion System 

Buyer conversion is one of the highest-value uses of ChatGPT. 

Most buyers do not need more information. They need confidence. They need 
clarity. They need leadership. 

A buyer who says “rates are too high” is often saying: 

• I am afraid of making a mistake 
• I do not understand my options 
• I do not feel confident yet 
• I do not want to be pressured 
• I need someone to help me think clearly 

 

ChatGPT helps you prepare for these moments. 

System Objective 

Build a repeatable buyer conversion system that helps you: 

• Respond faster 
• Handle objections better 
• Educate with clarity 
• Move buyers toward appointments 
• Practice conversations before they happen 

 

Step 1: Build the Buyer Objection Library 

Prompt: 

Act as a Keller Williams buyer conversion coach. Create a list of the 25 most 
common buyer objections in today’s real estate market. Organize them into 
categories: affordability, interest rates, timing, fear, trust, inventory, competition, 
and motivation. 

Step 2: Create Response Styles 

Prompt: 

For the objection “[insert objection],” create five responses using these styles: 
empathetic, educational, data-driven, story-based, and direct. Keep each response 
conversational and client-friendly. 

 

 



 

 

Step 3: Turn Responses Into Scripts 

Prompt: 

Turn the strongest response into a phone script. Include opening language, a 
clarifying question, a value statement, and a natural close asking for a consultation. 

Step 4: Create Follow-Up Texts 

Prompt: 

Create three follow-up text messages for a buyer who expressed this objection. 
Keep each under 75 words. Make them warm, confident, and non-pushy. 

Step 5: Practice With Role Play 

Prompt: 

Role play as a hesitant buyer who is worried about [objection]. Push back 
realistically. Do not coach me until I say “pause.” 

Step 6: Get Feedback 

Prompt: 

Pause. Evaluate my response. Score me 1–10 on empathy, clarity, confidence, and 
ability to move the conversation forward. Then rewrite my response to make it 
stronger. 

Example Buyer Objection: “Rates Are Too High” 

Prompt: 

Act as a Keller Williams buyer conversion coach. A first-time buyer says, “Rates are 
too high. I think we’ll wait.” Create three responses: one empathetic, one 
educational, and one direct. The goal is to reduce fear and invite them to review 
options without pressure. 

Possible Output Style: 

Empathetic: 

I completely understand that. Rates are a real factor, and you should feel 
comfortable before making a move. What I would not want is for you to make the 
decision based only on fear. It may be worth looking at the numbers together so you 
can see what is actually possible and what is not. 

 

 



 

 

Educational: 

That makes sense. One thing to remember is that the rate is only one part of the 
decision. Price, monthly payment, seller concessions, inventory, and long-term 
plans all matter too. Sometimes waiting helps, and sometimes it costs more. Let’s 
look at your specific situation before making that call. 

Direct: 

Waiting may be the right move, but I would not want you to assume that without 
seeing the numbers. Let’s spend 20 minutes reviewing your options so you can 
make a confident decision instead of guessing. 

Keller Williams Connection 

This aligns with KW’s emphasis on scripts, consultation, and conversion. You are not 
pressuring the client. You are leading with value. 

A great buyer agent is not a door opener. 
A great buyer agent is a decision guide. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SECTION 8 

Seller Conversion System 

Seller conversion is about trust, pricing, motivation, and leadership. 

Most sellers want three things: 

• The highest possible price 
• The least amount of stress 
• Confidence that they chose the right agent 

Their objections are often emotional first and logical second. 

ChatGPT helps you prepare for those conversations before the appointment, during follow-
up, and after resistance appears. 

System Objective 

Build a seller conversion system that helps you: 

• Prepare for listing appointments 
• Handle pricing objections 
• Communicate value clearly 
• Follow up after presentations 
• Practice difficult seller conversations 
• Improve conversion rate 

 

Step 1: Prepare Before the Appointment 

Prompt: 

Act as a Keller Williams listing presentation coach. I am preparing for a listing 
appointment with a seller in [market]. The seller believes their home is worth more 
than recent comparable sales. Create a preparation plan that includes likely 
objections, questions I should ask, data I should bring, and a consultative strategy 
for guiding the pricing conversation. 

Step 2: Build Seller Discovery Questions 

Prompt: 

Create 15 powerful listing appointment questions that help me uncover the seller’s 
motivation, timeline, pricing expectations, fears, decision process, and desired 
outcome. 

 

 



 

 

Examples: 

• What would make this move a success for you? 
• What is most important: price, timing, convenience, or certainty? 
• What concerns do you have about selling? 
• How did you arrive at your preferred price? 
• If the market does not respond at that price, how would you want to handle 

it? 
 

Step 3: Create Pricing Scripts 

Prompt: 

Create a script to explain pricing strategy to a seller who wants to list above market 
value. Make it respectful, confident, and educational. Use a simple analogy a 
homeowner would understand. 

Step 4: Prepare for Zillow / Online Value Objections 

Prompt: 

Create three responses to a seller who says, “Zillow says my home is worth more.” 
Give me one empathetic response, one data-based response, and one direct 
response. 

Step 5: Practice the Appointment 

Prompt: 

Role play as a seller who believes their home is worth $50,000 more than the 
comparable sales support. Be skeptical of my pricing recommendation. Stay in 
character until I say pause. 

Step 6: Follow Up After the Appointment 

Prompt: 

Write a follow-up email after a listing appointment where the seller liked my 
presentation but is not ready to sign. Reinforce my value, summarize the strategy, 
and invite a clear next step. 

Example Seller Price Reduction Prompt 

Act as a Keller Williams listing coach. I have a listing that has been active for 21 days 
with multiple showings but no offers. The seller is resistant to reducing the price. 
Create a phone script that is calm, confident, data-based, and respectful. Include 
questions that help the seller make the decision instead of feeling forced. 



 

 

 

Keller Williams Connection 

KW teaches agents to lead with questions, scripts, and models. Seller conversion is not 
about convincing. It is about guiding. 

The agent who controls the conversation with clarity earns trust. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

SECTION 9 

Listing Launch Engine 

A listing is not a post. A listing is a campaign. 

Most agents list the property, upload photos, post online, maybe hold an open house, and 
wait. That is not a launch strategy. 

A strong listing launch creates momentum before the home goes live, maximizes exposure 
during launch, and follows up aggressively after buyer interest appears. 

System Objective 

Use ChatGPT to create a repeatable listing launch system that includes: 

• Pre-launch strategy 
• Buyer persona targeting 
• Listing description 
• Social media plan 
• Email campaign 
• Neighbor outreach 
• Open house plan 
• Showing follow-up 
• Seller update communication 
• Price adjustment strategy if needed 

 

Step 1: Input the Property Details 

Prompt: 

I am preparing to list a property. Here are the details: 
Address/area: [insert] 
Price: [insert] 
Beds/baths: [insert] 
Square footage: [insert] 
Best features: [insert] 
Neighborhood highlights: [insert] 
Target buyer: [insert] 
Seller timeline: [insert] 
Competition: [insert] 

Remember these details for this listing campaign. 

 



 

 

 

Step 2: Build the 14-Day Launch Plan 

Prompt: 

Act as a top Keller Williams listing strategist. Create a 14-day listing launch 
campaign for this property. Include pre-launch buzz, coming soon messaging, 
neighbor outreach, social media, email marketing, open house strategy, buyer 
follow-up, and seller communication. Organize by day with specific tasks. 

Step 3: Create Buyer Personas 

Prompt: 

Identify the top three likely buyer personas for this listing. For each persona, explain 
what they care about, what features to highlight, and what messaging would attract 
them. 

Step 4: Create Marketing Assets 

Prompts: 

Write three listing descriptions: one lifestyle-focused, one luxury/premium, and one 
concise MLS-friendly version. 

Create five Instagram captions for this listing, each with a different angle. 

Write a short video script for a listing walkthrough. 

Create a neighbor outreach text inviting people to share the listing with someone 
they know. 

Write an email blast to my database announcing this listing. 

Step 5: Create Open House Follow-Up 

Prompt: 

Create a follow-up system for open house visitors. Include a text message to send 
within one hour, a follow-up email, a next-day text, and a phone script. 

Step 6: Create Seller Updates 

Prompt: 

Create a weekly seller update template that summarizes showings, feedback, 
online activity, market competition, and recommended next steps. 

 



 

 

Listing Secret 

Do not just market the property. Market the opportunity. 

Ask ChatGPT: 

What is the emotional opportunity this home represents for the likely buyer? 

That question improves listing marketing immediately. 

Keller Williams Connection 

KW teaches that listings create leverage. A listing can generate buyer leads, seller leads, 
neighborhood visibility, database touches, open house conversations, and referral 
opportunities. 

ChatGPT helps you turn one listing into multiple business opportunities. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SECTION 10 

Database Revival Engine 

Your database is your business. 

This is one of the most important Keller Williams principles. Yet many agents spend more 
time chasing strangers than nurturing people who already know them. 

ChatGPT can help agents create consistent, value-based communication that keeps 
relationships alive. 

System Objective 

Build a repeatable database system that helps you: 

• Reconnect with old leads 
• Stay in touch with past clients 
• Create value for your sphere 
• Generate referrals 
• Revive cold contacts 
• Build long-term nurture campaigns 

 

Step 1: Segment the Database 

Use these groups: 

• Past clients 
• Sphere 
• Cold buyer leads 
• Cold seller leads 
• Open house leads 
• Investors 
• Referral partners 
• Vendors 
• Long-term nurtures 
• People likely to move in 1–3 years 

 

Step 2: Create Campaigns by Segment 

Prompt: 

Act as a Keller Williams database growth coach. Create a 30-day reactivation 
campaign for my database. Segment the messaging for past clients, sphere 
contacts, cold buyer leads, cold seller leads, investors, and referral partners. 
Include text messages, emails, and call prompts. Make the tone valuable, warm, 
and non-pushy. 



 

 

Step 3: Make It Value-Based 

Prompt: 

Rewrite this campaign so every message provides value before asking for anything. 
Include market insight, homeownership tips, local information, or helpful questions. 

Step 4: Weekly Database Habit 

Prompt: 

Create my database touch plan for this week. I want to contact 20 people: 5 past 
clients, 5 sphere contacts, 5 old leads, and 5 referral partners. Give me short text 
messages for each group. 

Step 5: Track Conversations 

Use a simple tracker: 

• Name 
• Segment 
• Date contacted 
• Message sent 
• Response 
• Next step 
• Follow-up date 

 

Sample Past Client Text 

Hey [Name], I was thinking about you and wanted to check in. A lot has shifted in the 
market, and I’m helping past clients understand what their home equity may mean 
for future options. No agenda — just happy to be a resource if you ever want an 
updated snapshot. 

Sample Cold Buyer Lead Text 

Hi [Name], it’s [Your Name]. We connected a while back about buying a home. I 
know timing changes, so I wanted to check in — are you still hoping to buy at some 
point, or has that plan shifted? 

Sample Referral Partner Text 

Hey [Name], I’m reconnecting with a few trusted people in my network this week. If 
you know anyone who has real estate questions, I’m always happy to be a resource 
— no pressure, just helpful guidance. 

 

 



 

 

Keller Williams Connection 

This is pure KW: database, relationships, referrals, consistency. 

A database that is not contacted is not an asset. 
It is just a list. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SECTION 11 

Transaction Command Center 

This is one of the most advanced and valuable uses of ChatGPT. 

A smooth transaction creates trust. Trust creates referrals. Referrals create long-term 
business. 

Most agents manage transactions reactively. Top agents engineer the experience 
proactively. 

Important Compliance Note 

ChatGPT can help organize and summarize transaction information, but you must verify all 
contract terms, deadlines, forms, and legal obligations with your broker, transaction 
coordinator, forms provider, MLS, title company, lender, and applicable state rules. 

Do not use ChatGPT as legal advice. 

System Objective 

Use ChatGPT to create: 

• Contract summary 
• Deadline timeline 
• Responsibility matrix 
• Forms checklist 
• Risk analysis 
• Client communication plan 
• Team coordination guide 

Step 1: Upload the Contract 

Upload the purchase contract and addenda if available. 

Step 2: Extract Key Details 

Prompt: 

Act as an experienced Arizona real estate transaction coordinator. Review this 
contract and extract all critical dates, deadlines, contingencies, responsibilities, 
required forms, and risk points. Organize the information in a table. Flag anything I 
should verify with my broker or transaction coordinator. 

 

 

 

 



 

 

Step 3: Build Transaction Timeline 

Prompt: 

Turn this into a transaction timeline from contract acceptance to closing. Include 
date, task, responsible party, required document/form, risk level, and 
recommended communication. 

Step 4: Build Responsibility Matrix 

Prompt: 

Create a responsibility matrix showing what the buyer, seller, buyer agent, listing 
agent, lender, title company, inspector, appraiser, and transaction coordinator are 
responsible for during this transaction. 

Step 5: Build Forms Checklist 

Prompt: 

Based on this transaction, create a forms and documents checklist. Include what 
document is needed, who is responsible, when it is due, and what it is used for. Flag 
anything that may vary by brokerage or state rules. 

Step 6: Build Risk Analysis 

Prompt: 

Identify the top 10 risks that could delay or derail this transaction. For each risk, 
provide early warning signs, prevention steps, and a communication 
recommendation. 

Step 7: Build Client Updates 

Prompt: 

Create client-friendly update messages for each phase of the transaction: escrow 
opened, inspection scheduled, repair negotiations, appraisal ordered, loan 
progress, signing, final walkthrough, closing day, and post-closing follow-up. 

Step 8: Share With Team 

Use the output to align: 

• Transaction coordinator 
• Lender 
• Title company 
• Co-agent 
• Client 

 



 

 

Transaction Secret 

Average agents track deadlines. 

Top agents manage expectations. 

If clients always know what is happening, what comes next, and what you are watching for, 
their confidence increases. 

Keller Williams Connection 

KW’s referral-based model depends on client experience. A better transaction experience 
creates more repeat and referral business. 

ChatGPT helps you systematize that experience. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SECTION 12 

Role Play Training Lab 

Most agents practice on real clients. That is expensive. 

ChatGPT gives agents unlimited practice conversations before the real conversation 
happens. 

This is one of the most powerful parts of the entire system. 

System Objective 

Use ChatGPT to improve: 

• Confidence 
• Scripts 
• Objection handling 
• Tone 
• Question asking 
• Closing for next steps 
• Difficult conversation skills 

 

Step 1: Choose the Scenario 

Examples: 

• Buyer afraid of interest rates 
• Seller wants to overprice 
• Seller resisting price reduction 
• FSBO seller skeptical of agents 
• Expired listing seller frustrated by agents 
• Buyer keeps delaying 
• Client upset after inspection 
• Buyer lost in multiple offers 
• Seller emotionally attached to home 
• Listing agent pushing back on your offer 

 

Step 2: Set Role Play Rules 

Prompt: 

I want to role play. Act as [client type]. Your personality is 
[skeptical/emotional/analytical/resistant]. Your concern is [concern]. Push back 
realistically. Stay in character. Do not coach me until I say “pause.” 

 



 

 

Step 3: Practice Out Loud 

Do not only type. Say your response out loud. Real estate conversations happen 
with voice, tone, pace, and confidence. 

Step 4: Pause and Get Feedback 

Prompt: 

Pause. Evaluate my performance. Score me 1–10 on empathy, clarity, confidence, 
control, questions asked, and ability to close for the next step. Tell me exactly how 
to improve. 

Step 5: Repeat at Higher Difficulty 

Prompt: 

Run the same role play again, but make the client more skeptical and harder to 
move. 

Step 6: Save Your Best Responses 

Prompt: 

Based on this practice, create my best final script for this situation. Make it sound 
natural and easy to say out loud. 

Role Play Secret 

Confidence is not personality. 
Confidence is preparation. 

KW has always valued scripts and role play. ChatGPT makes role play available every day, 
anytime, without needing another person. 

 

 

 

 

 

 

 

 

 



 

 

SECTION 13 

Custom GPT Strategy 

A Custom GPT is a specialized assistant built for a specific business function. 

If regular ChatGPT is like hiring a general assistant, a Custom GPT is like training that 
assistant for one job. 

When to Use a Custom GPT 

Build a Custom GPT when a task is: 

• Repeated often 
• Important to quality 
• Connected to your brand voice 
• Useful for saving time 
• Part of a business system 

 

Examples: 

• Buyer Follow-Up GPT 
• Seller Objection GPT 
• Listing Launch GPT 
• Database Revival GPT 
• Transaction Timeline GPT 
• Role Play Coach GPT 
• Open House Follow-Up GPT 
• Market Update Content GPT 

 

When Not to Use a Custom GPT 

Do not build one for a one-time task. Use a normal chat instead. 

Good GPT vs. Bad GPT 

Bad: 

Help me with real estate. 

Good: 

This GPT helps me convert Phoenix first-time buyer leads by creating follow-up 
texts, objection responses, buyer consultation scripts, and role play practice. It 
uses a warm, confident, non-pushy tone and always provides clear next-step 
language. 

 



 

 

Custom GPT Blueprint 

Use this structure: 

Name 

Phoenix Buyer Conversion GPT 

Purpose 

Help convert buyer leads into consultations. 

Audience 

First-time buyers, open house leads, online buyer leads, hesitant buyers. 

Tasks 

• Write follow-up texts 
• Create buyer consultation scripts 
• Handle objections 
• Create role play scenarios 
• Rewrite weak messages 
• Create appointment-setting language 

 

Tone 

Warm, confident, consultative, non-pushy. 

Rules 

• Keep text messages under 75 words 
• Avoid pressure 
• Ask for a clear next step 
• Use client-friendly language 
• Flag anything requiring broker verification 
• Give multiple options when possible 

 

Example Prompt to Put Inside the GPT Instructions 

You are my buyer conversion assistant. Help me communicate with buyer leads in a way 
that builds trust, reduces fear, and moves them toward consultation. Use Keller Williams 
principles: scripts, database, lead generation, follow-up, conversion, and leverage. 

 

 

 



 

 

Keller Williams Connection 

A Custom GPT is leverage. It helps you stop recreating the same work over and over. 

If you repeat it, systemize it. 
If you systemize it, you can scale it. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SECTION 14 

Sharing Chats and Team Leverage 

Sharing chats can help agents train, collaborate, and create consistency. 

But it should be used strategically. 

Use Shared Chats For 

Training New Agents 

Share a chat showing how you handled buyer objections. 

Working With Assistants 

Share a listing campaign chat so your assistant can help execute the marketing 
plan. 

Collaborating With a TC 

Share a transaction timeline so everyone understands the deadlines. 

Aligning With Lenders 

Share buyer education scripts so the lender understands the client concerns. 

Team Standardization 

Create shared chats for common scripts, objection responses, and client 
communication standards. 

Be Careful 

Do not share confidential client information casually. Remove private details when 
possible. 

Keller Williams Connection 

KW culture is built on sharing models, training, and leverage. Shared chats allow your 
thinking process and systems to become teachable and repeatable. 

 

 

 

 

 

 



 

 

SECTION 15 

Content Authority Engine 

Most agents create random content. 

Top agents build authority. 

ChatGPT can turn your expertise, client stories, market knowledge, and local insight into 
consistent content. 

System Objective 

Use ChatGPT to create: 

• Social media posts 
• Blog topics 
• Email newsletters 
• Video scripts 
• Market explanations 
• Buyer education 
• Seller education 
• Local community content 
• Lead magnets 

 

Step 1: Choose Your Content Pillars 

Examples: 

• Buyer education 
• Seller education 
• Market updates 
• Local community 
• Homeownership tips 
• Investment basics 
• Client stories 
• Behind the scenes 
• Myth busting 

 

Step 2: Build a Monthly Content Plan 

Prompt: 

Act as a Keller Williams real estate content strategist. Create a 30-day content 
calendar for a Phoenix real estate agent. Focus on buyer education, seller 
education, market insight, local community, and database engagement. Include 
post ideas, video topics, email topics, and calls to action. 



 

 

Step 3: Turn One Idea Into Many Assets 

Prompt: 

Turn this topic into an Instagram caption, short video script, email newsletter, blog 
outline, and text message to my database. 

Step 4: Make Content Conversion-Focused 

Prompt: 

Rewrite this content so it creates conversation and invites people to ask a real 
estate question without sounding salesy. 

Content Secret 

Content should not just get likes. 
Content should start conversations. 

Keller Williams Connection 

Lead generation is not only calls and open houses. Content can support lead generation 
when it is consistent, valuable, and connected to your database. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SECTION 16 

Deal Strategy and Negotiation War Room 

This is an advanced use case many agents overlook. 

ChatGPT can help you think through deal strategy before you act. 

Use It For 

• Multiple offer strategy 
• Buyer offer positioning 
• Seller offer comparison 
• Repair negotiations 
• Appraisal gaps 
• Low offers 
• Counteroffers 
• Concession requests 
• Agent-to-agent communication 

 

Buyer Offer Strategy Prompt 

Act as a real estate negotiation strategist. I represent a buyer in a competitive 
situation. The buyer has [financing/cash/down payment/terms]. The property is 
listed at [price]. The buyer wants to win but has limited cash. Create three offer 
strategies, explain the pros and cons of each, identify seller psychology, and write a 
script I can use with the listing agent. 

Seller Offer Review Prompt 

Act as a listing agent strategy coach. Compare these three offers from the seller’s 
perspective. Evaluate price, financing strength, contingencies, closing timeline, risk, 
and likelihood of closing. Create a seller-friendly explanation. 

Repair Negotiation Prompt 

Help me prepare for a repair negotiation after inspection. The buyer is concerned 
about [issues]. Create a strategy that is firm but reasonable, protects the client, and 
keeps the deal moving. 

Keller Williams Connection 

Negotiation is a skill. Skill improves with preparation. ChatGPT helps agents prepare before 
emotions take over. 

 

 



 

 

SECTION 17 

Daily AI Execution Model 

A tool only matters if it changes daily behavior. 

Use ChatGPT inside your daily business rhythm. 

Morning: Lead Generation and Follow-Up 

Ask: 

Who needs to hear from me today? 

Prompt: 

Create 10 short follow-up texts for buyer leads who have gone quiet. Make them 
warm, brief, and designed to restart conversation. 

Midday: Client Conversations and Deals 

Ask: 

What conversations need better preparation? 

Prompt: 

Help me prepare for a call with a seller who is frustrated about low showing activity. 
Give me talking points, questions, and a calm script. 

Evening: Systems and Content 

Ask: 

What can I prepare now that will save me time tomorrow? 

Prompt: 

Create tomorrow’s database outreach plan for 15 contacts, including past clients, 
sphere, and old leads. 

Weekly AI Business Review 

Prompt: 

Act as my Keller Williams business coach. Review my week based on these notes: 
[paste notes]. Identify where I was inconsistent, what follow-up I missed, what 
conversations need attention, and what my ONE Thing should be next week. 

 

 



 

 

SECTION 18 

The 7-Day AI Implementation Challenge 

This challenge is designed to produce actual business assets. 

 

Day 1: Build Your AI Operating System 

Create your core chats. Add your Agent Brain Upload. 

Deliverable: organized ChatGPT sidebar. 

Day 2: Build Buyer and Seller Objection Libraries 

Generate top objections and save your best responses. 

Deliverable: objection script library. 

Day 3: Build a Listing Launch Campaign 

Use a real or sample listing. 

Deliverable: 14-day launch plan. 

Day 4: Reactivate Your Database 

Send AI-assisted messages to 10 people. 

Deliverable: 10 real conversations started. 

Day 5: Practice Role Play 

Run one difficult conversation simulation. 

Deliverable: improved script and feedback. 

Day 6: Build a Transaction Command Center 

Use a sample or real contract. 

Deliverable: timeline, checklist, responsibility matrix. 

Day 7: Design Your First Custom GPT 

Choose one repeatable function. 

Deliverable: GPT blueprint. 

 

 



 

 

 

 

 

Final Word 

ChatGPT will not make an unfocused agent successful. 

But for the agent committed to lead generation, follow-up, scripts, database, systems, 
leverage, and client experience, it can dramatically improve speed, quality, and 
consistency. 

The Keller Williams model still matters. 

AI simply helps you execute it better. 

The goal is not to use ChatGPT. 

The goal is to build a better business. 

 


