See what Al could do
to help secure hidden values...

YOUR PIPELINE IS LYING TO YOU

How Al Exposes the Leads You're Wasting and the Deals You're Missing

SESSION 1: WEDNESDAY, APRIL 1ST, 2026 — 9:00 AM ET
SESSION 2: FRIDAY, APRIL 3RD, 2026 — 12:00 PM ET

EDMUND'S MASTERMIND



EDMUND'S MASTERMIND PIPELINE DOMINATION - APRIL 2026

YOUR MONEY-MAKING MISSION

Your pipeline is full of untapped revenue. Today, you'll learn to find it.

Deploy 3 Al systems that audit, resurrect, and scan your pipeline for hidden deals.

Identify at least $50,000 in pipeline revenue you're currently ignoring within 30 days.

WORKSHOP OVERVIEW: YOUR PROFIT-GENERATING TOOLKIT

These are the 3 revenue-boosting systems you will master in this session. Each system builds on the last,
creating a compounding intelligence engine for your business.

SYSTEM 1

The Pipeline Truth Detector

Al lead scoring that exposes which leads actually deserve your time and attention. Stop guessing who to call. Let data
tell you where the money is hiding.

SYSTEM 2

The Ghost Lead Resurrector

Al follow-up that revives dead leads showing hidden buying signals. The leads you've written off are often 30-60 days
from a transaction. Find them.

SYSTEM 3

The Deal Pattern Scanner

Al market intelligence that spots opportunities before your competitors even know they exist. See deals 2-3 weeks
before they surface publicly.

3 15+ $50K+ 30

Al SYSTEMS READY-TO-USE REVENUE TARGET DAY IMPLEMENTATION
PROMPTS
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EDMUND'S MASTERMIND SYSTEM 1 - THE PIPELINE TRUTH DETECTOR

]
THE PIPELINE TRUTH DETECTOR

"The $250,000 Pipeline Lie"

What This Means for Your Bank Account

+ Wasted hours on dead leads — The average agent spends 60% of follow-up time on leads with less than a
5% chance of converting. That is thousands of dollars in opportunity cost every single month.

+ Missed high-intent conversions — While you nurture cold leads out of obligation, warm leads with genuine
buying signals slip through the cracks and end up closing with a competitor.

+ No competitive moat — Without a scoring system, every agent operates on gut instinct. Al scoring gives you
an unfair advantage your competitors cannot replicate by working harder.

The Psychology Behind Pipeline Blindness

Every agent suffers from a cognitive trap called the "sunk cost fallacy" applied to leads. You invested time in that
initial consultation, drove to the showing, sent the follow-up email, so you keep investing more time even when all
signs point to a dead end. The lead becomes a project you refuse to abandon rather than a business decision you
should evaluate objectively.

Meanwhile, you treat your entire pipeline as roughly equal. A buyer who browsed one open house three months
ago gets the same mental weight as a buyer who has attended four showings in two weeks and just got pre-
approved. Your brain cannot rank 50, 100, or 200 leads with any accuracy. Al can. It does not get emotionally
attached. It reads the signals and tells you the truth, even when the truth is uncomfortable.

Why This Changes Everything

Al lead scoring eliminates guesswork entirely. Instead of reviewing your pipeline and thinking "I should probably
call these people," you open a ranked list that tells you exactly who to contact, in what order, and why. The result
is not incremental improvement. It is a fundamental shift in how you allocate the most valuable asset in your
business: your time.

The Early Adopter Advantage

Most agents will not implement Al lead scoring for 12 to 18 months. They are still debating whether Al is real. By
the time they catch up, you will have months of refined scoring data, proven re-engagement sequences, and a
pipeline operating at a level they cannot match by simply installing a tool.

Real Revenue Applications
¢ Score every lead in your CRM and immediately surface the top 10% for same-day outreach
« |dentify "silent buyers" who are engaging with listings online but have not responded to calls
« Automate weekly pipeline triage so you start Monday knowing exactly where to focus
* Quantify the cost of leads you are over-investing in and redirect that time to closeable deals
- Biuild a predictive model that improves every monii as you feed it youi conversion data
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EDMUND'S MASTERMIND SYSTEM 1 - PROFIT-GENERATING PROMPTS

THE PIPELINE TRUTH DETECTOR: PROFIT-GENERATING PROMPTS

PROMPT 1 — FULL PIPELINE AUDIT

I'm a real estate agent with [X] leads in my CRM. Here is my lead data [paste CSV/list]. For

each lead, analyze: last contact date, engagement history, price range, timeline indicators,

and market activity in their target area. Score each lead 1-100 on likelihood to transact in

the next 90 days. Flag any leads scored above 70 that I haven't contacted in 30+ days. Output
as a ranked table with recommended next action for each.

PROMPT 2 — LEAD PRIORITY MATRIX

Based on my pipeline data, create a 4-quadrant priority matrix: (1) Hot - Contact Today (high
intent, recent activity), (2) Warm - Nurture This Week (moderate intent, needs re-engagement),
(3) Long-term - Monthly Touch (future buyers/sellers, 6+ months), (4) Dead - Remove or Archive
(no activity, no intent signals). For each lead in my database, assign a quadrant and explain
why.

PROMPT 3 — TIME WASTE CALCULATOR

I currently spend approximately [X] hours per week on lead follow-up. Here are the leads I'm
actively working [paste list]. Calculate how many hours I'm spending on leads in the bottom 50%
of conversion probability. Recommend a reallocation plan that shifts my time to the top 20%
highest-probability leads. Show me the projected revenue impact of this reallocation.

PROMPT 4 — COMPETITOR LOSS ANALYSIS

Analyze my lost leads from the past 12 months [paste data]. For each lost lead, identify: what
signals I missed, when the lead went cold, what a competitor likely did differently, and what I
should do if I encounter a similar lead profile in the future. Create a "Never Lose This Type

Again" playbook.

PROMPT 5 — WEEKLY PIPELINE HEALTH CHECK

Here is my current pipeline snapshot [paste data]. Generate a weekly pipeline health report
that includes: total pipeline value, leads added/lost this week, average lead age, conversion
rate trend, top 5 leads requiring immediate action, and 3 leads showing early buying signals I
might be missing. Format as a dashboard I can review every Monday morning.

Page 4 | Edmund's Mastermind Pipeline Domination Workbook



EDMUND'S MASTERMIND SYSTEM 1 - SUCCESS NOTES

PIPELINE TRUTH DETECTOR: SUCCESS NOTES

Specific Ways | Will Use the Pipeline Truth Detector

CURRENT TIME ON LOW-PROBABILITY LEADS ESTIMATED TIME SAVINGS WITH Al SCORING

hours per week hours per week

First 3 Leads | Will Re-Score This Week
Write the lead name, last contact date, and why you chose them.

Lead 1:

Lead 2:

Lead 3:

My Biggest Takeaway from System 1
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EDMUND'S MASTERMIND SYSTEM 2 - THE GHOST LEAD RESURRECTOR

]
THE GHOST LEAD RESURRECTOR

"The $100,000 Ghost in Your Database"

What This Means for Your Bank Account

Leads that went dark 3 to 6 months ago are often only 30 to 60 days from a transaction. They did not disappear
because they lost interest. They disappeared because the timing was not right, they got overwhelmed, or another
priority took over. The intent is still there. The data proves it. And every day you ignore those leads, a competitor
with better follow-up systems moves closer to the commission that should have been yours.

The Science of Lead Resurrection

People go dark for predictable reasons. Life gets busy. They are not ready to commit but are still browsing listings
at midnight. They got distracted by a renovation, a job change, a family event. None of these things killed their
intent to buy or sell. They simply paused it.

The behavioral signals of re-emergence are subtle but measurable: increased opens on market emails, return
visits to property portals, social media engagement with real estate content, updated mortgage pre-approvals. A
human cannot monitor 200 leads for these micro-signals. Al can monitor 2,000 and flag the ones showing activity
in real time.

Why This Changes Everything

Al can scan for micro-signals that humans simply cannot detect at scale. You are no longer guessing which cold
leads to call. You are running an intelligence operation that surfaces the exact leads most likely to re-engage,
along with the specific reason they are showing renewed interest and the precise message that will resonate.

The Early Adopter Advantage

While your competitors delete old leads and chase new ones, you are mining gold from your existing database.
The cost of acquiring a new lead is 5 to 10 times higher than re-engaging an existing one. Every ghost lead you
resurrect is pure profit margin that competitors are leaving on the table.

Real Revenue Applications

« |dentify buyers who went dark but are now browsing in higher price ranges

» Surface sellers who inquired about a valuation 6 months ago and now live in an appreciating market
¢ Detect life-event triggers (job changes, family milestones) that reignite real estate intent

« Build automated re-engagement sequences that feel personal, not mass-produced
¢ Win back leads lost to competitors by presenting new market conditions and opportunities
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EDMUND'S MASTERMIND SYSTEM 2 - PROFIT-GENERATING PROMPTS

THE GHOST LEAD RESURRECTOR: PROFIT-GENERATING PROMPTS

PROMPT 1 — DEAD LEAD REVIVAL SCAN

Here are my leads that have been inactive for 60+ days [paste data]. For each lead, analyze
their original inquiry, property preferences, and any known life circumstances. Cross-reference
with current market conditions in their target area. Identify which leads are most likely to
re-engage based on: market price changes matching their budget, new inventory in their
preferred areas, seasonal buying patterns, and life-stage triggers. Rank by resurrection
probability and draft a personalized re-engagement message for the top 10.

PROMPT 2 — PERSONALIZED RE-ENGAGEMENT SEQUENCES

Create a 5-touch re-engagement email/text sequence for a lead who: [describe lead profile -
buyer/seller, price range, area, last contact date, reason they went dark]. Each touch should
feel personal, NOT like a mass email. Include: (1) Soft check-in with market update, (2)
Specific property/opportunity alert, (3) Value-add content relevant to their situation, (4)
Social proof from similar clients, (5) Direct but low-pressure call-to-action. Space touches 4-
5 days apart.

PROMPT 3 — BUYING SIGNAL DETECTION

Analyze these lead interaction histories [paste data] and identify hidden buying signals I may
have missed. Look for: increased email opens, website visits to specific listings, social media
engagement with real estate content, life events (job changes, family changes), and any pattern
that suggests renewed interest. Flag leads showing 2+ signals.

PROMPT 4 — WIN-BACK CAMPAIGN GENERATOR

I lost these leads to other agents or they chose not to transact [paste list with details].
Create a strategic win-back approach for each, considering: what likely went wrong, what has
changed in the market since they left, and a compelling reason to re-engage now. For buyers who
purchased elsewhere, create a "future move" nurture plan. For those who didn't transact, create
a "market has changed" re-approach.

PROMPT 5 — AUTOMATED NURTURE CONTENT CALENDAR

Create a 90-day content calendar for nurturing my cold leads back to warm status. I have [X]
cold leads across these segments: [list segments]. For each week, provide: email subject line,
key message theme, specific market data to include, and a call-to-action. Content should
gradually increase in urgency and specificity over the 90 days.
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EDMUND'S MASTERMIND

SYSTEM 2 - SUCCESS NOTES

GHOST LEAD RESURRECTOR: SUCCESS NOTES

7

N

LEADS INACTIVE 60+ DAYS IN MY CRM

total leads

Top 5 Ghost Leads | Believe Are Still Viable

4 N

ESTIMATED REVENUE FROM RESURRECTED
LEADS

dollar amount

Name, last contact date, and why you think they are still viable.

1.

Re-engagement Sequence | Will Deploy First

Which prompt will you use? Which lead segment will you target?

My Biggest Takeaway from System 2

Questions for the Q&A
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EDMUND'S MASTERMIND SYSTEM 3 - THE DEAL PATTERN SCANNER

]
THE DEAL PATTERN SCANNER

"The Deals Your Competitors Can't See (Yet)"

What This Means for Your Bank Account

First-mover advantage on real estate opportunities is worth tens of thousands of dollars per deal. When you
identify a motivated seller before they list, a neighborhood trend before it peaks, or an undervalued property
before other buyers notice, you create transactions that did not exist in the traditional pipeline. This is not about
working harder. It is about seeing what others cannot see and acting while they are still waiting for the MLS alert.

The Intelligence Behind Pattern Recognition

Al connects dots across multiple data sources simultaneously: MLS activity, price trends, days-on-market shifts,
permit filings, ownership records, and seasonal patterns. A human agent can track a handful of neighborhoods by
memory. Al can monitor every neighborhood in your market and surface anomalies that represent opportunities, in
real time, every single day. The patterns are already there. You just need a system that can read them.

Why This Changes Everything

You see opportunities 2 to 3 weeks before they hit the market or become obvious to competitors. A listing that will
be priced below market. A neighborhood where inventory is dropping and prices are about to accelerate. A

homeowner who just pulled a renovation permit, a classic pre-sale signal. Every one of these patterns represents
a deal you can capture first.

The Early Adopter Advantage

This system generates compounding intelligence. The more you use it, the smarter it gets. After 90 days of
running market scans, you will have a proprietary dataset of patterns specific to your market that no competitor
can replicate. They would have to start from zero. You will be operating three months ahead.

Real Revenue Applications

¢ Spot neighborhoods with shrinking inventory before price spikes occur

« Identify homeowners likely to sell based on ownership duration and equity position

¢ Find undervalued listings that represent buyer opportunities or future expired listing targets
+ Monitor competitor activity and identify gaps in their coverage

* Generate weekly intelligence briefs that make you the most informed agent in every room
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EDMUND'S MASTERMIND SYSTEM 3 - PROFIT-GENERATING PROMPTS

THE DEAL PATTERN SCANNER: PROFIT-GENERATING PROMPTS

PROMPT 1 — MARKET OPPORTUNITY RADAR

Analyze the following market data for [city/neighborhood] [paste recent sales data, active
listings, price trends]. Identify: (1) Neighborhoods where prices are rising faster than the
broader market, (2) Property types with shrinking inventory and rising demand, (3) Price points
where buyer activity is increasing but listings are decreasing, (4) Areas where days-on-market
is dropping significantly. For each opportunity, explain why it matters and what action I
should take this week.

PROMPT 2 — SELLER SIGNAL DETECTION

Based on these property records and market indicators [paste datal], identify homeowners who are
likely to sell in the next 3-6 months. Look for: properties owned 7+ years (equity rich),
recent permit pulls (preparing to sell), estate/trust ownership changes, properties with rising
tax assessments in appreciating areas, and FSBO attempts that expired. Create a prospecting

priority list with a suggested approach for each.

PROMPT 3 — UNDERVALUED PROPERTY FINDER

Analyze these active listings in [area] [paste listing data]. Identify properties that appear
underpriced relative to: recent comparable sales, neighborhood trajectory, property features,
and lot characteristics. For each undervalued property, calculate the estimated true market
value, the discount percentage, and whether it represents a buyer opportunity or a listing
opportunity (if it expires). Flag any that could be investor flip opportunities.

PROMPT 4 — COMPETITIVE INTELLIGENCE REPORT

Here are the recent transactions in my target market [paste data]. Analyze which agents are
winning listings and sales in my target areas, their average days on market, their pricing
strategy (list-to-sale ratio), and market share trends. Identify: areas where dominant agents
are losing share (opportunity for me), price points that are underserved, and client
demographics that are underrepresented. Give me a competitive positioning strategy.

PROMPT 5 — WEEKLY MARKET INTELLIGENCE BRIEF

Generate my weekly market intelligence brief for [area/zip codes]. Include: new listings that
match my buyer clients' criteria, price reductions on stale listings, expired listings ripe for
outreach, pending sales that reveal pricing trends, and any macro indicators (interest rates,
inventory levels, seasonal patterns) that affect my strategy this week. Format as a quick-scan
executive summary I can review in 5 minutes.
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EDMUND'S MASTERMIND SYSTEM 3 - SUCCESS NOTES

DEAL PATTERN SCANNER: SUCCESS NOTES

Target Neighborhoods for Pattern Scanning

List the 3-5 neighborhoods or zip codes you will monitor first.

Current Tools | Use for Market Intelligence

MLS, third-party platforms, manual tracking, etc.

First Market Scan | Will Run This Week
Which prompt? What data will you feed it? What are you looking for?

ESTIMATED DEALS | MISS PER QUARTER REVENUE PER MISSED DEAL (AVERAGE)

number of deals dollar amount

My Biggest Takeaway from System 3
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EDMUND'S MASTERMIND

30-DAY PIPELINE PROFIT PLAN

IMPLEMENTATION SUCCESS CALCULATOR

Your 30-day action plan. Check each box as you complete it. Two systems per week, compounding results.

WEEK 1: FOUNDATION

Audit pipeline, score leads, set up Al tools

O Export full CRM database to CSV

O Run Full Pipeline Audit prompt (System 1)
O Score all active leads 1-100

O Build 4-quadrant priority matrix

O Identify top 10 leads for immediate action
O Run Time Waste Calculator prompt

O Contact top 5 highest-scored leads

O Set up weekly pipeline review cadence

WEEK 2: RESURRECTION

Deploy re-engagement, identify ghost leads

O Run Dead Lead Revival Scan (System 2)

O ldentify leads inactive 60+ days

O Create personalized sequences for top 10

O Deploy first re-engagement sequence

O Run Buying Signal Detection prompt

O Flag leads showing 2+ re-emergence signals
O Build Win-Back Campaign for lost leads

O Start 90-day nurture content calendar

(

WEEK 3: INTELLIGENCE

Run market scans, build competitive intel

O Run Market Opportunity Radar (System 3)
O Identify 3 neighborhoods with rising prices
O Run Seller Signal Detection prompt

O Build prospecting list from signals

O Run Undervalued Property Finder

O Generate Competitive Intelligence Report
O Create first Weekly Intelligence Brief

O Share one insight with a potential client

WEEK 4: OPTIMIZATION

Measure results, refine scoring, calculate ROI

O Re-run pipeline audit with updated data

O Compare lead scores: Week 1 vs. Week 4

O Measure re-engagement response rates

O Count resurrected leads now in active status
O Calculate total pipeline value change

O Refine scoring criteria based on results

O Document wins and lessons learned

O Set up recurring weekly Al review workflow

PIPELINE VALUE START

PIPELINE VALUE DAY 30

NET REVENUE FOUND
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EDMUND'S MASTERMIND COMMITMENT CONTRACT

PIPELINE DOMINATION COMMITMENT CONTRACT

A commitment made on paper becomes a commitment honored in practice.

Primary System Focus

Which of the 3 systems will you implement first? Why?

Time Investment Commitment

I commit to investing the following time each week to pipeline Al implementation:

Hours per week: Specific days/times blocked:

Success Metrics — My 30-Day Targets

Leads scored: Pipeline value increase: $
Leads resurrected: Hours saved per week:
Deals identified: New appointments set:

Accountability

Accountability Partner: 30-Day Review Date:

By signing below, | commit to implementing at least one Al pipeline system within 7 days of this session and measuring results
at 30 days.

Signature Date

Page 13 | Edmund's Mastermind Pipeline Domination Workbook



EDMUND'S MASTERMIND NOTES & TRACKING

LIVE DEMO NOTES

WEEKLY PROGRESS SCORECARD

METRIC WEEK 1 WEEK 2 WEEK 3 WEEK 4

Leads Scored

High-Priority Leads Contacted
Ghost Leads Resurrected
Re-engagement Responses
Market Scans Completed

New Opportunities Identified
Appointments Set

Pipeline Value ($)

MONTHLY ROI ASSESSMENT

Time Invested in Al Systems: Hours Saved vs. Manual Process:
Leads Converted (attributed to Al): Deals in Pipeline (from Al intel):
Total Commission Revenue: ROI (Revenue / Time Invested):
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EDMUND'S MASTERMIND YOUR PIPELINE DOMINATION STARTS NOW

FINAL SUCCESS CHECKLIST

BEFORE YOU LEAVE TODAY THIS WEEK

O Identified my primary system focus O Export CRM data to CSV

O Named my top 3 leads to re-score O Run first Pipeline Audit prompt

O Listed my top 5 ghost leads O Score and rank all active leads

O Chose target neighborhoods to scan 0 Contact top 5 highest-scored leads

O Signed my commitment contract O Run first Dead Lead Revival Scan

O Identified my accountability partner O Block weekly Al review time on calendar

While my competitors chase every shiny new lead,
they guess which leads to call, While they miss deals hiding in plain sight,

Al doesn't replace my expertise — Every lead | score, every ghost | resurrect, every
pattern | spot is another deal my competition never saw coming.

My Personal Success Statement

In 30 days, | will have accomplished the following with my Al-powered pipeline:

© 2026 EDMUND'S MASTERMIND
Your Al-Powered Pipeline Profit System

BECAUSE GUESSING WITH YOUR PIPELINE IS NOT AN OPTION!
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