Expand Use of Technology
(Best Example)

Monthly Multi-Media Recruiting Campaigns (Print, Electronic, Personal)

Each Broker Has Top 100 Active Prospects + Top 300 Suspects
Monthly Print Postcards (Top 100 Prospects Home Address)
Monthly eCard (Top 100/ Top 300)

Personal Broker Follow-Up (Top 100 Prospects)

Monthly Company eCampaign (Entire Real Estate Market)

Targeted and Personalized Content (Top 10 Prospects). Each broker
utilizes a series of more personalized messaging for their top prospects.
Depending on the agent, the method may be email, social media, print
or phone call.

We send similar print postcards to the home of every agent and
employee. We also send similar eCards electronically to agents/
employees.



Recruiting Postcard Example
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Prudential Georgia Realty Is Thankful For' @ Prﬁ({enillal

The American Dreamm Of Home Ownership

Georgia Realty

Thanksgiving is a special time of year when we take time to reflect
and be thankful. We consider it an honor and privilege to work
together to promote the American Dream of Home Ownership. It
is clear that the world of real estate continues to change quickly
and that presents a great opportunity. Prudential Georgia Realty
is working hard to help our agents build sustainable businesses by

delivering better services for their clients.

Contact Us To Learn How You Can Deliver Better Services For Your Clients

@# Prudential

Georgia Realty

Prudential Georgia Realty

Atlanta Office

Julie Smith
Managing Broker

404.123.4567 cell
770.123.4567 direct
Julie.Smith@PrudentialGA.com

Internal Postcard Example
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Prudential Georgia Realty I's Thankful * % @ Prudential

To Have YOU As Part Of Our Family

@ Prudential

Georgia Realty

Dan Forsman
President & CEO

770.992.4100

Georgia Realty

Thanksgiving is a special time of year when we take time to reflect and
be thankful. On behalf of our Senior Management Team and our Local
Managing Brokers, we want to thank all our Associates and Employees
Jor being part of our Prudential Georgia Realty family. We consider it
an honor and privilege to work together to promote the American Dream
of Home Ownership. It is clear that the world of real estate continues to

change quickly - and that presents a great opportunity.

Dan.Forsman@PrudentialGA.com

s o A g




Recruiting eCard From Broker

Prudential Georgia Realty Is Thankful For
The American Dream Of Home Ownership

Thanksgiving is a special time of year when
we take time to reflect and be thankful. We
consider it an honor and privilege to work
together to promote the American Dream of
Home Ownership. It is clear that the world
of real estate continues to change quickly
and that presents a great opportunity.

Prudential Georgia Realty is working hard to
help our agents build sustainable businesses
by delivering better services for their clients.

Contact Me To Learn How You Can Deliver
Better Services For Your Clients

Prudential Georgia Realty
Corporate Office

Julie Smith

Managing Broker

404.123.4567 cell
770.123.4569 direct
Julie.Smith@PrudentialGA.com
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Prudential Georgia Realty Is Thankful For
The American Dream Of Home Ownership

Thanksgiving is a special time of vyear
when we take time to reflect and be thankful.
We consider it an honor and privilege to
work together to promote the American

\ Dream of Home Ownership. It is clear

that the world of real estate continues to
change quickly and that presents a great
opportunity. Prudential Georgia Realty
is working hard to help our agents build
sustainable businesses by delivering better
services for their clients.

rmen

Dan Forsman
President & CEO

770-992-4100

Dan.Forsman@PrudentialGA.com

Connect W|th the Bestl @ Prudenta

©2012 BRER Affiliates Irc.

Georgia Realty

'BRER Affiliaes, Inc. Prodential, the Prudential logo and the Rock symbol are registered service marks

of Prudential Financial, Inc

‘Used under




Video Messages

We often incorporate rich media such as video.
This example received over 8,000 views.



Planned Videos For Recruiting
Leading Up To BHHS Transition

HSA and BHHS Announcement

W [ .
A \BREAIING « Getting To Know
Il  NEWS|,

Berkshire Hathaway

(In Progress)

00:09:20 T

~==ICRICICE

Getting To Know
HomeServices

Introducing
BERKSHIRE HATHAWAY

HomeSerices®
(In Progress)

of America
(In Progress)
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Process Methodology

/@ o
C ) _—
OPTIMIZE DESIGN

‘e &

We Have Used This Process Methodology
In All Our Marketing & Recruiting Systemes.




Tracking & Measuring

Contacted
Prospect Name Phone Email Brokerage Date Notes Actions

Adrianna Angelone 678.755.4874 |adrianna.angelone@jwhomes.com (Wieland

Andre deWinter 770.256.6222 |andre@dewinterhomes.com RMAA

Anna Kilinski 404.808.1528 |akilinski@mac.com KW

Becky Carter Veal 404.307.7771 |Info@HomeSourceGroup.net HomeSource
betty.noble@coldwellbankeratlant.

Betty Noble 404.783.2988 [com CB

Bill Ames 404.376.5108 |BILL@AMESREALTYGROUP.COM AMES
bradford.smith@coldwellbankeratl

Bradford Smith 404.210.4141 Janta.com CB
BRUCEHENDERSONO1@BELLSOUT

Bruce Henderson 770.757.7777 |H.NET M&R

Bruce Herrig 770.337.7749 |bherrig2000@yahoo.com RMC
burt.cloud@coldwellbankeratlanta.

Burt Cloud 404.626.3114 |com CB

Cindy Wallace 678.488.7771 |cindywallace@aol.com; CB
david.lane@coldwellbankeratlanta.

David Lane 404.277.5649 |com CB

Dietre Ffrench 404.663.9701 |dietre@gmail.com CB
GWYN.SCHNEIDER@HARRYNORMA

Gwyn Schneider 404.606.1877 |N.COM HNR

Karyn Watkins 404.309.9018 |karynwat@aol.com; CB
kathy.conner@coldwellbankeratlan

Kathy Conner 404.310.2063 [ta.com CB

Keith Sharp 678.778.8774 |oksharp@kw.com KW
kim.russell@coldwellbankeratlanta

Kim Russell 404.272.8891 |.com CB
ro.preisinger@coldwellbankeratlan

Ro Preisinger 770.378.5924 |ta.com CB
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TeamBuilder

TeamBuilder Is Our Agent Recruiting Program
Created To Compete With Keller Williams

TeamBuilder Software & Servicemark Were Acquired
By Prudential Real Estate

Emphasis Low During Real Estate Recession. May Be
Opportunity To Re-Energize!

Promotion Is The Key To Success!



Agent Incentives

* Associates with Prudential Georgia Realty who sponsor a new agent to the
company qualified under the TeamBuilder plan will be eligible to receive a
quarterly bonus equivalent to 1% of the GCI of the recruited agent as long as
both agents are with Prudential Georgia Realty or Referral Associates of
Georgia.

e Additional compensation- Sponsoring associates may be eligible to receive an
additional bonus in one of the following circumstances:

o An associate with Prudential who sponsors an experienced agent with a verifiable
GCl of at Least $50,000 in the prior year with another Atlanta real estate company
is entitled to a bonus equal to 2.5% of his/her own closed GCI for the quarter, but
not to exceed $12,500 per sponsored agent during the 12 month period of the
agents hire.

o An Associate who sponsors agents with less than $50,000 GCl can also be eligible
for an additional bonus if the new agent earns a GCI of $50,000 or greater within
12 months of that agents hire date. This bonus will be equal to 2.5% of the
sponsoring agents closed GCI for the same 12 month period.



Examples of TeamBuilder Promotions

\all
5\ a

EVERY MOMENT MATTERS

Contest Runs From August 16th - September 30

New Registration | Hired Prospect

Help your Broker secure an interview If prospect is I'1ired before quember
with a prospect by September 30th 30th, sponsoring agent receives

and receive: $ 500 Bon us

Upon Prospect’s
First Closing

1 entry into a drawing for
a 2013 PREA Convention
bulk registration...

Or $400 Cash

Register Your Prospects Today!
@ Pmdential © 2012 BRER Affiliates Inc. An independently owned and operated broker member of BRER Affiliates, Inc. Prudential, the Prudential logo and the

Rock symbol are registered service marks of Prudential Financial, Inc. and its related enfities, registered in many jurisdictions worldwide. Used under
Georgia Realty license with no other affliation with Prudential. Equal Housing Opportunity.

The Top Ackieving Brandhes in each of the following mwgoues Wik

For any Prospects HIRED by December 31st,
the sponsoring agent will be entered into a drawing for an...

TeamBullder

$100 Prudential .
Rock Dollars a\\\i

FOR 12 MONTHS!!L g

lfniuﬁlii
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4th Quarter TeamButider Contest (October 1 wvember 30)

Fe infor
4 prospectein 252 ,,,""“"“"’“’""

Reusable WeCare Tote Ban
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b you wil
ﬁ $25 Prudential Bock Dollars |/



What is TeamBuilder Software (TBS)?

TeamBuilder Software is a management tool designed by DynaSis,
and offered to Prudential Real Estate Affiliates ...

e Manages the Recruiting Process

e Provides Critical Reports on the
effectiveness of recruiting efforts

e TBS is Always Available, the
software is Internet-based, so all
you need is a computer with
Internet connection in order to use.

e TBS is Secure - viewable information is specific to each
user. Users see only information that is relevant to
themselves.



Prospect Registration

Sponsoring agent, broker or branch manager provides
prospect information via simple online referral form:

edin I." [1er UL BV E B LS by an.mioseley @dynasis.com

i) Gl

Propose Prospect Search LIFE-E-+

Propose Prospect [7]

Prospect Infarmation Prospect Status
First Marme |Steue | Origination Office |At|anta vl
Middle Initial | | Cestination Cffice |Gaines-.'i||e vl
Status |Actil.'e vl

Last Mame |K|ein |

50K GCT ) Yes @ Mo

Suffix | |

Experience ) res & Mo

Address |541 East Main Street |

Important Dates

|Apt. 1B |

Created 03701407 Expires 0&f01/07
City |At|anta | Sponsoring Agent Information
Stats |Genrgia vl First Mame |E\u:|b Srnith
Middle Initial |

Zip Code [30040

Last Marme |

Ernail |sk3418@ac\|.com |

Home Phone [770,987.4539 |

Horme Phone |

Office Phone |??D.?81.6322 | Office Phone |

|
|
|
suffix [770.632.2495 |
|
|
|

Cell Phone [770.781.6322 | cell Phone |

owered by dynasis business solutions copyright 2007 - all rights reseru




Manager Approval

Branch Manager and/or Company Owner checks for duplicate
entries and approves or denies the prospect via this simple form:

Proposed Prospect Information — Approve Agent

Sponsoring Agent Information Duplicate User Check
First Name | Prospect 1 | "
Middle Name | |
Last Name | | n‘

Address | Any Street Proposed Prospect Decision Status “

Office | Location 2 Please provide comments regarding your
decision for this proposed prospect: 1

Office Manager ‘ User 1

The prospect you proposed has been approved/
denied for the following reasons: [ Deny Agent ] [ Approve Agent > l

Cancel




Reminders & Automated Communications

Users instruct the system to notify or reminded them of specific

events. You specify when and how, and the software automatically

sets an alert and/or sends you an email.\
/

eambulder Monday, March 5, 2007 [P W

Communications Horm nrmunications L e (| Frospects

Harme | Lagout

Prudentidl Georgia - Roswell

Current Reminders

Eerninder Cateqaory o Toto o =

A& Lunch meeting with Dan Kehé Meeting | ]

Review Trend Report Task Previous | Hext | M |EEIE¢G"! 3

 Contact bob Smith ohons co [N FORWARD

& Cormplete Bob Sraith/recruiting info | Task

A Review rmonth engding Report Task RETHEE Company Dwmer L . o

sontest onad Bk Bhone €3l Ta: Emonsoring Ageni L addin contacts
e
Dats: Thurdday, March 15, Z007 10: 35 am
Subject: Woitomss oo Frudential Real Estate
Dear New Hire,
Welcome 1o Frudentlal Real Estate!
otk Mt A S Wb Lt We're excited to have you abeard, and leok forward 1o helping you grow your
business as a part of the winning team of Prudential Real Estate.

Notification st B

T W p Please do mot hesitate 1o contacl me If | can be of assistance Lo you.

Pending Prospect Added [ siﬂﬂEFEIH,

Prospect Pending Expiration C

Prosped Expiration C Bﬂmﬂﬂ“! Owner

Frozped Transfer E]

Prospect Reassignment s E
[ [ interne: y

powered by dynasis business salutions copyright 2007 - all rights reserved verzion 2,0.0

Tarrns Of Use | Privacy Policy | Feedback



Add and review Key Notes about recruiting efforts with

targeted prospects, and keep your team informed;

System Status
Origination Office

Referring Agent
Destination Office

$50K GCI Annually?

Frevious Experience?

Status
Important Prospect Dates
Created
Expires
Coments
Commeants

These are comments concerning this

| Location 2

| User 1
| Location 1

(=) Yas

() Yes
Active

{) Mo
) No

02/01/07
05/01/07

prospect entered by some user in the

system

These are comments concerning this

Date
User 3 0204107
User 4 0204107

prospect entered by some user in the

system

Enter Text

Add

Delete | [ Cancel |[ save |




Track the status of your TeamBuilding efforts via, your own
Personal Dashboard with information/custom to you:

Monday, March 3, 2007 Eryan Moseley Horme | Logout
admin | Prospects | Communications | Reports | Preferences | Help pElman, s 2ol
My Dashboard search [JEE=rike

Reminders Trend Report - February 2007

Eerminder Categary Date How Ofte 10 ” O Total Reg

R Lunch rieeting with Dan Kehos Meeting 03/02/07 | ©One Tighe = [ Total Reg
TBS Systern Maintenance Sustern 0307 07 | weskly O = $50K

A Contact Bob Srith Phone Call 03/07/07  ond Time |E & = B = $50K

A Cormplete Bob Srmith recruiting info | Taszk 03/07/07F | ohe Time O = 50K

A Review month ending report Task 03/06/07 onthly 007 oe 007 e O = 50K
Contack Chad Scott Fhone Call 03/05/07/ Cne Time

Add Prospect

First Mame

Email

| |
Last Mame | |
| |
| |

Today | This Week | This Manth Zip Code

Prospects |

Prospect Created Expires Agent Status
Srnith, Bob 02/07/07 05/07/07  Oliver, Charles Pending - A

B View My Reminders

Jones, Stephanie | 02/0&/07 05/0&8/07 Thompson, John | Fending Manage all of your reminders

Howell, Dawid 02/05/07 05/05/07 Roberts, Bob Active EI B Recruit Manager =
View, add d edit it
Austing Benton 02/02/07 | 05/02/07 | Franklin, Ben Active | few, add and edit your recruits |
& B Report Viewer
Strenk, Joseph 020207 05/02/07 Johnson, James Active View and creste live reports T
Diztel, Tirn 02/01/07 05/01/07 |Roberts, Mike Auckive - B PREA Website
Status |AII |v| Filter |A|I Offices |v| Page 1 2 345 ..10 ... 15 Prudential Real Estate Hormme Page o

7 - all rights

Tarms Of Use | Privacy Policy | Feedback



Set Goals and Measure Results

Growth Goals are set and reports allow for tracking actual
performance vs. goals or past performance, for both
Registrations and Hires.

Trend Report - February 2007
107 47 [] Total Reg
[] Total Reg

B > $50K

Edit Baseline Growth Goal

‘07 '06

Growth Goal Year 2007

Growth Goal %

[ Cancel ][ Save




Critical Reports at the company, office and personal level help
every member of your team stay focused on TeamBuilding goals:

Reports include information critical to being successful in the
TeamBuilder Program:

e Registrations

e Hires

e Conversion %

e Performance vs. Goals

e Trends (vs. Past Performance)



Hire/ Dehire Report
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Elements of Recruiting Value Proposition
 Elementofvale | Bamples

Brand Credibility

Prudential/ BHHS — Very Strong

Track Record

Ranked #1, Highest Agent PPP

Agent Strategy & Planning

Advanced Agent Business System

Training, Execution & Support

Local Coaching, Training,
Agent Marketing Services, Branch Support

Marketing & Technology

Best in Market

Consumer Value

High Value — Worth Full Service Commissions

Listings

Advanced Property Marketing System

Agent Lead Generation

Advanced Database Marketing System, Lead Gen
Campaigns, Best Online Marketing, Leader in RELO

Agent Compensation

Highest Net Income, More Productive

Leadership

Dan Forsman, Senior Staff, Brokers — Best in Market

Speed of Innovation

Best In Market — PGR Labs

Communication

Consistent — Electronic and Personal

Culture

Agent-Centric, Emphasis on Performance,
High Touch, Integrity, Quality, Family




