
How to Start Over In 
a New City 

or 
Run a Virtual Real 
Estate Business



• Ivy League grad
• Residential Realtor in Chicago
• This is my third business
• Realtor for 11 years
• Husband has been in real estate for 25+ years
• Mom to a 5 year old 
• Crazy dog lady
• $60M and 150+transactions/yr
• Donate a portion of each commission to local 

schools & animal rescue groups
• I live in Denver but work in Chicago

Meet Shay



Moving to A New City 
While Continuing Your Existing Business

Option 1:  
• Find someone to refer your existing business to – how will you be 

compensated? 
• 25% referral fee plus a down the line per transaction referral fee of 10% for 

the future
• You need to have regular touches to past clients to keep those referrals 

coming in – 10 year follow up campaign, texting them to touch base, etc
• Upside: Less work
• Downside: New business will eventually die out so isn’t a long term 

strategy
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Moving to A New City 
While Continuing Your Existing Business

Option 2:  
• Don’t give up your existing business
• Bring on a partner agent (or two) to form a team 
• Start separate Facebook lists for the people in different cities
• Have the realtors on your team send you local content to post on your social 

media
• Advertise you work in two cities or don’t?
• How to handle expenses?
• How to handle commissions?
• Go back for events
• Let all realtors and lenders know you’ve moved if you want referral business in 

your new city
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How I do it
• Team model:  2 realtors and four assistants
• 1 Transaction Coordinator, 1 Client Concierge, 1 Marketing/Event Coordinator, 1 Runner
• We assign two realtors to every client
• I handle the computer work, new client intake, CMAs, writing the offer
• Partner handles boots on the ground work (showings, inspections, final walk throughs, 

etc)
• Zoom is my best friend:  new buyer calls, contract write ups, inspection negotiations, 

listing appointments, pricing analysis
• Explain the advantages to clients 
• Downside: I need to work around someone else’s schedule to be available to pull comps 

and write offers, more travel
• Social media needs to increase dramatically as well as classes, events, pop bys and 

mailings
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How the finances work
• Commissions:      my lead – 50/50     their lead 40/60 
• Expenses:  I pay all expenses except listings we split expenses 50/50
• Transaction fee: They each pay a $250 fee per transaction
• I gift and bonus regularly
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• Stories vs Posts
• Post in stories daily
• Post in posts at least 3x a week
• Posting ideas:
• HGTV tours, Monday Market Report, Tuesday Tips, 

Vlogging, Interviews, Listing Videos, Just Listed/Just Sold, 
Coming Soon, Under Contract, Inspection Tips, 
Congrats/Welcome Home, Testimonials, Giveaways, 
Bloopers, Writing Contracts, Polls
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Quarterly 
Recap of 
sales mailed 
and posted 
on social 
media



End Of Year 
Recap 
Postcard and 
Social Media 
Posts



Adwerx – Stay 
top of mind
• Online ads for your sphere 

to keep you top of mind.  
2500 impressions per month 
so no more than 500 people 
in a campaign.  $79 per 
month.

• Ads by zip codes to farm 
areas you want to be
• Ads for listings – advertises 

near that listing.  $59 per 
week



Client appreciation event
Agent Events – When starting out
• Valentine’s Day Blow Out Party
• Small group activities: Driving range outing, mani pedi party, Ifly, 

Bad Axe throwing, High end dart bar
• Give away sports and theater tickets
• Outdoor photo shoot
Agent Events – Once you have a lot of clients
• Rent a movie theater in the winter
• Thanksgiving pie pick up
• Indoor kid friendly play event during winter
• Ice Cream social
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Pop Bys
• Girl Scout cookies
• Holiday cookie decorating 
• Gingerbread kits
• Making caramel apple kits
• Mini pumpkins
• Redbox movie or Itunes gift card with 

microwave popcorn
• Bottle of wine for parents
• Birthday balloons outside
• Santa via Zoom
• Inflatable drive in movie theater (license the 

movie) or rent a drive in movie theater
• Christmas carolers
• Poinsettas
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The Buy Sell Love Chicago Team
Shay Hata + hayley Leaf

buyselllovechicago.com  | 312-600-7510

Just because it’s winter doesn’t mean we should burrow in the ground. 
Chicago offers great events and activities all winter long. Long 
underwear not required…but it could come in handy!

1/22-2/4

2/2

2/6

2/11-21

2/13-3/13

2/13-21

2/14

2/20

2/23

2/28

2/28

Chicago Restaurant Week >> Various Locations

Midwest Independent Film Festival >> Century Centre Cinema

Brazilian Mardi Gras >> Logan Square Auditorium

Chicago Theater Week >> Various Locations

Chicago Botanic Garden Orchid Show >> Botanic Gardens

Chicago Auto Show >> McCormick Place

Chinatown Lunar New Year Parade >> Chinatown

Northerly Island Adventure >> Northerly Island

Culture of Africa >> Navy Pier

Shakespeare Tragedy >> Millennium Park

Volunteer Expo >> Peggy Notebaert Nature Museum

3/4-3/5 Irish Film festival >> Various Locations

Culture of Italy >> Navy Pier 

Polar Plunge >> North Ave. Beach

St. Patrick’s Day Parade >> Balbo Ave.

St. Patrick’s Festival >> Irish American Heritage Center

Flower and Garden Show >> Navy Pier

Easter Egg Hunts >> Various Park Districts

Tattoo Convention >> Rosemont Convention Center

Comic and Entertainment Expo (C2E2) >> McCormick Place

St.P Morton Arboretum

Culture of Greece >> Navy Pier

3/6

3/6

3/12

3/12

3/12

3/12-3/27

3/18

3/19

3/27

3/18

The Buy Sell Love Chicago Team
Shay Hata + hayley Leaf

buyselllovechicago.com  | 312-600-7510
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Systematize your gift program 

• Babies: Onesies
• Engagement: Luggage Tags and Champagne
• New Job: Shari’s Berries
• Pets: Poop Bag Holders
• Death: Wind chimes
• Gift after meeting: Shari’s Berries
• Gift after inspection: Tiffany’s Glasses
• Closing gift:  Choice of 4 gifts
• Meal for the Move: Pizza Delivery
• Christmas ornaments



Send Gifts for Milestones



Starting Over In A New City
• Join a brokerage with agents who are too busy to handle all of their work. Look for 

one that is collaborative 
• Ask the managing broker to introduce you to agents who need open house help. 

What services do you need? Showing agents? Marketing? No desk fee and split only 
to keep costs low
• Join a team
• Research the standards in that city.  Do listings have floor plans? Matterport tours? 

Increase the standards. Bring best practices from your city
• How can you be different from the competition
• Check out market stats from your new MLS
• My lender is my best referral source in my new city
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Starting Over In A New City
• Pay an inspector and follow them around – inspection issues and code issues are 

different in different states
• Get to know the inventory and neighborhoods
• Start specific neighborhood or area Facebook groups
• Connect with vendors and build your database – packers, movers, lenders, 

financial planners
• Local Airbnb rules
• What can be your niche?
• Lab Coat Agents: Referrals, YPN Group
• Lender options
• Are rentals an option?
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Create a Networking Group
• Services that people need during major life changes: financial planner, 

insurance provider, jeweler, lender, appraiser, doula, OBGYN, divorce 
attorney, will/trust attorney, real estate attorney, CPA, therapist, preschool 
expert, child proofing expert, etc.

• Meet every month or at least quarterly
• Must give a minimum of 12 referrals a year
• One on one coffees
• DIVORCE ATTORNEYS



Effective Open Houses
• Target first time home buyers in your market and properties that just came 

on the market
• Don’t follow people around the property – build trust from the beginning
• Sign out not sign in with an app such as Open Home Pro. Find out what 

they are looking for
• Send them MLS listings the following day
• Ask when they want to do showings
• Introduce them to a lender
• Have a two year follow up campaign
• Giveaway dog holders/festival mailers
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Stand Out
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Questions?

www.shayhata.com


