
August: Movoto Pro+ 
Partner Webinar



Agenda

01 Welcome 

02 Movoto Journey

03 Industry Changes and Value Propositions

04 Dashboard Updates

05 The Biggest Markers of Success

06 Agent Leaderboard

07 Would You Accept This Lead?

08 Pro+ Panel and Q&A

REMINDER: The Pro+ team with the 
highest percentage of their team in 
attendance today will win a box of 
Movoto merch!



Movoto Journey
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Consumers find a home they like 
and click “Message Agent” or 
“Request info”
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Agent opportunity flow 
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The path to setting an appointment is not always linear

"I just want to know if 
that home is available."

"I’m just browsing."
"Are the 
interest rates 
going to come 
down?"



Industry Changes and 
Value Propositions
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How the Movoto Touring Agreement Works

Consumer Introduced Email Sent to Consumer

You’re introduced to a 
consumer via live or non-live 
transfer. Either way, use your 
first call to Connect and build 
rapport, Set an appointment, 
and Learn more about the 
consumer’s goals

Email re-introduces you, 
highlights the value of agent 
representation, and includes a 
call-to-action to sign the 
agreement

Notification Sent to You

Regardless of the agreement 
status, you’ll receive an email 
notification within 24 hrs. You’ll 
also see the status in your 
Agent Dashboard

Whether the consumer has 
seen/acknowledged the 
agreement or not, don’t let 
this prevent you from setting 
or attending an appointment

Meet With Consumer

Use your appointment to build 
further trust and rapport, 
demonstrate your value 
proposition, and follow 
whatever procedure your 
team/brokerage/association 
requires



Dashboard Updates



Consumer tour 
request

The lead offer screen contains 
valuable data to help inform your 
approach with the client



Client notes in agent 
dashboard
When one agent on your team 
reassigns a client to another 
agent, all client notes will remain 
attached to the consumer's 
record, giving the new agent all 
the context needed to jump right 
in



The Biggest Markers 
of Success



Showing homes within the first 14 days… 📈

https://emojipedia.org/chart-increasing
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When you accept a warm transfer, how much more 
likely are you to transact with the consumer?

5x
Great agents 
don’t coast in 
the summer!



Agent Leaderboard
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Movoto Pro+ top-performing teams 
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Listing price: $35,453
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Closing price: $473,000
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Listing price: $125,000
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Closing price: $459,000
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Listing price: $368,000
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Closing price: $630,007



©2024 Movoto Confidential | 27

Anthony Posevitz
Leads Director

Elevate

Simon Simaan
Team Lead

The Simon Simaan Group

Pro+ Panel




