Case Study #3: Real Estate Agent Closes 40% More Deals
Client Profile

Business: Martinez Realty Group

Agent: David Martinez

Location: Florida, USA

Experience: 8 years in real estate

Challenge: Spending too much time on admin, not enough on client relationships and
showings

The Situation

David was a successful agent, but he hit a plateau: - 60% of his time spent on
administrative tasks - Inconsistent follow-up with leads - Missed opportunities due to
slow response times - No systematic marketing or social media presence - Struggling to
maintain relationships with past clients

Average monthly closings: 3-4 deals
Goal: 6+ deals per month

In his words: “| was good at selling homes, but | was terrible at all the
behind-the-scenes stuff. | knew | was leaving money on the table, but | didn’t know how
to fix it.”

The Solution

Package: Professional Package ($997/month)
Team Assigned: - Real Estate VA (20 hours/week) - Marketing VA (5 hours/week)

Tasks Delegated: - Lead response and qualification (within 5 minutes) - CRM
management and data entry - Showing coordination and calendar management -
Transaction coordination and paperwork tracking - MLS listing creation and updates -
Social media posting (3x per week) - Email marketing to past clients (monthly
newsletter) - Database management and follow-up sequences

Implementation Timeline

e Week 1: Discovery call, needs assessment

e Week 2: Team introduction, real estate systems training

e Week 3: CRM setup, lead response protocols, brand guidelines

e Week 4: Full delegation, David focusing on showings and closings

The Results (After 9 Months)

Sales Performance: - Monthly closings increased from 3.5 to 6.2 average (77%
increase) - Lead response time: 2-3 hours — 5 minutes - Lead-to-client conversion rate:
8% — 14% - Repeat/referral business: 20% — 45% of deals



Time Management: - 25+ hours per week reclaimed - Doubled showing appointments -
Increased networking and relationship-building time by 300%

Marketing Impact: - Social media following grew 280% - Monthly newsletter open rate:
42% (industry average: 18%) - Generated 23 referrals from past client outreach -
Consistent online presence (previously sporadic)

Financial ROI: - VA investment: $8,973/year - Additional commission income:
$127,000/year (based on 2.2 additional deals/month at average $4,800 commission) -
ROI: 1,315% in first year

David’s Testimonial: “My VA team is the secret weapon nobody talks about. While other
agents are buried in paperwork, I’'m out building relationships and closing deals. I'm
making more money, working fewer hours, and actually enjoying real estate again. |
should have done this years ago.”

Common Success Factors Across All Case Studies

1. Clear Delegation

All clients identified specific, repeatable tasks to hand off—not vague “help me with
stuff.”

2. Trust & Training

Clients invested 2-4 weeks in proper onboarding and training, then trusted their team to
execute.

3. Systems & Tools

Proper project management, communication, and industry-specific tools were
implemented from day one.

4. Consistent Communication
Weekly check-ins and open communication channels kept everyone aligned.
5. Strategic Focus

Freed from admin work, clients focused on high-value activities only they could do
(pastoral care, product development, client relationships).



Ready to Write Your Own Success Story?

These results aren’t exceptional—they’re typical when you delegate strategically and
work with the right team.

Your transformation starts with a simple application.

<~ Fill Out Your Application Now — Takes less than 5 minutes
<~ Schedule a Discovery Call — Let’s discuss your specific needs

Questions? Email us at hello@virtuallyyours.com


https://docs.google.com/document/d/18ANgpY0LwRgCBAbe7qik50bv8fxKVe-F/edit#bookmark=id.9col99clud0s
https://docs.google.com/document/d/18ANgpY0LwRgCBAbe7qik50bv8fxKVe-F/edit#bookmark=id.9col99clud0s
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