Briefing Document: NAHREP Rise & Rally — The BUILDERS Al Framework
for Real Estate and Mortgage Operations

Executive Summary

At the National Association of Hispanic Real Estate Professionals (NAHREP) Central New
Jersey "Rise & Rally" event held at the Mercer County Park Boathouse on October 15, Abdel
Khawatmi—Area Manager for Paramount Residential Mortgage Group (PRMG) and leader of
the "Got Mortgages" team—presented a key operational playbook: The B.U.l.L.D.E.R.S. Al
Framework .Designed to help real estate agents and mortgage professionals break free from
the "Operator Trap"—where the business bottleneck resides entirely within individual daily
execution—the session focused on integrating artificial intelligence, operational SOPs, and
structured delegation. Rather than viewing Al as a replacement for human relationship-building,
the framework positions Al as an infrastructure layer to automate administrative tasks, optimize
client communication, lower customer acquisition costs, and scale enterprise operations without
adding headcount.Key performance outcomes reported by Khawatmi’s division utilizing these
operational systems include:
e 72% Year-Over-Year Growth in closed units and volume (January—September 2026).
e 56 Basis Points (+0.56%) Improvement in net profitability by reducing loan
manufacturing costs.
e Two-Year Growth Metrics (as of June 2026) showing a 104% increase in units and
a 64% increase in volume .
e Operational Speed : Utilizing automated income verification and TBD (To Be
Determined) junior underwriting, closing complex transactions (e.g., a 590 manual FHA
underwrite) in six to seven days.

Macroeconomic Context and Business Environment

To succeed in current market conditions, real estate professionals must understand broader
macroeconomic shifts and adapt to rising operating costs.

Economic and Market Dynamics

e Inflation & Rates: Inflation data (Consumer Price Index) recently registered hotter than
expected at 6%, causing immediate volatility in interest rates. Subsequent tech stock
selloffs prompted bond market moves into safer 10-year Treasuries, bringing yields down
from 5.3% to 5.05%.

e Employment & Federal Reserve: The national unemployment rate reached 4.2%. In
real estate economics, market instability and labor softening push the Federal Reserve
to intervene to stabilize rates and mortgage availability.

e Local Demographics: Hispanic consumers represent nearly 24—25% of the market in
New Jersey, highlighting the necessity for culturally competent, clear market education to
bridge language and operational barriers.



Organic Demand ("The 7 Ds"): Life events continue to drive non-discretionary
transaction volume regardless of interest rate cycles: Diamonds, Diapers, Divorce,
Downsizing, Death, Decisions, and Departure .

Shift in Customer Acquisition Costs

Lead generation costs have inflated dramatically post-COVID:

Historical Lead Costs: Standard web leads (e.g., Zillow) previously cost $60 to $70 per
lead.

Current Market Costs: Lead costs have escalated to approximately $250 per lead, with
major platforms shifting toward flex/commission-share models (e.g., Zillow Flex).
Strategic Imperative: Operators must shift from relying solely on paid lead platforms
toward building owned media, Search Engine Optimization (SEO), Answer Engine
Optimization (AEO), and direct client-nurture infrastructures.

The B.U.Il.L.D.E.R.S. Business Blueprint

The core framework outlines nine sequential stages designed to transition a practitioner from a
reactive business "operator" to an enterprise "owner."
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Framework Detailed Breakdown

B — Blueprint Growth Plan (Map Before You Build):

Calendar & Activity Audit: Conduct a 30-day log audit connecting calendar tools (Google
Calendar, Outlook) with Large Language Models (LLMs). Prompt the Al (using detailed
100-200 word persona/audience prompts) to evaluate daily, weekly, and monthly
productivity vs. administrative friction.

Time Blocking: Integrate structured prospecting windows into daily routines and deploy
automated scheduling tools (e.g., Calendly) to remove friction and direct client
management off manual schedules.

U — Unlock Action (Remove Low-Value Work):

Identify and remove at least three low-value administrative tasks immediately.

Establish Standard Operating Procedures (SOPs) using transaction coordinators (TCs),
virtual assistants (VAs), or Al agents to guard time reserved for high-value revenue
activities.

| — Identify Your Edge (Task Segmentation):



e Categorize every business activity into three buckets: Only-Me , Delegate , or
Automate .

e Systemize non-essential items to preserve human energy for negotiation, complex
advisory roles, and core relationship building.

L — Leadership Mindset (System Architecture):

Shift from a reactive salesperson to a systems architect.

Train custom Al agents with proprietary business guidelines to handle first-draft tasks,
content ideas, and market updates across hyper-local niches (e.g., 1031 exchanges,
first-time homebuyers, second homes).

D — Distinctive Brand (Visibility Trumps Ability):

Build owned digital assets (independent websites and specialized landing pages) rather
than relying exclusively on corporate brokerage pages.

e Publish high-frequency, authoritative content to index on modern Search Engine
Optimization (SEO) and Answer Engine Optimization (AEO) platforms where Al crawlers
(ChatGPT, Claude, Gemini) pull market data.

E — Energy + Accountability (Focus on ROE):

Prioritize Return on Energy (ROE) alongside Return on Investment (ROI).

Record and transcribe client/partner interactions using conversation capture devices
(e.g., Plaud, Fireflies).

e Automatically convert meeting transcripts into immediate client summaries, CRM notes,

and transparent email updates to real estate partners and underwriters.

R — Replace Yourself Through Systems (Workflow Automation):

Document repeatable workflows using video or transcript recording tools (Loom) and
process them through Al platforms to automatically draft step-by-step internal SOPs,
checklists, and reference guides.

S — Smart Hiring (Data-Driven Onboarding):

Hire based on objective metrics and scorecards rather than personal charisma.
Utilize Al avatars and simulated voice agents for internal role-playing (e.g., practicing
partner consultations or objection handling).

e Deploy Al tools to verify resumes, background consistency, and track record metrics
prior to candidate intake.

S — Scale Without You (Bonus S - Enterprise Building):

A business that requires its founder's presence in every transaction is merely a job.
Construct secondary management workflows, command centers, and automated
pipelines so operations maintain velocity when leadership steps away.

Core Operational Workflows

Got Mortgages utilizes seven primary Al-supported operational workflows to automate client
retention, lead conversion, and internal team management.| Workflow # | Name | Input |
Processing System | Output / Result || | | | | [| 01 | Content Engine |
One recorded meeting, conversation, or market insight | Fireflies / Plaud transcript — ChatGPT /
Claude — Canva | Social posts, short-form video scripts, educational graphics, email
newsletters. || 02 | Meeting Follow-Up | Live client or partner consultation | Fireflies / Plaud —
Al Summary Engine — CRM | Immediate post-call summary, tailored task lists, clear next-step




emails to clients and agents. || 03 | Lead Follow-Up | Incoming lead or web inquiry | CRM /
GoHighLevel — Al Messaging Prompts — Calendly | Instant automated response, personalized
long-term nurture, direct calendar scheduling link. || 04 | SOP Creation | One video
screen-recording of a completed operational task | Loom screen capture / Voice transcript —
ChatGPT / Claude | Formatted SOP, operational checklist, step-by-step team training guide. ||
05 | Weekly CEO Brief | CRM data, pipeline volume, agent activity records | Al Data Analysis
Engine | Weekly executive brief: pipeline movement, stalled files, top revenue priorities, risk
flags. || 06 | Database Intelligence | Raw contact database or historic CRM contacts | Al Data
Segmentation Engine | Smart lists identifying hot opportunities, past client refinance/move-up
triggers, dormant leads. || 07 | Al Agent Operations | Daily operational directives, internal
market analysis | 10 Internal Custom Al Agents | Automated team email drafts, process
improvement suggestions, daily team briefing updates. |

Practical Technology Stack

A functional technology stack should connect specialized tools to distinct operational tasks
without introducing unnecessary tech stack bloat.
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e Custom Enterprise Layer (Got Mortgages Al Agents): 10 proprietary internal Al
agents designed to process operational communications, team briefs, market updates,
and draft initial client communications. (Maintains strict human-in-the-loop oversight).

e Thinking & Operational Drafting: ChatGPT & Claude (used for SOP drafting,
advanced reasoning, role-play scenario generation, and long-form writing).

e Conversation & Audio Capture: Plaud (hardware/app for capturing live meetings and
voice notes) and Fireflies (digital meeting transcription and calendar integration).

e System Integration & Logic: Zapier (data routing between disparate applications to
eliminate manual handoffs).

e Database Engine & Pipeline Management: GoHighLevel / Standard CRM (lead
tracking, automated sequence distribution, and pipeline stages).

e Asset Creation & Distribution: Canva (visual execution), Buffer (social media
publishing), and AnswerThePublic (consumer search-intent research).

e Scheduling & Scheduling Automation: Calendly (eliminates appointment setting
back-and-forth).

e Custom Interface Infrastructure: Lovable + Supabase (building custom team
dashboards, internal resource centers, and partner portals).

Answer Engine Optimization (AEO) and Digital Brand Audits

Traditional Search Engine Optimization (SEO) designed for Google text queries is rapidly
transitioning into Answer Engine Optimization (AEO) and Generative Engine Optimization
(GEO) , where prospective clients ask Al engines (ChatGPT, Claude, Gemini, Perplexity)
directly for local service recommendations.

Key Digital Strategy Elements

e Indexing for Al Crawlers: Real estate sites must provide structured data, sitemaps,
and clear contextual schema to enable Al web crawlers to read and cite the
professional’s domain.

e Niche-Specific Landing Pages: Practitioners should maintain targeted websites built
around specific sub-markets (e.g., Bergen County, Passaic County) or specialized client
demographics rather than generic nationwide pages.

e AEO Website Readiness Audit: Got Mortgages established an open-access
evaluation tool at gotmortgages.aeositechecker.com (or accessible via text keyword
GORILLA to 415-726-3224 | 541-572-63224) providing professionals with a 0-to-100
score evaluating how effectively Al search engines can index their digital assets.

30-Day Implementation Roadmap

To avoid operational overload, professionals should adopt tools incrementally using a four-week
structured execution schedule.

Week 1: CLARITY —» TWeek 2: SYSTEMS —b» Week 3: BRAND —bP» Week
4: SCALE



Week 1: Operational Clarity

Audit calendar time allocations from the previous 30 days using an LLM.
Identify high-value ($1,000/hr) activities versus low-value tasks.

Select three low-value administrative tasks to eliminate or delegate immediately.
Record and build one initial SOP using Loom and ChatGPT.

Week 2: Core System Building

Identify the single most time-consuming repetitive sales workflow (e.g., lead follow-up).
Establish an explicit binary decision: Automate vs. Delegate .

Connect one multi-step automated chain (e.g., Lead Form — CRM — Instant Al
Follow-up — Calendly link).

Track hours reclaimed per week.

Week 3: Content Engine & Database Nurture

Deploy a meeting transcription platform (Fireflies or Plaud) to capture client and partner
conversations.

Build a streamlined content pipeline: meeting transcript — text extraction — draft blog —
social posts.

Construct an automated post-meeting client follow-up sequence.

Implement a weekly scorekeeping rhythm using a business scorecard.

Week 4: Scaling & Enterprise Delegation

Establish four Key Performance Indicators (KPIs) to track weekly business throughput.
Build a centralized command dashboard (using CRM or custom database platforms).
Assign clear operational ownership for every step of the client lifecycle.

Test system durability by stepping away from daily execution for set periods to verify that
operations run without active manual management.

Core Principles for Real Estate & Mortgage Success

1.

Water the Grass Where You Are: Success in real estate and lending comes from
long-term stability, deep product knowledge, and consistent execution—not constantly
changing companies or brokerages.

Operations First, Sales Second: High lead volume without robust operational systems
leads to missed follow-ups, client friction, and agent burnout.

Authenticity Cannot Be Automated: Never use Al to replace direct, human-to-human
sales conversations, rate advice, or core relationship management. Use Al to streamline
administrative overhead so you have more time for high-value client interactions.
Visibility Trumps Ability: Exceptional local market knowledge is useless if potential
clients cannot find you. Consistently publish authoritative content online so that both
human clients and Al search engines recognize your expertise.

Systems Scale You, Relationships Differentiate You: Automation delivers processing
speed and execution consistency; authentic human relationships build market trust and
drive ongoing client referrals.
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