Step 2: Gather Your Raw Content *
Think of your LinkedIn summary in terms of these different topics:

Your most important accomplishments (NOTE - You will want to use specific accomplishments very purposefully! Remember, you are creating a sales letter to your audience… not a bio to get a job):

*Provided many creative solutions to difficult situations. 
⇨ Write a sentence for each accomplishment in terms of the value you create/created for your client/customer — let them know what’s in it for them (i.e. “My last 3 coaching clients all yielded 3X in revenue within 90 days” OR “I saved my company $500k in returned products by ensuring customer satisfaction on the front end”).
· Challenging market conditions are my specialty:
· New Construction
· Builder representation
· First-time homebuyers 
· Short sales
· Out of town buyers
· Second-home or retirement home purchases
· Investment property

· Meeting specific, unique, buyer, and seller requirements are a passion:
· Specific locale 
· Land 
· New Builds
· Unique property features; Amish built cabins on acreage, farm, 
horse, water frontage or access to rivers, streams, lakes, Tiny Homes, Manufactured Homes, Solar
· An extensive network of professional resources in and out of the state  of Arizona to meet client needs.

· Creative Solutions
· I brought together a first-time homebuyer being shut out by the market to a fix and flip investor.  Buyer selected home, investor purchased, fixed, and sold to first-time homebuyer. Result: Investor found and a project with a ready-made buyer.  First-time homebuyer was able to purchase without traditional market competition inflating prices and timetables. 
· First time homebuyer with extremely limited funds and only fair credit. Arranged a home purchase with a local Program involving, Neighborhood Revitalization, Community Land Trusts and buyer assistance program.  Homes were renovated and improved by the Program and sold to buyer with a first right of refusal when buyer sold.  This way the home could possibly stay within the program. X2 (Two different clients, Two different Communities, Same Program)
· 40+ Short Sales.  
· The first short sale done was in 2002 and involved a family, not financially, strapped, but needed to be moved because a daughter had been raped in the home and could no longer live there psychologically.  Bank approved and homeowner was able to move. This sale also involved a contaminated water well involving 5 adjacent properties.  Well needed treating 5 separate times. 
· Short sale involving a homeowner that was going to be sold at foreclosure auction within one week from our initial meeting. Introduced homeowner to a local attorney and we brainstormed a way to postpone the sale by taking out 4 or 5 $200 mortgages on the property.  Each mortgage delayed the sale date by 7 days. During which time we found a buyer and sold the property, avoiding a foreclosure. 
· [bookmark: _Hlk42172521]Short sale involving a homeowner that was going to have their home sold at a foreclosure auction.  Initially we presented the bank (Wells Fargo) with an offer and they declined the offer and would not approve a short sale.  I took the client to the same local attorney above and he noticed that the offer was sufficient to pay off the mortgage the first mortgage. Since it was the second mortgage (Wells Fargo) filing for the foreclosure, they lost out on any of the proceeds from the sale. We went to the first lien holder and purchased the property out right. 
· A renter in AZ moved back to MN. After 6 months wanted to move back to AZ. I began searching for a home for them in AZ when they told me that they would really like to have the home they previously rented.  I tracked down the owner of the home, an LLC in CA and they wanted to actually sell both properties.  We arranged for the previous renters to purchase the home they wanted, and I listed and sold the second of two rental properties. The LLC wanted to liquidate their rental properties. 
· A couple from Washington State wanted to purchase a second home in AZ. It was the tail end of the season of bargains after the housing crash.  I was having a hard time describing what type of home and bargain I was pursuing for them so I showed them a home that I had a purchase agreement on that I thought was ideal for them if one like it became available. The home being sold had a pre-approved short sale price which my buyers exceeded.  The buyers backed out and I submitted another offer from an investor I was working with out of CA.  Two weeks after my investor closed on the house, I proposed to my investor that resell the property to my Washington State clients for a $11K profit. I took a reduced commission to make it happen.  Within 30 days my Washington State Clients closed on the property.  They have now lived in the home for almost 10 years and it is paid for. 
· In Lanesboro MN I listed and received offers on a 2-Million-dollar bed and breakfast called the Scanlan house. In addition to this sale the owners were selling a general store and canoe and bike rental business as well as a commercial lot in an adjacent town. Although reasonable offers came in to purchase the owner ultimately decided they did not want to sell. 
· I listed and sold two very unique properties in the Black Forest of South-Central MN. They were 10- and 30-acre properties with Amish build 18X32 cabins with lofts.  The 30-acre properties contained a trout stream and was adjacent to 500 acres of BLM land. (Bureau of Land Management)
· Over the course of 10 years Selling RE in MN. I created a unique relationship with several new-home custom home builders. 
· Aspen Home Builders.  Custom homes $350K and up. The relationship was spelled out in a Working Contract stored on CD-Clients A-L as of 2009.01.31 under the Aspen Homes Subdirectory. 
· McWilliams Custom Homes
· Exclusive Representation
· 10+ Custom Homes Sold
· Regular Guest on ‘This New House’ Cable Program
· Brandal Anderson Homes 
· Sale of Townhomes in NW Rochester
· Heritage Hills Designer Homes Modular Site-built Homes Sales NW Rochester X3
· RL Keller Custom Homes X3+
· Exclusive Representation
· Custom Homes Sold.  Each custom purchase required existing residential property be sold as well. 
· Stonebridge Subdivision Sale Three Phase New Home Development 68 Homesites $1.8 Million @ 4% $72,000 Commission. 
· My wife and I have purchased, as our primary residence, 3 New builds.
· In Arizona over the last 10 years:
· [bookmark: _Hlk42349659]My wife and I have purchased, as our primary residence, 1 New build. 
· Assisted our Son and his wife in the purchase of his first New build. 
· Sold 1 custom New build $300K in Surprise
· Worked with Alex Carrol custom home builder in Estrella Mountain Ranch on 3 different occasions. 
· Sold land in New River to a client building a $1 Million Plus home on a mountain.
· Sold a 40 Acre parcel of land to a developer in or near to Florence AZ.  Landowner was a client from MN. 
· Worked with 3+ out of town buyers to find and select a new home builder in the West Valley. 
· Coordinated a sale of 6 acres parcel of land with a Manufactured Home predicated on getting 5 homeowners to agree on easements and a signed Well Agreement.  I worked with an attorney on their behalf.  Presented the agreement and obtained the necessary signatures. 



*Your values and passions:
:⇨ Articulate your operating principles and the things that energize you (i.e. optimism, giving back, free time, lifestyle freedoms, family, creativity, etc.). People enjoy connecting with other people who share similar interests and opinions.
I am passionate and insistent about providing value. 
· I am passionate about helping people be their best self in their personal and professional life. I love engaging people. People show-up mostly with an ultra-narrow mindset.  Questions open them up to new possibilities or confirm that they are already on the right track.  This process helps people think out of the box. 
· I love making connections at all levels.  (I drive for UBER part time and enjoy meeting people from all walks of life – over 20 countries, various economic statuses, professions etc. It exposes me to quite the melting pot of people)
· I value honesty, transparency, I value connection. 
· I value abundant resources, mindset, money.
· I value wisdom, God directed use of knowledge, information, or raw data. 
· I subscribe to a Christian World View.  This is the lens that I see the world through. See Chapter Two of the Beginning of Wisdom.  Post a link to the chapter in HECP Module. A World View consists of 4 main areas of discovery.

Ultimate Reality 
· Arguably the most fundamental and definitive of all worldview commitments relates to the nature of ultimate reality. Ultimate reality refers to the absolute, supreme, and final person, power, principle, or substance underlying the universe. Conceptions of ultimate reality vary widely, but there are three fundamental ways of defining what is ultimately real:  
1. A personal god or gods 
2. An impersonal force or principle 
3. Nothing exists beyond the present space-matter-time-energy continuum 

Nature of the Universe 
· Also, it is important to consider whether the universe is a closed system or an open system that can be influenced significantly by the spiritual world? One possible response envisions a world that is merely physical in the sense that nothing exists beyond the material universe. In this view, the universe is conceived as a closed system that cannot be influenced by external forces or factors because nothing external to the system exists.

Human Nature 
· A third major element of any worldview relates to questions about what it means to be human. Here, one may question what humans are made of (bodies, souls, or a body-soul complex), how they relate to the physical universe, and how they relate to the spiritual world if any such thing exists. These questions may also reach backward by considering origins or focus on the present by considering purpose. Similarly, they may look forward to the future by considering destiny. When reflecting on issues related to humanity, it quickly becomes obvious that one's fundamental convictions about ultimate reality bear directly on concerns about human origins, purpose, and destiny.

Knowledge 
· A fourth major worldview element relates to the nature of knowledge, reliable sources of knowledge, and the limitations of knowledge. Here, central issues that must be addressed involve questions about what genuinely constitutes knowledge, which sources of knowledge are trustworthy, and what can be known. Major questions that arise in connection with this element include: 
· What is truth? 
· Which sources of knowledge, if any, are reliable? 
· What roles do the five senses, memory, introspection, and reason play in the acquisition of knowledge? 
· Are faith and reason compatible? 
 Can anyone know truth in an absolute and objective way? 
· A great deal is at stake in answering questions about knowledge because the way people answer them determines which data they regard as plausible and, to some extent, how they interpret that data.
Reliability of Scripture
· The Christian worldview affirms the Bible as God's Word and regards it to be the product of God who inspired the text of Scripture through human authors who "spoke from God as they were carried along by the Holy Spirit" (2 Peter 1:21 English Standard Version). For these reasons, Christians believe that the Bible is the ultimate authority in all matters upon which it touches and is reliable in everything it affirms. Christians have good reasons to believe that the text of Scripture is reliable and trustworthy including a strong manuscript tradition, remarkable efforts throughout history to preserve the Scriptures, the historical accuracy of its contents, and the uncanny accuracy of certain prophetic passages. Regardless, Christians generally trust the contents of Scripture because as they have read it, they have personally encountered Jesus Christ and come face-to-face with the compelling teachings and flawless character that marked his ministry. 
· The claims that Jesus makes about himself in Scripture, coupled with the extraordinary story of his death, burial, and resurrection, offers a powerful antidote to the skepticism of the present age that cannot be described adequately. One must experience the wisdom and the power of Jesus Christ personally, in order to make sense of the compelling nature of the Christian way of life. Thus, rather than offering a lengthy argument for the reliability of the Bible, the authors of this textbook encourage the reader to take it up and to read it in order to make an informed decision about it. Its authority is assumed throughout the material that follows. 
· Convictions about legitimate types and sources are central to what can be called a plausibility structure. A plausibility structure is a mental framework that functions like a filter by determining what one counts as genuine knowledge and what should be disregarded. In this way plausibility structures play a significant role as individuals attempt to make sense of the world and decide how to live within it. Because divinely inspired writings are unlikely to make it through a plausibility structure that doubts the existence of a divine author, a person who does not regard belief in God to be rational will not likely consider sacred scriptures to be a weighty source of knowledge. Throughout this text, readers are encouraged to take some time to read the Bible for themselves in order to make an informed decision about it. Its authority is assumed throughout the material that follows. 
· In order to grow in self-awareness and make progress toward self-understanding, it is critical for individuals to wrestle honestly with the issue of knowledge. An honest answer to the simple question, "How do I know what I know?" may prove a little unnerving initially, but honest answers are indispensable if one intends to get to the bottom of the basic convictions that shape his or her thought and behavior each day. Without carefully considering how conclusions have been reached, it will be difficult to revisit those conclusions in a critical and constructive way. 

Ethics 
· Another key element of a worldview relates to ethics. Essentially, ethics may be understood as the systematic study of moral principles that guide human behavior. As an individual contemplates the difference between right and wrong, that person draws on deeply held values that flow out of a particular worldview. These values serve as criteria for evaluating particular actions and the morality of the people who perform them. Whatever one decides about ethical matters, those decisions will guide ethical reasoning and behavior. 
· Experience and intuition suggest that human beings are deeply moral creatures who are intensely interested in matters of right and wrong, especially those matters in which they have a vested interest. Moral conviction represents a strong impulse that has fueled major social changes such as the abolition of slavery in the United States and the end of apartheid in South Africa. But even in situations that do not permit careful reflection on ethical principles, humans demonstrate ethical impulses. Many, for example, sense a need to silence rowdy youth in movie theaters, report drunk drivers, contact child services at the first sign of abuse, and return library books on time or they feel guilty for failing to do so. While motives for such activities vary somewhat from case to case, conduct of this sort can be explained in part by the fact that some actions just seem right, and others just seem wrong. 
· The study of ethics quickly raises questions that relate to the field of knowledge. Distinguishing right from wrong depends significantly on determining which sources of moral knowledge are reliable and authoritative. For instance, before a person decides to hit the brakes when approaching a crosswalk full of pedestrians, the driver has already made up his mind about several issues that are more fundamental than stopping the car. The driver has decided that the lives of those crossing the street are of value and that he bears responsibility for protecting those lives. The driver has also determined that his desire to arrive at a destination quickly is not more significant than the pedestrians in front of him or his personal responsibility to protect them. But how does the driver know the relative value of human life and the nature of his responsibilities? The sort of understandings that impel the driver to hit his brakes are rooted deeply in values that stem from fundamental worldview assumptions. 
· Ethical determinations are closely connected to other worldview commitments. In the case of ethics, however, self-interest can become a major obstacle to consistent reflection and genuine understanding. People are not always as concerned about distinguishing right from wrong as they are about excusing and defending their choices. Humans are wonderfully complex creatures whose lives are driven by what they love and desire as much as what they know and understand. Honest self-examination, although difficult, is essential for gaining ethical knowledge and a clear understanding of one's true moral character. 

Purpose 
· One final worldview element worthy of mention relates to the underlying purpose for the existence and lives of human beings as well as the world in which they live. Worldviews typically entail concern about purpose as it relates in some measure to the world but especially as it relates to humanity. In the context of worldview studies, purpose refers to the underlying reason for which something was created and the ends for which it currently exists. Discerning the purpose of some thing or of a living creature can provide great insight into its nature and significance. For this reason, purpose has long been regarded as a matter of perennial concern among humans who cannot seem to resist asking, "Why are we here?" and "What should we be doing with our lives?" 
· Purpose also provides a means of evaluation. If, for example, one wants to determine if a racecar is a good racecar or a bad racecar it will be important to decide the chief end or goal of a racecar. If the chief end of a racecar is to win races against other cars, then the relative goodness of any particular racecar depends on the car's ability to meet that goal. Assuming that the racecar was not created for the sake of transportation to and from the grocery store or for hauling boats to the lake, then evaluation of the racecar should relate primarily to the winning of races. Therefore, a racecar that wins races may be considered a better racecar than one that does not, because winning races fulfills the purpose for which the car was designed. 
· Although the matter becomes more complex as it relates to people, considering the purpose for human existence is similarly essential for evaluating individual lives including one's own. As with other worldview elements, assumptions about purpose vary widely from worldview to worldview. When considering a basic question such as "Why are we here?" a person will typically respond with some reference to other convictions related to ultimate concern, the nature of the universe, and human nature. 
· At this point convictions about the nature of ultimate reality are paramount. If nothing beyond the physical world exists, then humans must locate purpose within the physical world and perhaps in connection with individual preference or cultural norms. From this perspective purpose does not necessarily await discovery because the universe has not been purposefully designed. Rather, individuals must create purpose for themselves and determine what is of significance for their lives. If a personal creator exists, then purpose must account for that being's nature and will to some degree. In this paradigm, purpose may be available for discovery because the universe and individuals' lives are infused with purpose as a consequence of an overarching design. 
· Finally, note that a connection normally exists between a person's understanding of purpose and destiny. To use a prior example, consider the relative value assigned to a racecar that has never performed well on the racetrack in comparison with a racecar that has been driven to victory in important races. The first will not likely receive significant attention, whereas the second will likely be sold for a large sum of money or enshrined in some way at a major racetrack or museum. One car has fulfilled the purpose for which it was designed while the other has not. In the same way, destiny for humans normally is understood in connection with convictions about their fundamental purpose. Many would agree that being a good person is a worthy goal and that one's legacy depends on attaining that goal within the course of one's lifetime. Significant difference, however, stems from disagreements about what "good" means in relation to human beings. 

Summary of Worldview Elements 
· Life gives rise to basic questions that are shaped by concerns and experiences, which, to some degree, seem to be consistent across time and cultures. Responses to these questions form the fundamental elements of a worldview. Individuals and groups offer diverse answers to these questions and, therefore, make different assumptions at the worldview level. Because these assumptions guide thought and action, they must be explored rather carefully if one hopes to make sense of his own view of the world and the views expressed by others. 
· This section has outlined the major elements that constitute a worldview and has described basic strategies for answering fundamental questions. The major areas of concern overlap significantly and tend to be interdependent. One's view of ultimate reality is of consequence when a person begins to think about the nature of the universe as well as human nature, purpose, and destiny. The same is true of ethics. Whatever a person believes about God's existence and nature as well as human nature and purpose will inevitably shape convictions about right and wrong. 
· When presented in terms of questions and answers that result in propositional statements about reality—God exists, the universe is orderly, humans are valuable, and so forth—these elements may seem abstract and connections between them may be difficult to recognize and understand. However, when the elements of a worldview are drawn together to form a comprehensive picture of reality, like threads in a skillfully woven tapestry, the picture that emerges can be compelling. 
· This picture of reality normally does not surface as a series of succinct propositions like those found in philosophical textbooks. One's picture of reality emerges in the form of a story in which the individual plays a key role. The story features a comprehensive narrative about the ways that humans relate to the world and attempts to help the one who tells the story make sense of his or her place within it. The story that emerges is not static, irrelevant, abstract, or dry; it is both biographical and autobiographical in that it sets forth a vision of life that helps a particular individual make sense of ultimate reality, navigate the world, and live meaningfully. 
· No matter how one conceives of ultimate reality and human nature, virtually everyone recognizes that something is wrong with the world in general and with humans in particular. The rationale for this understanding varies from worldview to worldview, but most people sense that things are not quite the way they should be. This recognition plays a major role in connecting the elements of a worldview to an overarching Story, which enables people to draw the various threads of their worldview together in a cohesive way. The basic storyline is familiar: Things were once relatively good, but they have gone terribly wrong in that human life or, at the very least, human happiness is now somehow threatened. The remedy for this predicament depends on the nature of the problem, but adherents to all worldviews suggest that something must be done to redeem the situation.


[bookmark: _Hlk42168446]*Your superpowers:
⇨ Describe the things you do better than anyone else (i.e. “I can assemble seemingly disparate facts into a cohesive, tangible story” OR “I inspire and engage even the most skeptical client”). Again, note that the examples are written in first person, yet they talk in terms of how you can HELP the prospective client.
· I can assemble seemingly disparate facts into a cohesive, tangible story
· I inspire and engage even the most skeptical client
· I anticipate needs.
· I keep the client calm
· I tell the client what they need to hear
· I am a Professional Counselor/Advisor
· My motives are pure
· I minimize problems and shield client from the trivial or smaller transactional problems. (Gnats)
· I listen and look for ways to make the seemingly impossible possible. 


*Fact, figures and stats:
⇨ List interesting points that are quantifiable, help you stand out, and demonstrate the REAL you (i.e. “I ran five marathons in five different countries” OR “I speak three languages and travel to five continents every year” OR “I worked in six different areas of the business before becoming the head of sales”).
· I was a Software Engineer for 20+ years
· I have been selling real estate for 18+ years
· I have owned a corporation (Entertainment Quest, Inc.)
· I was part owner of a title company (Executive Title Inc.)
· I was a Director of Software Development for a Software Consulting Firm.
· I have worked directly with customers from over 20 different countries. 
· I have worked as a consultant with 20+ Fortune 100 – 500 Companies.
· I have been married for 37 years.
· I come from an extended family of Airforce, Army, Marine active force, and veterans. 
· I earned my Bachelor of Science Degree Applied Management(BS Applied Management at GCU) at 58 years old. 

*Differentiation:
⇨ What are the things that make you – YOU? Think about all of your individual qualities/mannerisms (i.e. “I do my best work before anyone gets to the office -- 6 a.m. to 8 a.m.” OR “Acknowledging other people is important to me, so I like to type out personal thank-you messages to clients and colleagues on the typewriter I was given on my 16th birthday”). What personal things about you help STAND you out from the competition?
· I am a lifelong learner.
· I want to write and speak, lead, and teach.
· I am more interested in providing value than securing just any client. I want the experience to be rewarding for them and me. 
· I smile and laugh more than most.  I like to make people feel at ease.  I am my best when I can just be myself. 
· I am an ENFJ personality type as well as an analytic/amiable person. The ENFJ is warm, engaging, charismatic, persuasive, and talkative. These personality traits contribute to their status as kings and queens of the social realm. ENFJs can quickly read and establish rapport with others. Because of their love for people and formidable social intelligence, ENFJs develop extensive networks of friends, acquaintances, and social connections; they are networkers par excellence. Just as ESPs seek a breadth of sensory experiences (Se), so it is with ENFJs’ relationships and interactions with people (Fe).
Like INFJs, ENFJs excel when it comes to reading people, quickly assessing and mirroring their emotions, expressions, and body language. This grants ENFJs great insight into people, contributing to their effectiveness in education, counseling, sales, public relations, and other ENFJ careers.
· I am a Servant Leader
· I am a Conscience Capitalist
· I am a Change Manager
· I am an Innovator
· I am an Intrapreneur and Entrepreneur
· I am a Project Manager
· I am a Software Engineer
· I am a Business and Personal Consultant 
· I am a

*External validation:
⇨ Include testimonials from previous clients/customers. There is strength in numbers, and testimonials can ease potential client’s concerns. People also enjoy identifying with success stories they directly relate to themselves. External validation helps to create authority and trust with potential clients.
Customer testimonials highlight the most significant accomplishments.
· See the Mind Map. 
· Reflective in customer feedback, deep foundational needs, to be heard, 
· understood, counseled, advised, respected, were met.
· Satisfied Seniors and their extended families served professionally and respectfully through all thing’s real estate, transitional steps, buying selling, and after-care. 
· Lifelong friendships established.
· Mind Maps of Testimonials
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