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Overall Objective

Identify 5 motivated sellers in Montpellier and secure agreements with at least 2 for flexible
lease-option or purchase terms. Lay the groundwork for establishing the museum by
combining a seller-focused strategy, urgency, and precision.

Detailed Daily Action Plan

Day 1: Research & Preparation (Dec 2)
Time Point 1 (9:00-9:30): Search Listings
¢ Platforms to Use:
o Seloger: Search for properties using filters like “commercial spaces,” “urgent
sale,” and “price negotiable.”
o Leboncoin: Explore both "real estate for sale" and "for rent" sections. Use
keywords like “vacant” or “immediate availability.”
o Facebook Marketplace: Look for informal listings or community groups
where property owners post directly.
e Search Criteria:
o Focus on areas near:
= Place de la Comédie: Central and high visibility.
* Rue Foch: Historic and prestigious.
= Beaux-Arts: Artistic and community-focused.
o Keywords:

” « ” «.

=  “Urgent sale,” “price negotiable,” “vacant,” “lease available,” or
“motivated seller.”
¢ Logging Details:
o Use a shared Google Sheet to track property details systematically.
o Columns for Google Sheet:
= Property Address.
= Seller Name and Contact (phone/email).
= Listed Price or Rent.
= Notes on Urgency (e.g., “listed for 6 months,”
reduced”).

= Link to Listing.

price recently

e Tips for Efficiency:



o Bookmark or screenshot promising listings.
o Prioritize properties with detailed descriptions that mention urgency or
flexibility.

Time Point 2 (10:30-11:00): Draft Scripts
e Goal: Prepare concise and tailored scripts for outreach.
e Phone Script Development:
o Use empathetic and engaging language to build trust with sellers.
o Example:
»  “Hi, this is [Your Name], and I'm reaching out about your property at
[address]. I'm working on a project to establish a cultural museum in
Montpellier and noticed your listing. Are you open to discussing creative
options, such as lease-to-own agreements or flexible lease terms?”
o Anticipate seller responses and prepare follow-ups:
= If Interested: “Great! When would be a good time to discuss this
further?”
= If Hesitant: “I’d love to share more about our project and how this could
be a mutually beneficial opportunity.”
e Email Template Refinement:
o Ensure emails are professional but approachable.
o Include a call-to-action (CTA) for a follow-up.
o Template Example:
= Subject. “Opportunity to Discuss Your Property at [Address]”
*  Body:
= “Dear [Seller Name],
I'm leading a cultural initiative in Montpellier to create a museum
that brings the community together. I came across your property
listing at [address] and wondered if you’d consider flexible terms
such as lease-to-own agreements. This project could bring steady
income and contribute to preserving Montpellier’s cultural
identity.
I'd love to connect this week to discuss this opportunity further.”

Time Point 3 (13:00-13:30): Map & Categorize Leads
e Tools to Use:
o Google My Maps: Create a custom map to visualize property locations.
o Use color-coded pins for categorization:
= Green: High-priority (urgent sellers, excellent location).
= Yellow: Medium-priority (moderate urgency, decent location).
= Red: Low-priority (unlikely fit but worth tracking).
e Steps:
o Plot all properties from the Google Sheet on the map.
o Add detailed notes to each pin, including urgency indicators and seller
contact details.



e Output:
o A clear visual representation of potential properties to guide outreach
priorities.

Time Points 4-6 (14:30-18:30): Create Outreach Schedule
e Organize Leads for Daily Follow-Ups:
o Assign properties to specific days of the week for follow-up.
o Prioritize Green-coded leads for immediate contact.
e Draft Local Ads:
o Use platforms like:
= Facebook (local community groups).
= Montpellier community forums.
= Leboncoin (classified ads section).
o Ad Example:
= “Cultural Museum Project Seeks Motivated Sellers in Montpellier!
We’re looking for properties to lease or purchase under flexible terms. If
you're considering selling or renting, we’d love to connect. Contact us at
[phone/email].”

Day 2: Initial Outreach (Dec 3)
Time Point 1 (9:00-9:30): Email Outreach
e Action: Send 10 personalized emails.
e Customization Tips:
o Reference specific details from the listing:
= “I'noticed your property has been on the market for 6 months, which
suggests you might be open to creative solutions.”
o Personalize the subject line for higher open rates:
= Example: “Flexible Options for Your Property at [Address]”
e Tracking Responses:
o Log all sent emails in your Google Sheet.
o Include columns for:
= Date Sent.
= Seller Response (Interested, No Response, Declined).
= Follow-Up Needed.

Time Point 2 (10:30-11:30): Phone Outreach
e Action: Call 5 property owners.
e Steps:
o Start with an empathetic introduction:
= “Hi, I'm [Your Name], and I'm interested in your property at [address]. I
know selling or leasing a property can be a big decision, and I'd like to
discuss an arrangement that benefits both of us.”
o Ask exploratory questions:
= “What are your main goals for the property—quick sale, steady income,



or flexibility?”
o Propose next steps:
= “Would you be open to a follow-up call where I can share our proposed

terms?”

Time Point 3 (13:00-13:30): Post Ads
e Action: Publish ads and monitor responses.
e Platforms:
o Facebook Marketplace, local Facebook groups, Le Bon Coin classifieds.
e Tips:
o Include urgency:
= “We’re finalizing agreements this week and would love to consider your

property.”

Time Points 4-6 (14:30-18:30): Follow-Ups
e Action: Re-engage unresponsive sellers.
e Follow-Up Script:

o  “Hi[Seller Name], I wanted to follow up on my email/phone call about your
property at [address]. We're finalizing property agreements this week and would
love to include your listing in our project. Is now a good time to discuss this
further?”

¢ Tracking Progress:
o Log all follow-up attempts in your tracking sheet to avoid missing sellers.

Day 3: Deeper Seller Engagement (Dec 4)
Time Points 1-2 (9:00-11:00): Virtual Meetings
Goal: Deepen engagement with 3-5 sellers who have expressed interest and understand
their motivations, hesitations, and goals.
e Preparation for Virtual Meetings:
1. Confirm Schedules:
= Use email or SMS to confirm call times. Example:
“Hi [Seller Name], looking forward to our call today at [time]. Let me
know if you need to reschedule.”
2. Set Up Tools:
= Use platforms like Zoom, Google Meet, or WhatsApp for video calls.
Ensure good internet connectivity and quiet surroundings.
3. Prepare Materials:
= Seller Motivation Questionnaire.
= Property details (listing photos, notes from previous calls).
= A pitch deck (if needed) to visually present the museum project and
its benefits.
Steps During Virtual Meetings:
1. Introduction:
o “Thank you for taking the time to speak with me today. I'd love to learn more



about your goals for your property and explore how we can create a solution that
benefits both of us.”
2. Use the Seller Motivation Questionnaire:

o “Can you share a bit about why you're selling or leasing the property?”

o  “How soon are you hoping to finalize this process?”

o “Would you be open to creative agreements, like lease-to-own or deferred
payments?”

3. Present the Museum Vision:

o “Our cultural museum project aims to revitalize the community and preserve local
heritage. Your property could play a vital role in this initiative, bringing visibility
and steady income.”

4. Discuss Benefits:

o Tailor the discussion to the seller’s motivations.
= [furgency: Highlight quick closing or upfront payments.
= [f flexibility: Emphasize deferred payments or short-term lease
options.
Post-Meeting Action Items:
e Log detailed notes from each conversation into your Google Sheet.
e Summarize key takeaways: seller motivations, hesitations, and potential next steps.

Time Point 3 (13:00-13:30): Score Properties
Goal: Objectively evaluate and prioritize properties for next steps based on seller
interactions.
e Scoring Criteria (1-5 for each):
1. Urgency:
= 5: Seller wants to close within a week.
= 1: Seller has no specific timeline.
2. Flexibility:
= 5: Open to creative payment structures (e.g., lease-to-own).
= 1: Firm on traditional sale terms only.
3. Location Suitability:
= 5: Prime area (e.g., Place de la Comédie, Beaux-Arts).
= 1: Outlying or low-traffic areas.
e Scoring Example:
o Property A: Urgency (4), Flexibility (5), Location Suitability (5) — Total Score:

14.
o Property B: Urgency (3), Flexibility (2), Location Suitability (4) — Total Score:
9.
e Output:

o Update the Google Sheet with these scores.
o Highlight top-scoring properties for focused engagement on Day 4.

Time Points 4-6 (14:30-18:30): Address Concerns
Goal: Resolve seller concerns to build trust and move negotiations closer to closing.



¢ Common Seller Concerns & Responses:
1. “What if I don’t receive payments?”
= Response:
= “We’ll draft a legally binding agreement with payment terms
secured through an escrow account. This ensures payments are
handled professionally and on time.”
2. “How do I know you’ll take care of the property?”
= Response:
= “We’ll include a clause in the agreement detailing our
responsibility for property maintenance and liability coverage.”
3. “What happens if the museum fails?”’
= Response:
= “We’ll include an exit clause that allows you to regain control of
the property if the project doesn’t proceed as planned.”
e Communication Techniques:
1. Empathy:
» Acknowledge their concerns before offering solutions:
= “I completely understand your hesitation. Selling or leasing a
property is a big decision.”
2. Logic:
= Use factual and structured explanations to address their concerns.
= “Escrow accounts are widely used for secure payment handling.
Here’s how it works...”
3. Reassurance:
= Share the project’s long-term vision to build confidence.
»  “This isn’t just a transaction—it’s a partnership to create
something meaningful for the community.”
Steps to Address Concerns:
e Proactively prepare answers to potential objections before the call.
o Take detailed notes on seller concerns and responses to track recurring patterns.
e Ifneeded, offer to follow up with additional documentation or examples (e.g., legal
templates, testimonials).
Post-Call Actions:
e Update the Google Sheet with resolved concerns and next steps for each seller.
e Mark sellers who are ready to proceed to Day 4 negotiations.

Day 4: Refining Offers (Dec 5)
Time Points 1-2 (9:00-11:00): Collaborate with Lawyers
e Objective: Ensure all legal documents align with seller requirements and local
regulations.
e Steps:
1. Provide lawyers with detailed notes on each seller's motivations, concerns,
and property conditions.
2. Discuss potential challenges for each seller:



=  Are there zoning restrictions?

*= Does the seller require additional guarantees for payment security?

=  Are there tax implications for the seller?

3. Customize templates for lease-option agreements, ensuring the following
sections are clear:

» Property terms (e.g., duration of lease, purchase option timeline).

»= Payment structures (e.g., monthly payments, down payment if
applicable).

= Seller and buyer responsibilities (e.g., property maintenance,
insurance coverage).

e Deliverable: Three draft agreements, tailored to each seller.

Time Point 3 (13:00-13:30): Tailored Offers
e Objective: Align proposals with each seller’s specific needs and motivations.
e Strategies Based on Seller Profiles:
1. Motivated Seller Wanting Immediate Cash Flow:
= Offer a lease-option agreement with monthly payments beginning
immediately.
= Highlight:
“This arrangement ensures you receive steady income starting next month
while giving us time to finalize purchase arrangements.”
2. Seller Unsure About Permanent Sale:
* Propose a “trial lease” with a purchase option after 6—-12 months.
= Highlight:
“This gives you time to decide about selling while ensuring your property
is maintained and generating income.”
3. Seller Focused on Long-Term Value:
= Emphasize the cultural and community benefits of the museum.
= Highlight:
“Our museum will enhance the property’s legacy as a cultural landmark
and increase the neighborhood’s visibility.”
¢ Deliverable: Ready-to-present offers customized to each seller’s goals.

Time Points 4-6 (14:30-18:30): Negotiate
e Objective: Use empathy, logic, and data to address seller concerns and close
favorable terms.
¢ Steps for Negotiation:
1. Start with Empathy:
= “We understand that parting with or leasing your property is a big
decision, and we want to make this as seamless as possible for you.”
2. Use Data to Build Confidence:
= Highlight the museum’s potential to increase community
engagement and property value.
=  Share financial projections or testimonials from similar projects.



3. Address Common Seller Concerns:
» Concern: “What if the payments stop?”
Response: “We’ll include a legally binding agreement and maintain an
escrow account to ensure consistent payments.”
» Concern: “What happens if the museum fails?”
Response: “We’ll include a flexible exit clause, giving you back control of
the property if needed.”
4. Create Urgency:
= “We’re finalizing agreements by [specific date], and your property is one of
our top choices.”
e Deliverable: Verbal or written agreements in principle from at least two sellers.

Day 5-7: Closing & Finalization (Dec 6-8)

Final Steps in Detail

Step 1: Secure Agreements (Dec 6)

Objective: Ensure legally binding agreements are signed and verified by all parties to
prevent misunderstandings or disputes.

1. Prepare Final Agreements
e Collaborate with the legal team to:
o Double-check each agreement for accuracy, including:
=  Payment schedules (monthly rent, escrow if applicable).
» Lease duration and purchase option clauses (if using lease-to-own).
= Property maintenance responsibilities (clearly define who handles
what).
= Exit clauses for both parties in case of non-performance.
o Include signatures for all parties, ensuring compliance with local laws.
2. Send for Review & Signing
¢ Use DocusSign or similar platforms for electronic signing to save time and streamline
the process. Steps:
o Upload agreements to DocuSign.
o Assign signing roles to the seller, the project team, and the legal team (if
required).
o Send the document with a clear email subject: “Final Agreement for [Property
Address] — Ready for Signing”.
o Add a note reminding the seller to review the document carefully before
signing.
3. Handle In-Person Signings (if necessary):
e Coordinate a signing session at a neutral location (e.g., a lawyer’s office).
e Bring hard copies of all agreements and ensure all documents are signed in duplicate
for both parties.
4. Confirm Finalized Agreements:
e  Once signed, verify with the legal team to confirm the agreements are legally



binding.
e Provide the seller with a copy of the signed document along with a brief summary of
the terms for clarity.

Step 2: Document All Agreements (Dec 7)
Objective: Create a centralized and organized repository of all agreements, notes, and
communication for future reference.
1. Save Agreements Digitally
e Scan signed agreements (if done in person) or download copies from DocuSign.
e Save files in a shared and secure folder system (e.g., Google Drive, Dropbox). Use the
following structure:
o Folder Structure:
= X1.001 Agreements — [Property Name/Address] —
* Final Agreement (PDF).
= Negotiation Notes (Word/Google Doc).
= Seller Contact Information (Excel).
2. Organize by Property
e For each property, include:
o Final signed agreements.
o Seller motivation notes (summarize key points for future reference).
o Communication logs (emails, call notes).
o Any additional documents, such as zoning verification or property photos.
3. Secure Access
e Restrict access to critical team members.
e Use version control to avoid overwriting or losing files.
4. Document Backup Plan
e Store copies in a secondary location (e.g., external hard drive or cloud backup) to
prevent data loss.

Step 3: Internal Milestones (Dec 8)
e Objective: Reflect on progress, celebrate successes, and prepare for the next phase
(X1.002).
1. Share Internal Updates with the Team
e Create a concise summary report for the team covering:
o Number of agreements secured.
o Final terms of each deal (lease duration, payment structure).
o Lessons learned from seller engagement and negotiation.
Example Update Structure:
e Agreements Secured:
o “We finalized agreements for 2 properties: [Address 1] and [Address 2]. Both are
lease-to-own deals with monthly payments of [amount].”
¢ Key Challenges Overcome:
o “One seller hesitated due to uncertainty about lease terms but agreed after
introducing a trial lease clause.”



e Next Steps:
o “We’ll proceed to X1.002 by engaging local stakeholders and preparing property
utilization plans.”
2. Host a Team Debrief
e Organize a short meeting to discuss:
o What worked well in the outreach and negotiation process.
o Any challenges encountered and how they were resolved.
o Suggested improvements for future phases.
e Highlight team contributions and acknowledge efforts to build morale.
3. Create a Presentation for Stakeholders
e Prepare a visual summary of progress for team leaders, sponsors, or stakeholders.
e Include:
o Map of secured properties.
o Terms and conditions of agreements (high-level summary).
o Anticipated impact on the project timeline.
4. Reflect & Plan for X1.002
e Draft an outline for X1.002:
o Focus on community engagement and onboarding collaborators.
o ldentify any immediate tasks for property preparation.

Backup Plans & Alternatives
1. Expand the Geographic Scope
If prime locations in central Montpellier (e.g., Place de la Comédie) are unavailable, target
adjacent neighborhoods with potential for cultural engagement and lower costs:
e Beaux-Arts:
o Known for its bohemian vibe and proximity to art schools and creative
spaces.
o Look for small galleries, repurposed storefronts, or empty apartments
suitable for cultural use.
o Outreach Strategy:
= Contact local art collectives or community organizations to inquire
about available spaces.
e Port Marianne:
o A modern and rapidly developing neighborhood with high foot traffic and
commercial potential.
o Focus on mixed-use developments with unoccupied units or business
spaces.
o Outreach Strategy:
= Explore developers’ unsold or underused commercial units.
= Target listings for “new builds” with flexible lease terms.
e Boutonnet:
o Residential with a historic charm and close-knit community feel.
o Potential for smaller properties that align with the museum’s cultural identity.



o Outreach Strategy:
»=  Connect with local property owners through community forums or
neighborhood groups.
Adjust Property Criteria:
e Slightly smaller spaces (50—80 m?) may work as a starting point.
e Properties on quieter streets or less central areas can still attract foot traffic through
effective promotion.

2. Increase Outreach Volume
If initial leads fall short, scale up outreach efforts by increasing the number of daily
touchpoints:
e Double Email and Phone Outreach:
o Expand the lead pool by:
= Revisiting older listings that may still be active.
= Using new keywords like “price drop” or “motivated seller” on
platforms (Leboncoin, Seloger).
o Outreach Workflow:
= Send 15-20 emails daily instead of 10, prioritizing unresponsive or
less urgent sellers.
= Make 10+ phone calls daily, targeting newly identified properties.
¢ Engage Local Real Estate Agents:
o Agents often have access to off-market properties and sellers who prefer
discreet transactions.
o How to Approach:
= Contact 3—-5 agents specializing in commercial or cultural spaces.
= Use this script:
“Hi [Agent Name], we’re establishing a cultural museum in Montpellier
and are looking for properties that might not be publicly listed. Do you
have any motivated sellers open to creative agreements like lease-to-own?”
= Offer a small finder's fee to incentivize agents to prioritize your
needs.

3. Offer Trial Leases
If sellers are hesitant about long-term commitments, propose short-term agreements that
provide flexibility and build trust:
e Structure of a Trial Lease:
o Duration: 3-6 months with an option to extend or purchase.
o Terms:
= Negotiate slightly higher monthly payments to reassure the seller of
your commitment.
= Include an option-to-purchase clause after the trial period.
o Example Agreement:
= Lease for €1,200/month with the option to purchase for €200,000
within 6 months.



e Seller Benefits:
o Immediate income without a long-term commitment.
o Flexibility to reclaim the property if the museum doesn’t move forward.
e Museum Benefits:
o Test the location’s suitability for foot traffic and community engagement.
o Avoid committing long-term until there’s proof of concept.
Trial Lease Negotiation Script:
o “We understand committing to a long-term agreement can feel risky. What if we started with
a 6-month trial lease? You’d have steady income while we determine if this space is the right
fit. If all goes well, we’d be ready to extend the lease or move toward purchasing.”

4. Consider Temporary Spaces
If permanent properties are unavailable, look for temporary options to maintain project
momentum:
e Shared Office Spaces:
o Reach out to co-working hubs or innovation centers with flexible rental
plans.
o Benefits:
= Easy-to-set-up infrastructure (e.g., desks, Wi-Fi, utilities).
= Short-term leases with low upfront costs.
¢ Community Centers or Public Halls:
o Contact local government offices to inquire about renting underused public
spaces.
o Benefits:
= Lower costs.
= High community visibility.
e Pop-Up Museum Model:
o Launch a “pop-up museum” in vacant storefronts or commercial spaces to
generate interest.
o Example Pitch to Landlords:
= “Wed like to use your vacant space as a temporary cultural hub for 3
months. We’ll cover rent and attract foot traffic, giving your property
greater visibility to potential long-term tenants.”
Advantages of Temporary Spaces:
e Allows the project to proceed without delays.
e Provides a proof-of-concept opportunity for the museum.
Temporary Lease Script:
o “We’re looking for a temporary lease arrangement as we prepare for our permanent
location. This arrangement could transition into a longer-term partnership if the space
works for both parties.”

Contingency Workflow

If all backup measures are required simultaneously, prioritize actions to maximize efficiency:
1. Expand Search First:



o Immediately contact adjacent neighborhood leads while maintaining
outreach to central Montpellier sellers.
2. Trial Leases for Hesitant Sellers:
o For high-priority properties, offer short-term leases before moving on to less
ideal options.
3. Pursue Temporary Spaces:
o Simultaneously secure a temporary office or pop-up location while
continuing negotiations for permanent space.
4. Maintain a Rolling Outreach Schedule:
o Keep doubling daily outreach volume until agreements are finalized.

Backup Success Metrics
1. Quantitative:
o Secure at least 1 temporary space or 1 trial lease agreement as a
fallback by Dec 8.
2. Qualitative:
o Maintain positive relationships with sellers, even if negotiations stall.
o Demonstrate progress to stakeholders through temporary space utilization or

expanded outreach results.

Attachment 1: Script Series Attachment for X1.001
1. Advertising Script
Used for online ads, forums, and local classifieds to attract potential sellers.
e Headline Example:
“Cultural Initiative Seeks Flexible Property Options in Montpellier”
¢ Ad Content:
“We’re launching a cultural museum in Montpellier and are seeking motivated property
owners open to creative agreements such as lease-to-own or short-term leases. If you're
considering selling or leasing, we’d love to discuss options that work for you. This project is
time-sensitive and will bring community engagement and steady income to your property.

Contact us at [email /phone].”

2. Initial Outreach Scripts
A. Email Script for Sellers
e Subject Line: “Interest in Your Property at [Address]”
e Body:
“Dear [Seller Name],
My name is [Your Name], and I'm leading a cultural initiative to create a museum in
Montpellier. I came across your property at [address] and believe it could be an excellent fit
for our vision.
We’re open to flexible agreements, including lease-to-own or short-term leases, that provide
steady payments and help bring cultural vibrancy to the area.
Let me know if we can connect this week to discuss how this opportunity might benefit you.

Best regards,



[Your Name]
[Contact Information]”

B. Phone Script for Initial Contact

Introduction:
“Hi [Seller Name], this is [Your Name]. I'm reaching out about your property at [address].
We’re launching a museum project in Montpellier and are exploring creative property
solutions like lease-to-own or flexible lease agreements. I wanted to ask if you're still open to
selling or leasing the property?”
Follow-Up Questions:
1. “What are your main goals for the property? Are you looking for quick income, a
permanent sale, or flexibility?”
2. “Would you consider an arrangement that offers consistent payments while keeping
future flexibility open?”
Closing the Call:
“Great! I'll send over more details about our project and a proposal tailored to your goals.

Can we set up a follow-up call for [specific date/time]?”

3. Negotiation Scripts
A. Phone Negotiation Script for Final Offers

“Hi [Seller Name], I wanted to confirm the details we discussed earlier regarding the lease-
option agreement for [property address]. Based on your goals, we’ve customized an
agreement that ensures consistent payments while keeping the option for future flexibility.
Would you be available to review and finalize this today?”

B. Email Follow-Up for Hesitant Sellers

Subject Line: “Flexible Options for Your Property at [Address]”

Body:

“Hi [Seller Name],

I understand selling or leasing a property is a significant decision. To make this easier,
we’ve prepared an agreement that aligns with your goals and timeline. This option provides
steady income and flexibility while advancing our cultural project.

I'd love to discuss this further—let me know if we can schedule a quick call this week.

Best regards,

[Your Name]

[Contact Information]”

C. Trial Lease Proposal Script

Pitch to Seller:

“We understand that committing to a long-term agreement can feel risky. To help you feel
confident in this decision, we’d like to propose a trial lease of 3—6 months.

This arrangement would provide steady income while giving both of us the chance to
confirm that the property is the right fit. If it works well, we’d move toward extending the

lease or finalizing a purchase agreement.”



4. Finding the Right Intermediary Script
A. Real Estate Agent Engagement
o  “Hi[Agent Name], this is [Your Name]. I'm leading a cultural project to create a museum in
Montpellier and am looking for properties with motivated sellers.
Do you have any listings or know of properties not yet on the market where the owners
might be open to flexible agreements like lease-to-own or short-term leases?”
B. Local Networking Script
e  “Hi[Contact Name], I'm working on a cultural project in Montpellier and heard you’re
well-connected in the area. We're seeking property owners who might be interested in selling
or leasing their properties for a museum initiative.

Do you know anyone looking to sell quickly or who might benefit from consistent income
through a flexible lease arrangement?”

5. Museum Vision Script
When introducing the museum project to sellers or intermediaries, it’s essential to inspire
them while addressing practical benefits.
o “The museum we’re creating is more than just a cultural space—it’s a hub for community
engagement, creativity, and preserving history. By partnering with us, you're contributing to
a project that will benefit Montpellier’s cultural identity while ensuring steady income and
responsible care for your property.

Our team is fully committed to creating a win-win situation for all parties involved.”

6. Creating Urgency Script
o  “This project is moving quickly, and we’re finalizing agreements with property owners by
[specific date].
If this opportunity aligns with your goals, I'd love to connect this week to ensure your
property can be considered.”
e Alternative Closing Line:

“We’re making decisions soon and would love to discuss this with you before finalizing our
list of properties.”

7. Final Offer Closing Script
For sellers who are close to committing but haven’t yet signed:

o “I'wanted to follow up one last time before we finalize agreements for this project. Your
property at [address] is one of our top choices, and I'd love to include it in this exciting
initiative.

If there are any concerns or adjustments you’d like to discuss, let me know—I'm happy to
work with you to create the best solution.”

8. Expiry Script (Encouraging Action)
For sellers waiting too long or showing hesitation:
o “We’re moving forward with property agreements this week, and we’d love for your
property at [address] to be part of this project. However, we need to finalize all decisions by



[specific date].
If you're still interested, please let us know as soon as possible so we can reserve this
opportunity for you.”

9. Follow-Up Ad Script for Second Wave
If initial advertising doesn’t yield results:
o “Montpellier Museum Project Still Seeking Property Partners!
We’re looking for motivated sellers or landlords open to flexible agreements. Be part of a
cultural initiative that will benefit the community and bring visibility to your property. Act
fast—this opportunity closes soon! Contact us today at [email /phone].”

Attachment 2: Comprehensive Information Guide for X1.001
"Unlocking Real Estate Opportunities: Expanding Contacts for Success"

1. Platforms for Real Estate Leads
Objective
Leverage the most efficient local platforms to connect with motivated property sellers.
Detailed Contacts (5-8 per platform)
1. Leboncoin
o Website: www.leboncoin.fr

o Contact 1: Seller Support (Platform Messaging)

»

= Tip: Use keywords like “urgent sale,” “negotiable price,” or “lease
available.”
o Contact 2: Property Listing Example (Owner Name: Pierre Morel)
= Phone Number: +33 (0)6 88 55 33 22
=  Email: pierremorel@leboncoin.fr
o Contact 3: Property Listing Example (Owner Name: Sophie Laurent)
* Phone Number: +33 (0)6 44 33 22 11
= Email: sophie laurent@leboncoin.fr
o Feature: The platform allows direct negotiation with sellers.
2. Seloger

o Website: www.seloger.com

o Contact 1: Customer Service
= Phone Number: +33 (0)1 73 28 85 88
= Email: support@seloger.com
o Contact 2: Featured Seller Example (Agent Name: Marc Petit)
= Phone Number: +33 (0)7 66 55 44 33
= Email: marc.petit@seloger.com
o Contact 3: Private Owner Example (Owner Name: Jeanne Durand)
= Phone Number: +33 (0)6 77 88 55 22
= Email: jeanne.durand@seloger.fr


https://www.leboncoin.fr/
https://www.seloger.com/

o Feature: Advanced filters help locate urgent or reduced-price properties.
3. Facebook Marketplace
o Contact 1: Seller Profile (Name: Lucas Martin)
= Phone Number: +33 (0)7 88 99 22 11
= Email: N/A (Direct Messaging via Facebook).
o Contact 2: Group Moderator (Immobilier Montpellier)
= Email: immobiliermod@facebook.com
o Contact 3: Seller Profile (Name: Amelie Charpentier)
= Phone Number: +33 (0)7 65 44 88 33
o Feature: Great for informal, quick interactions with local sellers.
4. Printed Ads - Midi Libre
o Contact 1: Classifieds Department
= Phone Number: +33 (0)4 67 07 60 00
= Email: annonces@midilibre.com

o Contact 2: Regional Property Editor (Name: Thierry Benoit)
= Email: thierry.benoit@midilibre.fr

o Contact 3: Featured Ad Example (Name: Nicolas Jean)
= Phone Number: +33 (0)6 33 44 88 22

o Feature: Traditional method with a wide local reach.

2. People-Centric Strategies
Objective
Connect with motivated individuals who can provide property leads or insider knowledge.
Helper List (5-8 contacts per category)
1. Local Drivers (Uber, Taxi, Delivery Services)
o Contact 1: Jean-Luc (Uber Driver)
= Phone Number: +33 (0)6 22 34 56 78
=  Email: jeanluc.driver@montpelliermail.com
o Contact 2: Sophie Lemaire (Deliveroo Driver)
= Phone Number: +33 (0)7 89 01 23 45
= Email: sophie.lemaire@deliveroomail.com
o Contact 3: Ahmed Khalil (Taxi Driver)
* Phone Number: +33 (0)6 44 33 22 11
= Feature: Drivers are highly knowledgeable about local vacancies
and closures.
2. Freelance Real Estate Agents
o Contact 1: Marie Dupont
= Phone Number: +33 (0)6 77 22 44 33
= Email: mariedupont@realty.fr
o Contact 2: Thomas Moreau
= Phone Number: +33 (0)6 88 55 99 22
= Email: thomas.moreau@montpelliercommercial.fr
o Contact 3: Sarah Clement
= Phone Number: +33 (0)6 54 77 11 23
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»= Email: sarah.clement@freelancerealty.fr
3. Community Leaders and Advocates

o Contact 1: Claire Bernard (Neighborhood Association)
= Phone Number: +33 (0)6 22 33 44 55
= Email: claire bernard@antigoneneighborhood.fr

o Contact 2: Pierre Martin (NGO Advocate)
= Phone Number: +33 (0)7 88 99 11 22
= Email: pierre.martin@montpellierlocalngo.fr

o Feature: Leaders have deep insights into local property needs.

3. Clue-Based Detective Work
Objective
Track down hidden opportunities by thinking like a detective and following subtle leads.
Expanded Clue List and Contacts
1. Office Space Vacancies
o Contact 1: Port Marianne Office Management
= Phone Number: +33 (0)4 67 22 55 55
= Email: contact@portmarianne.fr
o Contact 2: Antigone Business District Office
= Phone Number: +33 (0)4 67 33 44 55
= Email: info@antigonebusiness.fr
2. Agricultural Properties in Trouble
o Contact 1: Languedoc Farmers Association
= Phone Number: +33 (0)4 67 42 78 90
= Email: info@languedocfarmers.fr
o Contact 2: Zoning Office Agriculture Specialist
= Phone Number: +33 (0)4 67 33 99 22
3. Failed Business Listings
o Contact 1: Infogreffe Registry (Bankruptcy Cases)
=  Website: www.infogreffe.fr
= Phone Number: +33 (0)1 80 81 08 09
= Email: contact@infogreffe.fr

4. Tips for Maximizing Success
1. Diversify Outreach
Balancing efforts between platforms and direct contacts is crucial for casting a wide net
while maintaining efficiency.
¢ Platforms:
o Focus on high-traffic online platforms like Leboncoin and Facebook
Marketplace.
o Utilize community-specific resources, such as neighborhood forums and
local classifieds (e.g., Midi Libre).
¢ Direct Contacts:
o Personalize outreach to drivers, freelance agents, and community leaders.
o Diversify the types of people contacted—include professionals (e.g., real
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estate agents), informal leads (e.g., drivers), and institutional leads (e.g.,
zoning offices).
¢ Balance Strategy:
o Allocate daily efforts: Spend 50% of the time on platforms and 50% on
direct contacts.
o Example Schedule:
= Morning (9:00-12:00): Research platforms and post ads.
= Afternoon (14:00-18:00): Focus on direct calls and emails to
helpers.

2. Use Scripts
Clear and concise communication scripts ensure consistency, professionalism, and
effectiveness.
e Phone Scripts:
o Initial Call Example:

»  “Hi[Name], my name is [Your Name], and I'm leading a cultural initiative
to establish a museum in Montpellier. I understand you might have
insights about properties or owners looking to sell or lease. I'd love to
discuss how we can work together.”

o Follow-Up Call Example:

»  “Hi[Name], I wanted to follow up on our previous conversation. Have
you had a chance to consider our proposal, or do you have any potential
leads to share?”

e Email Scripts:
o Introduction Email Example:
= Subject. "Opportunities for Property Collaboration in Montpellier"
*  Body:
"Dear [Name],
My name is [Your Name], and I'm leading a project to establish a cultural
museum in Montpellier. I'm reaching out to explore potential property
opportunities and flexible agreements. Let me know if we can schedule a
quick call or meeting to discuss further.”
o Reminder Email Example:
= Subject. "Follow-Up: Property Opportunities in Montpellier"
*  Body:
"Dear [Name],
I hope this email finds you well. I'm following up on my earlier message
regarding property opportunities for a cultural museum in Montpellier. I'd
love to hear if there’s a chance to collaborate or if you have any leads.
Looking forward to your reply.”
e Tips for Success:
o Keep scripts short and conversational.
o Tailor them to the person (e.g., drivers vs. real estate agents).
o Always include a clear call-to-action (e.g., schedule a call or share a lead).



3. Offer Incentives
Motivating helpers with small bonuses can significantly increase engagement and the quality
of leads.
¢ Financial Incentives:
o Offer a flat rate per lead (e.g., €10—€20 for a verified lead).
o Provide a bonus for successful deals (e.g., €100 if a deal is finalized from
their lead).
e Non-Financial Incentives:
o Offer referrals for drivers and agents to grow their own businesses.
o For community leaders, highlight their contribution to a cultural project that
benefits the area.
e Example Incentive Pitch:
o  “For every property lead that meets our criteria, we’ll offer a €20 reward. If a deal
is finalized, you’ll receive a €100 bonus for your efforts. Let’s work together to
create something amazing in Montpellier!”

4. Track Progress
Organized tracking ensures that no opportunities are missed and follow-ups are managed
efficiently.
e Tracking Tools:
o Use a spreadsheet or CRM tool to organize contacts, responses, and
outcomes.
o Columns to Include:
= Contact Name
= Phone Number/Email
» Lead Source (Platform, Driver, Agent, etc.)
= Status (Not Contacted, Contacted, Follow-Up, Closed).
e Follow-Up Schedule:
o Establish a regular follow-up routine for unresponsive contacts:
=  First Follow-Up: 48 hours after initial contact.
= Second Follow-Up: 5 days later.
= Final Follow-Up: 10 days after the initial contact.
Please note: The information in this table is placeholder content created for planning purposes. The
actual details will be gathered using search engines and other resources as part of the action plan—
because every great journey begins with a little imagination!
¢ Example Tracker Layout:
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e Tips for Success:
o Color-code tracker entries:
= Green: Active leads.
*=  Yellow: Follow-up needed.
= Red: Unresponsive or closed.
o Review the tracker daily to prioritize tasks.

Final Notes for Success
1. Balance urgency with professionalism: Push for quick responses while
respecting people’s time.
Be persistent, not pushy: Polite, consistent follow-ups can open doors.
Stay adaptable: Tailor outreach strategies based on what works best for each
contact group.

Attachment 3: 30-Second Meditation for X1.001
"Cultivating Mindful Connections for Meaningful Outcomes"

Introduction: Why Meditate for 30 Seconds?
In the rush of daily tasks and negotiations, it’s easy to forget the human connection behind
every interaction. The 30-second meditation practice is a simple yet powerful tool to center
yourself, align your intentions, and create a positive mindset before each call or email. Here’s
why it’s transformative:
1. Promotes Calmness:
A brief pause helps you release nervous energy and approach each interaction with
clarity and focus.
2. Sets Positive Intentions:
Meditation reminds you to focus not just on the outcome but on creating value for
the other person.
3. Builds Genuine Connections:
By grounding yourself in empathy, you foster trust and respect, which are key to
successful communication.
4. Increases Success Probability:
People respond to authenticity and kindness. A mindful approach enhances your
ability to connect meaningfully, even in professional contexts.
This meditation isn’t just a tool for negotiations—it’s a way to honor the shared human
experience in every interaction.

The Meditation Process
Before every contact, take 30 seconds to follow these steps:
1. Pause and Find Stillness



o Sit comfortably or stand in a relaxed position.

o Close your eyes if possible, or soften your gaze.
2. Take Three Deep Breaths

o Inhale deeply through your nose for 4 seconds.

o Hold your breath for 4 seconds.

o Exhale slowly through your mouth for 6 seconds.
3. Visualize a Positive Connection

o Picture the other person smiling and feeling valued during your interaction.

o Imagine the conversation flowing with ease and mutual understanding.
4. Repeat These Affirmations Silently:

o "['wish this person happiness, peace, and success in their life."

o "May this interaction be mutually beneficial and bring clarity to both of us."

o "l approach this call with kindness and the intention to create value for them."
5. Smile and Begin

o Start the call or email with an open heart and genuine intention.

Stories to Inspire Your Meditation

Option 1: The Warm Light of Montpellier’s Streets

Once, walking through the historic streets of Montpellier, you found yourself enchanted by
the golden light that bathed the stone buildings in the late afternoon. The city was alive—not
just with its history, but with its people. You noticed an elderly shopkeeper arranging fresh
flowers outside her boutique. Though her hands moved slowly, they were steady, with years
of care and dedication behind every gesture. When you passed by, she looked up and smiled
warmly, as if offering not just her flowers but a piece of her heart.

In that moment, you realized the power of connection. Every interaction, no matter how
small, carries the possibility of leaving someone’s day better than before. Like that smile from
the shopkeeper, this call or email is an opportunity to bring light, understanding, and value to
another person. Let that warm light guide your intention now.

Breathe deeply, and begin your meditation.

Option 2: The Fountain in Place de la Comédie

Imagine standing in Montpellier’s vibrant Place de la Comédie, where life hums like a melody
around the Three Graces fountain. People gather here—tourists snapping photos, street
performers sharing their art, and locals chatting over coffee. Among them, you notice a
young musician tuning her violin. She begins to play, and the notes rise above the fountain's
gentle murmurs, catching the attention of everyone nearby. A simple act of sharing her gift
transforms the space, filling it with joy and inspiration.

As you prepare to reach out to someone today, think of yourself as that musician. Your
words, even if brief, have the potential to bring harmony into someone’s day. Whether or not
the result is what you expect, the act of connection itself is meaningful.

Take three deep breaths, and let this thought guide you as you meditate.

Option 3: The Café by the Beaux-Arts
Picture yourself at a small café in the Beaux-Arts district, sipping a cup of coffee as the



morning sun filters through the leaves of the plane trees. Nearby, two strangers strike up a
conversation. They laugh, share stories, and part ways with a friendly wave. Though they
may never meet again, their brief exchange leaves a mark—a reminder that every
interaction, no matter how fleeting, has the power to enrich both lives.

As you approach this next call or email, think of it as sitting down with someone at that café.
It’s not just a negotiation or request; it’s a chance to share something meaningful, to create
value, and to leave behind a small moment of goodwill. Let that feeling inspire you now.
Close your eyes, breathe, and begin the meditation.

Option 4: The Whispering Winds of Montpellier’s Vineyards

Imagine the gentle hills surrounding Montpellier, where vineyards stretch as far as the eye
can see. The wind whispers softly, carrying the stories of the land, the people who tend it,
and the generations who have worked tirelessly to create something beautiful. Each vine tells
a tale of patience, care, and hope for the future—a quiet reminder that great things take time
and connection.

As you prepare to connect with someone today, think of your effort as planting a seed. With
care and sincerity, you're creating something that may grow into an opportunity, even if it
takes time. Trust in the process, and know that every word you speak carries the potential to
bear fruit.

Take a deep breath, feel the calm of the vineyards, and begin your meditation.

Option 5: The Glow of the Aqueduct at Sunset

As the sun sets over Montpellier, the ancient Saint-Clément Aqueduct glows with a quiet
brilliance. It stands as a testament to ingenuity, perseverance, and the enduring connections
between people and their creations. Every stone is carefully placed, each one supporting the
others to carry life-giving water to the city. You pause and reflect on how something so
simple—a bridge for water—can symbolize trust, reliability, and community.

As you prepare for this interaction, think of your words as the stones of that aqueduct. Each
one builds a bridge of trust, carrying not just your message but your intention to create
something meaningful. Whether this moment leads to success or simply understanding, it’s
part of a larger structure you’re building.

Breathe deeply, picture the aqueduct’s glow, and let this thought guide your meditation.

Practical Tips for Using This Practice
1. Choose a Story That Resonates
o Each story aligns with a different mood or goal. Pick one that fits the tone
you want to set for the interaction.
2. Adapt the Affirmations
o Feel free to personalize the affirmations to match your communication style
or values.
3. Encourage Team Practice
o Share this meditation guide with your team. A collective mindful approach
enhances the overall success of your initiative.
4. Reflect Post-Interaction



o After each call or email, take a moment to reflect:
= Did I approach this person with kindness?
= Did [ add value to their day?
=  What can I improve for next time?

Conclusion: The Power of Intentional Connection

This meditation is more than just a preparation tool—it’s a commitment to approach every
person with respect, empathy, and a desire to create value. Whether a negotiation succeeds
or not, the connection you make is meaningful. By incorporating mindfulness into your
process, you strengthen your ability to listen, respond, and build trust, all while fostering a
sense of purpose in your work.

Together, let’s transform the way we connect—one thoughtful breath at a time.



