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(December 30, 2024 — January 5, 2025)
Hunting for hidden gems and sparking dreams, one doorstep at a time!

Objective:
By Sunday, January 5, 2025, identify and shortlist at least three properties in the urban
area of Montpellier, focusing on:
1. Zero-down payment feasibility to minimize upfront financial risk.
2. Proximity to kindergartens or schools to align with the target audience and
community goals.
3. Renovation potential and multifunctionality (e.g., museum, childcare, rentals)
to maximize long-term value.

Key Steps:
1. Explore the Hunt:
o Research properties using local real estate platforms, agent networks,
and word of mouth.
o Target areas with family-friendly amenities like Port Marianne, Antigone,
or Beaux-Arts.
2. Uncover Hidden Gems:
o Conduct in-person visits or virtual tours to evaluate:
= Accessibility: Proximity to schools, public transport, and
community hubs.
= Zoning: Verify regulations for mixed-use or commercial purposes.
= Repair Needs and Costs: Identify properties that are "fixable but
fabulous."
3. Engage the Community:
o Host Matrix Kids Cards treasure hunt games to involve families in
exploring key property features:
= Card Clue Example: "Find a property with a red roof and a garden near
a school!"
o Collect input from participants to prioritize properties based on collective
excitement.

Core Data to Collect:
e Property Size: 150-250 m? to allow for diverse uses (museum, rentals, childcare).
o Estimated Monthly Costs: Taxes, utilities, and maintenance.
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X1.005 | Detailed Action Plan
PART 1:Research and Shortlisting
Target Zone: Building a Full Network within a 3-Kilometer Radius

Focus on connecting key neighborhoods, schools, and family-friendly areas into a
comprehensive network for property evaluation.

Key Neighborhoods and Areas to Prioritize:
1. Port Marianne:
*  Known for modern architecture, proximity to Lez River, and schools like
Ecole Internationale Bilingue de Montpellier.
* Ideal for accessible properties with high renovation potential.
2. Antigone:
e A vibrant, cultural hub with open plazas and unique geometric buildings.
*  Nearby educational facilities like Collége et Lycée Joffre.
3. Beaux-Arts:
*  Montpellier’s creative district, popular among families for its parks and
kindergartens (e.g., Ecole Maternelle Beaux-Arts).
4. Ecusson (Historic City Center):
*  Proximity to tourist hubs and schools like Lycée Notre-Dame de La Merci.
* Unique architecture but potential for higher negotiation due to historical
value.
5. Aiguelongue:
*  Residential charm and family-friendly vibe, with schools like Ecole Primaire
Aiguelongue nearby.
*  Great balance of affordability and accessibility.
6. Rondelet and Gare Saint-Roch:
e Convenient transport access, ideal for properties that can double as rental
units for transient families.

Key Criteria for Selection
Condition:
o Target Properties: Dilapidated but structurally sound homes or buildings, offering
value due to the need for repairs.
Size:
e Focus on 150-250 m?, ensuring space for museum exhibits, a childcare center, or
rental opportunities.
Cost:
e Aim for properties suitable for zero-down payment or creative financing,



minimizing upfront costs while leveraging long-term value.

Action Steps to Build the Network
1. Search Local Real Estate Platforms:

o Platforms like SeLoger, LeBonCoin, and Bien’ici can provide listings with
maps, price estimates, and property details.

o Use filters for size, condition, and neighborhoods to shortlist candidates.

2. Contact Local Real Estate Agents:

o Agents specializing in central Montpellier often have off-market leads.

o Provide agents with specific criteria, such as size, condition, and financing
flexibility.

3. Engage Community Boards and Networks:

o Visit neighborhood associations and local Facebook groups focused on
Montpellier’s real estate.

o Post inquiries in these spaces about underutilized or vacant properties.

4. Expand the Network Through Schools and Kindergartens:

o Contact schools like Ecole Maternelle Beaux-Arts or Ecole Primaire
Aiguelongue to inquire about nearby properties that parents or staff might
recommend.

o Distribute flyers to parent networks, describing the Matrix Museum vision
and asking for property leads.

5. Compile a Comprehensive List of Properties:
o Document 10-15 properties with clear notes on:
»= Location: Highlight proximity to schools and amenities.
»= Condition: Include detailed descriptions and renovation notes.
= Potential Uses: Identify properties with flexibility for museum,
childcare, or rental operations.

Exciting Enhancements to Make the Plan Stand Out
i.  Interactive Digital Map:
o Create a visual map of the 3-kilometer radius, pinning all identified
properties and nearby amenities (schools, kindergartens, parks).
o Share this map with stakeholders and helpers for clarity and coordination.
ii.  Matrix Cards Hunt Clues:
o Incorporate the Matrix Kids Cards:
= "Find a property near a park where families gather!"
= "Spot a house with a green door within walking distance of a
school!"
o Use these clues to gamify the property exploration process.



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!

Property Evaluation Template:

Provert Size Condition Cost |Proximity to|Renovation |Potential
perty (m?) (€) Schools Needs Uses
31 Rue des 200 Needs 190.000 250m from  [|[Roof repairs ||Childcare,
Ecoles plumbing ’ Ecole Joffre ||~€15K rentals
18 Rue St- 175 Structurally 180.000 E?:g{g from Minimal Museum,
Roch sound ’ .. (~€5K) office
Primaire

iv. ~Community Engagement Report:
o Document feedback and suggestions from families participating in the

treasure hunt or local helpers' insights.

Savoring the City: Uncovering Hidden Gems Through Food, Culture, and Community
1. Leveraging Local Culinary Hotspots
Rationale: Popular eateries often indicate vibrant neighborhoods with high foot traffic,
making them ideal for museum locations.
Action Steps:
¢ Identify Renowned Local Restaurants:
o Compile a list of well-frequented establishments, such as Le Petit Jardin and
L'Entrecéte, known for their local dishes.
¢ Analyze Surrounding Areas:
o Assess the vicinity of these restaurants for available properties, considering
factors like accessibility and existing amenities.
¢ Engage with Restaurant Owners:
o Initiate conversations to gather insights on neighborhood dynamics and
potential property leads.

2. Exploring Niche Attractions
Rationale: Proximity to unique attractions can boost museum visibility and visitor numbers.
Action Steps:
e Map Out Niche Attractions:
o ldentify sites such as the Pavillon Populaire and La Panacée, which host
contemporary art exhibitions.
e Assess Nearby Properties:
o Investigate available spaces within walking distance of these attractions,
focusing on areas with high pedestrian activity.
¢ Collaborate with Attraction Managers:
o Explore potential partnerships or cross-promotional opportunities to
enhance community engagement.

3. Consulting Local Zoning Offices and Municipal Plans



Rationale: Understanding zoning regulations and future developments ensures compliance
and strategic positioning.
Action Steps:
e Review Municipal Development Plans:
o Access documents outlining upcoming projects, especially those highlighting
new cultural or educational zones.
o Identify Emerging Areas:
o Focus on districts earmarked for revitalization or cultural investment, as they
may offer favorable conditions for new establishments.
¢ Engage with Urban Planners:
o Schedule meetings to discuss zoning laws, permissible property uses, and
potential incentives for cultural projects.

4. Building a Network of Informants
Rationale: Diverse local contacts can provide valuable, unfiltered information on property
opportunities.
Action Steps:
¢ Connect with Taxi and Delivery Drivers:
o Engage in conversations to learn about properties that appear vacant or
underutilized.
¢ Consult Shop Owners and Market Vendors:
o Inquire about neighborhood trends and any known property availabilities.
¢ Attend Community Events:
o Participate in local gatherings to build relationships and gather grassroots
intelligence.

5. Utilizing Local Media and Online Platforms
Rationale: Staying informed through local channels can reveal unlisted opportunities and
community sentiments.
Action Steps:
e Monitor Local Newspapers and Magazines:
o Regularly review publications like Midi Libre for property listings and articles
on urban development.
¢ Join Community Forums and Social Media Groups:
o Participate in discussions on platforms such as Montpellier Expats to gain
insights and leads.
¢ Subscribe to Real Estate Newsletters:
o Stay updated on market trends and new listings by subscribing to local real
estate agencies' communications.
6. Engaging with Educational Institutions
Rationale: Proximity to schools and kindergartens aligns with the target audience and can
offer unique collaborative opportunities.
Action Steps:
¢ Identify Key Institutions:



o Map prominent schools like Ecole Internationale Bilingue and Collége et
Lycée Joffre within the 3-kilometer radius.
e Outreach to Administration:
o Meet with school administrators to inquire about neighborhood property
trends or leads from parents and staff.
o Discuss potential partnerships, such as offering educational workshops or
family-oriented events at the future museum.
o Leverage Parent Networks:
o Distribute flyers or digital announcements through school newsletters,
explaining the vision and seeking property leads.

7. Partnering with Cultural and Artistic Communities
Rationale: Montpellier’s vibrant arts scene offers a natural synergy with the museum’s
mission, attracting creative collaborators and ideas.
Action Steps:
o Engage Local Artists and Organizations:
o Partner with groups like La Panacée or Pavillon Populaire to explore
underused spaces for temporary or long-term collaboration.
o Discuss potential co-working or gallery-sharing options that benefit both
parties.
e Scout Art Districts:
o Investigate spaces in neighborhoods like Beaux-Arts that are popular
among artists for affordable, creative hubs.
e Host Open Calls for Collaboration:
o Invite artists to participate in designing museum spaces, potentially
uncovering unique property leads in the process.

8. Exploring Niche Real Estate Segments
Rationale: Alternative property types may provide cost-effective options with high potential
for transformation.
Action Steps:
e Vacant Commercial Spaces:
o Look for closed shops, warehouses, or unused office spaces that could be
repurposed into multifunctional areas.
o Historical Properties:
o Seek out older buildings or heritage sites with renovation incentives or
grants for cultural use.
e Mixed-Use Developments:
o Target properties already zoned for mixed use, reducing bureaucratic
hurdles for combining museum, childcare, and rental functions.

9. Financial Optimization and Incentive Exploration
Rationale: Understanding available funding opportunities and tax benefits ensures financial

feasibility and sustainability.



Action Steps:

¢ Inquire About Incentives:

o Check with Montpellier’s municipal office for grants or subsidies aimed at

cultural and educational projects.

e Tax Advantages:

o Consult a local tax advisor to explore deductions or benefits related to

property investments for nonprofit or cultural purposes.

e Collaborate with Financial Institutions:

o Approach local banks or credit unions for flexible financing options,

emphasizing the project’s community impact.

10. Creating a Local “Information Hub”
Rationale: Establishing a centralized system for collecting and analyzing data ensures

consistent progress tracking.
Action Steps:

¢ Develop a Digital Dashboard:

o Create a shared platform to document and update property leads, contact

notes, and progress reports.

¢ Assign Roles for Helpers:
Define responsibilities for each local contact (e.g., agent liaison, driver

outreach, school engagement) to streamline efforts.

@)

¢ Regular Check-Ins:
o Schedule weekly reviews to evaluate new information and refine search

strategies.

11. Incorporating Insights from Drivers and Vendors
Rationale: Drivers and shop owners often have an intimate knowledge of hidden gems in
their neighborhoods.

Action Steps:
e Taxi and Ride-Share Drivers:
Offer incentives (e.g., small fees, cards for museum entry) for information on

vacant or underused properties they pass frequently.

e Shopkeepers and Market Vendors:
Visit key hubs like Marché des Arceaux to engage vendors and

shopkeepers, explaining the vision and soliciting leads.

@)

@)

12. Targeted Social Media Campaigns
Rationale: A well-crafted campaign can tap into local pride and amplify the search effort.

Action Steps:

¢ Create Engaging Posts:
Use platforms like Facebook and Instagram to post about the property hunt,

emphasizing the community and family-focused vision.

o

¢ Encourage Sharing:

o Offer small rewards or recognition for followers who contribute property



leads.
e Run Local Ads:
o Use targeted ads to reach Montpellier residents within the desired 3-
kilometer radius.

X1.005 | Detailed Action Plan
PART 2:The Great Holiday Hunt in Montpellier: A Magical Adventure
It was a bright and breezy New Year’s Day in Montpellier, and the city buzzed with

excitement. Families gathered in the charming square of Antigone, where the Matrix Kids
Cards team had set up a colorful booth decorated with balloons, laughter, and the smell of
warm croissants.

A Father’s Promise: Love and Community

At the heart of the group was Julien, a kind-hearted father holding the hand of his 5-year-
old daughter, Chloé. Julien had joined the hunt not just for fun, but because he believed in
something bigger:

e “Papa, why are we doing this?” asked Chloé, her eyes sparkling with curiosity.

e “Because, ma chérie,” Julien replied, “this isn’t just a game. Every house we find
today could become a place where other children laugh, learn, and dream. We’re
helping to build something magical—a museum for families like ours.”

Chloé nodded, squeezing his hand. She didn’t understand everything yet, but she felt
her papa’s love and the warmth of being part of something special.

The Five Games Begin
1. Hunting Game for Montpellier | T.I.P.AT.H.F.R.23.3.1
Goal: Teach families how to identify key property features.
Story:
Julien and Chloé’s first card read:
"Find a property within 500 meters of Ecole Maternelle Victor Hugo with a red door or a garden."
e Chloé tugged at Julien’s hand. “Papa! I know where that school is—it’s near the
bakery with the yummy éclairs!”
e “Excellent, Chloé!” Julien laughed. “Lead the way, my little explorer.”
They found a house with a red door surrounded by blooming jasmine. Chloé squealed, “This
is it!” Julien snapped a photo and made notes:
e Condition: Needs a fresh coat of paint.
o Potential Use: Perfect for a family-friendly café on the ground floor.
Learning and Reflection Session:
As they sat on a park bench nearby, Julien asked Chloé:
e “What did we learn from this card?”
e Chloé thought for a moment. “To look carefully at doors and gardens?”
e “Yes,” Julien chuckled, “and also how to spot what makes a house special. We
practiced observation and teamwork!”



2. Number Game for Montpellier | T.I.P.A.T.H.F.R.23.3.2
Goal: Introduce families to property evaluation and cost estimation.
Story:
Their next card challenged them to estimate renovation costs for 20 Rue de la République:
"Roof repairs might cost €12,000. What about repainting and plumbing?"
e “Papa, I think the roof looks like it’s made of chocolate bars!” said Chloé.
e Julien laughed, “If only that were true! But roofs cost money to fix. Let’s think about
it—how much might repainting cost?”
e Chloé raised her arms wide. “A million euros!”
e Julien grinned. “Not quite, but a good guess for a big imagination!”
Together, they learned about budgeting:
¢ Roof Repairs: €12,000.
e Repainting: €5,000.
Learning and Reflection Session:
As they reviewed their findings, Julien said:
o “Today we learned math, Chloé! Adding numbers, making guesses, and thinking
about what houses need.”
e Chloé whispered, “I like guessing games, Papa. Can we fix a chocolate roof
someday?”

3. Harvest Matrix Game for Montpellier | T.I.P.AT.H.F.R.23.3.3
Goal: Focus on income potential and creative property usage.
Story:
At 15 Avenue des Arts, the card scenario asked:
"Imagine this property becomes a childcare center. If it earns €1,500/month in revenue, what are the
net profits after €800 in expenses?"
e Julien explained, “If we subtract expenses from revenue, we’ll know how much
money is left!”
e Chloé frowned in concentration. “1,500 minus 800... is 700!” she said proudly.
e Julien hugged her. “That’s right! You're a math wizard!”
Learning and Reflection Session:
Julien reflected, “This game teaches us how houses can make money. We’re not just finding
a home; we’re finding a place that helps families and the community grow.”

4. Property Tycoon Game for Montpellier | T.I.P.AT.H.F.R.23.3.4
Goal: Teach strategic decision-making for property investments.
Story:
The next card offered a choice:
"You have €200,000 to invest. Would you buy 18 Rue Saint-Roch (low-cost renovation) or 10
Boulevard des Arts (high-return childcare potential)?"
e Julien asked, “Chloé, which one do you think we should choose?”
e Chloé tilted her head thoughtfully. “The one with more children!”
They picked 10 Boulevard des Arts, valuing its childcare potential.
Learning and Reflection Session:



Julien said, “This card helped us think about the future. Investments aren’t just about
money—they’re about making choices that help people.”

5. Home Finder Game for Montpellier | T.I.P.A.T.H.F.R.23.3.5
Goal: Simulate the search for the perfect property for the Matrix Museum.
Story:
Their final card read:
"Locate a property that fits our dream: 150—250 m? near schools, and with zero-down payment
potential."
e (Chloé exclaimed, “Papa, this house is perfect! It’s big, it’s sunny, and it’s next to the
park!”
e Julien nodded, “And it’s within our budget. Let’s write it down!”
They noted 35 Avenue des Ecoles as their top choice.
Learning and Reflection Session:
Julien hugged Chloé. “We did it! Today we learned how to find homes, think about numbers,
and dream big. And you know what? You helped other kids in our community by finding the
perfect place for their dreams too.”

A Magical Conclusion

As the sun set over Montpellier, Julien and Chloé joined other families for a festive
celebration. They shared their stories, laughed over their guesses, and marveled at how
much they had learned. Julien looked at his daughter and whispered,

“Chloé, this is what love looks like—helping others and dreaming together.”

X1.005 | Detailed Action Plan
PART 3: Inquiry-Based Outreach

Outreach Strategies:
¢ Network of Leads:
o Use real estate platforms like SeLoger to identify at least 10 properties
daily over the course of the week.
o Engage neighborhood Facebook groups (e.g., Montpellier Expats) to
crowdsource property leads from locals.
¢ Questions to Deepen Conversations:
o “If this property isn’t for sale, would you know someone nearby who’s open
to selling or leasing?”
o “Do you think this area has families looking for a community-focused center
like ours?”
e Data Collection Targets:
o Goal: Gather contact details for at least 15 property owners by week’s
end.
o Target Response Rate: Aiming for 5 positive responses from owners
willing to discuss creative financing options.



X1.005 | Detailed Action Plan
PART 4: Data Collection and Financial Projections

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!
Property Evaluation Template:

Size Cost ||[Potential Projected Cash
Property (m?) Location Condition €) Income (€) Monthly ||[Flow Notes
Net (€) ||Creativity
Pop-up Excellent
daycare location
Property 1log | Near School A [Ne9S  |l1g0,000] 2% +500 |5 V'°*S lpending
A plumbing (childcare) after-
owner
school .
meeting.
programs
Artist Potential
.. studios, zero-down.
Property 1175 |lBeaux-Arts  |[0™a 1la00,000]|2%0 +300  |weekend |Structural
B repairs (subleasing)
cultural soundness
fairs confirmed.
Family- .
Propert Requires 1,800 (mixed- friendly E;%f}ilcfogltose
PEY 1220 Port Marianne ||electrical {190,000|[use +800 café, co- ’
C o . to
updates café/childcare) working .
kindergartens.
for parents
f;?;tl_sterm Near train
Property 240 Gare Saint- Structurally| 210,000 2,000 (rentals, +600 weekend st.a.tlon. High
D Roch sound events) visitor
event
. volume.
hosting

X1.005 | Detailed Action Plan
PART 5: Creative Cash Flow Streams
Primary Revenue Streams with Numbers:

1. Childcare Center:

o Income: €1,500-€2,000/month depending on capacity.
o Expenses: Staff (€800), utilities (€200).
o Net Monthly Profit: €500—€1,000.

2. Museum Admissions:
o Income: Assume 1,000 visitors/month at €5 per ticket = €5,000.

o Expenses: Maintenance, staff, and operations (€3,000).
o Net Monthly Profit: €2,000.
3. Ground-Floor Rentals:

o Lease to compatible businesses like a toy shop or bookstore.

o Income: €1,200—€1,800/month depending on location.

o Net Profit: €1,000 after minor maintenance costs.

Secondary and Seasonal Revenue Streams:




1. Weekend Workshops:
o Income: Charge €30/session for 20 participants = €600/ session.
o Host 4 sessions/month = €2,400/month.
o Net Profit: €2,000 after supplies and facilitator fees.
2. Event Rentals:
o Income: €500/event. Host 3—5 events/month = €1,500—€2,500.
o Net Profit: €1,200—€2,000 after cleaning and utilities.
3. Holiday Markets and Camps:
o Seasonal pop-up markets could generate €2,000 in vendor fees per
weekend.
o Camps for children could charge €200/week per child, with 10 children =
€2,000/week during summer.

Innovative Revenue Streams with Digital Integration:

1. Toy Library Memberships:
o Income: €10/month per family. With 50 families = €500/month.
o Net Profit: €400 after maintenance and logistics.

2. Virtual Museum Tours:
o Income: Charge €2 per digital tour. 500 users/month = €1,000.
o Net Profit: €700 after hosting costs.

3. Augmented Reality (AR) Experiences:
o Partner with a tech company for AR-based treasure hunts, charging €10 per

user.

o Target 100 users/month = €1,000 net profit after development costs.

Story of Healing and Magic: Love in Action
One day, Julien and Chloé returned to Property C, which they had nicknamed “The
Sunshine House” for its bright facade. While inspecting it, they met Madame Elise, the
elderly owner.
o “I've lived here for 50 years,” said Elise, her voice soft but weary. “I love this house,
but it’s too much for me to care for now.”
e Julien smiled warmly. “Madame, this house has so much potential. What if it could
become a place where families and children create new memories, just like yours?”
o Elise’s eyes lit up. “A place for children? That would make me so happy.”
Through patience, kindness, and shared dreams, Julien and Chloé worked out an agreement
with Elise—a creative lease-to-own arrangement that made the property affordable while
honoring Elise’s legacy.
That summer, the Sunshine House opened its doors to children’s laughter, parents’ smiles,
and a community that finally had a space to gather, heal, and grow. Chloé often reminded her
papa:
e “We made a little magic happen, didn’t we?”

Attachment 1: The Great Property Meditation — Envisioning Our Perfect Spot



(To the tune of “What a Wonderful World” or your favorite soothing melody)

Preparation
1. Find a comfortable space to sit or lie down.
2. Play gentle, uplifting music like "What a Wonderful World" in the background.
3. Close your eyes, take a deep breath, and let your body relax.

Meditation Script
“Let’s Begin Our Journey”
Take a deep breath in... and out...
Imagine yourself standing in the heart of Montpellier, the sun warming your face, a gentle
breeze carrying the scents of lavender and fresh-baked bread from nearby cafés.
“Discovering the Neighborhood”
Picture yourself strolling through a beautiful, family-friendly neighborhood.
o Hear the laughter of children playing in a nearby park.
o Feel the soft crunch of gravel under your feet as you walk past charming homes with
flower-filled balconies.
e Smell the delicious aroma of fresh croissants wafting from a local bakery.
You notice a house that stands out—one with potential, a hidden gem.
“Meeting the Landlord”
Visualize yourself knocking on the door. A kind landlord greets you with a smile.
o Feel the warmth of their handshake as you introduce yourself.
e Hear their excitement as you share the vision of creating a Matrix Museum that
inspires and supports families.
e Notice their enthusiasm growing, and see their heart opening to the idea of
collaboration.
“Exploring the Property”
Step inside the property.
e Imagine the spacious rooms filled with sunlight, the possibilities endless.
e Envision how the space could transform into a museum, a childcare center, or a cozy
café.
e Run your fingers along the walls, feeling the character and history of the building.
“Anchoring the Vision”
Now, take a moment to sit in the property’s garden or balcony.
e Hear the birds chirping and the distant hum of happy voices.
e Smell the fresh-cut grass of the lawn.
e Picture families visiting, children playing, and laughter filling the air.
“Manifesting the Reality”
Take a deep breath and imagine signing the agreement, the pen gliding across the paper
effortlessly.
Feel the joy and excitement bubbling within you as the property becomes yours—a step
closer to bringing your vision to life.

Affirmation and Gratitude
Whisper to yourself:



e “This space is waiting for me.

e The perfect property, the right people, and all the resources will align.”
Take a deep breath, smile, and say:
“Thank you, universe, for guiding me here.”

Closing the Meditation
When you're ready, slowly open your eyes.
Feel a sense of peace and purpose, knowing you’re moving closer to your dream.

ATTACHMENT 2: The Keymaker: Unlocking Doors and Opportunities in
Montpellier

Role of the Local Helper

The Local Helper plays a critical role in bridging the project’s vision with the Montpellier
community. Their tasks extend beyond basic outreach to include negotiations, relationship-
building, and aligning property owners with the Matrix Museum vision. Here’s a detailed
breakdown of their responsibilities:

1. Initial Property Outreach
Goal: Identify and engage potential property owners in the 3-kilometer target zone.
Key Tasks:
e Use local knowledge to compile a list of potential properties, including unlisted or
off-market opportunities.
e Conduct initial outreach by phone, email, or in-person visits to gauge interest.
e Ask key questions to understand the owner’s situation and goals:
o “Is your property available for sale or lease?”
o “Would you consider creative financing, such as zero-down payment or
seller financing?”
o “What challenges are you currently facing with this property?”

2. Promoting the Matrix Museum Vision
Goal: Build enthusiasm among property owners by presenting the project as a unique and
impactful initiative.
Key Talking Points:
e Explain the Matrix Museum'’s purpose:

o  “We are creating a family-focused space that combines early childhood education
and community engagement. The property will play a central role in this
transformative project.”

o Highlight potential benefits for the property owner:

o Increased visibility and reputation as a contributor to a meaningful project.

o Opportunities to be featured in promotional materials (e.g., acknowledgment
in the museum or marketing campaigns).

o Flexibility in financial arrangements, reducing the burden of maintaining or
selling the property.



3. Supporting Negotiations
Goal: Assist in securing favorable terms for the property acquisition.
Key Tasks:
e Present flexible financial strategies tailored to the owner’s needs:
o Zero-Down Payment Agreements. Offer terms like deferred payments or seller-
backed financing.
o Lease-to-Own Options: Propose a gradual transition from renting to
ownership.
o Revenue Sharing: Suggest creative partnerships, such as sharing rental
income from subleased spaces.
e Provide property-specific data to support negotiations:
o Estimated market value.
o Renovation plans and projected costs.
o Income potential from childcare, rentals, or museum operations.
e Act as a mediator during meetings with property owners to address concerns or
objections.

4. Strengthening Community Relationships
Goal: Engage with property owners as part of the local community to foster goodwill and
trust.
Key Tasks:
e Organize informal gatherings, such as coffee meet-ups, to discuss the project and
build relationships.
e Leverage existing connections with local organizations, schools, or real estate groups
to expand the network of potential collaborators.
e Share updates about the project’s progress to keep owners and stakeholders
informed and invested in the vision.

5. Handling Rejections and Alternate Outcomes
Goal: Turn rejections into opportunities for collaboration or referrals.
Key Tasks:
e If a property owner declines to sell, explore alternative arrangements:
o Short-term leases for hosting museum events or workshops.
o Agreements to use the property for promotional activities, such as card
game events.
e Request referrals to other property owners who might align with the project.

6. Reporting and Feedback
Goal: Provide regular updates to the project team for informed decision-making.
Key Deliverables:
e  Weekly reports summarizing:
o Contacted property owners and their responses.
o Potential leads and negotiation status.



o Community engagement activities and outcomes.
e Recommendations for next steps based on local insights and feedback.

Benefits of a Strong Local Helper Role

e Increased Access: The helper’s local knowledge opens doors to unlisted properties
and informal networks.

e Cost Savings: By reducing reliance on traditional intermediaries, the project
minimizes fees while fostering direct relationships.

¢ Stronger Negotiations: A trusted local representative enhances credibility and
trust during negotiations.

e Community Buy-In: Engaging property owners as partners in the vision
strengthens local support for the Matrix Museum.

Training Materials for Local Helper

This training guide provides the structure, tools, and strategies necessary for the Local
Helper to effectively execute their role in property acquisition and community engagement.
The materials are organized into six core modules, ensuring the helper is well-prepared to
represent the project and secure favorable outcomes.

Module 1: Understanding the Vision
Objective: Equip the helper with a clear understanding of the Matrix Museum’s purpose
and goals.
Content:
1. Project Overview:
o Mission: Establish a community-focused space combining education, real
estate innovation, and financial empowerment.
o Key Features:
*  Museum and childcare operations.
= Positive cash flow through subleasing or rentals.
= Integration of the Matrix Kids Cards framework.
2. Talking Points for Property Owners:
o How the project benefits the local community (e.g., educational
opportunities, family support).
o The helper’s role as a liaison between owners and the project team.
Activities:
e Role-play scenarios to practice introducing the project to property owners.
e A Q&A session to clarify the helper’s understanding of the project.

Module 2: Real Estate Basics
Objective: Provide foundational knowledge of real estate to build confidence and credibility
during property discussions.
Content:
1. Key Concepts:
o Property zoning and regulations (e.g., residential vs. mixed-use properties).



o Assessing property conditions (e.g., identifying renovation needs).
o Financing options (e.g., zero-down payment, seller financing).
2. Local Market Insights:
o Overview of Montpellier’s real estate trends and pricing.
o Target neighborhoods (e.g., Port Marianne, Antigone).
Activities:
¢ Analyze example property listings to identify suitability.
o  Walkthrough of a sample property evaluation template.

Module 3: Outreach and Engagement
Objective: Teach effective communication and relationship-building techniques.
Content:
1. Contacting Property Owners:
o Crafting an introduction message (email or call).
o Setting the tone for in-person visits (e.g., casual, respectful, goal-oriented).
2. Engaging Through the Matrix Museum Vision:
o Presenting the museum concept with enthusiasm.
o Using storytelling to highlight potential community impact.
Activities:
e Practice outreach scripts for various scenarios:
o Cold introductions: “I'm reaching out about your property at 20 Rue de la
République...”
o Follow-ups: “After our last conversation, I wanted to share more about the

museum’s vision...”

Module 4: Negotiation Skills
Objective: Enable the helper to advocate for favorable terms during property discussions.
Content:
1. Negotiation Techniques:
o Building rapport with owners.
o Proposing creative solutions (e.g., lease-to-own, deferred payments).
2. Handling Objections:
o Common concerns (e.g., “Why zero-down payment?”) and how to address
them.
o Turning rejections into opportunities for future collaboration.
Activities:
e Simulated negotiations with role-playing:
o Scenario 1: Owner hesitant to sell.
o Scenario 2: Owner interested but unsure about terms.

Module 5: Tools for Data Collection
Objective: Teach the helper how to collect and present property data effectively.
Content:

1. Using the Property Evaluation Template:



o Size, location, condition, and potential use analysis.
2. Financial Projections:
o Estimating monthly expenses and income.
o ldentifying high-potential properties.
3. Documentation Standards:
o Recording notes during visits.
o Photographing key property features.
Activities:
e Mock data entry using real or simulated property listings.
e Review of completed templates for accuracy and detail.

Module 6: Community Relationship Building
Objective: Foster trust and collaboration with the local community.
Content:
1. Engaging Stakeholders:
o Schools, kindergartens, and community leaders as potential allies.
o Opportunities for collaboration, such as shared events or sponsorships.
2. Hosting Small Events:
o Organizing coffee meet-ups or property tours.
o Involving families in the Matrix Kids Cards activities to build excitement.
Activities:
e Plan a mock community meet-up, including key talking points and engagement
strategies.

Resources Provided
1. Scripts and Templates:
o Sample outreach templates for email and phone calls.
o Negotiation guidelines for discussing creative terms with property owners.
2. Maps and Data:
o Highlighted neighborhood maps showing key areas of interest.
o Example property evaluation templates for practice.
3. Matrix Kids Cards Overview:
o Basic instructions for integrating the cards into property visits and
community events.

Evaluation and Feedback
To ensure readiness and build confidence, the helper will:
1. Participate in a Trial Visit: Practice engaging with a sample property and
gathering relevant information.
2. Submit Initial Findings: Provide a basic property evaluation for review and
discussion.
3. Join a Feedback Session: Work with the project team to refine skills and address

any concerns.



