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Replicating Engage Task Lists in RISE
Admin Guide — Brokerage Marketing Team
This guide is for brokerage marketing admins responsible for building and deploying task automation Campaigns in RISE on behalf of their agents. It assumes a working knowledge of RISE Campaigns and how automations function within the platform.
The goal is to replicate the structured task plans from Engage — Lead, Marketing, Buyer, and Seller — as RISE Campaigns that can be deployed brokerage-wide using the Send As functionality.

BACKGROUND
How Engage Task Plans Map to RISE
In Engage, task plans were predefined lists assigned to contacts based on their stage in the sales flow. RISE replicates this using Campaigns triggered by Stage Change, with Create Task actions and optional Contact Type conditions layered in.

As an admin, you will build these Campaigns once and deploy them to your agents using Send As. Agents will then see tasks auto-generated as their contacts move through the pipeline.

	Engage
	RISE Equivalent
	Notes

	Lead Marketing Plan
	Stage Change: Lead Campaign
	No Contact Type condition needed at lead stage

	Marketing Plan
	Stage Change: Nurture Campaign
	General nurture tasks, no buyer/seller split required

	Buyer Plan
	Stage Change: Warm/Hot + Contact Type = Buyer
	Condition required to separate buyer tasks from seller tasks

	Seller Plan
	Stage Change: Warm/Hot + Contact Type = Seller
	Separate Campaign from Buyer — same stage, different condition





BUILDING CAMPAIGNS
Admin Build Process
Follow these steps for each Campaign you build. Each Engage task plan type should be its own Campaign in RISE.

Step 1 — Define Recipients
Set Recipients to All Contacts. This ensures RISE evaluates every contact in the agent's database against the trigger conditions — not just future ones. This is required for the Campaign to function correctly for both existing and incoming contacts.
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Step 2 — Set the Trigger
Set Trigger to Stage Change. Select the appropriate stage from the dropdown. Then choose the enrollment scope:

	Option
	Behavior
	When to Use

	Only new contacts in Stage
	Applies to contacts who enter the stage after the Campaign starts
	When agents already have contacts in the stage with manual tasks in place

	All contacts in Stage
	Applies to all current contacts in the stage plus all future ones
	When deploying for the first time with no prior task history



	Recommendation:  When rolling out to a brokerage for the first time, use All contacts in Stage. If agents have been manually managing tasks and you are adding automation on top, use Only new contacts in Stage to avoid duplicate task creation.



Step 3 — Add Contact Type Condition (Buyer/Seller Campaigns Only)
For Buyer and Seller Campaigns, add a Contact Profile Detail condition:

1. Click Add Condition below the trigger
1. Select Contact Profile Detail
1. Set the field to Contact Type, operator to Is equal to, and value to Buyer or Seller
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	Important:  Conditions in RISE use AND logic. If you add Stage = Warm AND Contact Type = Buyer, the contact must meet both conditions. Never combine Buyer and Seller in a single Campaign — build one per Contact Type.



Step 4 — Build the Task Flow
Add Create Task actions to the Campaign. Stack multiple tasks for tasks that should trigger on the same day. Use Delay blocks to space out task groups across days. After each Delay, add a Condition block to re-check that the contact is still in the correct stage before the next task group fires.
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	Why stage conditions after delays matter:

If a contact progresses to a new stage (e.g., Lead to Hot) during a delay period, the remaining Lead tasks should not fire. A Stage condition after each Delay block acts as an exit gate. If the contact no longer matches, they drop out of the flow. This is the equivalent of Engage stopping a task plan when a contact moves stages.





Step 5 — Deploy Using Send As
Once the Campaign is built and reviewed, deploy it to your agents using the Send As functionality:

1. In the Campaign builder, locate the Send As option
1. Select Choose Someone Else
1. Select the agents or offices to receive this Campaign
1. Click Apply
1. Return to the Campaign and click Start to activate

	Note:  The Campaign will not activate until Start is clicked. Always review the full flow before starting. You can deploy to a single office or a specific set of agents rather than the full brokerage if needed.





RECOMMENDED CONFIGURATIONS
Campaign Build Specifications
Build one Campaign per task plan type. The configurations below map directly to the Engage task plans.

	Campaign 1: Lead Task List

	Configuration
Recipients: All Contacts  |  Trigger: Stage Change → Lead  |  Contact Type Condition: None

When to deploy this
Deploy for all agents. Tasks should fire for any contact entering the Lead stage, regardless of buyer/seller classification — this is typically unknown at the lead stage.

Build steps
1. Set Recipients to All Contacts
1. Set Trigger: Stage Change → Lead
1. No Contact Type condition required
1. Add Day 1 tasks: initial call, social media connection
1. Add Delay (2–3 days) then Condition: Stage = Lead
1. Add Day 3 tasks: follow-up email, status update
1. Add Delay (4 days) then Condition: Stage = Lead
1. Add Day 7 tasks: add to mailing list, set up neighborhood news
1. Continue with delays and conditions per brokerage task cadence
1. Deploy via Send As, then Start

Admin note:  Mirror the 12-task / 45-day cadence from the Engage Lead Marketing Plan as a starting template. Brokerages can customize task names and cadence to match their preferred workflow.



	Campaign 2: Nurture Task List

	Configuration
Recipients: All Contacts  |  Trigger: Stage Change → Nurture  |  Contact Type Condition: None

When to deploy this
Deploy for general nurture-stage contacts. Overlaps with Lead tasks for early-stage pipeline management. No buyer/seller split needed.

Build steps
1. Set Recipients to All Contacts
1. Set Trigger: Stage Change → Nurture
1. Add tasks: mailing list check, subscription setup, event invitations
1. Use delays and stage conditions between task groups
1. Deploy via Send As, then Start

Admin note:  This corresponds to the Engage Marketing Plan. Tasks here focus on relationship maintenance and pipeline nurturing rather than transaction-specific actions.



	Campaign 3: Buyer Task List

	Configuration
Recipients: All Contacts  |  Trigger: Stage Change → Warm or Hot  |  Contact Type Condition: Contact Type = Buyer

When to deploy this
Deploy for buyer-specific task automation. The Contact Type = Buyer condition is required to ensure these tasks only fire for classified buyers.

Build steps
1. Set Recipients to All Contacts
1. Set Trigger: Stage Change → Warm (or Hot, depending on brokerage preference)
1. Add Condition: Contact Profile Detail → Contact Type = Buyer
1. Add tasks: Buyer Presentation, schedule showings, buyer needs review
1. Add transaction creation task (Skyslope / DocuSign)
1. Use delays and stage conditions between task groups
1. Deploy via Send As, then Start

Admin note:  Build a SEPARATE Campaign for Sellers at the same stage — do not combine Buyer and Seller into one Campaign. Conditions use AND logic, so a Buyer/Seller contact will match both if you are not careful.



	Campaign 4: Seller Task List

	Configuration
Recipients: All Contacts  |  Trigger: Stage Change → Warm or Hot  |  Contact Type Condition: Contact Type = Seller

When to deploy this
Deploy for seller-specific task automation. Build as a separate Campaign from the Buyer list.

Build steps
1. Set Recipients to All Contacts
1. Set Trigger: Stage Change → Warm (or Hot, depending on brokerage preference)
1. Add Condition: Contact Profile Detail → Contact Type = Seller
1. Add tasks: CMA creation and presentation, listing agreement review, home prep to-do list
1. Add task: mail thank you note
1. Add transaction creation task once listing is live
1. Use delays and stage conditions between task groups
1. Deploy via Send As, then Start

Admin note:  This is a separate Campaign from Campaign 3 (Buyer). Both may trigger on the same stage (e.g., Warm), but the Contact Type condition separates them. A contact classified as Buyer/Seller will match both — review task overlap before deploying both Campaigns to the same audience.





AT A GLANCE
Deployment Checklist and Decision Guide
Pre-Deployment Checklist
Complete the following before clicking Start on any Campaign:

	
	Check

	☐
	Recipients set to All Contacts

	☐
	Correct Stage selected in trigger

	☐
	Correct enrollment scope selected (New only vs. All contacts in Stage)

	☐
	Contact Type condition added for Buyer and Seller Campaigns

	☐
	Stage condition added after every Delay block

	☐
	Task names, types, and cadence reviewed and confirmed

	☐
	Send As applied to correct agents or offices

	☐
	Campaign reviewed end-to-end before clicking Start



Decision Guide

	Scenario
	Recommended Action

	Agents have no existing contacts in stages
	Use All contacts in Stage for all Campaigns

	Agents have been manually managing tasks in some stages
	Use Only new contacts in Stage to avoid duplicate tasks

	Need different tasks for buyers vs. sellers at the same stage
	Build two separate Campaigns with Contact Type conditions

	A contact is classified as both Buyer and Seller
	Both the Buyer and Seller Campaigns will trigger — review task overlap before deploying

	Deploying to one office only, not full brokerage
	Use Send As and select only that office's agents

	Tasks are firing for contacts who have already progressed past a stage
	Ensure Stage conditions are placed after every Delay block in the Campaign flow
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