RISE Brokerage Launch Email Sequence
5 Pre-Written Emails + 1 Follow-Up  ·  Brokerage Leadership Voice
How to use: Send these from your brokerage leadership email address — broker-owner, manager, or team lead. Customize the greeting, sign-off, brokerage name, and any details specific to your market or agents. Placeholders are shown in [brackets].
Timing: 2 weeks out → 1 week out → 3 days out → Launch day → Day 3–5 follow-up → Ongoing encouragement.

Email 1 — The Tease
Subject: Something is coming, and it's going to change how you work
Preview text: We've been working on something big. You're going to love this.
Send: 2 weeks before launch

Hi [First Name],

I want to give you a heads-up before we make a big announcement.

In [two weeks / on DATE], we're rolling out something that I genuinely believe will change the way you manage your business. We've been investing in a platform that brings your contacts, your marketing, your follow-up, and your listing presentations together — and makes most of it run on autopilot.

I've seen what it can do. I'm excited for you to experience it.

More details coming very soon. Keep an eye on your inbox.

[Your Name]
[Brokerage Name] | [Title]
Customization tip: Replace [two weeks / on DATE] with your actual launch date. If your team responds well to curiosity hooks, keep it vague here — the payoff comes in Email 2.

Email 2 — The Value Case
Subject: Less time chasing. More time closing.
Preview text: What if your follow-up ran itself?
Send: 1 week before launch

Hi [First Name],

The platform we're launching next week is called Moxi RISE — and I want to tell you exactly why I'm bringing it to our team.

Here's the honest truth: the agents who win consistently aren't working harder than everyone else. They're more organized. Their follow-up doesn't slip. Their database is clean. Their marketing goes out on time, every time.

RISE is built to give you that edge — without adding more to your plate.

Here's a snapshot of what it does:
1. Automatically emails your contacts when you have a new listing or a closed sale — no manual work required
1. Sends monthly market snapshots to your database, personalized by location — keeping you top of mind without you lifting a finger
1. Surfaces your hottest prospects with AI-powered prompts so you always know who to call
1. Generates CMA presentations in minutes — branded, professional, and ready for your next listing appointment

This isn't another tool to manage. It's the system that manages things for you.

Launch is [DATE]. I'll send you everything you need to get started.

[Your Name]
[Brokerage Name] | [Title]
Customization tip: If your brokerage already uses MoxiEngage, you can add: "Your contacts and history are already in RISE — you're starting with a running head start, not from scratch."

Email 3 — The Urgency Build
Subject: The agents who start early win more
Preview text: Here's why the first week matters more than you think.
Send: 3 days before launch

Hi [First Name],

Three days until RISE goes live. I want to make sure you're set up to get the most out of it from day one.

Here's something I've observed: the agents who invest early — even just a few hours in the first week — build momentum that compounds. Their contacts are cleaner. Their automations are running sooner. And when new features roll out, they're positioned to take full advantage.

The agents who wait tend to stay stuck at the starting line.

When you log in for the first time, I want you to do just three things:
1. Turn on your Just Listed and Just Sold campaigns — it takes five minutes and runs on autopilot from there
1. Classify your top contacts as Buyer, Seller, or Both so RISE knows what automation to deliver
1. Open the Board view under Contacts — that's your new pipeline, and it's where the magic happens

That's it. Three actions. You'll feel the difference immediately.

See you on the other side.

[Your Name]
[Brokerage Name] | [Title]
Customization tip: If you're hosting a launch event or kickoff call, add the details here: "Join us on [DATE/TIME] for a live 30-minute walkthrough — I'll demo the three most impactful features and take your questions."

Email 4 — The Launch
Subject: Moxi RISE is live. Here's where to start.
Preview text: You don't need to master it today. Just start.
Send: Launch day

Hi [First Name],

Today is the day. Moxi RISE is live, and you have access right now.

I know a new platform can feel like a big ask on top of everything else you're managing. I want to be direct with you: you do not need to learn everything today. You don't need to migrate anything, reconfigure your workflow, or clear your calendar.

Here's all I'm asking for today:

Log in. Spend 15 minutes. Turn on one campaign.

That's the first step, and it's enough. From there, RISE will start working for you in the background — and we'll build from that foundation together over the coming weeks.

[LINK TO RISE LOGIN]

Our support team is ready if you hit anything unexpected: rise-moxiworks.zendesk.com
Self-paced training and walkthroughs are here: education.moxiworks.com

I'm proud of what we're building together. Let's go.

[Your Name]
[Brokerage Name] | [Title]
Customization tip: Replace [LINK TO RISE LOGIN] with your brokerage's specific login URL. If you're hosting a kickoff session today, include the meeting link or room details here.

Email 5 — The Follow-Up
Subject: You logged in. Here's what to do next.
Preview text: Three things that will make RISE work harder for you this week.
Send: Day 3–5 after launch

Hi [First Name],

If you've already logged into RISE — great. This email will help you make the most of what you've already started.

If you haven't logged in yet — no pressure, but now is the perfect time. It takes about 15 minutes to go from zero to having automation running in the background for you.

Here are the three highest-value actions to take this week:

1. Turn on Just Listed and Just Sold
These campaigns automatically email your contacts every time you have a new listing or a sale closes. Set it once — it runs forever. This is the single most impactful 5-minute action in the platform.

2. Classify your contacts
In the Board view under Contacts, mark your people as Buyer, Seller, or Both. This tells RISE which automated tasks and campaigns to deliver when they move through your pipeline. The cleaner your data, the smarter the automation.

3. Launch a buyer survey for your active buyers
The Property Match campaign sends your active buyers listing matches based on their preferences — price range, location, features. Two minutes to set up. Your buyers will notice the difference.

Questions? Our CSM team is here, and your support center is always open at rise-moxiworks.zendesk.com.

You've got this.

[Your Name]
[Brokerage Name] | [Title]
Customization tip: If you have specific agents you want to call out by name for being early adopters, this is a great place to add a line like: "Shoutout to [Agent Names] who were already running campaigns by day one — that's the standard we're all aiming for."

Email 6 — Keep Going
Subject: Two weeks in. Here's what I'm seeing — and what's next.
Preview text: The agents building great habits now are going to have a real edge.
Send: 2 weeks after launch

Hi [First Name],

We're two weeks into RISE, and I want to take a moment to recognize the agents who are already building real momentum — and share what I've been seeing.

[Optional: Add a specific win here — e.g., "[Agent Name] had a seller reach out after receiving an automated Just Sold notification. That's the platform working exactly as it should."]

The agents who are investing in RISE right now — keeping their contacts clean, running their campaigns, and using the Board to stay organized — are building a compounding advantage. Every week they put in, the platform gets more valuable. That's not hype. That's how the system works.

If you haven't found your groove yet, here's where I'd start:
1. Log into the mobile app and check your Opportunities panel — it will tell you exactly who to reach out to today
1. Make sure your top 25 contacts are classified as Buyer or Seller so automation is working for your pipeline
1. Turn on Market Insights if you haven't yet — your contacts will receive monthly market data for their area, automatically

Over the next few weeks I'll be sharing more tips, wins, and resources. In the meantime, I'm always available to talk through your workflow, answer questions, or help you get more out of the platform.

Just reply to this email.

[Your Name]
[Brokerage Name] | [Title]
Customization tip: This email gets significantly more powerful when you include a real story from your team. Even one sentence about a specific agent win makes it concrete and worth reading.





RISE Post-Launch 6-Week Agent Engagement Series
A 6-Email Series from Brokerage Leadership
Purpose: Send these emails from your brokerage leadership email address — broker-owner, manager, or team lead. Each email is written in your voice as a leader investing in your agents' success. Customize the sign-off, brokerage name, and any details specific to your market.
Timing: Begin this series after agents have logged in to RISE. Send one email per week over 6 weeks.

Intro Email — Welcome to the Series
SUBJECT LINE
A 6-week plan to help you get the most from RISE

EMAIL BODY
Hi [First Name],

As we roll out RISE across our brokerage, I want to make sure every one of you has the tools, guidance, and momentum to actually use it — not just log in once and move on.

Over the next 5 weeks, I'll be sending you one short email each week. Each one covers a single focus area, gives you specific actions to take in 15–30 minutes, and includes templates you can use right away.

Here's what we'll cover together:
1. Week 1: Build and clean up your contact database
1. Week 2: Segment your contacts so you can target the right people
1. Week 3: Send consistent touchpoints with Market Insights
1. Week 4: Use listing activity to engage your database
1. Week 5: Build CMA confidence and prep for Annual Property Reviews
1. Week 6: Wrap-up and what’s next


By the end of this series, you'll have an organized contact list, smart segments, a consistent outreach rhythm, and a stronger path to more listings and conversations.

This is one of the best investments you can make in your business right now. I'm here to support you every step of the way.

[Your Name]
[Brokerage Name]

Week 1 — Build Your Contact Database
SUBJECT OPTIONS
1. Week 1: Your database is your business — let's build it
1. Start here: contacts in RISE = momentum
1. The #1 habit of consistent agents: database work

EMAIL BODY
Hi [First Name],

This week we're starting with the foundation of your entire business: your contact database.

I know it sounds unsexy, but every agent I've seen consistently close deals has one thing in common — they know exactly who they're talking to and they keep that list current. RISE is where we build that habit together.

Your goal this week:
Make sure the people you're working with are in RISE and organized.

If you used MoxiEngage before, you're already ahead — all your contacts will automatically flow into RISE. If you have contacts in your phone, Gmail, or another CRM, here's how to get them in:
1. Add contacts directly in the app:
9. Help article: rise-moxiworks.zendesk.com/hc/en-us/articles/42341245216532
1. Have a CSV file? Upload it directly:
10. Help article: rise-moxiworks.zendesk.com/hc/en-us/articles/47425469085972
1. Connect your email account (Outlook, GSuite, or Gmail) to RISE:
11. Help article: rise-moxiworks.zendesk.com/hc/en-us/articles/45837727488916

Mini-Challenge (10 minutes/day):
Add 2 contacts per day, every weekday. That's 10 new people by Friday — neighbors, past coworkers, parents from school, local vendors, anyone you have a real relationship with.

Reply to this email with your goal number for the week. I'd love to hear from you.

Next week we'll organize those contacts so targeting becomes effortless.

[Your Name]
[Brokerage Name]

Week 2 — Segment Your Contacts
SUBJECT OPTIONS
1. Week 2: Segmentation makes marketing 10x easier
1. How to stop blasting and start targeting
1. Let's make your database actually useful

EMAIL BODY
Hi [First Name],

Last week was about building your database. This week is about making it usable.

The fastest way to become consistent is to stop treating everyone the same. Not every contact needs the same message — and when you segment properly, you can send the right thing to the right people in minutes, not hours.

Your goal this week:
Segment your contacts using Tags in RISE so you can target quickly without starting from scratch every time.

Suggested starter segments — pick 3 to 5:
1. Hot (next 0–90 days)
1. Warm (3–12 months)
1. Cold / Long-term (12+ months)
1. Past Clients
1. Sphere (friends/family)
1. Potential Sellers
1. Potential Buyers
1. Vendors / Referral Partners

What to do:
1. Create your tags in RISE
1. Assign contacts to the relevant tags — start with Hot and Warm
1. Use the Classification and Workflow Stage fields to automatically add contacts to the right campaigns

Help article on adding and removing tags: rise-moxiworks.zendesk.com/hc/en-us/articles/40518663803924

Mini-Challenge:
Segment 25 contacts this week. Even 25 makes future outreach dramatically easier — you'll feel the difference immediately.

Reply with your segment list. I'd love to see what tags you chose.

Next week: your first real outreach campaign goes out.

[Your Name]
[Brokerage Name]

Week 3 — Send Your First Touchpoint
SUBJECT OPTIONS
1. Week 3: Consistency beats perfection
1. Your first campaign starts now
1. Market update + easy engagement

EMAIL BODY
Hi [First Name],

This week is about building trust through consistent communication. You don't need a newsletter. You don't need to be a writer. You just need to show up regularly with something useful — and RISE makes that easy.

If you loved Neighborhood News in Engage, you're going to love this.

Your goal this week:
Send a Market Insights email to one of your segments.

RISE has a built-in automated market snapshot email campaign that delivers personalized market data to any contact with a zip or postal code. It's one of the fastest ways to deliver real value to your database with almost no effort.

Help article: rise-moxiworks.zendesk.com/hc/en-us/articles/40459804580372

What to do:
1. Pick your segment — Sphere or Warm is the easiest starting point
1. Set up the Market Insights campaign in RISE
1. Send it this week
1. Track replies and follow up personally with anyone who responds

Mini-Challenge:
Send to at least 25 contacts. The goal is momentum, not perfection. A Market Insights email is one of the best conversation starters in the business.

Next week: if you want more sellers, we'll show you exactly how listing activity becomes your best marketing.

[Your Name]
[Brokerage Name]

Week 4 — Use Listings as Your Conversation Starter
SUBJECT OPTIONS
1. Week 4: Seller-focused agents do this every week
1. If you want listings, send listings
1. Turn listing activity into conversations — without being pushy

EMAIL BODY
Hi [First Name],

If your goal is more listings, here's a simple truth I've seen hold up time and time again: sellers respond to listings. Listings signal local expertise. Listings prove you're active. And listings open doors that cold outreach never will.

This week you'll use listing activity as your touchpoint and let the market do the talking.

Your goal this week:
Send a listing-based message to one of your seller-oriented segments.

Three templates to choose from:
Option A — Just Listed:
"Hi [Name], a new home just hit the market in [Neighborhood]: [Address]. Curious what homes like this mean for values in your area?"

Option B — Just Sold:
"Hi [Name], a home near you just sold for $[amount] in [Neighborhood]. I can share what that sale suggests about your home's current value if you're interested."

Option C — 3 Listings I'm Watching:
"I'm keeping an eye on these 3 homes this week — they'll set the tone for pricing in [Area]. Want me to send them over?"

What to do:
1. Choose listings relevant to your audience
1. Send to your Potential Sellers, Sphere, or Warm segment
1. Follow up personally with anyone who replies or clicks

Helpful resources:
1. Create a Custom Email: rise-moxiworks.zendesk.com/hc/en-us/articles/40414559082772
1. Create a Just Listed Campaign: rise-moxiworks.zendesk.com/hc/en-us/articles/40473340109844
1. Video walkthrough: moxiworkssolutions.wistia.com/medias/f2jj5z0ikz
1. SmartCopy for help with email copy: moxiworkssolutions.wistia.com/medias/f5170ahhgb

Mini-Challenge:
Send to 30 contacts this week.

Next week: CMAs. We'll build your confidence now so you're ready for sellers any time the opportunity comes up.

[Your Name]
[Brokerage Name]

Week 5 — Build Your CMA Confidence
SUBJECT OPTIONS
1. Week 5: CMA confidence starts with reps
1. Practice your CMA — even if you don't have a lead yet
1. Annual Property Reviews start with one CMA

EMAIL BODY
Hi [First Name],

This week we're building a skill that directly creates listing opportunities: the CMA.

Even if you don't have an active seller lead right now, CMA practice pays dividends. Agents who can deliver a confident, well-presented market analysis win more listings — and eventually build an Annual Property Review habit that keeps them top of mind with past clients year after year.

Your goal this week:
Practice creating a CMA in RISE so you can offer value with confidence the next time an opportunity comes up.

What to do:
1. Create a CMA for your own home — or someone close to you
1. Note the estimated value range, key comps, what would increase value, and pricing strategy
1. Draft your CMA delivery message using the template below

CMA delivery template:
"Hi [Name], I put together a quick home value analysis for you. Your current estimated range is $[X]–$[Y], and the main drivers were [reason]. Want me to walk you through it in 10 minutes?"

Helpful resources:
1. Creating a Seller CMA in RISE: rise-moxiworks.zendesk.com/hc/en-us/articles/42910000180116
1. Sharing Presentations with Clients: rise-moxiworks.zendesk.com/hc/en-us/articles/43362558138900

Mini-Challenge:
Complete 1 CMA this week. Bonus: do 2 — your own home plus a friend or family member.

This is how we move from marketing to value-driven conversations — and eventually into Annual Property Reviews as a repeatable business rhythm.

[Your Name]
[Brokerage Name]

Week 6 — Wrap Up and What's Next
SUBJECT OPTIONS
1. Week 6: You've built something real — here's what comes next
1. 5 weeks done. Here's your momentum plan going forward
1. You showed up. Here's how we keep it going.

EMAIL BODY
Hi [First Name],

You made it through all 5 weeks — and more importantly, you put in the work. That's not nothing. Every contact you added, every segment you built, every email you sent is compounding right now, even when you can't see it.

Here's what you've built over the last 5 weeks:
1. An organized, workable contact database in RISE
1. Smart segments that make targeting fast and focused
1. A consistent outreach rhythm that runs on autopilot
1. Templates that save you time every week
1. CMA confidence and a path toward Annual Property Reviews

Our commitment to your success doesn't stop here. If you ever want to sit down and talk through a workflow, a goal, or anything you're trying to accomplish in RISE, I'm here — just reply to this email and we'll find a time.

Resources to bookmark:
1. RISE Knowledge Center: rise-moxiworks.zendesk.com/hc/en-us/categories/39587186192276
1. Support Team (chat or form): rise-moxiworks.zendesk.com/hc/en-us/requests/new
1. RISE Agent Courses: education.moxiworks.com/page/rise-agents

I'll continue to share updates as new features roll out — early adopters always benefit most.

Thank you for investing in your business. I can't wait to see where RISE takes you.

[Your Name]
[Brokerage Name]

