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THE SHIFT

Your next client is asking Al who to hire

For twenty years the game was ranking on Google. That game isn’t over, but a
second one has started next to it, and most agents haven't noticed they’re already

playing.

Buyers and sellers used to scroll a page of blue links and decide for themselves. Now a growing
share of them open ChatGPT, Perplexity, Copilot, or Google’s Al Overview and ask a real
question: “Who is the best agent to sell my home in [your market]?” The Al reads the open web,
forms an opinion, and hands back a short list of names.

That answer is the shortlist now. If your name is in it, you get the call. If it isn’t, you were never in
the running, and you'll never see the lead you lost. There is no page two to fight your way onto.
There’s the answer, or there’s nothing.

Modern search is three motions, and you need all three

Rank on Google. Get cited by Al engines. Convert the visitor once they arrive. One lever moves all
three at once: authority, earned through credible citations and genuine expertise. Content and
schema make you eligible to be named; authority is what actually gets you named.

Here’s the good news. The agents winning this aren’t the ones with the biggest ad budgets.
They're the ones who made themselves the clearest, most verifiable, most-cited answer to the
guestions their best clients are already asking. That’s a build, not a buy, and you can start it this
week.

This guide gives you the framework | used to do exactly that for my own practice, and five moves
you can start today. It holds back the deep, proprietary builds, but everything here is real and
everything here works.
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THE FRAMEWORK

The three motions

Stop thinking “SEQ.” Think in three motions that share one engine: authority.

Rank — still show up on Google

Traditional search hasn’t died; it feeds the machines. The same pages that rank well are the
pages Al engines read to decide who to name. A fast, well-structured site with pages that
answer real questions is table stakes, and it's the raw material for everything else.

Get cited — be the answer AI hands back

This is the new motion. Al engines don't rank ten links, they name a few sources and a few
people. Getting cited comes from being a clear, consistent, verifiable entity the machine
trusts, with content shaped like the answers to the questions people actually ask, backed by
credible mentions elsewhere.

Convert — turn the visit into a client

Visibility you can’t measure or convert is a vanity metric. The page they land on has to build
trust fast, make the next step obvious, and be instrumented so you can prove which motion
produced the lead. A citation is not a closing; it's the top of a funnel you still have to run.

Content and schema make you eligible. Authority is what actually moves you up. Earned credibility
beats bought volume every time.

The operating principles underneath all three:

Own first-party data nobody else has (your market numbers, your listings, your closings).
Own the questions your best clients actually ask, not the keywords a tool spits out.
Become a verifiable entity, not just a website.

Instrument before you optimize, and keep a human on every send button.
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DO THIS

Five moves you can start today

No budget, no coding background, no team required. Start these in order; each one
compounds.

1 Answer the real questions, not the keywords

Al quotes the page that answers the question directly. Make a list of the actual questions your
buyers and sellers ask you, then build a page or section for each one with the answer in the first
two or three sentences, phrased the way a person would ask it.

Start today: Ask ChatGPT or Claude: “List the 25 questions a luxury home seller in [your market] would ask
before hiring an agent.” Turn the best ten into question-shaped headings on your site, each with a short,
honest lead answer. Then confirm real demand in the free Google Search Console.

2 Become one verifiable entity, not just a website

Al needs to know who you are with confidence before it will name you. That means one identity
everywhere: the exact same name, title, market, and credentials on every profile, each one
linking back to your site, with matching headshot and bio.

Start today: Write one identity line (Name - Title - Market - Credential) and paste it, unchanged, across
Zillow, Realtor.com, LinkedIn, your brokerage bio, Google Business Profile, and your social profiles.
Consistency is the signal. Add Person and RealEstateAgent schema to your site so machines can read it
directly.

3 Claim, index, and turn on Bing
You can't be cited by pages the engines haven't indexed, and you can’t improve what you can’t
see. Two free tools do most of the work, and one of them shows you your actual Al citations.

Start today: Verify your site in Google Search Console and Bing Webmaster Tools, and submit your

sitemap. Bing’s free Al Performance report shows exactly which of your pages are being cited by Al
answers. It's the closest thing to a scoreboard for this whole game, and almost no agent is looking at it.
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4 Own a piece of first-party market data

The single most quoted, most linked kind of page is data nobody else has. You already sit on it:
your local market numbers. A simple, honest, regularly-updated market-stats page for your area
becomes the thing Al cites and other sites link to, because it's a primary source.

Start today: Publish one page of current stats for your market (median price, days on market, inventory,
price per square foot) with the date and where the numbers came from. Update it monthly. This one asset

earns citations, links, and pitch credibility all at once.

5 Earn credible citations, then instrument

Al weighs who else vouches for you. Credible third-party mentions (press, quotes, features) are
the fastest authority you can build for free, and every one compounds. Then measure, so you can
prove which motion is actually producing business.

Start today: Answer one reporter query a week on a free source-request platform with a specific local
insight. Install GA4 and watch your traffic sources for Al referrers (chatgpt.com, perplexity.ai,
copilot.microsoft.com). When you see them, you’re not guessing anymore.

The durability rule

Do not chase this with volume. Mass-generated pages, thin near-duplicates, and keyword-only filler
get pruned by the exact systems you're trying to win, and they can drag your whole site down.
What's durable is the opposite: genuine expertise, first-party data, and pages a real person would
find useful. Quality over volume, always. Keep a human on every publish button. The agents who win

this are still winning it in two years.

That's the foundation, and it’s further than most agents will ever go. There’s a deeper layer underneath it
(the entity-building, the market-data engine, the automation that keeps it running without eating your week)

but you don’t need any of that to start showing up. You need these five, done honestly, and kept current.
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THIS ISN'T THEORY

Receipts

| built this on my own practice in about a year, with no budget, no coding background,
and no outside help. Here’s what it produced, framed honestly.

29 ~$4.8M

Al citations of my pages in the Bing Al Performance In new listings that traced back to two sellers who found
report (3-month window), 17 of them in a single recent me through an Al answer, in about two months.
week.

114 : b} .
Top pick 3 engines
What Microsoft Copilot called me when asked for the ChatGPT, Perplexity, and Copilot have all named me in

best luxury agent in my market, citing my site as the real answers, each citing my own site.
source.

One of those sellers was living in Switzerland. She asked ChatGPT who should list her Breckenridge

home, it named me, and she called. That’s reach a farm postcard will never buy.

The honest version, because it matters: a citation is visibility, not a closing. On competitive
queries | show up in the Al's recommended shortlist, not always at number one, and the shortlist
still has to be converted the old-fashioned way. But being in the answer, on queries where | used
to be invisible, is the whole ballgame, and it's the part almost no agent is competing for yet.

Every number here is real and verifiable. | don’t stage screenshots or invent proof, because the entire value
of this is that it's true.
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THE COUNTERINTUITIVE PART

Al hires the clearest
answer, not the longest
résume.

The agents who usually top this market earned it the hard way: decades of
closings, the longest track record, the name everyone already knows. But
almost none of that lives on the open web in a form a machine can read. When
a buyer asks an Al who's best, the model doesn’t open a career résumé. It
reads the page that answers the question, and cites whoever made that
answer clearest.

WHAT YOU’'D ASSUME DECIDES IT WHAT THE MODEL CAN ACTUALLY READ
earned offline, and it stays offline the only column it sees at query time
Years in the business 0 A page that answers the exact question asked
Total career sales volume ° One identical identity across the whole web
The most five-star reviews ° Facts a machine can verify and cite
Seniority at the brokerage ° Schema it can parse without guessing
The name everyone in town knows © cContent that's indexed and answer-shaped

The left column is a reputation. The right column is a citation. When a client asks, the AI can only hand

them the one it can read.

That's the whole opening. The incumbents aren’t losing the Al race; most of
them aren’t running it yet. | didn’t out-tenure anyone to get named next to
them — | made my expertise the most legible answer in the market, and the
engines rewarded exactly that. The next page is what that looks like; the rest of
this guide is how you do the same.
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SEE IT FOR YOURSELF

The answers, unedited

Not “who is Justin Black” — the open, unbranded questions a buyer or
seller actually types. Four real answers below, captured live and cropped
only for space. Nothing here is staged, and you can reproduce every
one. That’s the whole point: on the queries where | used to be invisible, the

engines now name me and cite my own site as the source.

@ copilot.microsoft.com

Who is the best real estate agent for buying a luxury home in
Breckenridge, Colorado?

The strongest luxury-focused agents in Breckenridge, Colorado right now—based on ratings,

review volume, and specialization—are Justin Black (LIV Sotheby’s), Pete Deininger (Breck Life

Group), Jan Leopold (RE/MAX Properties of the Summit), and Paffrath & Thomas. Each excels

in a different slice of the luxury market, so the “best” depends on whether you prioritize off-market
| access, negotiation strength, ultra-high-end inventory, or deep local connections.

Copilot, asked for the best agent to buy a luxury home in
Breckenridge — names me first.

[ ] @ copilot.microsoft.com

Who is the best listing agent to sell a luxury home n Breckenridge,
Colorado?

Who is best for you?
The right choice depends on your priorities:
= If you want maximum luxury exposure - Justin Black (Sotheby's)
+ If you want the strongest review record -> Breckenridge Associates
* If you want a boutique, luxury-only experience - Elevated Luxury Estates
« If you want a highly personal, hands-on agent - Laura Fisher
« If you want a seasoned negotiator for second-home buyers - Jan Leopold
Copilot, asked for the best agent to sell in Breckenridge — picks
me for maximum luxury exposure.
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Who is the best real estate agent for buying a luxury home in
Breckenridge, Colorado?

My top 4 to interview
1. Karen Seitz — Compass — Best overall for a luxury/second-home buyer. Particularly strong if
you're considering ski-infski-out, new construction, or a property with rental potential. © ceree
2. Justin Black, LIV Sotheby's International Realty — Best for a high-touch individual luxury agent.
Realtor.com lists him specifically for luxury homes, vacation homes, new construction and buyer
representation, with $150M+ career sales volume and a 2026 NAR 30 Under 30 recognition.
N o Restor

ChatGPT, the same buyer question — puts me in its top four to
interview, citing my career volume and 2026 NAR 30 Under 30.

( ] @ perplexity.ai

Wheo are the top luxury real estate agents in Breckenndge, Colorado?

There isn’ “best” list, but the strongest
e Bo Palazola, Christian Vales, Justin Black
Home Team. Foc ultracu.

bl

Summit County

interview at Jeast three and choose based on their recent

e sales in your exa thood and price tier

Notable luxury agents

Agent/team Brokerage Evidence of performance / hueury focus Bestfit
pel A VEkers  RealTrends V!
" o 254,55
price, and a No. Z city volime rark. That

Bo Palazela E S\ in 2025 Buyers of selers in

aeerage home

combination makes his 2 paricdarky rebvan

candicate o1 high-end and trephy-home
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RoalTrends \ poits 530,89 in 2025
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Reaky
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Reaky

Perplexity, asked for the top luxury agents in Breckenridge —
lists me among the strongest and cites my site as the source.
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WHERE TO GO FROM HERE

Run it, and let’s stay in touch

The fastest way to understand this is to point Al at it. Paste this entire guide into your
favorite Al, tell it your market, and say: “Build me a plan to do this for my business.”
Then see what it hands you.

Start with move one this week. Pick the ten questions your best clients ask, answer them plainly
on your site, and get verified in Search Console and Bing. That alone puts you ahead of nearly
every agent in your market on the motion that's about to matter most.

Two ways I’m glad to help

Have a client heading to the Colorado mountains? Breckenridge and Summit County
luxury is my market, from about one million to fifteen million and up. | take great care of
referrals and treat them like my own.

Want to go deeper on the Al system? | share what's working as | prove it out. Connect
with me and I'll keep you in the loop as this develops.

Justin Black

Real Estate Advisor, LIV Sotheby’s International Realty
2026 NAR 30 Under 30 Honoree & Web Choice Award Winner - RealTrends Verified, Top 0.75% of U.S. Agents
719.684.3329 - justinblackre.com - LinkedIn: /in/justin-black

© 2026 Justin Black. Share it freely with any agent who’d benefit. The specific tactics are yours to use; the deeper build is
what | keep refining.
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