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Chapter 1. How do you actually name the one problem people call you for, so that the list of who has it writes itself?


Open Claude Code. Ask who called.
It reads a year of proposals off disk, one row per job: who called, what asset, what for.
It groups the rows and writes one sentence per group, with the count behind it.
You keep one, and the list is built from it.



Open Claude Code in a new folder. Point the Filesystem MCP at your proposals and closing files,
add the Memory MCP so what it learns survives the session, and say what you want:

Read every proposal and closing file from the last twelve months. Write
one row per file: the date, who called and what kind of entity, the
asset, the submarket, the trigger if the file shows one (never guess;
write unknown), what I was asked to do, whether it closed. Group the
rows by what I was asked to do and by who called, and write one
sentence per group: the entity, the asset, the submarket, the problem
that made them call. Save work.csv and target.md, keep each group in
memory, and report the row count behind every sentence.


Back come a few sentences, a count under each. Fourteen rows behind a sentence is
a problem people call you for; one row is a job you once took. Keep one, two at most, at the
top of target.md.

Two honest limits. The Filesystem MCP reads only the folders you allow it, so work that lives
in an inbox or a WhatsApp thread never becomes a row. And the sentence is a first draft: who is
behind an asset is invisible until the list exists, so chapter three sends rows back here.
Define, then let the list correct you.

Chapter 3. How do you actually keep the twenty worth a call and say why, so that finding the human happens by itself?


Open Claude Code. Ask for the reason.
The tool that reads the row writes its score and its reason beside the row, dated, in two columns.
A row nobody scored stays blank, never zero. A row archived stays archived, with its reason.



Open Claude Code in the engine folder. The owner list from the last chapter sits in a Google
Sheet or an Airtable base. Connect it: for Sheets, the community server
taylorwilsdon/google_workspace_mcp, with fifteen minutes budgeted for the Google Cloud OAuth
setup; for Airtable, Airtable's own hosted server or the community domdomegg/airtable-mcp-server.
Then say what you want:

Read the owners sheet, every row, and tell me the total before you start.
Skip any row whose status column reads archived; leave it and its reason
untouched. For each other row, read the recorded documents for the
parcel: the deed for the date it changed hands and the mortgage for its
maturity. Add columns beside the row: tenure in years, months to
maturity, the date you read them, and a one-line reason saying which
signal is live and where you read it. Score the row against
weights.md in its own column. Where you found no documents, leave the
score blank and write the reason as not read; never write zero. Report
three counts: rows read, rows with a live signal, rows you could not read.


What comes back is a script and three counts. Sort by score and the top twenty are the call
list; the reason column is the opening line of each call.

Two rules are the whole stage. The score and the reason are written beside
the row by the tool that read it, so a company archived last quarter stays archived, with its
reason, through every later run. And a row nobody scored stays blank, because a zero on that row
would read as a judgement, and nobody made one.

Two honest limits, which Claude Code will tell you about. The lease is rarely on record, so the
signal the trade prizes most is written as not on record, a blank and never a no. The community
Airtable server returns a hundred rows per call unless asked for more, which is why the
instruction asks for the total first: four hundred rows read as a hundred is a list that lies
quietly.

Chapter 5. How do you actually reach them without a credit bureau, so that the first message is one you can defend?


Open Claude Code. Ask for the basis.
Every number carries where it came from and what permits the contact: published, given to you, or opted in.
A number with no basis is held, never dialled. Beside each: its source, its date, the hours it may be contacted in.



Open Claude Code in the engine folder, beside people.csv from the last chapter and your CRM
contacts exported as crm-export.csv. Then say what you want:

Read people.csv. For every person, find a way to reach them, stopping at
the first rung that holds: a number or address the business itself
publishes; then one this person gave us, in crm-export.csv with its
date; then a WhatsApp opt-in we hold, with the date and their words.
Record the rung, its source and its date. Never take a number from a
bought database, a credit bureau product or a scraped list, and never
guess one. Add two blank columns for a person to fill: registry_checked
and hours. Write reach.csv with a source and a basis on every row,
holding.csv for the rest, and report four counts: published, given,
opted in, none.


What comes back is a script, a run and four counts. reach.csv carries a rung, a page or
message and a date on every row.

The hinge is the first rung. The FTC's own page says the US registry exempts "Most phone calls
to a business made with the intent to solicit sales from that business" (same URL as above). A
consultant calling a company about its premises is doing something different from an agent
calling a homeowner, and the company's published number is the widest honest lane this reader
has. The build does not decide what that sentence means for you. It writes the rung, dates
registry_checked when a person runs whatever check your market asks for, and flags any row
older than a month.

For WhatsApp the rung is Meta's. The Business Messaging Policy reads: "You may only contact
people on WhatsApp if: (a) they have given you their mobile phone number; and (b) you have
received opt-in permission from the recipient confirming that they wish to receive subsequent
messages or calls from you" (https://whatsappbusiness.com/policy/). An opt-in someone else
collected is never written as yours. The free lane, a client on your own phone, is named once, as the warning: the Business Terms
forbid applications that "interact with our Business Services without our prior written
consent" (https://www.whatsapp.com/legal/business-terms).

One honest limit, which Claude Code will tell you about: it cannot rule on whether a basis is
enough in your market. A reader in Dubai meets different questions from a reader in Texas:
consent before a message on a social platform, the hour of the day, naming yourself and your
purpose at the start. The build answers none. It records the consent, the source and the hours,
and chapter 6 opens every message with your name and why you are writing.

Chapter 7. How do you actually pick the channel they answer on, so that every reply lands in one inbox?


Open Claude Code. Ask for one inbox.
Email replies arrive through Gmail, WhatsApp replies through a Cloud API webhook. Both land on one CRM record per owner.
The personal-session lane is named once and never used. The terms you accepted forbid it.



Open Claude Code in the engine folder. Connect Gmail
through taylorwilsdon/google_workspace_mcp, the server that read your sheet, with fifteen
minutes for its Google OAuth setup. Connect the CRM through its own server, HubSpot's at
mcp.hubspot.com; Pipedrive and

Chapter 9. How do you actually answer the enquiry that lands at eleven at night, so that it is qualified by morning?


Open Claude Code. Ask for the reply.
Gmail reads the portal email; Playwright opens the portal inbox with no API. The reply goes back the way it came.
It asks permission and the three questions. HubSpot gets the person and the note within the hour, whatever the hour.



Open Claude Code in the engine folder. Connect the mailbox the portal writes to: for Gmail,
the community server taylorwilsdon/google_workspace_mcp, with fifteen minutes budgeted for the
Google Cloud OAuth setup (the GongRzhe Gmail server the lists name is archived). For a
portal inbox with no feed, Microsoft's Playwright MCP, headless, with a saved login. For the
CRM, HubSpot's own remote server at mcp.hubspot.com. Write reply.md once: an acknowledgement
in your words, the consent line, and the next chapter's three questions, when, how much, and
whether the money is arranged. Then say what you want:

Every ten minutes, read the inbox for new portal enquiries, and read the
portal inbox in Playwright with the saved login. Tell me the total before
you do anything. Reply to each within the hour, on the channel it
arrived on: email by email, a portal message in the portal's own reply
box. Use reply.md, filled with the listing and their name, nothing else.
Never reply on WhatsApp. In HubSpot, create the contact if none matches
the email or phone, and add a note: the listing, what they wrote, when
it landed, when you replied. Leave the timeline, price range and
pre-approval fields blank until they answer; never fill them from a
guess. Report three counts each morning: landed, replied within the
hour, still waiting.


What comes back is a script, a schedule and three counts. At nine the morning starts with a
list: who wrote overnight, what they were sent, who has answered. The reply is yours, written
once; the tool fills in the name and the listing.

Why never WhatsApp. A portal email has not opened a WhatsApp window, so the first WhatsApp
message to that person is a paid template, approved before the enquiry existed. That build is
chapter 8.

Three honest limits, which Claude Code will tell you about. A saved portal login expires and a
portal page changes shape, so a run that finds zero enquiries reports zero, never silence.
HubSpot blocks notes if the account has sensitive data turned on. And two channels are not read
here: a WhatsApp on a personal phone, since the book never reads WhatsApp Web, and a spoken
referral.

Chapter 11. How do you actually run the whole first conversation on WhatsApp, so that the viewing books itself?


Open Claude Code. Ask for the thread.
The webhook receives it. Inside the window the model asks the three questions, one at a time, in your voice.
When the three are answered, Calendly makes the link. A price, a hard question or anger goes to a person.



Open Claude Code in the engine folder. The number, the webhook and the message store are
chapter 8's thin server; this chapter adds a reader. The shape, a webhook,
a store and two send tools, is marco2901/whatsapp-mcp-server
(https://github.com/marco2901/whatsapp-mcp-server): credit it, depend on nothing with zero
stars.

Connect Calendly through its own hosted server at mcp.calendly.com, which carries a scheduling
links group (https://developer.calendly.com/docs/mcp/calendly-mcp-server). Write
conversation.md once: your first line, the permission line, chapter 10's three questions,
and the four things that end the machine's turn. Then say what you want:

When a message arrives on the webhook from a number with an open window,
answer inside the window and never after it closes. Use conversation.md:
my first line, then permission, then the three questions from chapter 10
one at a time, in my words, waiting for each answer. Write each answer on
the contact in their words, with its message. When all three are answered
and the route reads viewing, ask Calendly for a scheduling link and send
it. Stop and hand the thread to me the moment they ask a price, ask
something the listing does not answer, sound angry, or ask for a person:
tell them someone will reply. Log every message, both directions, on the
contact. Report three counts each morning: opened, links sent, handed to
a person.


What comes back is a script that watches the store, one thread per buyer, and three counts.
The link books the viewing, and Calendly reports the booking to the contact.

Three honest limits, which Claude Code will tell you about. Calendly's server needs a client
that registers itself: "If your MCP client prompts you to paste in a client_id and
client_secret, it does not support DCR and will not work with Calendly MCP" (same page).
cal.com's official server is unpushed since May 2025; its link comes from its API v2. And a
yes to the money question, typed at ten at night, is the yes chapter 10 warned about.

Chapter 13. How do you actually stop viewings where nobody turns up, so that the follow-up happens by itself?


Open Claude Code. Ask for the evening.
Calendly and the calendar are read at six. The confirmation goes out as a utility template, on the number they answered.
Silence is a call before Saturday. The no-show is read from Calendly and becomes a follow-up with a reason.



Open Claude Code in the engine folder, beside chapter 8's Cloud API server and chapter 11's
webhook receiver. Connect Calendly through its own hosted server at
mcp.calendly.com, which carries a no-shows group beside scheduled events and invitees
(https://developer.calendly.com/docs/mcp/calendly-mcp-server), and the diary through
taylorwilsdon/google_workspace_mcp, with chapter 9's fifteen minutes for the OAuth setup.
Submit a utility template the day before, address and time as variables, and wait for
APPROVED. Then say what you want:

Every evening at six, read tomorrow's viewings from Calendly and the
calendar, and tell me the count before you do anything. Confirm each on
the channel the person last answered on, from the business number only.
On WhatsApp, a plain message if their window is open; if it has closed,
the approved utility template viewing_confirm. By nine at night, list
every viewing with no reply so I can call. After each viewing time,
read Calendly for invitees marked no-show and write a follow-up task in
the CRM for the morning: address, time, whether they confirmed, and
what happened. Report three counts each morning: confirmed, unanswered,
did not come.


What comes back is a script, two schedules and three counts.

Why the template. "When the window closes, you can only send pre-approved template messages"
(https://developers.facebook.com/docs/whatsapp/cloud-api/guides/send-messages). A
confirmation of something the client asked for is Meta's utility category. "Utility templates
delivered within an open customer service window are free"
(https://developers.facebook.com/documentation/business-messaging/whatsapp/pricing); outside
it, Meta charges per message delivered, at a rate on its own card.

Why the no-show comes from Calendly. No calendar knows who stood at the door. You mark the
no-show on your phone, and the run reads that mark back into a task with the facts beside it.

Three honest limits, which Claude Code will tell you about. A client that asks you to paste a
client id and secret "does not support DCR and will not work with Calendly MCP" (same page). A
viewing typed into the calendar by hand has no Calendly record, so its no-show is a line you
add. And cal.com's official server is unpushed since May 2025; a cal.com
house calls its API v2 instead.

Chapter 15. How do you actually stay in front of a client who buys in two years, so that they call you and not the portal?


Open Claude Code. Ask for the signal.
Firecrawl watches the pages the client named. A change becomes a task on the record, with a reason and a draft.
Email goes freely. A WhatsApp touch goes only when it can earn a reply, which opens the free window.



Open Claude Code in the engine folder. Connect three servers. HubSpot's remote server reads
and writes contacts, notes and tasks (https://developers.hubspot.com/ai-tools/mcp).
Firecrawl's official server has monitor tools that watch pages for change
(https://github.com/firecrawl/firecrawl-mcp-server). Gmail comes through the community Google
Workspace server (https://github.com/taylorwilsdon/google_workspace_mcp). Write signals.md
once: per contact, the pages worth watching and why, such as the building they asked about
or the planning register for their street, and the month their lease ends. Then say:

Read every follow-up contact and signals.md. Set a Firecrawl monitor
on each page and check daily. When a page changes in a way that
touches what the person said, or a date they named is thirty days out,
create a task on the contact: the signal, the message it traces to,
and one draft touch in my words that asks something they want to
answer. Send nothing on WhatsApp. On email, send the draft where I
have marked the contact send freely; otherwise leave the task for me.
Once a month, name the three past clients whose deal and every touch
since say they would say yes to an introduction, and why.
Report each Monday: signals, tasks made, tasks answered, contacts
touched zero times this year.


What comes back is a script, the monitors and a task queue on the record. A WhatsApp touch
is sent by you, from chapter 8's business number, as an approved marketing template with the
opt-in on file, written to be answered; never from a personal session, whose terms forbid
applications that "interact with our Business Services without our prior written consent"
(https://www.whatsapp.com/legal/business-terms). The draft stays on the task; the deepest
open CRM drafts one for idle leads and throws it away (https://github.com/InsulaCRM/InsulaCRM).

Two honest limits, which Claude Code will tell you about. A monitor sees that a page changed;
a price drop and a photo swap look the same until a person reads it. Firecrawl's hosted
endpoint is free without a key, with rate limits; past them you pay.

Chapter 17. How do you actually build the pitch from what you already know, so that the negotiation starts ahead?


Open Claude Code. Ask for the pitch.
The facts come from the record written since chapter three: the reason, the three fields, the thread, the match.
The page is written in Notion or Docs, in your voice. The browser prints the PDF. The price stays yours.



Open Claude Code in the engine folder. Everything the pitch needs is already in the
record: the Owners sheet from chapter 2; the reason from chapter 3; the voice folder from
chapter 6; the three fields and the thread from chapters 10 and 11; the shortlist from
chapter 14; the calls and meetings from chapter 16. None of it is retyped.

Connect three servers. The CRM's own server supplies the facts: HubSpot's reads contacts,
deals and the notes and calls on them (https://developers.hubspot.com/ai-tools/mcp).
The page is written in Notion through its own remote server
(https://developers.notion.com/docs/mcp), or in Docs and Drive through
taylorwilsdon/google_workspace_mcp. Playwright MCP prints the page
(https://github.com/microsoft/playwright-mcp). Write pitch.md once: your sections, in
order, and what each may draw from. Then say what you want:

Read the seller I name: the three fields, the reason on their row in
the Owners sheet, the whole thread, and every event written on them.
Build the pitch from pitch.md from facts that carry a source in the
record; where a section needs one it does not hold, write not on
record and leave it to me. For comparables, read my closed
deals in the register and the Owners sheet rows on the same streets,
with page and date. Open no portal. Write it as a page in Notion under
Pitches, in the voice folder's voice, a source under every fact, the
price section empty. Print it to PDF with the browser and save it in
Drive beside the contact. Report three counts: facts with a source,
sections left to me, comparables found.


What comes back is a page, a PDF beside the contact, three counts, and an empty price
section.

Why the browser prints it. Playwright MCP carries browser_pdf_save, so the pitch is
written as HTML and printed. The three PDF servers this book found have four stars between
them, and one sends your document to a hosted service.

Why no portal is opened. The comparables are your own closed deals and chapter 2's public
record, with its page and date. A view assembled from what you hold is a rule about the
build, never advice about the law.

Three honest limits, which Claude Code will tell you about. A comparable from your own
books exists only if the deal was written in the register. Where the public record
publishes no price paid, the section reads not on record. And the pitch sounds like the
voice folder, so twenty proposals you regret produce one more.

Chapter 19. How do you actually know which document is missing and from whom, so that the file closes itself?


Open Claude Code. Ask for the list.
The list is yours, once per deal type. The folder is read against it. Signatures come from the signature vendor.
Who owes each missing item is a column. The chase is one reminder per item, with the days overdue.



Open Claude Code in the engine folder. Connect three servers. Google Drive comes through the
community Google Workspace server (https://github.com/taylorwilsdon/google_workspace_mcp).
Airtable's remote server reads and writes records
(https://support.airtable.com/docs/using-the-airtable-mcp-server). PandaDoc's does status and
signature tracking (https://developers.pandadoc.com/docs/what-you-can-do-with-pandadoc-mcp).

Write the base once. A required table: one row per deal type per document the file needs, named
in your words, with a column for who usually owes it: the client, the other side, or you. A deals table: one row per live deal, its folder and its dates. Then say:

Read both tables. For every live deal, list its Drive folder and match each file to a row on its deal type's
list by the name I gave it. Ask PandaDoc for the status of every
document sent on this deal; sent and unsigned is not present. Write
one row per deal per document: present, missing or unsigned, who owes
it, and days overdue against the deal's dates. For every missing or
unsigned item, draft one reminder in my words to the person who owes
it, naming the item and the days, and send it by email where I have
marked that person send freely; otherwise leave the draft on the row.
Never add a document that is not on my list. Each morning print one
line per deal: present of required, the oldest missing item, who owes
it, days overdue.


What comes back is a script, a schedule, one row per document per deal, and a morning line:
the deal, nine of eleven, the oldest missing item, who owes it, six days.

Two honest limits, which Claude Code will tell you about. Present is not adequate: the chain
matches a file name to a row; whether that file is the right version, signed by the right hand, is
a person's read. And the reminder goes freely on email only. On WhatsApp it
goes from chapter 8's business number, as a template once the window has closed, sent by you;
never from a personal session, whose terms forbid applications that "interact with our Business
Services without our prior written consent" (https://www.whatsapp.com/legal/business-terms).

Building a real estate sales engine with Claude Code and Codex, end to endAppendix. Every build step with Codex

Chapter 2. How do you actually list every owner in your patch from the public record, so that sorting them is automatic?


Open Codex. Ask for the join.
Every row names its source: the land registry, the planning portal, the company register, with the page and the date.
A company name is written as a company, never as an owner. Nothing reaches the sheet without its source.



Open Codex in the engine folder, where target.md from the last chapter sits: one page naming
the streets, the asset type, the trigger. Connect three servers. Chrome
DevTools MCP drives your own Chrome and lists every request a page makes, so where a portal
fetches its results as a data file and then draws it, Codex reads the file instead of scraping
the drawing. Firecrawl MCP crawls a planning portal whole, without you pressing next. Google
Sheets MCP is where the list lands; budget fifteen minutes for the Google sign-in it needs.
Then say what you want:

Read target.md. For every asset in it, build one row from the public
record and write where each fact came from: the land registry for who
holds the title and since when, the planning portal for who applied to
change the building and when, the company register for what sits behind
a company name. Open each portal in Chrome; where the page loads its
results as data, read the data, not the drawn page.
Where a portal is plain pages, crawl it with Firecrawl. Write the owner
exactly as the register spells it, and mark each row person or company.
Never guess a person behind a company. Put the page and the date on every
row. Write the rows to a Google Sheet called Owners, and report three
counts: rows built, rows where the owner is a person, rows where it is a
company.


What comes back is a script, a run over the patch and a report with three counts. The sheet
called Owners holds one row per asset: the owner as the register spells it, person or company,
the page and the date. The company rows stay; the human behind each is chapter 4, starting
from the page.

Three honest limits, which Codex will tell you about. The recorded owner is often a company, and
this build does not try to see through it; a row marked company is a true row. Every register
is its own site with its own search, so a reader built for one stops at its border; the public
county scrapers each cover one county, the most-starred last pushed in December 2022
(https://github.com/codefornola/assessor-scraper). And the one live build nearby,
PropertyWebScraper (https://github.com/RealEstateWebTools/property_web_scraper, pushed July
2026), reads listings; a search of its source found no file that knows the word landlord. It
can tell you what is on the market, and nothing about who owns the street.

The browser server reads whatever your Chrome is signed into, by design
(https://github.com/ChromeDevTools/chrome-devtools-mcp). Run it in a Chrome with only the
portals open.

Chapter 4. How do you actually find the person behind the holding company, so that reaching them happens by itself?


Open Codex. Ask for the page.
Map the company site with Firecrawl, scrape the people page, and only that page. A directory name is not a rung.
When a page needs a click, Playwright opens it. Every name carries its page and date, or reads none.



Open Codex in the engine folder, where shortlist.csv from the last chapter sits: twenty
companies, each with the reason it is worth a call and the entity recorded on the title. Then
say what you want:

Read shortlist.csv. For every company, find its own website: the domain on
the recorded document if there is one, otherwise the site that names both
the company and the asset. Use Firecrawl to map the site and find the page
that lists its people: a team page, a leadership page, an about page with
names on it. Scrape that page and only that page. Take the name and title
of the person who runs the company. If the page needs a click to show the
names, open it in Playwright and take a snapshot instead. Never take a name
from a directory, a data vendor or a social profile. Record the name, the
title, the page it came from and the date you read it. Where no page names
a person, write none. Write people.csv, and report three counts: named from
the company site, none, and sites you could not find.


What comes back is a script, a run over the twenty and a report with three counts. people.csv
holds one row per company: the name, the title, the page and the date. Load it into the CRM. A
row that reads none is a company the next stage reaches another way.

Firecrawl maps a site and returns its pages as text; its hosted server runs without a key on a
rate-limited free tier, enough for twenty companies. Playwright reads a page as a tree of what
is on it, so names that appear after a click still come through.

The rule that matters is the one about the source. Book one in this series learned it on its
own list: a name from the company's own page held up; a name from an aggregator did not. That
is why the instruction reads one page and refuses the rest.

Three honest limits, which Codex will tell you about. A holding company that exists only to hold
often has no site, and Codex writes none rather than guessing. A site with a contact form and no
names is the same. And a company register may list officers, but whether the officer named is a
reachable human or a service that files for the company was not tested for this book, so the
chapter claims no rate. Use the register as a second door, recorded as its own rung.

Chapter 6. How do you actually write fifty messages that sound like you on a Tuesday, so that sending them is one button?


Open Codex. Ask for your voice.
The twenty come in from the sheet with their reason. Your own past messages come in from disk as the voice.
Every draft carries one fact from the row and nothing the row does not hold. You read each before anything sends.



Open Codex in the engine folder. The Owners sheet from chapter 3 is there, with its reason
column, and reach.csv from the last chapter, with each person's basis and hours. Make one
folder now, voice: twenty or thirty messages you wrote and would send again, one to a
file.

Connect two servers. Google Sheets MCP, the community server
taylorwilsdon/google_workspace_mcp, reads the rows and writes the drafts back; budget
fifteen minutes for the Google sign-in. The Filesystem server from the reference repo reads
the voice folder. Then say what you want:

Read the top twenty rows of the Owners sheet by score, with the reason
column, and read reach.csv for each person's basis and hours. The voice
folder holds messages I wrote myself; the drafts must sound like them,
my length and my openings. Write one message per row. Open with my name
and why I am writing, in the words the basis allows. The second sentence
is the one fact in the reason column, stated as the record states it,
with no adjective on it. Never add a fact that is not in the row. Never
write hope you are well or just checking in. End on one question about
the fact. Write each draft in a draft column beside its row with the fact it
used; leave the sent column blank. Report two counts: drafts
written, and rows where the reason was too thin to write from.


What comes back is a script, a run and two counts. You read the twenty before the afternoon
is out, and the sent column is the button the next chapter presses.

The rule that carries the chapter is the second sentence. A recorded maturity, a tenure, a
confirmed expiry: each has a public page behind it. The strongest objection to
machine-written outreach is the recipient's:

"I open emails because I believe you spent time on me, which is precious, so I reply. If an AI generates cold emails, there's no real time spent, making personalization feel deceptive, which is bad for user experience."
sherwinx, Hacker News, https://news.ycombinator.com/item?id=40876341

The only answer that survives it is a fact that is true and defensible. The reason column
holds one; a template pack cannot.

The nearest public build is OpenOutSend (https://github.com/eracle/OpenOutSend, MIT, eight
stars, pushed September 2026). It writes from a person's profile text, company and title,
under a tone rule that reads "short and specific, like a real person wrote it, not salesy".
It is built for a different trade: it needs a paid candidate list from its sister tool, and
a read of its source found no property vocabulary.

Three honest limits, which Codex will tell you about. The drafts sound like the voice
folder, so twenty messages you regret produce fifty more. A row whose reason is thin gets no
draft, because a draft from nothing needs an invented fact. And no tool can tell whether you
would defend the fact in a call.

Chapter 8. How do you actually message fifty owners on WhatsApp in a morning, so that your number still works on Friday?


Open Codex. Ask for the morning.
A thin server on the Cloud API: the template tools, and two that read the quality rating and the sending limit.
Templates approved the day before. Fifty sends. Every failure written by its error code, and a capped row never retried.



Open Codex in the engine folder, beside reach.csv and the chapter 6 messages. Meta
publishes no MCP server, so the build is a thin one of yours, a handful of HTTPS calls, in
the shape of two one-day community repos: tkhattar14/whatsapp-business-mcp (template and
analytics tools; https://github.com/tkhattar14/whatsapp-business-mcp) and
marco2901/whatsapp-mcp-server (a send and a webhook receiver;
https://github.com/marco2901/whatsapp-mcp-server). Read their tool lists, depend on neither,
and say what you want:

Build a thin MCP server on the WhatsApp Cloud API in the shape of the
two repos above: create a template, read its status, send it, receive
the webhook, read the quality rating and the messaging limit. Today:
submit the chapter 6 message as a marketing template with a variable for
the owner's name and one for the building, and stop until its status
reads APPROVED. Tomorrow: print the rating and the limit before sending
anything. Send only to rows in reach.csv whose basis is opted in, inside
the hours the row allows, one message per owner. Write every send and
every failure to sends.csv with its error code. On error 131049 mark the
row capped; never retry it. At the end print the rating again beside the
morning's. Report four counts: delivered, capped, failed otherwise,
replied.


What comes back is a server, a run and four counts.

Every rule it obeys is on a Meta page. "You can only send messages to WhatsApp users who
have opted in to receiving messages from you"
(https://developers.facebook.com/docs/whatsapp/cloud-api/guides/send-messages), so the run
reads the chapter 5 basis column and nothing else. "You may only initiate conversations
using an approved Message Template" (https://whatsappbusiness.com/policy/), and "Templates
are automatically reviewed upon creation or after editing"
(https://developers.facebook.com/docs/whatsapp/business-management-api/message-templates), a
review that can take up to 24 hours, so the template goes in the day before.

The cap shapes the morning. "The per-user marketing limit adapts automatically over time
based on a person's recent engagement levels"
(https://developers.facebook.com/documentation/business-messaging/whatsapp/templates/marketing-templates/per-user-limits).
It is the recipient's, shared with every business messaging them; when it is spent the send
fails with error 131049 and nothing queues. Your own limit starts at 250 unique recipients a
day and rises only while the quality rating holds
(https://developers.facebook.com/docs/whatsapp/messaging-limits), so the run reads it before
and after.

Two honest limits, which Codex will tell you about. The fifty voices of chapter 6 become one
reviewed text with two variables. And marketing templates never reach US numbers, while the
cap applies in full in the UAE and not in the EEA, the UK, Japan or South Korea (same page).

Twilio is the on-ramp if you would rather not stand up a Meta app: "Send and receive
WhatsApp messages using the WhatsApp Business Platform and Twilio APIs"
(https://www.twilio.com/docs/whatsapp), the same rules, its own fee on top.

Chapter 10. How do you actually tell a buyer from a browser in three questions, so that routing them happens by itself?


Open Codex. Ask for the three fields.
It reads the thread from the last chapter and writes timeline, finance and your third field, in their words.
What was not said is written as unknown, never guessed. Nobody is sent a question. Every field carries its message.



Open Codex in the engine folder. The enquiry chapter 9 answered, and every message since, sits
on the contact in the CRM, with three fields left blank. Connect two servers. HubSpot's remote
server reads and writes contacts and the notes, emails and calls on them
(https://developers.hubspot.com/ai-tools/mcp). The Memory server from the protocol's reference
repository holds what each person said
(https://github.com/modelcontextprotocol/servers). Write fields.md once: three field names,
and what counts as an answer to each. The first two are the form's: the timeline, and where the
money stands. The third is yours; the form offers Price Range, chapter 9's reply asked how much,
and a commercial reader may want the intended use instead. Then say what you want:

Read every contact whose enquiry came in this week, with the whole
thread. Fill the three fields in fields.md, in the person's own words,
with the message each came from and its date. Where they said nothing,
write unknown. Never guess, and never send them a question. Record
what each person said in Memory, so the next run reads only new
messages. Where all three are filled and the timeline is inside a
year, set route to viewing; otherwise follow-up, with the reason in
their words. Report three counts: all three filled, some, none.


What comes back is a script, a run and three counts: on each contact, three sentences the
person wrote, a route, and its reason.

The reason stays because the public builds throw it away: the best public attempt decides by
matching substrings after the model finishes
(https://github.com/Nishkal08/Real_Estate_Agentic_CRM-Whatsapp-Enabled), and the deepest
public CRM writes one field, temperature, and discards its reasoning
(https://github.com/InsulaCRM/InsulaCRM).

Three honest limits, which Codex will tell you about. A yes to the lender question from someone
who used an online calculator reads as yes; only a person hears the difference. So does ASAP
from someone with nine months left on a lease. And a HubSpot account with sensitive data turned
on blocks the activities its server reads
(https://developers.hubspot.com/changelog/remote-hubspot-mcp-server-is-now-generally-available),
so the thread comes from the mailbox chapter 9 connected.

Chapter 12. How do you actually make sure no enquiry dies unread in the team, so that the viewing books itself?


Open Codex. Ask for the timer.
It reads each enquiry with an owner and nothing done in N minutes, and moves it, reason on the record.
N is a ruling you make once. A lead never sits unowned, and never sits owned and untouched.



Open Codex in the engine folder. The enquiry chapter 10 routed to a viewing sits on a contact, with
the owner the rota gave it. Connect the CRM's own server. HubSpot's remote
server reads and writes contacts and the calls, notes and tasks on them, and reads owners and
teams (https://developers.hubspot.com/ai-tools/mcp). Follow Up Boss publishes no server of its
own; the live community one, written by a broker in Austin, covers the whole API, ponds
included (https://github.com/mindwear-capitian/followupboss-mcp-server). Write window.md
once: N, the minutes an owned enquiry may sit with nothing logged; what counts as action; and
the order a lead moves in, the next name in the rota, then the shared pool, then you. Then say
what you want:

Every five minutes, read every contact routed to viewing that has an
owner. Find the newest call, note, message or task the owner logged on
it. Where nothing has been logged for longer than the minutes in
window.md, move the contact to the next person in window.md, note on
the record who had it, how long it sat and who has it now, and create
a task for the new owner. Where an enquiry has no owner, give it one
the same way. Never delete anything and never message the client.
Report each morning: received, touched inside the window, moved, and
moved twice.


What comes back is a script, a schedule and four counts, and on every moved lead a note that
says why.

Three honest limits, which Codex will tell you about. The timer reads what was logged, so a
call from a personal phone that was never written down reads as no action, and the lead moves
from someone who was working it; chapter 16 stops the logging depending on typing. A HubSpot
account with sensitive data turned on blocks the activities the server reads
(https://developers.hubspot.com/changelog/remote-hubspot-mcp-server-is-now-generally-available),
so a run that sees nothing says so. And the Follow Up Boss server is one person's project with
full write access; it can delete, and the instruction says never.

Chapter 14. How do you actually match what they said to what is on your books, so that telling them happens by itself?


Open Codex. Ask for the shortlist.
It reads the register you keep and what each client said, and writes a shortlist with one sentence per match.
A match it cannot explain in one sentence is dropped. You read the list before anyone is told.



Open Codex in the engine folder. The register is the spreadsheet you already keep, one row
per property. Connect it: for Excel, the community Softeria/ms-365-mcp-server
(https://github.com/Softeria/ms-365-mcp-server); for Airtable, Airtable's own hosted
server or domdomegg/airtable-mcp-server, which returns a hundred rows unless asked for more.

What the client said sits in two places: the three fields chapter 10 wrote, and the thread
chapter 11 stored on the contact. Chapter 10 also recorded it in the Memory server from
the protocol's reference repository (https://github.com/modelcontextprotocol/servers):
one entity per client, each thing they said an observation. The sentence that fits no field, the driveway, goes there too.
Then say what you want:

Read the register, every row, and tell me the total first.
For each client whose route is viewing or follow-up, read their three
fields, every observation on them in Memory, and the whole thread.
Shortlist at most three properties per client. For each, write one
sentence saying why this one for this person, in their words, and one
sentence saying what is wrong with it. Where a property misses a field
but answers something they said, keep it and say which sentence. Where
you cannot write the why in one sentence, drop it. Send nothing. Write
the shortlist in a sheet beside the register and report three counts:
clients with a shortlist, clients with nothing this week, matches
dropped as unexplained.


What comes back is the shortlist and three counts, waiting for you.

The one sentence is the whole stage. The deepest public build scores +25 for price, +25
for type, +20 for the zip code and +15 for the state, and tells the agent, never the
client (https://github.com/InsulaCRM/InsulaCRM). Membership is exact, so a buyer who
wants a three-bed at £500,000 scores zero against a £505,000 three-bed one postcode over. A model reading "somewhere for the RV" beside a row
with a wide drive can say why.

Two honest limits, which Codex will tell you about. A model matching on prose can be too
kind; that is why the unexplained count is reported and why a shortlist stops at three.
And a call nobody wrote down matches nothing.

Chapter 16. How do you actually keep the CRM true without typing a word, so that the Monday number is worth reading?


Open Codex. Ask for the witnesses.
The tool that saw the event writes it: the calendar the meeting, the mailbox the email, the webhook the message.
Nothing is summarised and nothing is invented. A contact silent for thirty days is a count, never a nag.



Open Codex in the engine folder. Connect the CRM's own server: HubSpot's, at mcp.hubspot.com,
writes "calls, emails, meetings, notes, and tasks" on a contact
(https://developers.hubspot.com/ai-tools/mcp). Connect the calendar and the mailbox through
taylorwilsdon/google_workspace_mcp (https://github.com/taylorwilsdon/google_workspace_mcp).
The WhatsApp thread is already in chapter 8's webhook store. Write witnesses.md once: which
calendar, which mailbox, which number, and how a contact is matched, phone first, then email.
Then say what you want:

Every fifteen minutes, read the calendar, the mailbox, the message store
from chapter 8 and the call log. For each event whose other party
matches a contact in witnesses.md, write it on that contact once: a
meeting with its time, place and who came; an email with its subject
and body; a message with its text and direction; a call with its time
and length. Use the event id so nothing is written twice. Never invent
an event, never summarise one, never write on a contact you cannot
match; list those in nomatch.md. Each Monday, count every contact
with no event in thirty days and print the count beside the total, with
their names.


What comes back is a script, a schedule, and two Monday numbers with names under them.

Three honest limits, which Codex will tell you about. Calls are the thin part: no public server
executes a call log (Twilio's hosted one "does not execute API calls on your behalf",
https://www.twilio.com/docs/ai/mcp), so a call is written by a script against the Voice REST
API of the number you rent, or the CRM's own calls endpoint; a call from a personal mobile
is seen by no API and written by nobody, and the Monday number shows it as silence. A HubSpot
account with sensitive data turned on blocks the activity objects
(https://developers.hubspot.com/changelog/remote-hubspot-mcp-server-is-now-generally-available).
And Salesforce is the exception: its vendor server has one data tool, run_soql_query, and no
record write (https://github.com/salesforcecli/mcp), so there the writing goes by script.

Chapter 18. How do you actually keep an agreed deal moving, so that nothing dies in silence between offer and signature?


Open Codex. Ask for the chase.
The stage is read from the signature server itself and written to the deal. A reminder is one tool call.
Days since anything moved is the number, read per deal. It is printed, never sent.



Open Codex in the engine folder, where the deal chapter 17 pitched sits at agreed. Connect the signature vendor's own server. Docusign's, at mcp.docusign.com/mcp, is "now
available in Open Beta" and exposes the eSignature API
(https://developers.docusign.com/platform/mcp-server/). PandaDoc's, at
mcp.pandadoc.com/v1/mcp, tracks status and can "Send reminders for all contracts tagged
'Q4-2024' that haven't been signed yet"
(https://developers.pandadoc.com/docs/what-you-can-do-with-pandadoc-mcp). Then the CRM's
own: HubSpot's reads and writes deals (https://developers.hubspot.com/ai-tools/mcp). Write
deal.md once: the stages an agreed deal passes; who owes the next thing at each; the tag on your deal documents; and N, the days of silence you will tolerate.
Then say what you want:

Every morning, read every deal at agreed or beyond. Read the status of
its documents from the signature server, by the tag in deal.md, and
write the stage to the deal in the CRM, reason on the record. Find the
newest thing on the deal: a signature event, a note, a call, a message.
Print days since it, per deal, beside who owes the next
thing. Where a document has sat unsigned longer than N days, send the
signature server's own reminder once, and note it. Never send anything
else to anyone, never touch a price, never write a counter, never move
a deal to won or lost. Report: agreed, moved this week, silent past N
days, reminders sent.


What comes back is a script, a schedule and a table sorted by days.

Three honest limits, which Codex will tell you about. The Docusign server is a beta, and its
page says so in capitals, provided "AS IS" and "AS AVAILABLE" without warranty. The lawyer and the lender answer on
email, which no signature server sees, so a deal waiting on a lawyer reads as silent until
chapter 16 writes the email on the deal. And the counter is a conversation the server never
hears.

Chapter 20. How do you actually see which stage is leaking on Monday, so that Tuesday is different?


Open Codex. Ask for one table.
Portal spend off the portal, leads and deals off the CRM, commission off your sheet.
Every count carries its total. A number nobody wrote stays blank, never zero.



Open Codex in the engine folder. Connect a Sheets server, taylorwilsdon/google_workspace_mcp
(https://github.com/taylorwilsdon/google_workspace_mcp), and the CRM server, HubSpot at
mcp.hubspot.com (https://developers.hubspot.com/ai-tools/mcp). The portal publishes none, so the
browser reads it: chrome-devtools-mcp drives your own Chrome
(https://github.com/ChromeDevTools/chrome-devtools-mcp), where list_network_requests shows the
JSON behind the chart. Write monday.md once: the stage names, the sheet tab, the week that
counts. Then say what you want:

Every Monday at seven, read the portal lead dashboard and the spend
beside it in the open browser; from the CRM every deal that changed
stage in seven days; and the commission tab of the sheet. Write one
table: per stage the count in, the count out, and the total sitting
in it, so every count has its total beside it, plus a row for portal
spend and one for commission raised. Print each stage conversion
this week beside the same stage last week, and name the ONE stage
whose rate fell furthest. Where a value was never written print a
dash, never a zero, and list what you could not read.


What comes back is a s