












Sarita Dua

The Sarita Dua Team
Portland, Oregon

KW MAPS Client:  4+ Years

Sarita joined KW MAPS Coaching in February 2011, which helped 
her build out an effective team and learn the power of leverage. She 
leveraged out paperwork and employed an innovative Buyer Showing 
Agent model to leverage working with buyers. Sarita and her family 
travel extensively, and each year, she has increased her business 
production by working more efficiently, and is able to take more and 
more time away from the office to travel with her family.    

Here’s what happened: 

In 2012, Sarita hired a Transaction Coordinator and she began to follow 
the KW Showing Assistant Model. “KW MAPS Coaching helped me grow 
my business so much faster.  I didn’t have to ‘Sarita-ize’ it, I just had to 
follow the model. I can’t believe everyone doesn’t do it.”
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CASE STUDY 5:  
Live Like You Deserve



Tara & Peter Levinson

Edmond, Oklahoma
KW MAPS Client:  3+ Years

Tara and Peter Levinson joined KW MAPS Coaching in January 2012 
with one assistant looking to grow an MREA team and break $1 million 
in Gross Commission Income. In 2014, Tara and Peter shattered the 
$1 million Gross Commission Income mark with a team of six Buyer 
Agents, five Administrative Staff, and one Listing Specialist.  

Here’s what happened: 

They were the first team in the entire state of Oklahoma to earn Triple Platinum.  “KW MAPS 
Coaching works when you know your end dream.”
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CASE STUDY 6:  
Know Your End Dream

“Every time I get comfortable, my 
coach finds a way to make me 
uncomfortable.”
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