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Welcome to the First Edition of UP!
Welcome to the first edition of the BrokerageUP
Digital Magazine, UP! We sincerely hope that
you will enjoy it.
Did you know that out of the top 100 brokerages in California, that only 14 are run by
women? BrokerageUP! is all about changing
that situation.
Our mission
To support women to create profitable brokerages through collaboration, contribution, and
competency.

What we offer
Training, consulting, and mentoring services for
real estate brokers, owners, and managers.
What makes BrokerageUP! unique?
While our tools and systems work for everyone,
all of our content creators, success mentors,
and trainers are women.

THE BACK STORY
Leslie Appleton Young, Vice President and Chief
Economist, and Sara Sutachan Vice President
of Industry Relations & Strategic Initiatives of
the California Association of Realtors (CAR),
launched the CAR Women’s initiative to uncover why so few women were in senior leadership
positions in large brokerages.
As part of that initiative, CAR commissioned
me to write a white paper and also held the first
Annual WomanUP! conference on June 8, 2017.
The research revealed a wealth of best practices, but also showed that women are deliberately choosing to create smaller brokerages
that align with their unique goals and values.
(Download the CAR white paper here).

• Retain the Best and Reject the Rest
• Best Practices for Small and Indie
Brokers
• Agent Teams and the Brokers Who
Supervise Them
• StartUP! Our Turnkey Guide for Launching
a New Brokerage
• Niche Your Office / Agent Team for
Success.

On June 28-29, 2018, CAR will hold its Second Annual WomanUP! conference at the Los
Angeles Marriott. They will also be developing
a national directory of women speakers and a
national list of women who are willing to mentor each other on best brokerage practices.
WHAT BROKERAGEUP! PROVIDES
Our launch offerings at BrokerageUP! include:

1. SuccessUP! Online Brokerage Training
SuccessUP! Online Training is the first comprehensive real estate broker training ever created
for women, by women (although it works equally well for men!) It includes:
• Video interviews with ten of the leading female experts on each topic who candidly share
what works, best practices, mistakes they
made, and how to avoid them.
• The online training guides you
through the process of creating your
personal game plan for success based upon
your unique combination of strengths, challenges, and market conditions in your local
market.
Our first course: Recruit the Successful
Realtors of Tomorrow
To give you an idea about the power of our
team and these interviews, the ten women we
interviewed for the recruiting series have jointly recruited over 2,500 agents!
2. Success Mentor Videos
These are included in the SuccessUP! Online
Brokerage Training, but can also be purchased
as a stand-alone product as well.

3. Membership
Your BrokerageUP! membership includes the
following:

• UP!, our monthly digital magazine with the latest
trends, tech innovations, spotlight interviews with
leading women brokers, podcasts, and much more.
• A monthly video economic update from Leslie
Appleton Young.
• Our weekly office meeting topic lists that includes
discussion questions, scripts, and dialogues that can
also be used for training as well as a tool to improve
your retention and recruiting efforts.

Thanks again for supporting us to get UP! up
and running!
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by Bernice Ross

2018 Courses Currently in Development

Bernice Ross
Editor-in-Chief

WE MAKE
GREAT REAL ESTATE
EXPERIENCES
HAPPEN
Access a Full-Service
Agent-to-Agent Referral Network
Over 250,000 successful connections made in 2017
Support any referral outside of your preferred
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A people company supported by amazing data science
LEARN MORE
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Spotlight

2018 Predictions: Shake, Rattle, and Roll
The tax bill has passed, home prices are up,
plus the stock market and consumer confidence are soaring. On the other hand, 2017
was rattled by unprecedented natural disasters, growing divisiveness, and an on-going inventory shortage. What will happen in 2018—
look for things to shake, rattle, and roll!

Shaken and Rattled

Prediction #1: The Tax Bill Hastens the Exit
from High Tax States
California, Illinois, New Jersey, and New York
are already experiencing a loss of high income
residents. The SALT provisions (the limitation
of $10,000 in deductions for property tax or
income tax) will result in more migration from
high tax states to those with lower tax burdens. This in turn may result in price declines,
lowered state revenues, and even higher taxes
in high tax states.
Prediction #2: Independent contractor
laws bring the current agent team model
crashing down
While real estate law requires the “designated
broker” to supervise their agents (in direct
conflict with the Independent Contractor
(IC) laws that prohibit supervision), there is
nothing in the real estate law that allows an
IC agent leading an agent team to supervise
another IC agent.
Currently, ClassAction.com has identified
real estate as having a “disproportionately
high” number of misclassifications of inde-

pendent contractors. They are actively seeking members for a class action suit in real
estate. If they succeed, the rampant violations
of Independent Contractor laws among agent
teams could bring down both teams and their
brokerages alike. If you supervise agent teams,
make sure they are in compliance with the
Independent Contractor laws!

On a Roll

Prediction #3: “Surban” Properties
John Burns, the author of Big Shifts Ahead,
coined a new term, “surban” to describe a
suburban area that has the feel of urban, with
walkability to great retail from a house or
apartment. As compared to McMansions that
receive 12-45 percent less views and take 73
percent longer to sell, surban properties will
garner premium prices as millennials seek the
benefits of an urban lifestyle, coupled with
their need access to family housing and good
schools as they marry and have children.
Prediction #4: Younger millennials and
Gen Z become “Gen Buy”
Unlike the millennials who graduated from
college prior to 2012, those graduating after
that date are finding jobs right out of college.
As a result, younger millennials will pay off
their student loans and put aside money for
a down payment more quickly. In 2018, look
for older millennials to lag behind as “Gen
Rent,” while the younger millennials and Gen
Z transform into “Gen Buy.”

Prediction #5: Bipartisan deal on
Infrastructure
Congress will pass a bipartisan deal on infrastructure. These massive spending projects
will continue to fuel the hot economy. Due
to the fires and hurricanes, however, we are
already seeing shortages of construction
workers and materials. These shortages will
become even more pronounced in 2018, driving the prices of housing even higher.

Prediction #6: Credit unions and local
lenders
Dodd-Frank dramatically increased the cost of
compliance for mortgages, forcing many credit
unions and local banks out of business. For
example, one lender reported that their compliance costs per mortgage increased from
$7,000 to $13,000. Trump wants to eliminate
Dodd-Frank’s onerous credit requirements.
Look for Congress to back him up, creating a
new heyday for credit unions and local lenders.
It looks as if 2018 may be one of the
best years ever to be in real estate.

Success Mentor Spotlight

Ten Tips on
Delegating
One way to manage your time more effectively is to delegate work to others on your
staff or to contract workers you hire for specific projects. I often hear such comments
as, “It takes too much time to delegate.” “If I
delegate the work there is no guarantee that
the work will be done properly. "It is just
easier to do it myself.” “No one can do this as
well as I can.”
If others who have a lower hourly rate
can do the work while you focus on the
work only you can do, your cash flow improve.
Tip 1: Be specific about what you want
done. Be clear as to the purpose of the delegated work and what kind of results you
expect. Take the time to answer the person’s
questions. This takes less time than redoing
work.
Tip 2: Set a realistic deadline for the delegated work and make sure that this is work-

his/her approach and to take the initiative to
do something differently or do it in a bigger
way (as long as you get the results you are
looking for!).
Tip 7: If you want to use the delegation of
the task (problem) as a way to develop a
member of your staff or a contract worker,
leave time in your schedule to provide
enough detail as to how to go about getting
the task done as is necessary for that particular person. (Developing a team member
means eventually you will not have to give as
much direction.)

able for the person to whom you are delegating the work.
Tip 3: Give the person the information he/
she will need and point them toward other
resources he/she may use to complete the
work

Tip 4: Be available for questions and require
periodic progress reports.

Tip 5: If you are delegating because you have
so much to do that you do not have time to
give explicit instructions, be sure to delegate
to a member of your team or a contract
worker who can do the work with a minimum of direction. Perhaps they have done
this job before or they have had experience
with similar projects.
Tip 6: Once you delegate to someone who is
well equipped to handle the task, allow the
person space to be imaginative in

Tip 8: Have a system to report back to you
so that you get feedback without being constantly interrupted during your day. Have a
list of critical dates so that you get the feedback regularly.

Tip 9: Keep a log of all the projects you delegate and their status. Update the log as you
get feedback.
Tip 10: Give credit and praise for the successful completion of the task or solution of
the problem.					
Alvah Parker has been a professional
coach since 1998. She helps clients find the
spark within themselves! The spark lights
the way for your journey to find the work
you were meant to do. The spark also will
keep you energized and enthusiastic as you
learn how to be happy at work now and in
the future.

Tears, Grit, and Inspiration

H

ow do you react when you experience a significant business
challenge, a major illness, or loss of a loved one—do you let it
stop you or do you rise from the ashes and keep going?

As part of the California Association of Realtors (C.A.R.) Women’s
Initiative, I interviewed a cross-section of 25 women brokers. The
challenges they shared included blatant discrimination, bankruptcy,
betrayal by partners, major illnesses, and the death of loved ones.

What struck me most about how these women handled these life challenges was their attitude; rather than lamenting their fate or whining
about the unfairness of it all, they kept working, found time to give
back to others, and in the process, not only survived, by thrived.
I Want to Double My Agent Count in the Next Year
I first met Barbara Lynch several months ago. Her goal was to double
her agent count in the next year. She was also moving into a new office space to accommodate today’s mobile agent culture and to better
serve her company’s clientele. By the way, Lynch is 82.

When Lynch first started in the business, she had five children. She
waited until the youngest was in kindergarten and obtained her Colorado sales license in 1972. She was greeted with resentment and snide
remarks telling her that, “She ought to be home making cookies.”
Fortunately, her broker encouraged her to ignore these comments and
to do well. As Lynch explained, “I had five kids to put through college.”

She and her husband eventually went on to open their own company,
but Lynch had to take on running the brokerage alone when her husband became seriously ill. Her response to the question, “What keeps
you up at night?” sums up her approach:
Nothing keeps me up at night—there are benefits of age. I understand
that you don't sweat the small stuff and it’s all small stuff. After Frank

had his aneurysm, survived lung cancer, and then had prostate cancer,
and now he’s cancer free—that’s what I think about at night, but I don’t
worry about it.
Lynch’s advice to her younger colleagues:

Study, learn, and persist. If you lose a transaction, go out and look for
another one—don’t wallow in your failure; instead, glory in your success!
You Need Your Husband’s or Your Father’s Signature
When Eva Garcia started her real estate career, she was the youngest
member of the Sacramento Board. The old-timers told her to get another job because, “you will never succeed in this business.” Fifty-four
years later, Garcia’s business and volunteer work have left an indelible mark on both the real estate industry and her community as well.
[More]

Most people don’t realize that until the 1970s, women were unable
to obtain a credit card or a mortgage without their husband’s or their
father’s signature on the application. In 1978, Garcia, along with other
members of the National Association of Business Owners, sponsored
a bill (HR 2020) that allowed women to obtain credit on their own. As
Garcia explained,

In the late 1970s, I sold a house to a TV anchorwoman. The lender refused to give her a loan without a man’s signature. I told them, ‘She’s
earning more than any of you” and they also heard from my attorney. My
client got her loan.
Garcia has a long list of “firsts:” first Latina broker in Sacramento, first
Mexican-American member of the Sacramento City Unified School
District board, and founder of La Familia, an organization that provides
support job, health, and education assistance to low income, at-risk
youth and families in Sacramento County.
She also has been an outspoken advocate of women starting their own
businesses. Garcia was invited by the International Association of
Realtors to help other countries set up better systems for their real
estate agents. She explained what happened when she went to

Columbia—a classic illustration of how she has coupled her advocacy
with humor.
Many of the most successful salespeople were women, but they all
worked for men. I told them that they should start their own business.
The people who were sponsoring me said, “We don’t want you to tell
them that.”

At the end of my session, I thanked my hosts and told the audience, “Men
shouldn’t be afraid of women in business. After all, we could never be as
successful as they are—we don’t have a wife!”

Arnold explains her approach to these issues:

You have to be prepared to deal with obstacles, to provide ways to solve
the problem, and then find creative ways to get the buyers into the property.
Arnold has these words of wisdom for those times when you may be
coping with life’s greatest challenges:

Since 2004, I have lost my husband, my daughter, and my son. Continue
to move forward—stay involved—that’s the medicine.

“Continue to Move Forward, Stay Involved—That’s the Medicine”
Evelyn “Mom” Arnold is one of the most beloved women in C.A.R. due
to her tireless service to her community and to her Realtor family. At
age 84, she has faced it all—discrimination, death, business setbacks,
but all the while leading with grace and dignity.

The sudden death of her son from a heart attack was a major blow to
her company’s production and to her personally. Her son had become
President of C.A.R. and died only a few months after he left office. Arnold has been fighting to hold the company together as she grooms her
grandson to take over.

At the beginning of my career in 1965, there was blatant discrimination.
I was working as a cosmetologist at the time. My husband and I purchased investment property and worked with a white broker.

I’ve been given a gift by my church and my Realtor family who have been
there to support me. My “adopted daughters and sons” encouraged to
me not to hide, but to keep going on. There are so few minority women
in real estate, especially at the association level. I encourage my Realtor daughters to get involved and to be an example for others—it’s important to always be mindful of that. Give thanks for your blessings and
share them with others.

Arnold described how she first entered the real estate business in
1965.

When I got my license, I went to her to see if she would hire me. She
thought I might hurt the production of her company. People of color
were not accepted. The only thing that I recall is that I didn’t accept it as
an obstacle. I didn’t think about it. It happened, but I didn’t let it discourage me. The broker referred me to a REALTOR® of color. Later, I opened
my own office.
Brokers who work with minority communities often face a wide variety of issues that seldom exist outside these communities, especially in
terms of obtaining financing. Appraisals consistently come in low, clients often have lower credit scores, and banks often engage in redlining (refusing to make loans based upon a property being located in a
predominantly minority area.)

She credits her church and her Realtor family for helping her to weather the storm.

Arnold, Garcia, and Lynch epitomize what is best about our industry.
Their lives remind us how that we’re here to serve others, to approach
challenges with grace and humor, and to keep working at being part of
the solution rather than part of the problem.

What’s Trending Now

See Your Accountant ASAP, Compass, and Centriq: A Must-Have App
Big changes are ahead with the new tax
code, Compass is causing headaches for
competing brokers, and there is a new
app you and your agents will want to start
using right away—best of all, it’s free!

See Your Accountant ASAP
With the new tax code, rates have been
lowered across the board. It’s important
to have a tax professional evaluate your
current tax situation. Lowered marginal
rates should translate into less estimated
tax payments for you. If you have been
taking state income tax or property tax
deductions that exceed $10,000, however,
you may need to pay higher estimates
to avoid having a much bigger tax bite in 2018. Start planning today
to keep more of your money now or to be adequately prepared for a
higher tax bill on April 15, 2019.
Compass—Innovative Game Changer or Same Old Same Old?
Wall Street and the real estate media are all salivating over Compass.
It’s hard to ignore the fact that Compass has raised almost $500 billion
in funding. The Compass recruiting model that includes hefty signing
bonuses is certainly causing headaches for its competitors.
While the press lauds their technology, their success seems to have
largely come from recruiting top-producing, luxury agents with hefty
signing bonuses. This model dates back as early as the 1970s when

Harleigh Sandler (the precursor to Rodeo Realty in Beverly Hills) rewarded their top producers with lavish Caribbean vacations and mink
coats.
Furthermore, reports on the street say that the agents who have
moved to Compass are still conducting business the same way they
always have. This begs the question, how valuable is all that cool technology if their agents aren’t using it?

Fantastic App that You Can Also Private Label—Get Centriq Now
While there are a wide variety of tools that assist clients in locating
properties and guiding them through the search process, there is very
little that assists them once their transaction closes.
To illustrate this point, where do you go to find the owner’s manuals for that nine-year old dishwasher? Is there a recall notice on the hot
water heater or any of the other small appliances that your clients may
already own? Where can they find qualified contractors to help them
with repairs? And by the way, how often should you water and fertilize
the fruit trees in the back and where can you go to find the exact fertilizer they need? A new app called Centriq has the answers and brokers
and agents can private label it for $5.00 per listing, per year.
Here’s how Centriq works to help your agents get more listings.
When your agents go on a listing appointment, have them photograph
the serial numbers on the appliances and enter them into the Centriq
app. Centriq automatically generates the owner’s manual as well as
whether there is a recall notice on the appliance in question. The app
also provides vetted home repair professionals through HomeAdvisor.
com.
To learn more, listen to the full podcast.

A sale is not something you pursue, it's what happens to you while you are immersed in serving your customer.

																					

—Unknown

Podcast of the Month
Christine Lee: Online
Meets Offline, Old School
Meets New School
This month we are pleased to welcome Christine Lee of SeizetheMarket.com. Christine has
been an agent, a very successful team leader,
and has built a sensational application that
lets you and your agents conduct your business from one single platform. One of the cool features about this app
is that it notifies your agents of incoming hot leads every four hours. It
also makes sure that past clients are getting the correct communications
from you and/or your agents. This is one of the best ways to avoid losing
“a forever” client to a competitor when an agent doesn’t stay in touch.
Here’s what she will be covering.

• New school strategies are about technology, but the bottom line is
there is one old school call to action that gets double the results of
anything you can do—encourage your agents to use a call to action on
every communication, flyer, or any other chance they have.
• Why your brokerage and your agents need multiple phone numbers
for different types of advertising and how to use them.
• How agents can put circle prospecting to work on their next listing.

• How to create a bullet proof past client follow up system where you
and your agents will never lose a forever client for failing to stay in
touch.
• Why the oldies but goodies provide the foundation upon which all
your tech solutions should be built.

Listen Now!

The one thing buyers need in 2018: Education
by Tracey Shell, Vice President, Director of Marketing Communications, Down Payment Resource
Rob Chrane, the CEO of Down Payment Resource,
recently observed that during the many years he
worked as a real estate broker, many of the most
successful agents he recruited and trained were
also former teachers. When agents begin with
education and service before selling, buyers take
notice. Furthermore, they share your information with others as well.
Today, study after study shows how little firsttime home buyers know about the path to homeownership, especially when it comes to down
payment requirements and options. In fact, the
biggest problem for first time buyers isn’t that
they don’t qualify to buy a home, it’s that they
think they don’t qualify. Today’s market requires
real estate agent and mortgage loan officer
“teachers” more than ever.
What you don’t know can hurt you
A new report out from Urban Institute found
that only 23 percent of consumers are familiar
with low down payment programs. Forty percent say they do not know how much of a down
payment lenders expect and another 30 percent
erroneously believe that lenders expect 20 percent or more.
Unfortunately, more new buyers--those who
don’t have equity from a prior sale to fund their
down payment--are leaving money on the table
because they don’t know about the homeownership programs available in every community.
How much money? Like most things in real

estate, it's all about location. In New York City,
for example, the report found that, on average,
homebuyers were eligible for eight homeownership programs with an average assistance of
$13,484.

While homes today are still affordable, rising
interest rates and home prices are preventing many buyers from saving for their down
payment and getting into a home. Moreover,
ignorance about down payment options has
kept renters from buying homes, especially
where smaller down payments make buying
a home cheaper than renting. Urban’s report
concluded the industry needs to increase the visibility of these programs and to ensure that the
borrowers in mortgage transaction know about
assistance they could be getting.
The conversation starter you need for your
business
First-time homebuyers are the future of the market. They’ve been sidelined for years. We know
they want to buy -- the aspirational goal is still
intact. They simply need to see a path forward.
Educating your agents and their clients about
low–down payment mortgages and down payment assistance can be an impactful way to help
these buyers become homeowners. Most buyers
don’t even know to look for these options. It positions your brokerage and the agent as a valuable resource in their path to homeownership.

I believe in today’s real estate “teachers.” As the
broker or manager in your office, helping your
agents understand the full range of options for
buyers will be rewarded with more commissions,
referrals, and the satisfaction that comes from
helping people become successful homeowners.
Find out how your market ranks
We helped provide data to Urban Institute about
down payment programs for 20 MSAs. Check to
see how your market ranks. You can also use an
interactive map to see how your state ranks in 16
housing market factors.

Office Meeting Tips for February 2018
Having trouble coming up with a timely topic for this week’s office meeting? If so, here are our office topic meetings for this month.
Week of February 5, 2018

How to Avoid a Moving Day Train Wreck
One of the greatest sources of difficulty at closing time occurs when
the sellers don’t leave the property in a timely manner, the deal doesn’t
close on time, or the property is dirty. Here’s the outline for this segment of your meeting:
1. Ask, “How many of you have had a moving day “train wreck” where
the buyers had to be in and the sellers weren’t out on time?”
2. Ask for two or three shares about what happened.

3. Ask, “What could we do to avoid having this happen to us on future
transactions?”
4. Here’s another approach from Bernice Ross. Read the following:

To avoid having a closing day train wreck, tell your buyers to plan on
moving into their new home 2-3 days after the transaction closes. This
way, if the seller doesn’t get out in time, you have some wiggle room.
Also, suggest that your buyers have a cleaning crew scheduled to
come in the day after closing to clean up what the seller may not have
had time to clean. As a rule of thumb, it’s better to have the buyers
expect the house to be dirty and be pleasantly surprised when it’s not.
5. Ask, is this a workable strategy and if so, why or why not? Be open
to both the pros and the cons.

6. What are some of the objections that you might hear from your clients about this approach and how might you overcome them?

Week of February 12, 2018

Have Buyers Select Their Multiple Offer Strategy Up Front
If you’re in a market where there are still multiple offers, it’s important
to help your agents to prepare their buyers for being in a multiple offer
situation. It’s common for buyers to question whether there actually is
another offer. The smart move is for agents to discuss this possibility
when first start working with the client or at least prior to writing an
offer. Here are your discussion points.

1. How many of you have represented a buyer in a multiple offer situation recently?

2. How did your buyers react to that situation? Did you take any steps
to help them prepare for a multiple offer before you started showing
them property and if so, what did you do?
3. The strategy below works quite well. The best way to use this in
your meeting is to weave in the agent’s thoughts and experiences
wherever possible as you discuss this topic. Here’s the agent script
that you can print out or email to your agents.

Mr. and Mrs. Buyer, we sometimes have more than one offer on a property. This is called a multiple offer situation. I can’t tell you whether
this will happen in your case, but if it does, which of the following options would you like me to pursue on your behalf?
The first option is to treat the multiple offer as if it were a regular offer
situation. Just stay the course and don’t worry about what anyone else
may be offering.

The second option is to make an offer very close to the asking price.
If you really want the house, the third
option to offer the full asking price.
If your life will be ruined if you don’t get the house, then you can offer
over asking price.
The final option is to withdraw from the negotiation. Of these choices,
which one would work best for you?
4. How do you think this approach would work with your clients?

5. Close by saying, “If your buyers do find themselves in a multiple offer, be sure to verify which option they want to pursue.”
Week of February 19, 2018

Should You Be Available to Clients Your 24-7?
This is one of the most common traps in the real estate profession.
Agents often feel that they must be available to their clients all the
time. The underlying cause is that the agent is afraid their connection
isn’t strong enough to withstand them not being available the exact
moment they a client wants them. Depending on the size of your office,
you may have two different camps—those who never succumb to this
behavior and those who do. Questions to ask:
1. How many of you believe that you need to be available to your clients pretty much 24-7 to succeed?
2. How many of you disagree with this approach?

3. Those you who feel you must be available all the time, how do you
handle those times when you’re out of range of your cell service,
you’ve used up all your battery, or you need to be present at a special occasion that can’t be interrupted?

4. Those of you who disagree with this approach, what do you say to
your clients about your availability?

5. What are some other ways that you can make your clients feel like
you’re in touch regularly without having to always be and their beck
and call?
6. Here’s are two additional strategies that you can recommend:

To break this pattern, take the initiative by contacting your clients
regularly rather than reacting when they contact you. Send them
weekly updates on showings, call or text them at least once a week
to let them know what’s new in their market area and what has sold,
as well as updating them with your marketing plan each week. The
biggest complaint about the real estate profession is that agents don’t
stay in touch—not that they aren’t available the moment the client
called.
Let your clients know when you are available. For example, you could
say, “I check my text messages and email regularly throughout the
day until 7:00 p.m. After 7:00, I turn off my phone to spend time with
my family. I do check my messages and email prior to going to bed in
case there is an emergency that needs to be handled first thing in the
morning. Does communicating by text message or email during these
hours work for you and if not, what would work?”

7. An important takeaway from this discussion is to remind your
agents, always communicate with your clients the way they want to
communicate with you. If they text you, text them back. If they call,
call them back.

Week of February 26, 2018
Will you discount your commission?
Bernice’s classic book, Waging War on Real Estate’s Discounters, is
packed with great scripts and strategies for handling the discount
objection. This is an excellent book to use for an office book club. Unfortunately, most agents are woefully unprepared to handle the commission objection and often cave in to the seller’s or buyer’s request
to reduce their commission. Having an office meeting on this topic
and hearing what your agents are saying may send shivers down your
spine, but not to worry. We have some great scripts to share with your
agents. Questions to ask:
1. How many of you have been asked to discount your commission
recently?

After you deliver the script, wait for the
seller to respond. Remember, the first one
who speaks loses. The power here is in
the question. Rather than having to defend
your position, the question forces the seller
to consider a serious issue about the other
agent—in other words, can the other agent
be a strong enough negotiator to get the
highest possible price for my property.
Handling a commission cutter in your
own office
So, when a seller says to you, “Jane Agent
from your office offered to list our house at five percent,” here’s what
to say.

3. How did you respond to their request?

So, Jane was willing to reduce the commission by 17 percent, is that
correct? (Wait for the sellers to respond.) When they say yes, continue
by saying:

5. Here are two scripts for two different scenarios. (You can print these
out or email them to our agents if you would like.)

Don’t say another word until the seller answers. Remember, the
first one who speaks loses and NEVER say anything negative to a client
about another agent or anyone else for that matter.

2. Who asked you and what did he or she say?

4. Has anyone used a strategy that persuaded the seller who asked for
a discount to list their property at a full commission and if so, what
did you say?
“The other agent will take five percent.” When you hear this objection, here’s how to respond:

Mr. and Mrs. Seller, in order to obtain the highest possible price on
your property you need a powerful negotiator, wouldn’t you agree?
(Wait for their response. Almost everyone will say yes.) Then how effective do you think John will be in helping you get the highest possible price
when he couldn’t even negotiate a full commission on his own behalf?

Hmmm I wonder if Jane would give up be willing to give up 17 percent
of your equity as easily as she gave up 17 percent of her commission.

Quick Hints
Tips to Build Agent Profitability
“Quick Hints” allows you stay in regular contact with your
agents, even when they don’t make it into the office. Each week
we will provide you with at least two pre-written communications for your agents. Here’s how to use each type:

1. Profitability Tips
Each week our profitability tips provide your agents with a
single strategy, system, or tool to help them become more
profitable. You can email these tips, post them on a private
Facebook page for your agents, or use them to create a video
email.
2. Thought of the Week
These are inspirational quotes that can help agents stay
focused and on track. You can send them as a text message,
tweet it on Twitter, post it with a photo or image on Instagram, or use it to create a quick video email each week.
Week of February 5, 2018

Profitability Tip: Three Ways to Create Videos Your Client
Will Share with Their Friends
Using video is one of the best ways to build your business. If
you want a video that your clients will send to their friends,
meet the buyers at the property immediately following the
closing. Next, record them unlocking the door and walking
into their new home for the first time. One word of warning,
however. Be sure you have checked the house prior to closing
to make sure there are no unexpected surprises when the new
homeowners arrive. By the way, this is also a great time to ask
for a video testimonial as well.

Thought of the Week:
The next time something goes wrong or you feel that you have
failed, remember this quote from Roger Babson:
Keep in mind that neither success nor failure is ever final.
Week of February 12, 2018
Profitability Tip: WAIT Before You Open Your Mouth
Have you ever lost a deal because the other agent at a showing
or open house talked too much? To avoid having this happen to
you, the next time to feel compelled to give your opinion when
it hasn’t been asked for, remember the acronym, WAIT. This
stands for, “Why am I talking?”
A simple cure for this problem is to ask “how” and “what”
questions. Make sure that you also take notes on what your client says. Taking notes shows your clients you are truly listening and hearing what they have to say.

Thought of the Week:
Long term success requires planning and action. Failure requires
neither plans nor action.
—Elizabeth White

Week of February 26, 2018

Week of February 19, 2018
Profitability Tip: Don’t Let Your Past Clients Get Away!
The typical client knows 6 to 12 real estate agents. In most
cases, when a buyer or seller is ready to transact, they hire the
agent they have seen or spoken to most recently. Consequently,
call least five people in your database every day. You can wish
them a happy holiday, share a useful piece of information, or
let them know about an upcoming event that they might like to
attend. If you hate using the phone, send them a text message
or contact them on Facebook messenger, Instagram, or Twitter.

Thought of the Week:
Success usually comes to those who are too busy to be looking for
it.
—Henry David Thoreau

Profitability Tip: Shift from Fear-Based Marketing to
Safety-Based Marketing
The news is packed with fear-inducing events—fires, floods,
erupting volcanoes, hurricanes, potential war with North Korea, and terrorist attacks. In good times, people respond well to
messages such as, “If you don’t buy now, you may miss the best
interest rates in your lifetime.” This statement is fear-based.
In times like we’re facing today, people respond poorly to fearbased messages. A better approach is to focus on being safe.
For example, “Mr. and Mrs. Buyer, if you buy now with a fixed
rate mortgage, you can feel safe and secure in knowing that
your mortgage payment will be the same for the next 30 years.”

Thought of the Week:
It’s is often hard to distinguish between the hard knocks in life
and those opportunities that are knocking on that closed door.
—Cliff Meyer

