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Our "Office Meeting in a Box" includes  
sessions on how agents can be more  
effective by working with a concept called, 
“cycle time,” strategies for systematizing 
listing presentations, how agents can make 
their boomer business boom, plus the 
secret of coping with incompetent agents 
and service providers. 
 
We wrap up the November Edition of UP! 
with our favorite Thanksgiving column 
called, “Creating Abundance.” 

Happy Thanksgiving!

Welcome to the November edition of UP!, 
the digital magazine tailored specifically to 
support the broker-owners and managers 
in the residential real estate industry. We 
sincerely hope that you enjoy it.
 
This month’s “What’s Trending Now” can 
be summed up in a single word: volatility. 
Important trends to watch include more 
increases in inventory, (although demand 
promises to keep prices flat or increasing 
in 2019), the trend towards one-stop shop-
ping inside mega-companies versus the 
explosion of small brokerage models, plus 
Trulia co-founder Pete Flint’s three trends 
he believes will completely transform real 
estate as we know it. 

This month’s "Spotlight" focuses on the  
reasons agents change offices and the  
tell-tale signs to look for when agents are 
thinking about leaving. 
 
With Thanksgiving coming up this month, 
Ron Kubek joins us for a powerful session 
called, “Moving from Success to Signifi-
cance.” Kubek focuses on how giving back 
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has changed his life and has improved his 
business. 
 
Byron Van Arsdale shares his take on how 
to suppress the on-going negative chat-
ter in your head in “Taming Your Imps and 
Gremlins.” 
 
Tracey Shell shares the most recent  
research from the Urban Institute that  
provides an in-depth discussion of the  
barriers that are preventing renters from 
purchasing. 
 
Joeann Fossland has a timely business topic 
that you can use now or in early January 
on business planning. In this article, she 
identifies the seven deadly mistakes agents 
often make when it comes to their business 
plans. 
 

In this Month’s UP! 



As we enter November, “volatile” seems to be the best word 
to describe what is ahead. Who will win the election? Will the 
House and Senate change hands? Will the stock market con-
tinue to fluctuate wildly? Will the Fed continue to increase 
rates and thereby reduce affordability and drive prices down? 
What does the recent $440 million round of funding for both 
Compass and Open Door mean for the business, especially 
in light of the fact that this funding came through Softbank of 
Japan and half of it originated in Saudi Arabia? What happens 
if the U.S. decides to reduce ties due to the murder of journal-
ist Jamal Khashoogi?  
 
What we do know is that markets abhor uncertainty and some 
of the current volatility should decline after the election. While 
these macro forces are at play, the real issue is how will you 
navigate through this tumultuous time, especially if your mar-
ket is confronting a serious slowdown and perhaps even a 
transition.  

Here are several other key trends to watch for as we head into 
the final two months of 2018. 

Inventory Rising but High Demand 
Keeps Prices Strong in 2019

According to Redfin Economist Darryl Fairweather, the lack of 
new homes construction and new listings will continue to keep 
prices at current levels, especially in light of the overall strong 
economy and continued strong demand.

NAR reports that even though existing home-sales had fallen 
to a three year low with six straight months of declines, the 
median home value has increased to $258,100, up 4.2 percent 
year over year. Nevertheless, September inventory increased 
nationally from 4.2 months to 4.4 months. 
 

What’s Trending Now

The result has been that we’re seeing more listings coming on 
the market, especially as rates increase and sellers fear their 
properties may decline in value. Furthermore, price reductions 
are occurring much more often, most notably in the high end. 
Nevertheless, the consensus among most economists is that 
prices in 2019 will stay steady or perhaps increase by a few 
percentage points. 
 
So, what does this all mean to you? Given that all real estate 
is local, the question is where does your market stand at this 
moment? If the inventory in your marketplace has been in-
creasing and if you’re nearing the six month mark in terms of 
months of inventory currently available, there’s a high prob-
ability that your market could shift into a buyer’s market. If 
this is the case, the most important thing you can do is to 
have your agents shift their attention to the parts of the mar-
ket where demand is strongest. Also, it’s time to dust of those 
scripts and strategies from the previous downturn so that you 
will be ahead of your competitors who haven’t yet begun to 
prepare for the shift. 

Big Brands Move to One-Stop Shopping 
as Niche Brokerages Increase

For a number of years, there has been a growing trend where 
the mega-real estate companies continue to add numerous 
services to their offerings with the ultimate goal of gaining 
customers for life. Lenders have jumped into the fray as well 
as companies like Zillow. 
 



Last week Realogy announced the creation of two new brands 
that will be franchising to serve different market niches not cur-
rently served by the current brand offerings. According to Inman 
News: 

In a double-barreled play to leverage brand identity and work 
culture, the new Corcoran and Climb franchises will target 
franchise opportunities in global metropolises and leisure 
destinations, senior executives for both companies told Inman. 
Realogy, the parent company, plans to begin selling franchise 
agreements early next year.
 
Corcoran will be expanding to the West Coast and interna-
tional luxury destinations. In contrast, Climb will focus on a 
mobile-enabled approach to its products and is eyeing domes-
tic urban markets. 

 
In a different play, eXp Realty is acquiring VirBELA, the virtual 
reality platform that operates the company’s cloud-based vir-
tual world. Their plan includes making separate “rooms” on their 
platform for teams and even countries, allowing them to expand 
outside their current user base in the U.S. and Canada. They are 
also acquiring ShowMeNow, and on-demand home tour app that 
allows prospective buyers to gain immediate access to homes. 
 
In contrast to Realogy which franchises, eXp operates as a single 
brokerage in all 50 states and in three provinces in Canada. 
 
While the giants battle it out, an opposing trend is the explosion 
of agent teams, many of whom are now shifting into the small or 
boutique brokerage model. The bottom line is that small brokers 
who carve out and own a specific set of niches in their local mar-
kets, will continue to thrive. For those caught in the middle, the 
consolidation and buying trend among the large companies is 
still going strong, but the landscape for mid-sized companies has 
increasingly become more difficult. 

Three Trends Defining the Future of Real Estate 

Pete Flint, one of the co-founders of Trulia offers his perspective 
on how real estate will change due to technology. [Source:  
Inman News] Those three trends include:

1. Alternative transaction models
Flint sees consumers taking more control of the transaction 
and new companies emerging will speed up the financing, 
title, and real estate purchase process while simultaneously 
reducing costs. According to Flint: 

The current transaction process is enormously costly (costing 
tens of thousands of dollars including commission, title costs 
and other fees). It’s also time-consuming: On average, it takes  
4.3 months to buy a home and 2.8 months to sell.
  
The resulting illiquidity of the asset class and the frustration 
consumers experience create a clear opportunity for innova-
tion. Startups such as NFX portfolio company Ribbon (which 
partners with agents on the homebuying side) and Opendoor 
(on the home selling side) have already begun the transforma-
tion, and more companies will inevitably emerge as the nature 
of the real estate transaction continues to change.

2. Alt Living
The current housing supply on average is 37 years old and is 
designed for family living. With the median age of marriage 
increasing and a decline in the birthrate, Flints sees an explo-
sion of new rental models. He points to AirBnB, short-term 
rental companies such as Sonder and Pillow, more corporate 
housing models, plus co-living startups such as HubHaus and 
Common. 

3. Tech-Enabled Construction 
Flint argues that the home improvement sector will continue 
to remain strong. In terms of new construction, look for 3-D 
printing and robotics to make major transformations in terms 
of how properties are constructed and the supply chains that 
serve this sector. 



Do you know the main reasons that cause 
agents to move to a competitor? The real 
reasons may surprise you. 
 
What are the red flags to look for that 
indicate an agent is thinking about leaving 
your office? The list below is based upon 
the 2017 and 2018 WomanUP! research 
from the California Association of  
Realtors, which I authored. If any of these 
apply to you, address them now before 
your agents take flight elsewhere. 

1.  Lack of a strategic plan
Up to 95 percent of all businesses that 
fail lack a business plan. Sadly, execu-
tives at major franchise organizations 
are often appalled by how many of 
their franchisees choose to operate 
without a business plan. If a manager 
or broker/owner doesn’t have a plan, 
how can they possibly assist agents in 
creating a viable business plan for their 
businesses?

2. Hiring the wrong recruits
Top performing agents do not want 
to be surrounded by low producing 
agents. The late Jim Gilreath described 
this best when he said, “The eagles 
don’t want to hang out with the ducks.” 
Managers who lack clear hiring  
standards are at risk of losing their  

top producers to offices who enforce 
production standards. 

3.  Expecting top producers to mentor  
  new licensees

Today we are facing the toughest real 
estate market in decades. Agents at all 
levels need on-going training to keep 
pace with the rapidly changing technol-
ogy environment. They also need train-
ing on how to negotiate with  
clients from the various generations, 
how to keep up with a constantly 
changing regulatory environment, 
plus plain old sales skills. Agents usu-
ally look to their manager, not an-
other agent in the office, to help them 
achieve these goals. 
 
Furthermore, having individual agents 
train new agents means you will have 
inconsistent results because you like a 
core foundation of your training. If you 
want a comprehensive new agent sales 
training that is 24-7 and online that  
really works, visit  
RealEstateCoach.com/newagent

4.  Failure to reinforce the value and  
  the tools that the company provides

A major complaint from most big firms 
is that they spend millions of dollars 
creating great agent tools and their 

agents never use them. The reason 
is simple. Agents either aren’t trained 
on how to introduce these tools to 
their clients or they take the tools for 
granted and forget to mention them. 
It’s up to the office manager to keep 
the brand proposition in front of their 
agents on a regular basis. 

5. Forgetting the value of appreciation
Agents want to know that their leaders 
see what they do and to be acknowl-
edged for doing it. Managers who  
always carp about what’s wrong rather 
than focusing on the agent’s wins often 
experience high agent turnover. In  
contrast, managers who take an inter-
est in the agent’s business and per-
sonal life, as well as being their agents’ 
biggest cheerleader, often have little 
to worry about in terms of their agents 
going elsewhere. As Zig Ziglar says, 
“People don’t care how much you know 
until they know how much you care.”

6. Failure to keep pace with technology
The office manager does not have to be 
a tech guru, but every office does need 
a tech support person who can help 
agents integrate  the latest tech tools 
in their business. If the office lacks this 
resource, the agent may seek a more 
technologically savvy company.  

Spotlight

Nine Reasons Agents Change Offices



7. Competing managers
A major complaint from agents concerns 
managers who compete with their agents 
for listings. Even if the managers have 
their own database of clients, there is still 
the perception that they cherry pick the 
best leads from the company website and 
other sources. Virtually all agents prefer 
to work in an office where there is no 
competition from their manager. 

8. Lack of clear office policies and 
 procedures

Office disputes can trigger major upheav-
als that can cause agents to go elsewhere. 
One of the best ways to avoid disputes is 
to have a policies and procedures manu-
al. Creating guidelines puts everyone on 
notice regarding what is expected. The 
second key point is that these guidelines 
must apply to everyone. There’s noth-
ing more exasperating to agents than 
the perception that there are two sets of 
rules—one for the manager’s favorites 
and a different set for everyone else. 

9. Fees without adequate benefits
Various companies have decided to in-
crease their fee structure. Unless the 
agents see that the increased fees are 
providing a tangible benefit for their busi-
ness, they may start searching for a place 
where it costs less to do business. 

If you have lost an agent to another office, 
were any of these reasons applicable in your 
case? If so, take immediate steps to rectify 
these issues now so you don’t lose additional 
agents.  





Moving from Success 
to Significance

This month Ron Kubek, one of the top agents 
in North America, shares the secrets of his 
stellar success. This inspiring session is called, 
“Moving from Success to Significance.” Here 
are just a few of the topics that he will be  
covering: 

• How to build your business by building a 
life of service.

• Strategies for creating unshakeable  
confidence.

• Stop talking about sales and start talking 
about how many people you helped  
today. 

• Do you have a job or business?

• Give with your heart, not just your dollars. 

• Simple ways to start your journey—it’s  
really worth it. 

• How to use an escalation clause to win.

Listen Now!

Podcast of the Month



Grow Your Leadership Skills
Taming Your Imps and Gremlins
by Byron Van Arsdale 
Master Certified Coach, Co-Owner, RealEstateCoach.com

Long before psychology came into existence, 
Edgar Allen Poe was actively exploring how 
human beings inexplicably create chaos and 
self-destruction in their lives. In his short  
story, "The Imp of the Perverse," Poe explores 
the energy within us that has the power to 
cause not only mischief in our lives, but total 
self-destruction as well. 

You may have experienced the “imp” when 
you were driving on a steep, narrow mountain 
road and had the sudden urge to drive your 
car right over the side of the road. While most 
of us resist the imp's urges, it is at the root of 
much of our human pain and suffering.
 
The imp takes many forms and disguises. One 
simple way to spot the imp is to notice when 
you have an overpowering urge to engage in 
behavior clearly harmful to yourself or others. 
The most striking characteristic of the imp is 
there is absolutely no rational explanation for 
engaging in the behavior. 

For example, most people choose to obey the 
law. Nevertheless, even happy, normal people 
occasionally drink and drive, experiment with 
illegal drugs, shoplift, or even physically harm 
another person. In each case, the force driving 
the imp's behavior is instant gratification with-
out regard to consequences. 

 
Another activity the imp uses to create  
irrational behavior is to dredge up the past. 
Since the imp's goal is to wreak havoc, what 
better way to do so than by focusing on what 
has caused you pain and suffering in the past. 
The imp seeks to increase any pain and suf-
fering you may be experiencing in the mo-
ment by piling on all the old pain from the 
past as well. 
 
The imp is even more effective at creating 
hurt, pain, and chaos when it seeks to delib-
erately push another person’s buttons. When 
the imp can successfully provoke a negative 
reaction in someone else, it has gained con-
trol of two people rather than just one. 
 
The imp also loves putting something over on 
another person. The imp views damaging an-
other as a means of showing how smart and 
powerful it is. It exacerbates this situation by 
blocking the link between your consequences 
and actions. In other words, if you shoplift in a 
store and get away with it, the imp often pre-
vents you from seeing the consequence when 
you lose your wallet or lose something else of 
greater value such as your job. 

Avoid Hiring “Imp” Agents 
Most successful real estate professionals keep 
a tight rein on their imps, however, you may 

sometimes end up hiring an agent where this 
is an issue. If this happens to you, here’s an 
example of how a coach helped an agent to 
end his imp behavior. This strategy can work 
for you as well. 

I always thought I was such a great real es-
tate salesman. If you needed to sell where 
there were problems, I was the one who 
knew how to get the deal done. What if I 
took a few shortcuts? My job was to get the 
house sold for the seller—the buyers were 
the other agent's responsibility. 



Even as good as my skills were, it seems like 
I had way more than fair share of botched 
loans, messed up titles, and weird things 
happening to the property about which I 
could do nothing. 

I started working with a coach who asked 
me to focus on raising my standards. At 
first, I didn't put a lot of stock in it. Never-
theless, when I began to raise my standards 
by focusing on service rather than making 
the deal, things became a lot easier. 

Today, I have clients who value my problem 
solving skills as well as valuing my integrity. 
Also, all those weird transaction problems 
seemed to have magically disappeared.   

Types of Imps and Gremlins
Richard Davie Carson in his book, Taming Your 
Gremlin, uses the term “gremlin” rather than 

“imp” to describe the same energy. Carson's 
light-hearted approach helps you to quickly 
spot your gremlin, i.e., imp energy. 

Here are just a few examples of the types of 
gremlins Carson says he has encountered:

1. The “general” wearing a metaphorical mili-
tary uniform so it can dictate all the rules, 
regulations, and "shoulds" you ought to live 
by. 

2. The "artist" who tries to convince you that 
unless you paint your life according to its 
viewpoint, you will be destitute and unhap-
py. Of course, as soon as you get close to 
the goal, the gremlin changes the picture. 

3. The "grim reaper." This gremlin encourages 
you to believe that suffering is not only 
natural, but noble. 

Carson offers a four-step strategy to coping 
with your personal gremlin. 

1. Notice when the gremlin appears. 

2. Search for other options—the more the 
better. 

3. Stay focused on the present by always be-
ing in process.  

4. Draw a picture of your personal gremlin. 
This makes it easier to differentiate the en-
ergy that supports you from the damaging 
energy the gremlin creates. 



According to a new study from the Urban Institute, widespread unfa-
miliarity of how much homebuyers need to save for a down payment 
and lack of knowledge about low down payment options is keeping 
approximately one-third of mortgage-ready millennials in rentals. Even 
more troubling, 65 percent of millennial renters believe they need at 
least 15 percent down to qualify for a mortgage. The truth of the mat-
ter is that the national median down payment by first-time buyers has 
fallen from 20 percent to 5 percent over the past 12 years.

Most of the growth in lower down payments has occurred in federal 
low-down payment options, including FHA, VA, Freddie Mac, and Fan-
nie Mae. These loans now account for 60 percent of first-time buyers’ 
mortgages and represent a 20 percent gain over the past 12 years. 

According to the study, which was commissioned by Down Payment 
Resource and Freddie Mac, only 23 percent of consumers were famil-
iar with low-down payment programs, including the more than 2,500 
down payment assistance programs offered by state and local housing 
finance agencies, The study reports: 

With rising home prices, access to sustainable mortgage credit is 
often possible only with low down payment loans. Down payment 
assistance programs offered through state housing finance agencies 
and by many lenders can help more people achieve homeownership. 
We need to increase the visibility of these programs and ensure mort-
gage borrowers know about available assistance. 

The Urban Institute study also examined two other significant barriers 
to homeownership, credit and affordability. Credit access remains tight 
by historical measures, and median credit scores have risen consider-
ably over the past decade. 

by Tracey Shell, Vice President, Director of Marketing Communications, Down Payment Resource

New Urban Institute Study: Homeownership Barriers 
Keeps Renters Renting



The only credit metric to loosen is the debt-to-income ratio. Despite 
tight credit conditions, the researchers found about 19 million millen-
nials in 31 metros have credit profiles and income that are sufficiently 
strong to qualify for a mortgage and afford a median priced home in their 
market. 

“As the credit box opens, educating consumers about low-down pay-
ment mortgages and down payment assistance is critical to ensuring 
homeownership is available to more families,” the study said.
The study includes two tools to help consumers learn more about 
down payment assistance. An interactive map allows users to see 
and compare 16 market variables for each state and provides links to 
Urban Institute research on access to credit, affordability, and down 
payments. Consumers (and mortgage professionals) can gauge their 
knowledge of down payment assistance by taking a down payments 
quiz.  

Where to find mortgage-ready renters—the chart below taken from 
aa  blog post on September 26 by the Urban Institute’s Laurie Good-
man and Sarah Strochak lists five markets with the highest and lowest 
shares of mortgage-ready Millennial renters.
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Have you started to think about your 
business planning for next year? Creat-
ing a written business plan will generate 
TEN times more revenue than if you don’t 
have a written plan. Because we’re liv-
ing in challenging times, it’s important 
to stretch beyond a business-as-usual 
planning. To thrive, you must not only be 
inventive, you may even need to bold and 
radical. 
 
If you already have a business plan, avoid 
creating your 2019 plan as a rework of 
your 2018 plan. This is especially true if 
you focus solely on the numbers. As you 
build a plan that will pull you forward in 
2019, be on the lookout for the following 
deadly business planning mistakes: 

Mistake #1:  Not Knowing The WHY
What is the real reason you have chosen 
the targets and goals for 2019? When 
planning next year, many look only to the 
production side of their business. They 
don’t consider why they want to make 
those goals. 

Miracles happen when you start with 
your values and use your passion to drive 

towards reaching your goals. If you attain 
your financial goal, what would be pos-
sible? How would it change in your life?  
Why would that be important? Is your 
goal to accumulate more stuff or to have 
a certain quality of life? 

The WHY is the key to your motivation 
and your willingness to stay in action. Ask 
yourself, "Why do I want this?" or "What 
will getting this give me?" until you define 
what is really important to you. With a 
big enough WHY, you’ll be motivated to be 
extraordinary and go beyond the ordinary. 

Mistake #2: Not Planning in the  
Personal First
There is also the WHO. For lofty goals, 
you must take care of yourself and have 
the resources to be extraordinary. It is 
your personal foundation. The higher a 
building, the deeper the foundation. This 
means that self-care is non-negotiable.
  
A good plan will include time for yourself, 
your growth, your family, and your in-
terests. Questions to ask in this process 
include: 

Agent Coaching Guide

Avoid These Seven Deadly Business Planning Mistakes
by Joeann Fossland , Chief Evolution Officer, Advantage Solutions 

1. How much time off you will take each 
week, each month, and for the year?

2. How many hours will you work in an 
ideal week? And when?

3. What health issues do you need to 
manage?

4. How much exercise time?

5. What spiritual, family or personal 
time will you commit to?

Mistake #3: Holding on To Disempow-
ering Beliefs
Your mindset is the most important 
foundational piece of your plan. Henry 
Ford said, ”Whether you think you can or 
think you can’t, You’re right!”  

The commonly held belief “Being in real 
estate is tough” is used as an excuse. 
Does that belief make you feel bet-
ter when you paycheck is less than you 
want? 

Listen to what comes out of your 
mouth. Your spoken word is the outer 



reflection of your beliefs. If you catch 
yourself complaining or embracing the 
negative thoughts, notice and stop it. 
Your circumstances don’t determine your 
results…your reaction to them does.  

If you utter something negative, stop and 
reframe the thought to a different view. 
For example, instead of saying, “Today’s 
real estate market is really tough,” say, 
“This market has unusual opportunities.” 

Mistake #4: Failing to Research 
You may have been wondering when we 
were going to talk numbers. This step is 
what will position you for 2019. Begin by 
looking at the key measurement areas 
from 2018:

1. Your production in both dollars and 
units 

2. Your average sales price 

3. Average days on market 

4. Percentage of listings taken to listings 
sold

5. Percentage of buyers worked with 
and buyers sold

6. Your budget with amounts spent in 
each category

7. Your sales generators (where did 
each piece of business come from?)

8. Any other important measures

Also, ask these four questions:

1. What worked last year? How can I 
increase this?

2. What didn’t work this year? What do I 
need to drop?

3. What niches were strongest? Are the 
conditions the same?

4. What NEW streams are my strengths 
and knowledge compatible with?



Mistake #5: Failing to Look for New 
Opportunities
Last year’s successes can inform, but are 
not the key to success in 2019. Today’s 
market conditions are likely to be differ-
ent as compared to 12 months ago. If 
you haven’t radically shifted your think-
ing and your service and delivery, your 
business will suffer. Here are some ideas 
that can help you sort through these op-
tions: 

1. What new ways of marketing can you 
use?

2. Can you expand your relationships, 
to partner with others that may be  
interested in the same target  
markets? 

3. What benefits exist for your ideal  
clients? 

4. What new market segments are cur-
rently unserved?

5. What are at least 3 new streams of 
income or niches that are a fit for 
ideal clients using your unique skills, 
knowledge, and passion?

New streams of income can position you 
to thrive in the coming years by building 
multiple types of business. Some exam-
ples include: 

1. Learning all about self-directed IRA’s. 
Real estate in a Roth IRA can give 
your clients a tax free way to invest in 
real estate that could outperform the 
stock market. 

2. Maximize your referral income  
opportunities. Expand your think-
ing to increase referrals on purpose, 
rather than by accident!

3. Check out  NAR’s Profile of Home 
Buyers and Sellers to see the latest 
trends.

Mistake #6 Ignoring New Technology
Hopefully, a large part of your business is 
past clients and their referrals. Even so, 
you must keep up with the latest technol-
ogy. Are you poised survive?

Visionary, Stephan Swanepoel said,  
“Hundreds of thousands of REALTORS® still 
remain stuck in a paradigm that is dead. 
The jury is still out on how many will survive 

and how many will retire over the course of 
the next few years.”

Your technology plan and budget must 
be congruent with the needs of your par-
ticular clients and comprise one part of 
your business plan.

Mistake #7: Lack of a Support 
 Structure
Accountability and focus are both criti-
cal to creating the implementation that 
yields results. Even with a good plan, if 
you lack the structure  to stay focused, 
you’ll fail. Additional questions include: 

1. Who or what helps you stay on track?
 
2. Could a partner help hold you  

accountable?

3. Can a coach help you see a bigger 
picture? 

Without a strong accountability system, 
most people will to sell out on  
themselves. A good partner or coach 
knows you can do more than you think 
you can and reminds you of who you  
really are, and doesn’t buy into your  
excuses. 



At Thanksgiving, most of us take time to 
say thanks for the abundance in our lives. 
Too often during the rest of the year, we 
spend our lives focusing on what's miss-
ing. Rather than focusing on scarcity, how-
ever, have you ever thought about how 
you can consciously create abundance in 
your life? The process is surprisingly sim-
ple.

Step 1: "Create Space"
This first tip may surprise you, but it defi-
nitely works. An old Chinese proverb says, 
"You cannot fill a cup that is already full." 
Before something new and better can 
come into your life, you must first get rid 
of the old stuff that is blocking it. 

For example, there's no room for a shiny 
new car when there's an old, beat-up 
junker in the garage. Getting rid of the 
junker creates the space for your new car 
to appear. Consequently, clean your clos-
et, clean out your files, and stop spend-
ing time with people who drain you of 
your time and energy. It makes no matter 
where you start—when you create more 
space, your business almost always im-
proves. 

Step 2: Be definite with the infinite
Be clear about what you want to attract 
and how you would like it to appear. One 
of my friends desperately needed money 
and she prayed for it to appear. It did 
when she had a car accident and was seri-
ously injured. Nature abhors a vacuum—
be clear about how you want to fill it.

Step 3: Give back
No matter how scarce things seem, each 
of us has things we don’t need or use. 
Whether it is old clothing, household stuff, 
or other items, ask yourself, “Is there 
someone who needs this more than I do?” 
If so, give it away. If you truly have noth-
ing to give away, read to a sick child, give 
someone who cannot drive a ride, or visit 
a shut-in. The old adage “You get what you 
give” is true. What you share and give to 
others is returned with “interest.” 

Step 4: Express thanks daily
Each day take a few minutes to be grateful 
for the abundance that already exists in 
your life. Even if you have an abundance 
of unpaid bills, remember your creditors 
had an abundance of faith you would 
pay them back. We often take our good 

health, homes, families, and much more 
for granted. Try keeping a gratitude jour-
nal where you acknowledge at least five 
things per day for which you are grateful. 
It’s a wonderful way to shift from what’s 
missing to feeling good about what you 
do have. 

Step 5: Open your hand
Take a penny and clinch it tightly in your 
fist. Is there any way for more money 
to come into your tightly fisted hand? In 
contrast, if your palm is open, there is 
plenty room for the penny plus a handful 
of $100 bills. 

Quite simply, making space, having 
clarity about what matters, giving back, 
being grateful, and “opening your hand” 
are the keys for creating abundance in 
your life.  

Have a Happy Thanksgiving!

A Thanksgiving Message

Creating Abundance
by Bernice L Ross
CEO & President, BrokerageUP!



Week of November 3, 2018: 
Cycle Time: The Key to Putting More Money in Your Pocket 

How can you become more profitable, have more time for busi-
ness, and have more time for your personal life? Sound impos-
sible? It’s not! Today we’re going to discuss how you can use a 
reduction in cycle time to close more transactions with less work. 

1. Explain: "Cycle time" refers to how long it takes to complete 
an entire process. Here’s how cycle time works. If your aver-
age listing is on the market for 90 days, shortening your cycle 
time by being more aggressive about pricing properties at 
market value, could shorten your listing time to 60 days.

 
 Thus, in one year, you could sell the same number of houses 

in 270 days rather than 360 days. Or putting it a little differ-
ently, you would be able to increase your sales 33 percent 
(or have 33 percent more time for other activities) simply by 
focusing on one small aspect of "shortened cycle time" i.e. 
pricing listings at market value. 

2. Ask: What are some other places where you could apply the 
principle of cycle time to improve your business? (Examples, 
working with buyers, focusing on working with buyers who 
need to transact in the next 30-60 days, or focusing on gen-
erating relocation leads or developing referrals who need to 
move now.) 

3. Explain: For example, if you do geographical prospecting, 
how long does it take before you have steady sustainable 
leads from the area you're prospecting? How long does it 
take for your average listing to close once it's placed on the 

Office Meeting in a Box
Having trouble coming up with a timely topic for this week’s office meeting?  

If so, here are our Office-Meeting-in-a Box topics for this month.

market? How long does it take for leads to hear back from 
you? On the average, how many properties do you show 
buyers before they write an offer that closes? In each case, 
by shortening cycle time, you can increase your profitability 
as well as having more time for you.

4. Group Discussion: How are you tracking your prospecting 
activities? If you are not tracking where your leads originate, 
start doing so now. For those of you who have tracked this 
data, what have you discovered? 

5. Ask: Does anyone know what “right now business means?” 

6. Explain: “Right now” business refers to expired listings, 
FSBO's, and referrals—anyone who needs to transact within 
the next 30 days. 

7. Ask: How many of you have a strong referral business?

8. Explain: Did you know that year end and year out, NAR has 
consistently reported that referrals are the primary source 
of all closed business, often accounting for over 50 percent 
of all sales? Furthermore, referrals are almost always "right 
now" business. Consequently, one of the best ways to re-
duce cycle time is to create a strong base of people who 
refer business to you. 

9. Group discussion: What are some strategies you’ve used to 
grow your referral business?

10. Ask: Referrals result from strong connection. One way to in-
crease your connection is to be of service. What other ways 



put a property under contract, how long the time is from the 
time they get a lead to when the ultimately close, as well as 
how much money they spend on marketing. They can also 
track this on their computer’s spreadsheet program or on 
their CRM. You can go over the chart in this meeting or de-
vote an entire meeting to addressing this issue. Download 
the materials in the BrokreageUP! members area.

19. End the meeting by offering to help any agent who would 
like to work on cycle time in their business. 

have you used to strengthen the connection with your past 
clients and your sphere of influence by being of service or 
some other activity? 

11. Explain: The "cycle time" it takes to create a lead from your 
sphere of influence is substantially less than creating it from 
"cold" expireds and FSBO's. 

12. Share these tips: If you're interested in seeing a dramatic 
change in your business and personal life, continually ask 
yourself these three questions: 

a. How can I reduce my cycle time in each aspect of my  
business? 

b. How can I increase my level of service while reducing cycle 
time? 

c. How can I continue to strengthen my connection with my  
existing clientele as well as my sphere of influence?

17. Explain: By asking these questions on a regular basis you 
are not just working “IN” your business, you’re working “ON” 
your business. In Michael Gerber's book, The E-Myth Revisited, 
Gerber draws the distinction between “working on" the busi-
ness as opposed to “working in" the business. Where most 
real estate agents become trapped is that they become so 
busy, they simply don't take time to analyze where their busi-
ness comes from, which parts of their business are the most 
profitable, how much they're spending in marketing dollars, 
as well as how much return they're getting on both their time 
and their investment.  The strategy where we focus just on 
"working" rather than planning and analysis, is called “work-
ing in" the business.  In contrast, "working on" the business 
refers to taking time, usually on a weekly basis, to evaluate 
where you are and to chart your course on a regular basis. 

18. Working on Your Business Tracking Chart Group exer-
cise: Use the link below to download The Cycle Time Tracking 
Chart that allows your agents to manually track where each 
of their transactions comes from, how long it takes them to 



folder or on my mobile device, order a property profile from 
the title company, etc.) 

3. Explain: Preparing ahead of time by having all the contracts 
and required documentation ready to go on your mobile 
device or laptop or in folders where you can grab everything 
and go will help you feel prepared and organized.  Make sure 
you have all of your listing presentation material on your  
mobile device where you can easily show the sellers the 
comps, sample website page, and other marketing materials.

4. Ask (if appropriate): How many of you do a traditional  
paper listing presentation? How many of you do a digital  
presentation? 

5. Follow up by asking: For those of you who have gone digital, 
what are some of the benefits that have resulted from that 
change as well as any problems you may have encountered?   
   

6. Group discussion: What are the most important things that 
your clients want when you go on a listing appointment?  

7. Ask: All of these are important, but the most important thing 
is how well you connect with the client. How do you build 
connection with your listing prospects?

8. Ask: For those of you with a listing presentation, how long 
does it take you to present it? 

9. Explain: An effective listing presentation makes the connec-
tion, differentiates your services from that of the competi-
tion, addresses existing market conditions, outlines a specific 
marketing plan, and overcomes objections all in 20 minutes 
or less. If your presentation doesn’t do this in 20 minutes, 
you’re probably not converting as many of your appoint-
ments as possible. In fact, there’s an old saying, “That the 
longer you stay on a listing appointment, the higher the price 
is and the lower your commission will be.” 

Week of November 10, 2018
Systematize Your Listing Presentation for Listing Success

Listing a property is a complex process that requires planning, 
mastery of scripts, and the ability to make a powerful connection 
to be effective. Today we’re going to discuss strategies to help 
you to be better prepared when you go on your next listing  
appointment.

1. Ask: With a show of hands, who could deliver their listing 
presentation right now if they had to? (Follow up by asking, 
“What steps do you take to be prepared for your listing  
appointments?)

2. Ask: What do you typically do to make sure you are prepared 
for your listing appointments? (Answers can include put  
together a CMA, have all my forms ready to go in either a 



10.  Ask: With a show of hands, how many of you have created a 
marketing plan that sets you apart from your competition?  

11. Explain: Putting together a 90-day marketing plan to outline 
how you typically market a property differentiates you from 
the competition as well as addresses the concerns the seller 
has about how you plan to get their property sold. An excel-
lent way to do this is to create a calendar and then fill in the 
dates of when the sign will go up, when and where the prop-
erty will be advertised, date of the first broker caravan, open 
house dates, etc.  

12. Ask: With a show of hands, how many of you use DocuSign 
or other digital signature platforms? 

13. Group discussion: How do you like using that service? Do 
you have any challenges? What has it made easier for you? 

14. Explain: Paperwork is one of the most time consuming and 
inefficient aspects of our business. Using a digital signature 
platform will make you more efficient and help to manage 
your paperwork. 

15. Group discussion: Are you using a transaction tracking sys-
tem? If so, which one? What feedback do you have on it?  

16. Explain: Most transactions require regular contact with the 
principals, lender, title, inspectors, etc. This is a powerful tool 
that documents exactly when every document is sent, when 
it is opened, and what action was taken on it. Your clients can 
no longer deny that they didn’t receive a document or other 
information you sent them.  Transaction tracking is also a 
major tool for limiting our risk of litigation. 

 
17. End the meeting by getting a commitment from all the 

agents to fine tune their listing presentation, and that they 
will follow the steps in today’s meeting to be prepared the 
next time they receive a hot come-list-call. 

November 17, 2018
Seven Ways to Make Your Boomer Business Boom

A consistent path most top producers have followed to become 
successful is by becoming a niche specialist. Real estate is un-
dergoing a huge demographic shift, especially within the Baby  
Boomer generation. This can be a tremendous niche because 
well over half of the properties in the U.S. are still owned by 
boomers. Today will discuss the steps to take to create a boomer 
niche in your business. 

1. Ask: Are any of you focusing on the Baby Boomers as your 
niche?

2. Ask: What do many Boomers do once their kids leave home?

3. Explain: If you said downsize and/or travel, you’re right!

4. Explain: Many Boomers want smaller homes where they can 
take off and travel. Consequently, one hot boomer trend right 



now is down-sizing to properties with little or no upkeep such 
as condominiums or Planned Unit Developments (PUDs).  Be-
come an area expert on condos and PUDs to best serve this 
niche market.

5. Ask: Why do you think a lot of Boomers want a one-story 
home?

6. Explain: As Boomers age, many of them will develop back, 
hip, and knee problems that make climbing stairs difficult. 
This means there will be a greater demand for one-story 
homes, condominiums with elevators and valet services, or 
homes where the master bedroom is on the first floor. 

7. Group discussion: Have any of your clients moved because 
they needed to accommodate an elderly parent in their 
home? What solutions did you find for them?

8. Explain: Since both Boomers and their parents normally 
want as much privacy as possible, a great way to serve this 
niche is to specialize in housing with a “mother-in-law’s” unit, 
“maid’s quarters,” or homes that have at least one-bedroom 
downstairs. 

9. Group discussion: Another major trend is for people to tele-
commute. What are some things you look for in a property if 
your client indicates they will be working from home?

10. Explain: To take advantage of this major trend, become an 
expert on the best properties to convert to home offices. 
Line up a team of professionals who can help “Boomers” who 
work at home to transform the extra bedroom into the high-
tech office they want and need. 

11. Ask: With a show of hands, how many of you have worked 
with first time home buyers who were getting financial assis-
tance from their parents to buy the home?

12. Explain: One thing that doesn’t change about real estate 

is parents helping their children buy their first home. The 
Boomers will inherit billions of dollars and many of them will 
use at least part of their inheritance to provide down pay-
ments for their children’s first home. By marketing to the 
Boomers, you increase the probability of representing their 
children when they purchase as well. Also, be sure to recom-
mend DownPaymentResource.com where the average grant 
for down payment assistance is between $10,000-$13,000. 

13. Ask: Have you ever dealt with a family needing to sell a prop-
erty that had to go through probate first in order to sell? (If 
so, follow up by asking), Describe what happened. 

14. Discuss: Breaking into the probate niche requires a strong 
knowledge of probate law, a high level of professionalism, 
as well as the ability to keep a cool head when disputes arise 
or problems arise at the court sale. If you don’t know how to 
handle one of these, I can help you or see me about getting  
a referral to someone who specializes in this area. 

15. Ask: If you’re over 50 yourself, have you joined AARP?

16. Explain: If you are over 50, become the "real estate expert" 
for your local AARP chapter. Even if you’re under 50, this is 
still a great way to access the Boomers.

 
17. Discuss: By becoming the real estate expert for this demo-

graphic, you may also get their children and their grandkids 
as well for clients. The seniors, as a group, tend to be a pretty 
tightly knit community. If you gain a reputation as being their 
resource for real estate related issues, you’ll have plenty of 
business.



Week of November 24, 2018
The Secret to Coping with Incompetent 

Agents and Service Providers

One of the biggest frustrations in the real estate business is hav-
ing to work with another agent or service provider who is clue-
less! Today we’re going to explore some strategies to cope with 
this issue.

1. Ask: With a show of hands, have you ever experienced work-
ing with an agent, escrow, title officer, etc. who really didn’t 
know what they were doing? 

2. Group discussion: What were some of the things that oc-
curred because of this? Was your closing delayed? Did your 
clients become angry? Were critical aspects of the transac-
tion not being completed on time? 

3. Explain: There will always be inexperienced or incompetent 
people you work with every day. It’s important to have some 
strategies to help you deal with the situation better. 

4. Ask: When you have had to deal with someone who is in-
competent, what was the situation and how did you handle 
it? 



5. Ask: Given that there are so many untrained and incompe-
tent agents in the business, what strategies have you used 
to deal with this problem? Explain the concept, “Pray for sun-
shine, but be prepared for rain.” In other words, expect the 
other agent to be incompetent and that you will have to do 
all the work. When you have a transaction with a highly com-
petent agent, treat it as an unexpected, pleasant surprise. 

6. Ask: Have you ever gotten angry with someone from an es-
crow, title, or mortgage company before?

7. Explain: If you have, and you’ve expressed that anger to 
them, chances are your files will go to the bottom of the 
stack in the future. A better tactic is to act grateful (even if 
you don’t feel like it!) People like being appreciated, and even 
if the person causing the problem is who you are speaking 
to, be polite, thank them for their assistance, and ask for 
their help. 

8. Share this script: “We’re really having an issue with such-
and-such on this file. If there is anything you can do to help 
us resolve this problem, we would really appreciate your 
help. Also, if there anything I can do on my side to be of as-
sistance, please let me know. Thanks so much for all the 
work you do and for helping us out.” 

9. Group discussion: Can you think of other ways you can 
show your appreciation to people in the escrow, title, or 
mortgage company you’re dealing with? (Send flowers, send 
a gift basket of goodies, etc.)

10. Explain: Do you ever feel like you really hate the business? 
(You don’t need to ask for answers to this question; instead 
continue by saying: “If you are feeling that way, chances are 
you’re experiencing burnout.” In many cases, agents who ex-
perience burnout are drinking too much coffee, working too 
much, and taking poor care of themselves. Unfortunately, 
burnout leads to adrenal fatigue that can result in cancer, 
heart disease, and other illnesses. 

11. Group discussion: What are some things you can do to com-
bat burnout? (Examples include: cutting back on the caffeine, 
taking at least one day a week off for you, and have a nice 
dinner with people you care about at least three times per 
week. The research says this counteracts burnout as well as 
heart disease and cancer.) 

12. Explain: Sometimes what you need is a long vacation to re-
new your spirit and your attitude. In fact, your attitude deter-
mines who you attract. The Law of Attraction says that, “You 
attract who you are.” In other words, when you express grati-
tude, you attract those who express gratitude. When you’re a 
grump, you’ll attract grumpy people. Like attracts like. 

13. Ask: Have you ever heard the phrase, “Expect the best and 
dump the rest?” (show of hands) 

14. Explain: Psychologists use the term “self-fulfilling prophecy” 
to describe that what we expect to happen, will happen. In 
fact, the current research coming out of quantum physics 
also supports that this is indeed the case. 

15. Fieldwork: Consequently, here’s an experiment to try this 
next week. Express gratitude to the people you work with 
and only expect the best from them. (You can ask agents 
who do this to report their experiences at the next office 
meeting. One way for them to do this is to keep a journal so 
they can better track their results) 



“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: 

    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. 

Thought of the Week
These are inspirational quotes that can help agents stay 
focused and on track. You can send them as a text mes-
sage, tweet it on Twitter, post it with a photo or image 
on Instagram, or use it to create a quick video email 
each week. 

Quick Hints 

Week of November 5, 2018
 

Profitability Tip: Free Content from NAR Your Clients 
are Sure to Love  
If you produce your own newsletter or simply need great 
content for your website, Facebook business page, or  
Instagram, you know coming up with fresh content is a 
major challenge. Today’s profitability tip is a terrific  
resource from NAR called HouseLogic.com. They provide  
a whole host of consumer related articles that you can 
legally republish on your website, blog, on your social  
media site, or use in your print advertising. There is no 
charge for this exclusive service for NAR members. It’s a 
great way to keep consumers coming back to your 
website, blog, or newsletter for useful information.
 
Thought of the Week:
You cannot do a kindness too soon because you never know 
how soon will be too late

—Ralph Waldo Emerson

Weekly Agent Profitability Tips 



Week of November 12, 2018

Profitability Tip: Never make another referral again 
How do you feel when someone says to you, “I need to 
refer you to someone else.” Doesn’t it sound like you’re 
dumping the person like most people dump out the 
trash? A better approach, especially for luxury clients, is 
to make an introduction. Agents who represent wealthy 
clients introduce them to the right places, the right peo-
ple, and most importantly, the right services. So never 
use the word referral again—instead, make introduc-
tions. 

Thought of the Week: 
The words you use determine your beliefs. If you change 
words, you change your beliefs. 

—Billy Cox

Week of November 19,  2018

Profitability Tip: Two Secrets to Make Your Goals a 
Reality
Today’s profitability tip has been documented in aca-
demic research numerous times. While most agents set 
goals, very few actually achieve them. Two common traits 
shared by agents who do achieve their goals is that they 
first, write down their goals and review them at least 
twice a day. The second trait is that they tell others about 
the goals they have set. Try this approach out for at least 
a month—you’ll be pleasantly surprised at the results. 

Thought of the Week: 
Happiness is when what you think, what you say, and what 
you do are in harmony. 

— Mahatma Gandhi

Week of November 26, 2018

Profitability Tip: Find a role model to imitate 
One of the most important ways you can improve your 
business is to select a role model to imitate. For example, 
if you want to start blogging, identify another agent who 
has a lifestyle blog outside your area. You can imitate the 
topics they use on their blog. Now here’s the secret—cus-
tomize your blog posts for the specific niches you serve. 
This can work with virtually any skill in the real estate 
business. Find someone who does it well and learn from 
an expert. It’s always easier to be successful when some-
one has already demonstrated exactly how to do it. After 
all, there’s no need to reinvent the wheel. 

Thought of the Week: 
Success is nothing more than a few simple disciplines,  
practiced every day. 

—Jim Rohn




