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In this Month’s UP!
Bernice Ross
Editor-in-Chief
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Welcome to this month’s 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.
Most brokers and agents are saying that
they’re seeing signs of a downturn—more
inventory, longer days of market, and a
major reduction in the number of multiple
offers. NAR’s January market update in
“What’s Trending Now,” continues to show
a slowdown in many areas.
Nevertheless, the lack of housing and the
below average rates of housing starts
means that demand will continue to outpace supply.
We also take a look at the on-going leadership shifts at the major franchises, plus the
knock-down-drag-out fight that is going on
between the major franchise players, especially in the iBuyer arena.
This month we’re running a special feature
article that summarizes the changes in the
tax code. If you have employees, encourage

them to check how many deductions they
have claimed for their withholding to help
them avoid having to write an unexpected
big check at tax time.
Frank Kleisitz, the CEO and co-founder
of Vyral Marketing joins us this month to
share the specific steps that you and your
agents need to take to connect with your
“neglected” referral database.
Tying in the Kleisitz’s theme of your “neglected” referral database, Our Office-Meeting-in-a-Box topics touch on how to take
advantage of Word-of-Mouth marketing as
well as how to use the social media to attract more clients. We also take a deep dive
into how agents should handle property
disclosures to avoid being sued.
From our regular columnists, Byron Van
Arsdale gives you the road signs that reveal
you may be about to take an ego trip.
Joeann Fossland’s coaching column shares
proven guidelines to help you determine
what is essential and then, how to create
the time and focus needed to implement
what matters most.
Tracy Shell elaborates further on the trends
noted in “What’s Trending Now” by providing a powerful list of checkpoints that you
can share with your agents and their buyers. This list includes the exact steps your
buyers need to take to stay on track to save
for a down payment.

I’m also excited to announce that the California Association of Realtors (CAR) is taking the WomanUP! Initiative to put more
women in leadership positions national.
As part of this initiative, they are putting
together their WomanUP! Academy that
will provide a series of high level online
courses, 2-3 hours in length, with some of
the industry’s leading trainers, coaches,
and consultants. I’m delighted to be part of
that effort.
Also, if you haven’t checked out
PropertyTV.io, please do. It just launched
at Real Estate Connect in late January. The
site is building a content library that will
stream real estate related content 24-7 in
the U.K. and Europe, the U.S. and Canada,
plus in Austral-Asia. About 33 percent of
their viewers are in the U.S. and that will
grow as they develop more U.S. based
content. Take a peek for yourself at
https://www.PropertyTV.io if you want to
check it out, especially if you would like an
update about what’s happening in
Australia.
Have a great month!

Bernice

What’s Trending Now
February was a wild month. The market continues to generate
mixed signals, the Game of Thrones continues to play out
between Compass, Keller Williams, Realogy, RE/MAX, and Zillow, and an old-time marketing approach is making a strong
comeback. Here’s what’s trending now.

January Market Update
According to the “January 2019 Existing Home Sales Statistics
from NAR,” existing home sales dropped by 1.2 percent in
January with only the Northeast seeing an uptick in sales
activity. In January 2018, homes were appreciating across the
country at an average rate of six percent. Today the appreciation rate has fallen to three percent, a 50 percent decline since
January, 2018.
Across the board, the number of sales is also down in all
price ranges. The lowest price ranges, ($0 to $100,000 and
$100,000-$250,000) were down -14.8 percent and -9.7 percent
respectively. Rather than lack of demand, these declines are
the result of severe inventory shortages in this market segment.
According to Laurence Yun, the current rate of sales is 4.94
million, is the lowest since 2015. Total housing inventory is
up from 1.53 million to 1.59 million. The current sales pace is
up from 3.7 months of supply in December to 3.9 months for
January.
According to NAR President John Smaby, “Decelerating sales
and increases will work in favor of potential homebuyers,
putting them in a better negotiating position heading into the
spring months.”
In addition, a recent report from Wells Fargo comes to a
similar conclusion. Even though Wells is predicting three inter-

est rate increases in 2019, they conclude that the current housing shortage coupled with lower than average housing starts and
the huge surge in millennial household formation is reason to
feel bullish about continued growth.
The Game of Thrones, March Edition
Gary Keller, the founder and Chairman of the Board at Keller
Williams, stepped back into the CEO position in early January,
2019. Now Rich Barton, the former CEO and co-founder of
Zillow, taken the reins of the company from Spencer Rascoff as
CEO.
While some have speculated that Zillow would be backing away
from their Zillow Offers (their iBuyer product), Barton has doubled down on that concept while continuing to support their
Premier Agent Program. According to Inman News:
Barton appeared to double down on Zillow Offers, with the
company saying it expects to purchase around 5,000 homes a
month and that its Homes division alone (under which Zillow
Offers sits) will achieve $20 billion in annual revenue within
the next 3-5 years, an incredible prospective sum given total
Zillow revenue was about one-fifteenth of that last year.

If Zillow, as opposed to KW and RE/MAX, seems to be betting
the most on iBuyers of the three companies, then RE/MAX
is clearly on the opposite end of the spectrum. RE/MAX CEO
Adam Contos has made repeated statements over the past
year downplaying the idea of RE/MAX fielding its own iBuyer
service, saying he prefers franchises and agents to work with
existing iBuyers in their markets…
Keller Williams is trying to fit right in the middle of them. Like
RE/MAX, it is an established real estate franchise that succeeded and grew to its present size in a largely analog, brick-andmortar world. Unlike Zillow, it was not born of the internet or
digital disruption.
Yet similar to RE/MAX and Zillow, KW is now attempting to reinvent itself from the inside out while also pursuing an iBuyer
platform as an additional service offering to its customers…KW
has also made no secret of its desire to compete directly with
Zillow and Redfin as a consumer home search portal destination.
Another major story in late February was NRT CEO Ryan Gorman’s attack on Compass called “Help Agents Avoid Being
Thrown Off Course by A Spinning Compass.” Gorman outlines
30 different questions agents should ask before they consider
joining Compass. Topics include the rapid growth of Compass,
its financial stability, healthcare programs, technology, and agent
stock options. Given the reader comments, Gorman’s attack may
have done more harm than good.

.

What’s Old Is New

Since the first of the year, I’ve seen several articles citing statistics that email marketing is having a renaissance. It’s ad free, it
allows you to be in contact with those who may be purchasing
in the future, and potential leads have the choice of opting-in
to your communications. To maximize response to email, consider doing a video message in your emails—open rates are ten
times higher with video.

Spotlight
How a One Dollar Pricing Mistake Can Cost a Seller Thousands
The rules of pricing properties are changing, yet most agents continue to use the
same pricing approaches that agents did
50 years ago. Are your agents making this
costly mistake on their listing appointments?
Because my company trains new agents
nationally, a constant topic of conversation on our group coaching calls is how to
price properties correctly. A few days ago,
I spent some time working with an agent
who had landed a prime listing in one of
the nation’s hottest downtown historical
areas.
The listing was priced at $599,900, was
beautifully staged, and had only been on
the market for seven days, which is the
average market time for this area. The
other experienced agents had convinced
the listing agent that she should ask the
sellers for a price reduction, because the
property next door had just come on the
market for $549,000.
The agent was also concerned that the
area might be peaking and that additional
interest rate increases could result in declining values.
After reviewing the comparable sales as
well as the new predictive analytics tools
for pricing listings, I recommended that

she increase the list price rather than lowering it. Here’s why.
1. The row houses in this area are predominantly two bedrooms, with one
full bath upstairs and a half-bath
downstairs. This was the case for the
$549,000 listing next to the subject
property. In contrast, this agent’s listing was a 3 bedroom, 2.5 baths PLUS
parking, a rarity in this area where
most residents fight for a space on the
street. Clearly, the $50,000 price differential was more than justified.
2. When I checked the price on Weiss
Analytics, an artificial intelligence solution that uses hundreds of factors to
price properties, not just MLS and
public records) plus the Zillow comps,
they were all greater than the current
list price. Furthermore, Redfin’s algorithm put the probability of the property selling in the next four days at 70
percent at the current price.
3. The Weiss Analytics tool also predicted
that this property would increase by
three percent over the next year. Furthermore, because of the re-gentrification going on in this area, the property
was predicted to outperform the overall market area by 5-8 percent over the
next five years.

While all the facts above do matter, there
was one even more important reason for
increasing the price. It’s a major pricing
error that thousands of agents make daily.
A Small but Potentially Very Costly
Mistake
To understand the exact nature of this mistake, I searched Austin homes for sale on
Realtor.com with no price parameters. The
following prices came up for the top ten
new listings:
$ 400,000		
$ 524,999
$1,095,000
$1,775,000
$ 499,999
$ 329,900
$ 574,900
$ 252,000
$ 279,900
$ 274,900
Can you spot the “$1.00” and the “$100
pricing mistakes”?
Of all the listings, only the property priced
at $400,000 was priced to accommodate
how people search today rather than relying on the 50-year old approach of pricing
the property $1.00-$100 under the next
price point.

(The “one dollar mistakes” are $524,999
and $499,999 and the “$100 mistakes”
are $329,900, $574,900, $279,900, and
$274,900.)
A New Pricing Strategy
The agent I spoke with had made a $100
pricing error by pricing her listing at
$599,900. The reason becomes obvious if
you go to Realtor.com on your mobile device
and look at the pricing parameters it gives
you for a search. Here’s what I pulled up:
$120,000
$250,000
$350,000
$450,000
$600,000
$700,000
$800,000
Zillow, in contrast, uses a slider, but the
numbers that come up are still multiples of
$10,000. Granted, some MLS systems allow
you to search by specific prices, but a huge
proportion of the traffic is searching on Realtor.com and Zillow.

or do your drop it to $600,000 to capture
those buyers who are looking for properties
between $450,000 to $550,000?

Given how many searches take place on
mobile devices, if your agents list a property
at $599,999, that extra one dollar can cost
their sellers 50 percent of their potential
buyers. The reason is that those people who
are searching for homes priced at $600,000
to $650,000 will never see your listing that is
priced at $599,999.

The answer to that question is, it’s probably
a smart move to price it at $600,000. If the
listing is located in a heated market, it would
likely be bid up in a multiple offer situation. If it’s located in a slowing or declining
market, shaving off some of the initial asking price will probably get the property sold
more quickly, helping the sellers to avoid
chasing the market down.

After examining all the data on this property, $610,000 seemed to be the best value
estimate. The question you must answer is
whether you price the property at $610,000

What did the agent do?
The agent was excited to go back to her clients armed with all the data and an explanation why increasing their price by $100 was

a smart move. She was especially excited to
show her sellers the predictive analytics data
that showed the potential for greater appreciation in this neighborhood as compared
to several of the other market areas nearby.
Best of all, she could let go of what the “experienced” agents thought she “should” do.
To make sure that your agents are providing their sellers with the maximum amount
of exposure, have them price their listings
where they are straddling price points in
multiples of $10,000 rather than using the
antiquated approach of choosing list prices
that end with $900, $95,000, $99,000 or the
worst error of all, the one dollar mistake of
$99,999.

Grow Your Leadership Skills

On Ego Trips You Travel Alone
by Byron Van Arsdale
While driving through the country roads of
Texas, Bernice and I came across a church
that displayed the following notice for the
Sunday sermon - “When you go on an ego
trip, you travel alone.” What touched me
about this sentence was the simple yet often missed truth – that on every ego trip I’ve
ever taken, my ability to connect with others was limited at best.
Being human, each of us periodically "hits
the road" and takes an ego trip, but have
you ever asked yourself what benefits you
gain from engaging in this behavior or what
the costs to you are?
In general, the benefits can include being
the center of attention, not having to face
what is really happening, and having a false
sense of progress. In contrast, the costs can
be very high—increased struggle, damage
to self-esteem, procrastination, and denial.
Even worse, ego trips tend to drive people
away from us while also diminishing our
ability to connect.
Signs Along the Way to an Ego Trip
The easiest way to spot ego trip behavior is
to notice when you feel a strong need to be
right or superior to someone else. Here are
some tell-tale signs that you may be about
to embark on an ego trip.
1. You feel the need to dress to impress,
even when you can’t afford it.

2. When you’re feeling down and out, you
engage in retail therapy—as long as you
can make the minimum payment on
your credit cards next month, you’re OK.
3. Rather than planning for events or how
you will budget your money, wing it—you
can always figure it out later.
4. When someone tells you about a great
meal or experience they had, always be
able to one-up them.
5. Constantly drop names to let others
know how important you are.
6. When someone makes a mistake, always
point it out to them or make a joke about
it.
7. Always be demanding no matter who
you work with or who serves you in a
store or restaurant—no one is going to
take advantage of you!
In each of these examples, the person taking
the ego trip has set up a win-lose situation
where they win, and the other person loses.
Playing win-lose reduces the connection between you and the other individual.
Fear—the Underlying Factor in All Ego
Trips
TThe moment you engage in win-lose behavior, you’re letting your fear and need to
be right take over. In other words, you may
“win” against the other person, but the mo-

ment you start to play the game, in truth,
you’re the one who is actually losing.
Beneath the illusion and denial, ego trips result from fear. The greater the fear, the more
frequent and lengthier our ego trips tend
to be. When fear increases, connection with
others decreases. More importantly, connection is the very thing that drives fear away
by helping us to understand who we really
are on the inside. The more peace and connection we have, the less likely we’ll engage
in this behavior. By watching your behavior,
rather than judging it, you can quickly begin
assessing just how much peace and fear you
have in your life.
Strengthen Your Connections
Instead of indulging your need to be
right or superior, focus on how you can
strengthen your connection rather than
weakening it. Being supportive of others is not only a way for both you and the
other person to win, you’ll also feel a lot
less stress and experience more well-being.

Podcast of the Month
How to Reconnect with
Your Neglected Database
This month we are happy to welcome Frank
Kleisitz, the co-founder and CEO of Vyral Marketing. Frank joins us to explain the steps you need
to take to reconnect with you neglected referral
database. Here’s what he’ll be covering:
•

How to export your database and get started generating leads.

•

*The personal message to send to get back
in touch.

•

*How to communicate with your list.

•

*Call your list—there’s a time when a phone
call does work.

•

*Become an “expert,” even if you don’t feel
like one.

Listen Now!

Important Tax Law Changes
by Bernice Ross
CAVEAT: ALWAYS CHECK WITH YOUR TAX
PROFESSIONAL TO DETERMINE THE BEST
OPTIONS FOR YOUR SPECIFIC TAX SITUATION. AGENTS AND BROKERS CANNOT GIVE
TAX ADVICE.
2018 is the first year that everyone will be
filing taxes under the new tax law. Here’s a
quick look at some of the important changes.
Changes in the Standard Deduction
The standard deductions have increased
across the board with the goal of having fewer
people itemizing their expenses. The new
standard deduction replaces the dependent
and personal exemptions from past tax years.
Here’s the breakdown
Single:
Increased from $6,350 in 2017 to $12,000 in
2018
Married: 		
Increased from $12,700 in 2017 to $24,000 in
2018
Head of Household:
Increased from $9,350 in 2017 to $18,000 in
2018
Child Tax Credit:
Increased from $1,000 in 2017 to $2,000 in
2018, per child

To illustrate how this works, a married couple
with two children would be able to take an
additional $11,300 in the standard deduction, plus taking the child tax credit of $4,000.
That’s an increase of up to $15,300 in
additional deductions from 2017 to 2018.
Changes in the Tax Law that Impact Real
Estate
You are probably already aware that there is
a cap of $10,000 on how much you can
deduct for state income taxes, sales tax,
local taxes, and property taxes. What you may
not be aware of, however, is the other deductions that are going away. (Please note, to
take these deductions in the past, they had
to exceed two percent of your adjusted gross
income.)
1. Premiums for PMI (Private Mortgage
Insurance)
On a $100,000 loan, PMI can be up to a
$1,000 (one percent of the loan amount)
per year. There’s an extremely important
takeaway here for you and your agents.
The best course of action may very well be
for most buyers to obtain an 80 percent
first loan with a home equity or second
mortgage. Up to $10,000 of the interest
is deductible. This may be a better choice
than obtaining a 90 percent loan which
requires a PMI payment every year until
the borrower has a 22 percent equity
position in the property. Please advise
clients to check with their tax professional

as to what is the best course of action for
them before they purchase.
2. Home Equity Loan Interest Deduction
Changes
Interest on home equity loans used to
build, buy, or improve a home continues to
be deductible. What is no longer deductible is the interest on the portion of those
loans that was used to pay off other types
of debt such as credit cards, vehicles, or
other expenses.
3. Debt Forgiveness Exclusions
This is a very complex issue and will
require a tax professional to sort this out.
In the 2017 tax year, people who sold on
a short sale or had part of their mortgage
debt forgiven were, in many cases
excluded from having to pay taxes on the
amount of forgiven debt. According to the
IRS, if a debt is canceled, forgiven or
discharged, you must include the canceled
amount in your gross income and pay
taxes on that “income,” unless you qualify
for an exclusion or exception. Creditors
who forgive $600 or more of debt for you
are required to file Form 1099-C with the
IRS. Find some tips for negotiating with
creditors.
If you or your clients receive a 1099C,
immediately contact a qualified tax
professional to determine what exceptions
may apply for your situation for the 2018

tax year. Exclusions can include student
loans, gifts, bequests, and debts canceled
due to insolvency. Visit https://blog.credit.
com/2019/01/1099-c-in-the-mail-how-toavoid-taxes-on-cancelled-debt-14927/ to
learn more.
4. Moving expenses
If you or one of your company’s clients
moved due to their job, in the past, those
expenses have been deductible. As of
2018, they are not.
5. Tax preparation and investment fees
You can no longer claim your tax
preparation fees and investment fees as a
deduction, although financial planning and
other types of services may be deductible.
Again, visit with your tax professional to

find out what exactly applies in your
situation.
6. Losses due to a natural disaster
Under the old tax code, you were able to
claim an itemized deduction for property
losses that aren’t reimbursed by insurance,
occur unexpectedly, and exceed 10 percent
of your adjusted gross income. Examples
include accidents, fires, natural disasters,
theft, and vandalism. In 2018, you can only
claim personal casualty losses to damage
where the President has declared a disaster. The ten percent threshold still applies.
As you may have concluded, it’s more important than ever that you have a good CPA or tax
attorney guiding you through this process.

Again:
ALWAYS CHECK WITH YOUR TAX
PROFESSIONAL TO DETERMINE THE BEST

Checking in on the American Dream
by Tracey Shell, Vice President, Director of Marketing Communications, Down Payment Resource
If 2018 was the Year of the Millennials, what will 2019 bring? Initial
signs are cause for worry. The latest NAR consumer sentiment survey
shows that 75 percent of non-homeowners and 90 percent of owners
still consider homeownership to be part of their American Dream.
The challenge is turning those dreams into reality may even be tougher this year than last. NAR’s Q4 Homeownership Opportunities and
Market Experience Survey (HOMES) report found that for the second
straight quarter, consumer enthusiasm about home buying, at 63
percent, was the lowest level since the study started in 2015.
Seventy-three percent of consumers think that this is a good time to
sell a home, the lowest level of enthusiasm among sellers over the pad
12 months.
According to NAR’s Lawrence Yun,
Consistently fast-rising home prices well in excess of income growth
over recent years left buyers frustrated while slowly enticing wouldbe sellers to consider listing. However, fewer consumers believe
prices are rising. In the fourth quarter, only 63 percent of consumers said they believe home prices have increased over the past year,
seven percentage points lower than in the third quarter.
Bankrate’s Financial Outlook Survey, conducted December 14-16, 2018
found that most Americans (55 percent) don’t expect their financial
situation to improve in 2019. This includes 12 percent who think their
status will be worse and 44 percent who believe it will stay the same.
Mark Hamrick, Bankrate’s senior economic advisor, explains that political gridlock, more debt, and an increase in the cost of living are three
reasons the financial outlook this year for many Americans seems
bleaker than last. When asked what will cause their financial situation
to get worse this year, nearly 1 in 5 say rising interest rates.
The one bright spot in the Bankrate survey is Millennials, who are
significantly more optimistic than their parents. Nearly 60 percent of

young adults between the ages of 18 and 37 say their financial circumstances this year will get either somewhat better or much better.
Given the crushing amount of student debt they’re managing, even
the “young and hopeful” have their doubts when it comes to buying a
home.
Bankrate estimates roughly 10 million Americans (four percent of the
survey) say that buying a new home is their primary financial goal in
2019, including seven percent of Millennials (ages 18-37).
Check Points for First Time Buyers to Stay on Track to Purchase
Here’s a checklist of points to share with your agents and the consumers in your area that can help first time buyers stay on track for
saving for the down payment for their first home.

•

Do some upfront homework. Research local homeownership
education and counseling resources that can help you with the
process.

•

Determine your budget. Figure how big a monthly mortgage payment you can afford on your salary. Don’t forget that your mortgage payment may include taxes and insurance too which you
can estimate.

•

Create a savings plan. Build a spreadsheet (or use an app) to
track your expenses.

•

Research down payment assistance programs in your area. Contact the agency offering the program or a homeownership counselor who can help you with the process.

•

Both the buyer and the home must qualify for the assistance.
Find out the home price limits and any community or neighborhood boundaries for the program that may impact your home
search. Also inquire as to whether the program can be used on
new construction.

•

Get a list of participating lenders for the homeownership program, available on the program provider’s website. Not all lenders offer every program.

•

Get prequalified for a loan so you can review the numbers and
make an educated decision on the type of financing.

•

Compare offers and ask lenders about any other programs for
which you may qualify. You may even be able to layer programs,
for example down payment assistance plus a tax credit.

•

Review mortgage insurance options with your lender.

•

Complete homebuyer education courses that are often required
when using a down payment assistance program.

•

Ask about your options for using the funds. Can they be used for
down payment or closing costs, or both?
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Agent Coaching Guide
What is Essential?
by Joeann Fossland, Chief Evolution Officer, Advantage Solutions
“You can’t produce a baby in one month by
getting nine women pregnant. It just doesn’t
work that way.” 
					
— Warren Buffett
As we enter March, you probably started
2019 with goals designed to increase
your results from 2018. The question is,
did you only set goals? Unless you also
made changes in what you do and how
you work to achieve these goals, the
results you’re obtaining now may look
very much like the results you obtained
in 2018.
For many people, a bigger goal translates
into working more, working harder, and
trying to accomplish more in less time.
The MORE-HARDER-FASTER approach
can be totally exhausting. While we are
all looking to be more productive, the key
may be more in what you do (or say “yes”
to) than in how or how much you do it.
If you’re still using the MORE-HARDERFASTER model, here are five keys to using
your time and resources more effectively
so that you can have a better quality of
life. After all, while you do have a career,

it’s really about the quality of your life
and how much fun you are having.
1. Revisit the Pareto Principal
Most people are familiar with the
80/20 rule: Eighty per cent of your
results come from the top 20 percent
of your actions, your agents, and/or
your marketing. To be really successful this year, it’s important to identify
where the top 20 percent is in each of
these categories.
An excellent way to do this is to audit
where your business came from during the last 12 months. Who and what
is in your top 20 percent? The key to
working less and accomplishing more
is to focus your efforts on your top 20
percent. The audit can also show you
which aspects of your business are
the most profitable.
The audit can also help you to identify where you may be spending too
much time focusing on aspects of
your business that are not profitable
vs. those that are profitable. The second step is to cut back or eliminate

the 80 percent that doesn’t yields
only a fraction on your results.
This can be very hard. Remember:
Just because you can, doesn’t mean
you should! Practice saying, “NO.”
2. Is it Urgent or Important?
Steven Covey’s classic book, Seven
Habits of Highly Effective People, includes time management advice
based upon four Quadrants. The four
quadrants are:
•

Urgent, Important

•

Not Urgent, Important

•

Urgent, not Important

•

Not Urgent, Not Important

Most people are good at putting out
fires and handling urgent and important problems. The most productive
work, however, is done in the NonUrgent, Important Quadrant. This is
where to concentrate your efforts.
Shifting your time to the Not-Urgent,
Important reduces the stress and
craziness. Because this quadrant is
Not-Urgent, many people do not time
block or focus on the activities that
can prevent crises in the first place.
To avoid having this happen to you,
go to your calendar and schedule

time in weekly for the 20 percent of
your most important activities. Also
schedule the dreaming/creating part
of it that falls in the “Not Urgent, Important” quadrant.
3. Saying “NO” Can Create Miracles
From freeing up time, to an internal
shift to wellbeing, saying, “No” allows
you to decide and focus on the things
that make your heart soar. After all,
it’s your life and you should wake up
excited about it, rather than feeling
overwhelmed. People will respect
your decisions and see you as stronger.

Make a “Stop-Doing-List” and let go
of non-essentials. Greg McKeown's
book, Essentialism, is required reading to fine tune this. The last couple
of chapters are focused on being a
leader with these principles.
4. Get enough sleep!
Everyone needs 7-8 hours of sleep
each night to work most productively.
Studies have even shown when you
get less than that, your IQ drops!
Often overlooked or discounted, this
one change can produce well-being
and increased productivity!

5. Be Resilient
Each day might not unfold the way
you expected. Getting stuck wasting time on thwarted expectations
saps you of the energy required
to creatively address the question,
“Now What?” Often when something
doesn’t work out as planned, it’s because there is a better outcome or
solution. Many of us tend towards liking to control and micro-manage. Letting go, accepting what is, and looking
for the gift in each situation allows
wonderful outcomes!

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.
Week of March 4, 2019
How to Attract Clients Using Social Media
Are you gaining clients from your social media networking
activities? Today we’re going to discuss how to create a plan that
not only builds your friends and followers, but also helps them
to become your clients as well.
1. Ask: With a show of hands, “How many of you have a plan
in place for promoting your listings and your business on
social media?”
2. Ask: How many of you are using your Facebook personal
page to market your business?
3. Explain: The Facebook terms of use prohibits you from
marketing your listings on your personal Facebook Profile
page. The good news is that you CAN market your listings on
Facebook without violating their terms of use by setting up a
Facebook business page and using Facebook Marketplace.
4. Ask: Has anyone set up a Facebook business page devoted
specifically to a specific market niche you serve? (If “Yes,”
have them describe it.)
5. Explain: It’s smart to set up a Facebook business page for
each of the specific markets you serve. This could be a large
condo project, a niche specialty such as probate or HUD
homes, or a specific subdivision. On this page, provide as
much information about the subdivision, condo project, or
market niche that you are serving. In most cases, the more
specific you are in going after a specific target market, the
better your results will be.

6. Ask: Has anyone set up a Facebook business page devoted
specifically to one of their listings? (If, “Yes,” ask about what
they included.) If “No,” you can explain that they can use
photos, videos, information about the neighborhood, recreational areas, etc. Furthermore, the sellers will probably
share this information with all their Facebook Friends.
7. Explain: Facebook has a dedicated area called Facebook
Marketplace that is intended to compete with Craigslist and
eBay. This is a smart place to post all of your listings as well
as your open houses without violating the Facebook Terms
of Service. The reason? Facebook business pages and Facebook Marketplace are all searchable on Google. In contrast,
your profile page is not searchable.
8. Ask: With a show of hands: “How many of you have at least
one video testimonial from one of your clients on video?”
9. Explain: Video testimonials are one of the most powerful
ways to build your online identity using the social media.
Not only do you help others build their online presence, you
build your personal online presence as well.
10. Group discussion: Where are the best places to post your
video testimonials? What sites do you prefer to use?
11. Discuss: The most important place to post testimonials is
on LinkedIn. The reason is that when someone searches for
a person on Google, Google’s algorithm goes to LinkedIn
first. Another place to post testimonials is Yelp, since it is
highly ranked on most search engines. Here’s an important

16. Explain: The next step is to make a point of commenting on
(not just liking) five posts each day from your list. This means
that you will contact each person in your core database of
150 people at least once a month. The research from NAR
shows that most people will do business with the Realtor
with whom they have had the most recent contact. You want
to be that person. The more you engage, the stronger your
connections become.
17. Group discussion: I’m sure you’ve heard the expression
“Give to get.” What that means is you take the initiative in
helping the people on your list with something that matters
to them. What are some ways you could use this approach
with your contacts?
caveat, however. Your client must post directly from their
account to Yelp. It can’t be through a link that you send.
12. Group discussion: Why do you think testimonials are so
important?
13. Explain: The reason this approach is so important in today’s
market is that a large majority of today’s buyers and sellers will Google your name before they ever contact you. If
they see that you have plenty of positive testimonials, you’re
much more likely to be hired.
14. Group discussion: Research suggests that most people can
manage no more than 150 relationships. If you have more
than 150 people in your database of friends and followers,
consider which 150 are most important to your business.
What ways can you think of to manage these contacts?
15. Explain: Since most social media platforms allow you to
create lists, place these individuals into a separate business
list. This allows you to focus on seeing the interactions that
matter most to you.

End the meeting with this thought: Using the social media to
build connection is not rocket science. Simply build your online
connection with those who share a mutual interest, interact with
them regularly online, see them face-to-face as much as practical, and be involved in giving back to others.
Week of March 11, 2019
How to Create Great Buzz about Your Biz
Gone are the days where advertising alone does the job. The
secret to having a steady stream of clients today is to create a
positive buzz about your business. The best way to do that is
with word of mouth marketing! Today we’re going to discuss
some proven ways to get people buzzing about how great you
and your services are!
1. Ask: What do you think are some of the best ways to create
a positive buzz about your business? (Take several shares.)
2. Explain: One of the best ways to get people talking about
you is to add a “sold” rider on one of your new listings within
a few days after your sign goes up. When a “For Sale” sign

pops up in a neighborhood, the neighbors are always buzzing about the price, the reasons their neighbors are moving,
and most importantly, whether or not the agent will get the
job done. If you list a house and sell it quickly, if someone
else is thinking about selling their home, it’s quite likely that
they will interview you.
3. Group discussion: Supporting a local high school or college
sports team can put you in the spotlight. What are some
ways you could create an event to support a local team?
4. Explain: Here is another idea: Rent a bus and take your
guests to the most important away game for your local high
school or college. Provide plenty of food, ice cream, souvenirs, and other goodies. Arrange for a photographer and
post the pictures to your website or Facebook business page.
Send out the link to everyone who attended as well as to any
alumni you happen to know.
(If some of you are interested in doing this, we could do this
a group office activity.)
5. Group discussion: What are some ways that you could be
“You-nique”? (That is, use something about you and your
marketing that makes you stand out from other agents?)
6. Explain: Butch Grimes of ButchGrimes.com, uses a variety of
methods to get people buzzing about his real estate business
by being “You-nique.” For example, Grimes has a 20-foot tall
inflatable open house sign that he uses to attract visitors to
his open houses. To help them find his open houses, he had
directional signs made with a life size cut out of him attached
to the sign. The one thing he does that gets the most buzz,
however, is sending a chauffeur-driven limousine to pick his
clients up at work and take them to the escrow to sign their
final closing documents. (If your state has face-to-face
closings at a title company or with an attorney, you would
have them picked up for the closing.) His clients normally
take plenty of pictures and post them for all their friends on
social media.

7. Group discussion: What are some ways you can take advantage of social media and texting to create a buzz about your
business?
8. Explain: Video testimonials are one of the most powerful
ways to build your online identity using the social media. Not
only do you help others build their online presence when
you post a testimonial for them or their business, you also
build your personal online presence as well.
9. Ask: Where are some places that you could post testimonials? (LinkedIn, Yelp, on the agent’s website, on the social
media sites, YouTube, Vimeo, etc.)
10. Explain: When you send your buyers information about the
listings you will be showing them, include as many pictures
of the listings as possible. Next, ask your buyers to forward
the information to their friends via email or on Facebook.
Make it a game. Ask their friends to predict which house your
buyers will like best.
11. Ask: “Do you ever give away items like magnetic calendars
or other items to promote your business? If so, what has
worked to generate leads? What didn’t work?
12. Ask: “What is the most creative marketing idea that you have
seen that people really liked?” (This could be from inside or
outside real estate industry.)
13. Group discussion: There are literally thousands of ways to
get people buzzing about you and your business. All it takes
is a little creativity. Can you think of any other ways to get
people talking about you and your business?
End the meeting with this thought: Word of mouth marketing
is nothing new. We all want others to say positive things about
our businesses. According to Andy Sernovitz, author of Word of
Mouth Marketing, “You will get more word of mouth from making
people happy than anything else you could possibly do.”

Week of March 18, 2019
Six Ways to Make Your Productivity Engine Purr
We’ve all experienced both high and low levels of productivity.
Achieving maximum productivity is easier than you might expect.
Today we’re going to explore six ways to keep your productivity
engine purring with a minimal amount of effort.
1. Ask: With a show of hands, how many of you find yourself
skipping meals? How many of you rely on sugar and/or caffeine to keep going each day?
2. Ask: What is the most important meal of the day? (Breakfast?
Lunch? Dinner?)
3. Group discussion: Breakfast is the most important! If you
only have coffee in the morning, you’re straining your pancreas and making your blood sugar jump higher unnecessarily. This can cause shakiness, fatigue, and loss of focus, all of
which is caused by lowering your blood sugar by having coffee and not eating.
4. Ask: For those of you who have great energy all through the
morning without drinking multiple cups of coffee, what are
you having for breakfast?
5. Explain: Nutritionists recommend that you have a high protein breakfast to keep your energy strong all morning long.
Many nutritionists also recommend having three smaller
meals a day. Between meals, have at least two or three
snacks daily which can be a protein bar, nuts, or almost anything as long as it does not exceed 200 calories. The goal is to
eat something every two to three hours while avoiding foods
with added sugars.
6. Ask: Have you ever had a day where you just felt “off” all day?
Did you know you that feeling can be caused by the two sides
of your brain being out of sync?

7. Explain: Research on peak performance indicates that
humans perform best when both sides of their brain are in
synchrony. There are a number of ways to achieve brain
synchronization, the easiest of which is to listen to music you
love. The way you can tell if both hemispheres of your brain
are in synchrony is that you feel like dancing or snapping your
fingers to the beat. There’s also a smile on your face. If you’re
having an off day, as little as five minutes of the right music
can put your brain back into top performance mode.
8. Ask: With a show of hands, how many of you are at your
best in the early morning? How many of you are at your best
mid-morning or early afternoon? How many of you are night
owls?”

9. Explain: Each day, your body has high and low cycles. For
example, most people wake up or become hungry at about
the same time each day. To take full advantage of these
cycles, pay attention to when you are the most productive.
The way to determine your peak energy time of day is to
keep a log for several days. Note your energy level each hour
and how easy or difficult it is to accomplish work-related
tasks. Schedule your day so that you do your most important
and difficult tasks at your personal peak time periods. For
example, if you are at your best in the early morning, handle
your prospecting, showings, any transaction problems, as
well as your negotiations when you are at your best. Do your
paperwork, social networking, and less important face-toface activities during the afternoon.
10. Ask: How many of you are your own worst critic?
11. Explain: Most of us are our own worst critics. If you catch
yourself complaining about a transaction, the traffic, or your
weight, the best way to eliminate this negative self-talk is to
shift gears and ask, “What are five things that are going right
today?” It could be something as simple as the sun is shining,
my car is running perfectly, or my technology is working with
no glitches. By immediately focusing on what is going right in
your life, you increase your optimism and your energy. This
in turn leads to increased performance.
12. Group discussion: How many of you time block your day?
How has that changed your productivity? Any examples you’d
like to share?
13. Ask: “Did you know it takes almost 30 minutes after you return to your original task to reach the same level of concentration that you had before the interruption?”
14. Explain: To keep your focus strong, use time blocking. For
example, if you are prospecting by phone, don’t allow interruptions to interview with your scheduled prospecting time.
Instead, devote 50 minutes per hour for the scheduled

activity as well as 10 minutes per hour to check in for
emergencies or to handle other urgent issues.
15. Group discussion: I’m sure many of you have heard of the
80-20 rule—that rule says that 80 percent of the benefit for
your business comes from the top 20 percent of your a
ctivities. How can you use this rule to your benefit?
16. Explain: Many agents beat themselves up because they
didn’t accomplish the 53 things that were on their to-do list
today. A better approach is to identify the three most important activities that you must complete each day. These are in
your top 20 percent. Allocate only 20 percent of your day to
the other 80 percent. The reason? The bottom 50 percent of
your activities yields less than five percent of benefit for your
business. Consequently, you’re better off focusing primarily
on the top 20 percent, doing what you can to complete the
next 20-30 percent, and delegating or dumping the rest.
End the meeting with this thought: Consider these words
from Stephen Covey, “The key is not to prioritize what’s on your
schedule, but to schedule your priorities.” After following these
tips for the next week, let me
know if you experience an
increase in your productivity
and your energy levels!

Best practice: Avoid diagnosing any issue regarding the condition of the property. Instead say, “I don’t know what caused
the stain on the ceiling. If you are interested in the property,
then hire a competent roofer and physical inspection service
to thoroughly investigate the cause of the stain.”
3. Group discussion: In terms of noting the brown stain on the
ceiling, what should you put on your written disclosure documents?
4. Explain: Avoid diagnosing on the disclosure documents as
well. Instead, describe what you see: “Brown stain noted on
living room ceiling” or, “Buckled sidewalk noted adjacent to
Ficus tree in front yard.” Avoid stating that the brown spot
is a water stain or that the Ficus tree is responsible for the
buckled sidewalk.
Week of March 25, 2019
Six Strategies to Keep the Attorneys at Bay
Let’s hope that no one in this office will ever be sued because
even if you have errors and omissions insurance, being a
defendant in a lawsuit can have a huge negative impact on your
business and personal life. Being deposed by a superstar
litigator is your worst nightmare. Everything you say can be
twisted and often turned against you. Today we’re going to
specifically look at how to avoid being sued over property
disclosures.
1. Group discussion: Have you ever had a buyer ask you a
question like “What’s that spot on the ceiling?” How did you
reply?
2. Explain: Even if you are a roofing expert, never answer
this question. Rather than a water stain, sometimes that
brown spot on the ceiling can be a beehive with hundreds of
pounds of honey.

5. Group discussion: Have you ever been in a situation where
your sellers had a previous inspection report that they did
not want to disclose? How did you handle that?
6. Explain: Failure to disclose previous inspections can be a
sticky situation, especially if a previous transaction cancelled
due to the issue. Here’s one of the most disturbing examples
why it’s important to make a full disclosure about the condition of the property as well as any previous reports, provided
they accurately represent a problem with the property.
The geological inspection of a hillside property in Los Angeles revealed that it could collapse during an earthquake.
When the first set of buyers received the geology report, they
cancelled the transaction. The sellers and listing agent put
the house back on the market, but decided not to share the
previous inspection report. A second set of buyers made an
offer and closed, but did not receive a copy of the inspection
report showing the geological issues. Sadly, the house collapsed during an earthquake and two people died. Needless
to say, the settlement was for several million dollars.

Best practice: When you have a transaction that falls apart
due to the physical inspection, it’s smart to disclose it to the
buyer, provided the issue has not been repaired and/or has
been verified. If the seller won’t disclose the report, walk
away from the listing. It’s simply not worth the risk.
7. Ask: Have you ever had a seller swear they know where the
property line is? Did you believe them?
8. Explain: Don’t believe the seller! In a case where the sellers
said the fence was the property line, they were actually off by
one foot. That mistake cost them over $200,000.
9. Best practice: When a buyer asks about where the property
line is say, “I don’t know. If you want the exact location of the
property lines, you will have to hire a surveyor.”
10. Ask: Have you ever had a buyer ask you what you think the
seller will take for the property? Why is this question a problem?
11. Explain: A luxury agent had a listing that was priced at $2.4
million. When a journalist asked her where she thought the
property would sell, she said $1.8 million. When the seller
read this in the paper a few days later, he filed a lawsuit for
an unauthorized price reduction. The judgment against the
agent and her company was for over $2 million.
Best practice: When a buyer asks you how much a seller will
take for the property, there’s only one correct answer: “The
only way to know for sure is to write an offer.” In fact, you
can’t even represent that the seller will sell for the asking
price since in a multiple offer situation, the property could
sell for over asking.
12. Group discussion: When a buyer asks you about the characteristics of the neighborhood, including crime statistics, ethnic composition of the residents, or “families” that live in the
area, how do you handle it? (Take a few shares.)

13. Explain: You may believe that a property is located in a great
neighborhood, however, that can all change if the wrong tenant or owner moves into just one house. If you do respond
to that question, you run the risk of violating the Fair Housing laws. Instead, provide your buyers with links to census,
crime, and school data where they can search out this information for themselves. Two excellent ways to do this is to
supply them with reports from NARRPR.com and/or HomeDisclosure.com.
14. Group discussion: What do you tell a buyer if they don’t
want to have an inspection on a new property?
15. Explain: If there was ever a time to have a thorough physical
inspection, it’s when a buyer purchases a new property. For
example, one agent explained how in one of the homes she
sold, the plumbers hooked up the hot water to one of the
toilets—talk about being steamed!
Best practice: On all new properties, make sure that the
buyer does a thorough physical inspection and walk-through
prior to closing. The buyer has leverage before the transaction closes. Afterwards, some builders aren’t very good at
following up on post close problems.
End the meeting with this thought: Ultimately, your first line
of defense is to always follow the Golden Rule. Never say anything negative about anyone, never represent what your buyer
or seller will do, and never diagnose the condition of the property. Instead, have your clients use trained professionals to
evaluate the property. Also, for additional peace of mind, order a
home warranty policy as well.

Quick Hints
Weekly Agent Profitability Tips
“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
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 March 4, 2019
Profitability Tip: Do you have this success factor most top
producers share?
To succeed in real estate, you must have a thick skin. When
everything is falling apart, the agents who will fare the best
are those who have emotional resilience. Emotionally resilient
agents stay calm and relaxed no matter how crazy things get.
When they encounter obstacles, they keep moving forward
rather than dwelling on the negative. To improve your emotional resilience, “Don’t be attached to the outcome.” Instead,
provide your clients with the best service you know how to
give. Stay as focused as possible on the positive. Doing so
increases your emotional resilience as well as your attractiveness to potential clients.
Thought of the Week:
Friendship isn’t a big thing; it’s a million little things. 				
				
—Helen Beresford

Week of March 18, 2019
Profitability Tip: How many phone numbers do you
have on your business card?
People don’t want to have to chase you down by calling
multiple phone numbers. The best approach is to put one
number on your business number that forwards to any
other number where you might pick up the phone. If your
company requires you to put your office phone number
on your card, then make sure your personal phone
number is larger or in darker print than the office phone
number. Also, make sure the numbers are easy to read.
Baby Boomers still control the majority of listings and
most have a hard time reading small print, even when
they’re wearing glasses.
Thought of the Week:
It is always your next move.

Week of March 11, 2019
Profitability Tip: How to attract your ideal client
Would you like to attract better quality clients? If so,
here’s a simple tip. Write down at least two pages of characteristics of your ideal client, right down to the clothes
he or she wears. Now, go back through your list and put
a check mark next to each of those characteristics that
describes you personally. The closer your personal characteristics are to those of your ideal client, the more likely
you are to attract that perfect client for your business.
Thought of the Week:
Cease to inquire what the future has in store, and take as a
gift whatever the day brings forth. 					
								
—Horace

—Napoleon Hill

Week of March 25, 2019
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 do business, they will
select the agent with whom they have seen or spoken to most
recently. Consequently, it’s smart to get in the habit of calling
at 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 may like to
attend. If you hate using the phone, send them a text message
or contact them on Facebook or Twitter
Thought of the Week:
Your best teacher is your last mistake.

—Raplh Nader

