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The eldest son still was extremely angry 
and was continuing blaming his dad as the 
wedding day approached. Nevertheless, he 
agreed to be his father’s best man. 

The bride, who had been in a marriage with 
an exceptionally high profile man whose 
work had come before anything else, was 
hurting as deeply as the man she was 
marrying. 

They couple came together initially as work 
acquaintances who were both in pain over 
the loss of their marriages and the breaking 
up of their families. They became friends, 
but were both terrified of trying again. In 
fact, the bride had actually run away from 
the groom when he first expressed his 
feelings. It was a good thing that he ran 
after her. 

When they took their vows, the tears of 
gratitude and joy flowed. The pain was 
behind them and together, they would 

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. 

On July 10, 2019, 50 of the industry’s 
leading women join us in Scottsdale for 
the Awesome Females in Real Estate 
conference. We leave our brands at the 
door to confront the problems that we face 
as women in leadership. Our theme this 
year is, “Healing Our Lives and Healing Our 
Communities.” 

Today I wanted to share something 
extraordinary that I witnessed over the 
weekend—the most heartfelt set of 
wedding vows and the most joyful wedding 
reception I have ever experienced. 

The groom had tried to stay in his first 
marriage of 33 years, even as his wife, who 
was a director of a Fortune 100 Company, 
sank deeper and deeper into alcoholism. 

Bernice Ross
Editor-in-Chief
CEO and President, 
BrokerageUP! Inc. 
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As she continued to drink, even after 
being forced into rehab multiple times, the 
groom did his best to support her to beat 
the problem. 

With the help of a therapist, he finally 
came to realization that she was unwilling 
or unable to control the addiction. The 
question that ultimately triggered his 
decision to leave and file for a divorce was 
this: 

I’m 58. Do I want to spend the next 
20 or so years I may have left with 
someone who is an alcoholic, is 
unwilling to stop drinking, and doesn’t 
even care for me anymore? 

His daughter, who had been living with her 
mother’s drinking issues all through high 
school, supported her dad’s choice. Her two 
older brothers, who had moved out over 10 
years ago, blamed their dad as their mom 
attributed everything that went wrong to 
their father. The boys believed, “He should 
stay with her and try to work through this.” 
Their father had the good sense to never 
criticize their mother. 

When the mother, who was in a drunken 
stupor, verbally abused the second son’s in-
laws for absolutely no reason whatsoever, 
the second son resolved that unless she got 
sober, he would no longer tolerate having 
his mom in his life.  

From the Editor



create a new life filled with the love and 
laughter.  

The highlight of the reception was when 
the groom, who was a highly successful 
powerhouse attorney for a Fortune 50 
firm and had never learned to dance, 
had secretly attended dance lessons and 
did his dance routine for his new bride. 
He was gangly, a bit uncoordinated, and 
everyone was laughing so hard because 
no one could believe what they were 
seeing—such is the power of true love.

At Awesome Females later this month, 
we will be looking at how we can work 
through those times when we face 
illness, tragedy, and/or loss. We will also 
be sharing how to bring our communities 
together to support each other and to 
solve many of the crises we face. Look 
for insights from that conference later 
this month

Also, when you face a difficult or 
troubling challenging situation, 
remember this acronym: “HOPE—hold 
on, pain ends.” 

Have a great month!

Bernice



Wow—July looks as if it’s going to be as red hot for the industry 
as the temperatures are at this time of year. Consumer optimism 
about the real estate market is high, mortgage rates are coming 
back down, Freddie and Fannie may no longer have federal 
guarantees, there’s a new solution to the thorny problem of 
contingent sales, and Zillow may be making an Amazon type play 
to dominate the market. There’s also important news on the legal 
front as well. Here’s what’s trending now. 

More Consumers Believe Now Is a Good Time to Sell 

According to the NAR HOME (Housing Opportunities and Market 
Experience) Survey for second quarter 2019, 73 percent of people 
believe that now is a good time to sell a home. This represents 
an increase over last quarter at 6 percent. Those that feel that 
“strongly,” rebounded from 37 percent in Q1 to 46 percent in Q2 
2019. 

In terms of buyers, 65 percent of believe that now is a good time 
to buy a home, which is consistent with the previous quarter. 
Thirty-eight percent believe that strongly, and 27 percent believe 
that moderately.

Good News on the Mortgage and Affordability Front

You may have noticed that the 10-year Treasury bill rate has 
dropped into the low twos. Mortgage rates have followed 
that rate down and are predicted to decline even further over 
the next few months. This translates into good news on the 
affordability front. 

According to NAR Chief Economist Laurence Yun:  

Lower mortgage rates, along with job and wage growth, will 
lead to an increase in sales and thereby contribute positively 
to economic growth in the upcoming quarters.

Fannie and Freddie Restructuring

In an effort to get Fannie and Freddie off the balance sheet 
of the federal government, the Federal Housing Finance 
Administration has proposed to end the 100 percent implied 
guarantee for the mortgages they issue. Fannie and Freddie 
have more than paid back the $180 billion bailout that was 
required to keep them solvent due to the junk mortgages they 
issued in 2006 and 2007. Both are still in conservatorship. 

According to Steve Murray of RealTrends,

Most experts believe that if Fannie and Freddie are cut loose, 
rates and fees will rise due to the lack of the implied or 
warranted federal government guarantee of their operations 
results and they have to make it on their own. Other experts 
believe that rates may actually decline after the initial change 
and more competition enters the market, especially in the 
secondary market where large financial institutions may be 
able to compete with Fannie and Freddie. 

What’s Trending Now



BoardRE: Make a Cash Offer on Contingent Sales

BoardRE ((Board.live) is a Colorado-based mortgage company 
that offers to buy a house for its customers and then lends 
them the money to buy it back. This is a much less expensive 
than carrying two mortgages on two properties or obtaining a 
“bridge” or “swing loan” (temporary financing that enables the 
buyer to purchase prior to selling their current property).  

According to RISMedia, here’s how this works: 

Once the buyer’s loan with Board is ready to close, Board sells 
the home to the buyer at the same price that it bought it for, 
typically in two weeks or less. Board generates revenue from 
the mortgage origination and does not add costs to buyers, 
sellers, or real estate agents who leverage its cash offer service.

Nick Friedman, co-founder and chief operating officer, says that 
Board aims to level the playing field for mortgage borrowers 

who are at a disadvantage to those buyers who make cash 
offers: 

Board levels the playing field by providing any buyer it 
approves with the strongest offer in real estate. With Board, 
any buyer is an iBuyer, primed to compete against any offer. 
(In other words, an all cash buyer).

Friedman said they have three closed deals and are now actively 
working with about 20 new buyers in Colorado and have a 
waitlist for other states.

Equally important, Board’s closing costs are the same as they in 
a standard transaction. Board generates their profit from the 1-2 
percent loan origination fee and from having salary-based rather 
than commission-based loan officers. One other important 
point: both the buyer’s and the listing agents’ commissions are 
paid at the all-cash closing.

Is Zillow Making an Amazon-Style 
Move to Dominate the Market?

 
Carl Franzen, the Chief Editor at Inman News, made the following 
observation about what he believes is going on over at Zillow: 

Even if Redfin and Keller Williams aren't seeing too much 
traction with their iBuyer offerings, and even as Opendoor 
and Offerpad contend with Zillow’s growing ambitions in the 
space, one thing is clear: Zillow and its newly installed CEO 
Rich Barton are serious about turning Zillow into the place 
that Americans think of for all their home shopping needs, 
even more so than it already is. Just like Amazon at some point 
became “The Everything Store,” I think that Zillow is trying to 
pull a similar move with residential real estate in the U.S.



Legal Update

Attorneys in the Moerhl class action lawsuit that challenges how 
commissions are shared on the MLS, have filed a more detailed 
amended complaint that cites NAR’s Standard of Practice 3-2 
and Practice 16-16 as evidence that NAR impedes effective 
negotiation of the offer of compensation. 

Standard of Practice 3-2:
Any change in compensation offered for cooperative services 
must be communicated to the Realtor prior to the time that 
Realtor submits an offer to purchase/lease the property. After 
a Realtor has submitted an offer to purchase or lease the 
property, the listing broker may not attempt to unilaterally 
modify the offered compensation with respect to that 
cooperative transaction

Standard of Practice 3-3
Standard of Practice 3-2 does not preclude the listing broker 
and the cooperating broker from entering into an agreement to 
change the cooperative compensation. 

NAR’s general counsel, Katie Johnson, clarified what the exact 
nature of the commission rules are: 

The two Standards of Practice are not contradictory as they 
address two separate distinctions. The first references a listing 
broker’s attempt to unilaterally modify offered commission, 
without the consent of the cooperating broker. The second 
addresses that a listing broker and cooperating broker can 
negotiate an agreement to modify compensation.

To be clear, commissions are negotiable. There is no provision 
in the Code of Ethics or elsewhere in NAR policy that prohibits 
the negotiation of commissions. Sellers can negotiate the 
commission they agree to pay their listing broker, which is 
usually documented in the listing agreement. Sellers can also 

negotiate (and dictate) the amount they permit their listing 
broker to pay cooperating brokers who bring the sellers ready, 
willing, and able buyers.

NAR rules do not in any way dictate the level, or the nature, 
of commissions that are offered. Indeed, these rules permit 
listing brokers to offer as little as one cent to a cooperating 
buyer’s broker.

In summary, there is no minimum amount of commission you 
have to offer the buyer’s agent. And furthermore, the buyer’s 
agent commission can be negotiated at any time.
SOP 3-3 supports the SOP 3-2 scenario by stating that listing 
brokers and cooperating brokers can enter into an agreement 
to change cooperating compensation at any time, period. 

Stay tuned—these are just the opening salvos in this very 
complex lawsuit. 



The first half of 2019 is already behind us. 
As you look back over the last six months, 
ask yourself the following question: 

What are my most special memories from 
the first half of 2019?

Chances are your most special memories 
are those outside your business. 

In general, the richness of our lives comes 
not from how much business we do, but 
from the times spent with friends and 
loved ones. If you’re spending too much 
time working in your business, rather 
than creating memories with those you 
care about, then try the ten-step process 
below. It makes no difference which step 
you take first. The point is to begin the 
process and build from there. 

1.  Schedule Days Off 
 In terms of scheduling time off, it’s 

important you do this first before 
scheduling your work activities. It’s way 
too easy to let the “busy-ness” of your 
business encroach on your personal 
time. Treat these appointments at the 
same level you would a doctor’s or 
dental appointment—don’t miss them 
unless there is no other option. 

 If you do miss taking time off, 
reschedule the appointment. If you’re 
having challenges with this, begin by 
scheduling at least one weekend day 
off from your business at least twice 
a month. This day is for you to enjoy 
either alone or with loved ones. Fill the 
day with activities you love—not with 
errands or activities that needlessly 
drain your energy. It’s the best way to 
avoid having your time off filled with 
doctor appointments rather than fun. 

2. Turn Off at Night
 End your day by 7:00 PM at least two 

weekdays per week. This means no 
phone calls, no emails—no work of any 
kind. This is your time to recharge with 
a relaxing meal and with activities that 
make you feel good.

3.  Dump What Is Non-Essential
 One of the best ways to create more 

time in each day is by dumping non-
essential activities. Whether it's office 
gossip, a friend who always laments 
about all the problems in his or her 
life, or any other potential energy 
waster, a simple "No" or "I have another 
appointment" (even if it's with yourself) 
is your best strategy to create more 
time for you.

4. Schedule Relaxation Time
 Each day, schedule at least two 

activities you find to be relaxing and/
or enjoyable. Whether it's reading, 
meditating, exercising, taking a long 
bath, having lunch with a friend, these 
times are critical to creating a better 
quality life. They are also the times 
where your creativity and problem 
solving may be at their height. Take 
advantage of them. 

5. Connect with Friends 
 How long has it been since you’ve 

contacted your three closest friends? 
When you’re laughing with those you 
care about most, you are lowering 
your stress. Get in the habit of either 
meeting in person, calling, or Skyping 

Are You Ready to Start Having a Life Outside of Real Estate? 
Grow Your Leadership Skills

by Byron Van Arsdale, Master Certified Coach, Co-owner, RealEstateCoach.com



with at least one close friend every 
week just for the sheer joy of having 
the pleasure of enjoying each other’s 
company.  

6. Reduce Your Risk for Cancer and Heart 
Disease 

 Have dinner with your family or with 
someone you care about at least five times 
per week. Paul Pearsall’s research with 
heart transplant patients has shown that 
those who regularly have dinner five times 
per week with friends or loved ones have 
50 percent fewer heart attacks than those 
who eat alone.

7. Avoid Multitasking
 When you're at work, concentrate on work. 

When you leave the office, "close the door" 
on your work activities. Letting your work 

become all-consuming can literally eat 
you alive if you end up becoming ill with 
cancer. Also, failure to concentrate on 
your work while you are at work, makes 
you less productive. Failure to enjoy that 
precious time off means you become even 
more stressed out. This leads to increases 
in adrenaline and specifically, Cortisol, 
which in turn can contribute to heart 
disease and cancer.  

8. Have a Problem—Deal with it Now  
 No matter how uncomfortable or ill-timed 

it is, deal with problems immediately. If 
there's a sticky problem you're having 
trouble resolving, write down all the 
potential solutions, select the best 
approach, and then let it go. Needlessly 
rehashing the problem only reduces the 
joy from the other areas in your life. 

9. Discover Something New
 At least once a month try something 

you've never tried before. It can be as 
exotic as traveling to a foreign land to 
something as simple as trying a new 
recipe. The more creative, the better—
and if it flops, think about the great time 
you'll have telling the story.

10. Keep a "Great Life" Journal 
Each day, no matter how difficult the 
day was, write down at least three things 
you noticed that we're perfect in their 
own way. Whether it's a huge win or 
something as simple as noticing a bird's 
song or a butterfly flitting through the 
air, noticing the simple joys can make a 
major contribution to having a great life 
outside real estate. 



http://www.downpaymentresource.com


Listen Now!

Secrets of 
Top-Producing Agents

This month we are pleased to welcome Gabe 
Cordova, the Vice President of Sales and Support 
of Firepoint.net. In today’s podcast, Gabe shares 
the insider secrets about running a highly 
profitable individual or team business. Here’s what 
he will be covering. 

• How new agents can get started by 
leveraging other agents’ listings.

• How to launch a team.

• Why everyone on your team must use 
your branding and your team contact 
information rather than their own. 

• How to achieve operational excellence 
that provides you with a steady flow of 
leads and transactions.

• What it means to be the CEO of your 
company including best practices for 
doing so. 

Podcast of the Month



E-Male vs. Fe-Mail Communication
Men and women have very distinct differences 
in how they communicate, especially via 
email. Understanding these differences and 
being intentional about how you choose to 
communicate minimizes misunderstandings 
while also increasing your effectiveness. 

I recently reconnected with long-time coaching 
friend, David Goldsmith. Goldsmith, an early 
pioneer in the business coaching, helped to 
launch business coaching in Japan as well as 
being a columnist for London’s The Sunday 
Times. 

The Genders Have Trouble Understanding 
Each Other
Goldsmith shared a challenge that many of 
his female executive coaching clients are 
facing—understanding what he calls, “E-Male” 
communications. 

It turns out that both men and women 
have trouble understanding how the other 
gender communicates, especially via email. 
To illustrate the differences, here are three 
emails that I received from CEOs of billion 
dollar companies. Can you tell which ones 
were written by a man vs. a woman? 

#1:
Thanks for the article. We are just so jammed 
right now. Our convention and new website.

#2:
First cut. Could pull colors and have a 
pneumonic created (ribbon, ribbon and 
house) from a key element of the larger logo. 
Thoughts, feedback?  

#3:
Thank you so much for your email. Please 
note I am on email early in the morning and 
evenings with the balance of my time in the 
field so I may be delayed in responding. If 
you need immediate attention, please TEXT 
me at: 412-273-1992. Thanks so much!

The first two emails were from men and the 
third email was from a woman. 

Men Are Like Waffles—Women Are Like 
Spaghetti
Bill and Pam Farrel’s book, Men Are Like 
Waffles—Women Are Like Spaghetti provides an 
interesting take on how communication varies 
by gender. 

When the Farrels claim, “Men are like waffles,” 
what they mean is that men handle single 
bits of information, one piece of information 
at a time. Emails #1 and #2 illustrate 
this behavior—short, bulleted pieces of 
information, often in incomplete sentences. 

On the other hand, “Women are like spaghetti” 
because they will start a thread and then 

continue following it, stringing multiple 
threads (spaghetti) together. 

Follow the Spaghetti 
Email #3 is representative of female 
communication at the executive level. Notice 
how the email begins and ends with a “thank 
you,” the precise explanation of how and 
when to reach the sender, and an alternative 
source if she is unavailable. The writing is also 
crisp and concise. 

On the other hand, (and I hate to admit this), 
here’s a recent “spaghetti” email that I sent to 
a regular guest on my radio show. 

Just checking in to see if you have time to 
do your quarterly update this week for our 
radio show. I know we’re a week early, but 
I thought it would be smarter to run this on 
June 28 rather than doing it on the week of 
July 4th where most people will be taking a 
four-day weekend. I have good availability 
today, tomorrow, and Thursday. Let me 
know what works for you. Hope you have 
recuperated from your hospital stay and are 
feeling much better! :-)

by Bernice Ross

Spotlight
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Notice the following “spaghetti” features about 
this email:

• I began the email with the word “just”—be 
more direct by eliminating this word from 
your communications.

• I asked for permission to make an 
appointment (If you have time) rather 
than going to the bullet and asking for a 
specific appointment time and date. 

• I justified my reason for doing the show 
a week early. It’s important to note 
that your “why” seldom makes any 
difference to the person receiving your 
communication, especially if this person is 
a boss or is busy.  

• I gave the recipient too many general 
choices (today, tomorrow, and Thursday). 
This significantly increases the number of 
emails required to set an appointment. 
Instead, ask for what you want in the first 
email. If the recipient can’t comply, he or 
she will normally suggest an alternative 
time. 

• Men are less emotional than women in 
their written communications, seldom 
using exclamation markets and almost 
never using an emoji. 

Fe-Mail to E-Male
Here is the same email in “waffle” form. 

John, 

Are you available to do your quarterly update 
Wednesday June 28 at 10:00 a.m. Eastern or 
Thursday June 29 at 2:00 p.m. Eastern? 

Thanks, Bernice

“Waffles” Are Mandatory for Skimmers and 
Scanners 
Recently I was setting up times to do panel 
preparation for an upcoming conference. I 
received the following email from one of the 
three women who were going to be on the 
panel 

Bernice, the 28th is not doable at all, July 
27th works in the late afternoon (3 p.m. 
or later).  The 25th is technically open but 
I’m supposed to be on call for budgets so if 
something comes up, I’d have to bail. So, my 
best bet is July 27th in the afternoon.

I happily proceeded to schedule our call at 
1:00 p.m. Pacific on July 27th (which matched 
the two other women’s schedules) because 
what I remembered was, “So my best bet is 
July 27th in the afternoon,” even though “3:00 
p.m. or later” was clearly stated in the first line. 
The multiple dates and times are confusing. 

This Fe-Mail would have been much clearer if it 
had stated: 

The only time I am available this week is on 
July 27th after 3:00 p.m. Pacific.

Pay Attention to the Type of 
Communication Tool You Use
One final recommendation from Goldsmith 
is to choose your communication tool 
based upon how serious or complicated 
the communication is. Use text messaging 
to arrange appointments and other minor 
tasks, but if you’re negotiating or working on a 
problem, call; better yet, meet face-to-face. 

Tailor Your Communication to Fit the 
Recipient
Clearly, not all men prefer “waffles” nor do all 
women prefer “spaghetti.” The best advice is 
to look at how your clients communicate and 
respond in the way they communicated with 
you. 
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Did you meet your goals for the first half of the 2019? Would you 
like to do even better in the second half of the year? If so, the 
secret to reaching that goal begins by carefully assessing what 
you did during the first half of 2019. If you don’t take the time to 
regularly assess your progress in achieving your goals, you will 
be unable to identify when and where things get off-track. 

Time-block an Hour on Your Calendar to Assess Your 
Progress 
Begin this process by looking at your targets for 2019: 

1.  Are you on track? Behind? Ahead? 

2.  What is working? 

3.  What isn’t working? 

4.  What shifts can you make that will allow you to leverage what 
is working to increase your rate of progress?  

5.  What should you stop doing?

These five questions can be used for both management and 
agent goals. Many managers are diligent about setting yearly 
goals for themselves and with their agents, but not so consistent 
in staying on track as the year unfolds. 

Plan for a Phenomenal Second Half of 2019

A Lesson from the Apollo 11 Moonshot
The Apollo 11 moonshot was off course 85 percent of its 
journey but landed within 15 feet of the planned ascent. 
Success was due to the course corrections made along the way.  
Consequently, it’s important that you regularly evaluate your 
progress. As soon as you spot that you are off course, it’s time to 
alter your course to get back on target.  

Agent Coaching Guide

by Joeann Fossland, Chief Evolution Officer, Advantage Solutions



5 Ways to Crush the Next Six Months

1. Focus on the low hanging fruit
 In every business, there are ways to create results that come 

easily. Oddly, this is often overlooked because sometimes 
it’s so obvious. On the other hand, managers and agents are 
drawn off track because they feel they “should” go after the 
tougher ones. A better approach is to focus on the people 
that already know and love you. These are the not only the 
first people to contact, but are also the ones most likely to 
send you referrals.  

 In terms of recruiting, a proven approach is to create a higher 
profile in the real estate community. Great places to start  are 
with your local Realtor organizations such as the Women’s 
Council of Realtors (WCR), Young Professionals Network 
(YPN), or Certified Residential Specialists (CRS) where you will 
have more consistent contact with agents from other firms. 
This is a great way to build relationships that will help you 
to reach your recruiting goals sooner. Moreover, sphere of 
influence leads convert up to 10 times more often.  

2. Decide What to Let Go of or Say “No” to
     Insanity is doing the same thing over and over hoping for 

different results.

 As you assess what isn’t working, be willing to work smarter 
by letting go of what you’ve always done or what has worked 
in the past. This could be a savings in terms of time and/
or money.  If you want to have better results in the future, 
this means changing what you’re doing. If not, a year from 
now, you’ll still be getting the same results that you’re getting 
today. 

3. Leverage what is working
 As you look at the first six months of 2019, what was the 

source of the results you had? Is there a way to increase your 
focus on these activities for the second half of the year? 

4. Create more energy
 What you focus on expands. Where are the people who 

need you and your skills? What segments of the market are 
hot? What mindset, self-talk or limitations are in the way of 
achieving the goal? Question your beliefs and only accept the 
ones that are empowering. It doesn’t have to be hard. Don’t 
allow negativity to suck your energy.

5. Take time to rejuvenate
 Self-care is the foundation to increasing energy and results. 

Time off, sleep, exercise, and eating well will help you be at 
your best, be more focused, and implement actions that will 
reap rewards.

Use these questions and steps to help you and your agents 
achieve clarity about which course of action will achieve the best 
results for the rest of the year! 



High Time Recruiting Time
From Our Publication RealClues

While most people vacation during 
the summertime, right now is the best 
time of year to recruit some of the 
most dependable and profitable agents 
you can hire. Who are those people? 
Teachers. 

I was in my 20s, had just purchased by 
first condo, and had spent every dime on 
the down payment. The mortgage would 
be a challenge, but I could make it work 
on my teaching salary—that was until 
the district cancelled summer session 
due to cutbacks in funding. 

I struggled with what to do. As I 
considered the options, I remembered 
one agent who had “Million Dollar 
Club” on her card. Given her disheveled 
appearance (she showed up in her bare 
feet and raggedy jeans to show me 
property), my thinking was, “If she could 
sell a million dollars’ worth of real estate, 
maybe I could sell one or two houses 
this summer.” 

I dutifully went about getting my license. 
I was surprised when the Century 
21 broker near my condo hired me 
immediately. After attending a week 
of sales training, I reported to work 
on Monday June 19, ready to start 
prospecting for clients.

I had no idea that the skills I had acquired 
in the classroom were many of the same 
skills I needed to succeed in real estate. I 
sold two houses my first month and eight 
my second month and wondered why I 
studied for all those degrees. Two years 
later when interest rates jumped into the 
16-21 percent range, I was glad I had kept 
my college teaching job.

The Profile of Real Estate Success
When it comes to recruiting, there is a 
very distinct profile of real estate sales 
success. The top five factors that predict 
that success according to the new agent 
studies in 2006 (Upward Motion,) 2012 
& 2015 (Texas Association of Realtors), 
and the California Association of Realtors 
WomanUP! initiative in 2017 and 2018 
are: 

1. “DI” score on the DISC
2. High score on the Utilitarian 

motivator score on the Target 
Training International DISC

3. A learning mindset
4. Dependability
5. Emotional resilience

“DI” vs. “IS” on the DISC 
Top producers almost always score high 
on the “Dominance” (D) and “Influencing” 
factors of the DISC. The person who 
scores high on the “D” factor is a high 
drive, get-it-done individual. These 

individuals will door knock, call on FSBOs 
and expireds, and handle rejection well. 

The person who scores high on the “I” 
factor is a “people person” who meets 
people easily in all types of settings. 

Couple the “DI”  with high scores on the 
“Utilitarian” factor (practical, bottom-line 
oriented) and you have a salesperson 
extraordinaire. In fact, a high score on 
the Utilitarian factor alone predicts sales 
success in any field at a 72 percent level. 

Most top producers have a learning 
mindset and are emotionally resilient due 
to their high “D” scores. Because many of 
them have some degree of ADD, they do 
need a strong assistant to manage their 
business systems and transactions.

While top producers often make a lot of 
money for themselves, they are almost 
always on very high splits and can even 
be a loss leader for the brokerage. 

Why Recruit Teachers? An “IS” 
Profile—Steady, Dependable Success
The “IS” profile on the DISC is 
“Influencing” (people skills) coupled with 
the “S” for steadiness and dependability. 
The person who scores high on the “S” 
is not the salesperson type, but rather 
someone who relies on systems, will stick 
with a task through completion, and is 



brand loyal. Many managers and brokers 
overlook this group because “they’re not 
salespeople.” 

Teachers almost always score high on 
the “IS” factors on the DISC. They clearly 
have a learning mindset, usually have a 
fairly high degree of resilience to manage 
what goes on in the classroom, and 
are dependable. They operate from a 
lesson plan and will happily implement 
a business plan if you show them how. 
Moreover, they will follow it—it’s what 
they’re trained to do.

They also love systems, but could greatly 
benefit from a little of the “D” factor 
to get them out of their “education 
paralysis” (i.e., the “I-need-to-learn-more” 
attitude) before they start working with 
an actual client. 

While there are some top producers who 
were former teachers, most teachers 
tend to be steady, mid-range producers 
who show up and do their job. Unlike 
your agents who score high on the “D” 
factor who approach their business with 
“It’s-easier-to-ask-for-forgiveness-than-
to-ask-for permission” attitude, these 
agents usually follow the rules precisely. 

High scores on the “S” factor also 
means that they are brand loyal. If they 
like you and your brokerage, they will 
be reluctant to “betray” you by going 
elsewhere. 

How and Where to Target Market Your 
Teacher Recruiting Efforts
Sadly, many teachers have become 
frustrated and/or burned out with low 
pay, lack of support, and in some cases, 
dangerous working conditions. Most 
went into teaching because they wanted 
to be of service. 

Who are the best candidates? Those who 
are substitute teachers, are struggling 
due to low paying positions, or are 
burned out working in the present 
position. In most cases, those who teach 
K-12 during the day and love their job 
won’t be open to leaving. 

Adjunct (part-time) instructors at the 
college level, especially community 
colleges, are another excellent place 
to search. This is especially true if they 
have a business, communications, or 

marketing background. Since many of 
these instructors work in the evening, 
they can easily schedule their real estate 
activities around their classes.  

The third group are teachers who have 
taken retirement.  Many have decent 
pensions and can afford to get started in 
a second career in their 40s-60s. 

How to Meet Them
An excellent way to meet teachers is to 
create a niche specifically designed to 
help them become homeowners. Use 
DownPaymentResource.com to find what 
down payment assistance programs 
are available for teachers in your area. 
If they’re married to someone in the 
military, a firefighter, a police officer, 
nurse, or who has another community 
service job, they can seek down payment 
assistance in both categories. 

Next, “Educate the Educators” by holding 
seminars that show how they can 
purchase their first home, move-up, 
downsize, or prepare for retirement. 
Not only will this produce leads for your 
business, it’s also a great time to ask if 
they have ever thought about having a 
career in real estate. 

Given the number of past teachers in the 
business, there’s ample evidence that 
this can be a key source for great recruits 
for your office or company. Now is the 
best time to recruit past and present 
teachers—check it out!

http://DownPaymentResource.com


Week of July 1, 2019
How to Cope with Incompetent Agents 

  
A NAR statistic that dates back to the 1990s and is still pretty 
accurate today is that “Seven percent of the agents do 93 
percent of the business.” Hundreds of thousands of licensees 
average one or less transaction a year. Today we’re going to 
discuss how you can cope when the other agent is inexperienced 
or simply clueless.

1. Discuss: A widespread complaint about the real estate 
industry is the lack of professionalism. Licensing 
requirements are seen as lax. Furthermore, the industry has 
been unsuccessful in raising standards. Realtors continue to 
rank below used car salespeople and attorneys in terms of 
customer satisfaction. 

2. Group discussion: Here’s a quote from an agent who 
describes his experience with an incompetent agent: 

 I can’t believe it. The other agent emailed me the offer, expected 
me to do all the work, never showed up for inspections or 
anything else. He wasn’t even there for the closing—he had the 
title company messenger his check to him. What really irked me 
was that his clients gave him a glowing review online when I did 
all the work!

 Have you ever encountered the situation like this and if so, 
how did you handle it?

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.

3. Group Discussion: What do you think this statement 
means: “Slain by an expectation”

4. Explain:  When you do a transaction and expect the other 
agent to do their fair share of work, you may be angry about 
having to do everything. Byron Van Arsdale, the co-owner 
of RealEstateCoach.com, describes this situation as being 
“slain by an expectation.” The agent from the scenario we 
just discussed had an expectation that the other agent 
would do his fair share of the work. He did not. She also had 
an expectation that the agent would not be rewarded with a 
positive online review. 

5. Discuss: This issue isn’t new. Most top producing agents 
will tell you that if they want their deals to close, they 
usually have to do all the work themselves. When you are 
in a strong market, there are a lot of new agents who are 
untrained but have clients who will write offers. Rather 
than becoming upset by this, change your mindset so your 
expectation is that you will have do most of the work to 
close the deal. For the 20 percent of those transactions 
where the cooperating agent is highly competent, consider 
it a welcomed surprise. 

6. Ask: How many times have you had an offer or a 
transaction issue and you could not get the listing agent to 
call you back? What did you do?



manager’s advice on how to handle the situation, even if 
Sally is unhappy, the decision on how to proceed was made 
by Sally’s supervising manager or broker. Like it not, she has 
little recourse against you. When you do talk to Sally, be sure 
to tell her you called her manager since you concerned that 
she might be ill or was perhaps out of town. 

13. Ask: What are some ideas you have about how to change 
your mindset around agents who don’t do their fair share? 
What can you implement right away?

14. Explain: When it comes to dealing with incompetent agents, 
the best recourse is to expect to have to do the work and 
when they refuse to cooperate, please bring it to me. I can 
contact their agent’s manager if necessary. In the rare case 
where that doesn’t work, then we can jointly decide if there is 
an ethics issue that we need to take to the Board of Realtors.

End the meeting with this thought:  Remember these wise 
words from Will Durant, and strive for excellence: “We are what 
we repeatedly do. Excellence, then, is not an act, but a habit.”

7. Explain:  In this situation, if you become angry at the other 
agent or report him or her to their manager, you now have 
someone who is hostile towards you on the other side of the 
deal. This also means they may be uncooperative if you ever 
have to do business with them in the future.   

8. Group discussion:  You have an obligation to your clients 
to present their offer in a timely fashion and close the 
transaction. If you have to take the situation to the agent’s 
manager, can you think of a way that will cause the least 
amount of damage to the situation with the other agent?

9. Explain: Rather than assuming the agent is deliberately 
trying to avoid you, it could be the person is ill, there was 
an emergency, or they simply forgot to recharge their cell 
phone. Before you take this situation up the food chain, be 
sure you have made a concerted effort to reach the other 
agent.  When you do contact the agent’s supervising broker 
or manager, frame the situation as if the agent is not trying 
to avoid you or is being a lazy bum. For example, use this 
script:

 “Mr. Manager, I’ve been trying to reach Sally Agent to present an 
offer we have on her listing at 123 Main Street. I was wondering 
how to proceed. I’ve tried reaching Sally on her cell and via 
email.  I’m concerned that she might be ill or out of town. My 
buyers are eager to have their offer presented. What do you 
recommend?”

10. Ask: Why do think this approach works?

11. Explain: When Sally’s manager contacts her, he will be 
inquiring as to whether she is all right rather than accusing 
her of not doing her job. If she is being uncooperative, 
chances are she will attempt to be cooperative in front of her 
manager.

12. Explain: On the other hand, the manager probably knows 
the truth about Sally’s level of competence. By asking the 



own priorities and combinations of unique talents. For 
example, you may have a standard that you brush your teeth 
after every meal. Another person’s standard might be that 
they brush their teeth only before they go to bed each night. 

4. Ask: What does having boundaries mean to you? Can you 
give an example of a boundary?

5. Explain:  Boundaries include the behaviors we will accept 
from others as well as those behaviors that we refuse to 
tolerate. Boundaries are consistent and can generally be 
applied to everyone who we work with or know. To set 
effective boundaries, you must first identify the behaviors 
that you will and will not tolerate as well as how you will 
handle unacceptable behaviors. Here’s an example to 
illustrate this: 

 Imagine a castle. Standards are how you build your castle—
the colors, design, height, stone, furnishings, and size. The 
moat is your boundary. Anyone wishing access to your 
castle must cross over this moat. You and only you control 
the drawbridge that allows others access to your castle. If 
you don’t like something about your castle, you rebuild it to 
your new specifications by changing a standard. If you don’t 
like someone’s behavior, you leave the drawbridge up and 
maintain your boundary. 

6. Using the toothbrush analogy again, if you grew up in a 
household where you were an only child, you probably 
have a boundary that no one shares your toothbrush. In 
contrast, someone who comes from a large family might be 
completely OK with someone using their toothbrush. 

7. Discuss:  Many agents let unacceptable behaviors slide 
because their focus is on closing the transaction. Here’s how 
to create a boundary when you have a client who likes to yell 
and scream.

Week of July 8, 2019
Setting Standards and Boundaries

Do you have clients who yell and scream at you? Do you work 
with people who stretch the truth or who just don’t seem to 
appreciate you? Today we’re going to discuss some tips for 
how to improve your real estate business by raising your 
standards and enforcing tighter boundaries. 

1. Ask: What are some examples of behaviors that you will and 
will not tolerate? 

2. Ask: What does it mean to you to have a “standard”? 

3. Explain: A “standard” is a behavior that we expect of 
ourselves. Each of us is unique – we all have different 
combinations of strengths, weaknesses, perspectives, 
capabilities, and levels of development. As a result, the 
standards we hold ourselves to will vary based upon our  



 First, don’t ask them to stop yelling at you. That generally 
doesn’t work. Instead, ask for the behavior that you do want: 

 Would you please speak softly to me? I have trouble 
understanding when people raise their voices.

8. If the person continues to yell, make your request a second 
time. If that doesn’t work, 

 Would you please speak softly to me or otherwise I am going to 
hang up (or leave if you are face-to-face).

 
 If the yelling continues say, I’m leaving now.

9. At that point, you must decide whether you really want to 
continue to work with this client.

10. Ask:  How often do you tell your clients, “You should list your 
house at this price?” or “You should offer at least this amount 
if you ever hope to have the sellers accept your offer?”

11. Explain: An important step in raising your standards is to 
stop telling others what they should do. A major way we 
create conflict for ourselves is when we expect our clients to 
apply the same standards that we have. For example: 

 I’m the expert—you should list at this price if you expect to sell 
your house. 

 
 If you try to impose your standards on your clients, it often 

creates anger and resentment. To break this damaging 
pattern, realize that your standards may not work for others. 
As a result, even when your clients do ask for advice, is your 
advice based upon a similar experience or is it based upon 
something entirely different? 

12. Ask: Rather than telling the client what to do, how would you 
go about sharing a piece of advice that your clients need to 
know, but might not agree with? 

13. Explain: First, you must let go of any need to be right or to 
expect your clients to agree with you. Instead, frame your 
response by saying: 

 Here’s what happened in my situation. Your situation is different. 
What types of information do you need to make the best possible 
decision? 

14. Explain: Here’s another example: 

 One of my past clients found themselves in a similar situation. 
They decided to handle the situation by…(and then describe 
what they did). Every situation is different. Is there any other 
information I can provide that can help you to make the best 
possible decision about how to handle this situation? 

15. Ask: Would you tell the truth even if it meant losing the deal?

16. Explain: Always tell the truth. As Mark Twain once said, “No 
one has a good enough memory to be a good liar.” In most 
cases, your clients will appreciate your truthfulness. The 
strategy is to be prepared with options about how to move 
forward. For example, when a geological inspection comes 
back with an issue, give your buyers the following choices: 

 You have several options in terms of the geological report. The 
first is to ask the seller to take care of the slippage issue. The 
second is to hire your own contractor for an estimate and ask 
for a credit for that amount. The third is to walk away from the 
transaction. Which approach works best for you?

17. Ask: How do you handle being around negative people? 

18. Explain: Set a “No Negativity” standard for yourself.  If you 
can’t say something positive about someone else, don’t say 
anything. Along with the standard, set a boundary that you 
will not listen to negative comments about other people. 
When someone starts to say something negative, do your 
best to exit the situation. Whatever you do, remember that 



others almost always repeat what they hear, especially on 
social media.

End the meeting with this thought:  There are thousands 
of ways to raise your standards in your real estate business. 
Remember to focus on taking only one step at a time. Every time 
you raise your standards or enforce a boundary, you improve 
the quality of the clients you attract as well as improving your 
business and your personal life as well.  

Here’s a great quote from Brian Tracy to end today’s meeting: 
“You can become an even more excellent person by constantly 
setting higher and higher standards for yourself and then by doing 
everything possible to live up to those standards.” 
 

Week of July 15, 2019
Six Strategies to Make Your Dreams Come True

 
How many times in the last month have you found yourself 
day-dreaming about the one big commission that would take 
the financial pressure off of you? While plenty of people dream 
of the big win, those who actually turn their dreams into reality 
usually take an entirely different path. Today we’re going to 
discuss six strategies that will keep you focused on the steps 
required to achieve success.

1. Explain: When you rely on the one big deal and it doesn’t 
work out, it can be a disaster for your business. In contrast, 
when you consistently take small steps, a minor misstep 
will usually be of little or no consequence to your business. 
Successful people narrow their focus and take small, specific 
steps each day to make their dreams a reality.

2. Ask: Are you frequently pulled in so many directions you 
don’t know what to do next?

3. Explain:  One of the best ways to handle this situation is to 
identify the three activities that you must complete every 

day to hit your goals. Make completing these three activities 
your number one priority every day. Also, identify which tools 
and systems best support you to stay on task to complete 
the activities that lead to hitting your goals. When your goals, 
systems, and technology all work in together, you will find it 
easier to stay on target. It also puts you closer to achieving 
your goals each day.

4. Ask: Do you take time each day to observe what you’re 
doing?

5. Explain: Observation is the first step to success: Once you 
develop the ability to carefully observe what you are doing 
in your life you can quickly identify where you are and are 
not on track.  The challenge for most agents, is remembering 
to create the time necessary to monitor and evaluate their 
successes as well as their failures. Michael Gerber, the author 
of the E-Myth Revisited, described this process as “working on 
your business.” 

6. Group discussion: There are hundreds of ways to build your 
business. What are the benefits of narrowing your focus on 
what works best?  



7. Activity: Here’s a simple way to jumpstart your business. 
Identify the top three items that you believe will generate 
the best results for your business and write them down on a 
piece of paper or in the notes app on your mobile. 

8. Ask: What are some of the top three activities that you 
noted? (Take several shares.)

9. Explain: Now here’s the secret. For the next 30 days, focus 
on those three items exclusively. At the end of the month, 
evaluate whether achieved more during the last 30 days than 
you had in previous months? If so, stay the course. If not, 
continue making course adjustments until you discover the 
perfect combination of activities for your business. 

10.  Ask: What is your top priority for your business today? (Take 
several shares.)

11. Explain: Here’s that the top probate agent in Los Angeles has 
at the top of her list every day—“List or sell a house today!”

12. Ask: How many of you have a listing where the price needs 
to be reduced, but you haven’t asked for the price reduction 
yet? 

13. Explain: Whenever you are faced with a conflict in a 
transaction or have to get a listing that is expiring re-signed, 
the best way to handle it is to do it first. Here’s how Brian 
Tracy recommends that you handle the task in his book, Eat 
that Frog. The “frog” is the biggest, ugliest task of the day. 
Do that task first so that it doesn’t hang over you all day long 
and interfere with everything else you need to do. 

14. Group discussion: Do you focus on what you accomplish 
– or what you did not complete? What is the difference 
between those two approaches?

15. Explain: Many people sabotage themselves by focusing on 
what they did not accomplish. For example, suppose that 

you have 15 items you had hoped to complete today and you 
accomplished 12. A common self-defeating pattern is to say, 
“I didn’t accomplish those three important items” instead of 
acknowledging that you accomplished 12 of the action steps 
you hoped to achieve that day. 

16. Ask: How often do you evaluate whether something you are 
doing is working or not?

17. Explain: To achieve your goals, be willing to change course 
when necessary. For example, if you have been working in a 
specific price range or area that has started to slow down, it 
may be time to shift where you are prospecting and holding 
open houses to an area where there is more activity. You 
won’t know this unless you constantly seek feedback about 
which areas are producing the best results. The same is true 
of lead generation. If something is no longer working, then 
stop doing it.  

18. Ask: How comfortable are you with learning new ways to do 
things? 

19. Explain: Be willing to innovate with new approaches or 
technologies. Often times these changes can allow you to 
accomplish your goals more quickly. For example, if you’re 
still using an old operating system or out-of-date programs 
on your computer, update them. If you’re on an incredibly 
slow internet connection, then upgrade or find a place where 
there is high speed connection. In terms of what to add, keep 
a list of ideas and place them in rank order. Implement the 
most important items first. 

End the meeting with this thought:  Are you willing to take the 
sometimes small, but tedious steps each day that lead to major 
success? If so, you can make your dreams a reality. Keep moving 
forward, keep your eyes on the goal, and also always mindful 
that every small step takes you that much closer to achieving 
your dream. As Lao Tzu put it, “A journey of 10,000 miles begins 
with a single step.”  



Week of July 22, 2019
Create a Red-Hot Pre-Appointment System

What does it take to list 100 houses per year without an 
assistant? On a recent interview on RealEstateCoachRadio.
com, Terri Murphy shared what she calls her “Red Hot Pre-
Appointment System” that helped her sell 100 properties per 
year without an assistant. Today we’re going to discuss some 
great strategies to help you convert more listing leads into 
signed listings.

1. Ask: Do any of you use a pre-appointment package? 

2. Explain:  According to Murphy, one of the best ways to 
stand out from the competition is to have a pre-appointment 
system.

3. Discuss: Most agents go on listing appointments with 
little more than a CMA in hand, if that. They lack a specific 
marketing plan and often fail to explain the services they 
provide for their sellers. As a result, it probably comes 
as no surprise NAR statistics have repeatedly shown that 
approximately 10 percent of the agents are doing 90 percent 
of the business. 

4. Ask: For those of you who have a pre-appointment system 
for your listings, what do you include? (Take several shares.) 
If no one is using a pre-list package, go to question 5.  

5. Ask: What are some things that you might include in a pre-
listing package? (Tools to help sellers get their properties 
sold, copies of the listing agreement and the other 
documents involved in the sale (always mark these with 
the word “SAMPLE,” plus examples of your print and digital 
marketing campaigns, photos, videos, tech tools used, etc.) 

6. Explain: It’s smart to compile this information and make 
it available to the sellers either in print or digital form, 
depending upon their preference. Even if everyone else 

on your Board and/or in your company has access to this 
information, virtually no one is explaining it to the sellers. 
You can stand out from the competition by simply by 
showing them what you do to achieve maximum exposure 
to the market. If you have your own tools, that’s even better. 
Create a list that outlines your entire offering and share that 
with the sellers as part of your Pre-Appointment System. 

7. Ask: How many of you have a really good inspector, painter, 
plumber, or other service provider that you recommend on a 
regular basis?

8. Explain: When people list their home, there are a wide 
variety of services they need. This includes professional 
services related to the transaction such as lenders, title, 
loan officers, building inspectors, movers, etc. Most agents 



have a list of trusted service providers. Share this list with 
your sellers. There’s one important caveat, however. Make 
sure you have a minimum of two, and preferably three, 
professionals from which to choose.

9. Group discussion: What are the benefits of putting together 
a Referral Services List like we just described? How would this 
help you stand out from your competition?

10. Ask: How many of you have you ever given your sellers 
“homework” to complete before you meet with them? (If so, 
what did you ask them to do?) 

11.  Explain:  Murphy recommends that before the sellers ever 
meet with you, that they pull together all the information the 
buyer may need to access as part of the purchase process. 
Here are some examples: 

• Check the loan documents to see whether there is a pre-
payment penalty or some other aspect of the loan that 
could be an issue at closing. 

• Ask for receipts (and permits) for any work that has been 
done the property. This includes the plans if there has 
been a major remodel. 

• Ask for the last 12 months of utility bills so that the buyer 
can make an informed decision as to the energy costs 
associated with maintaining the property. 

12. Group discussion: Why is it important to find out how your 
clients prefer to communicate with you? 

13. Explain: It’s important that you match your sellers’ preferred 
communication style as opposed to forcing them to match 
yours. Consequently, for every client you work with, always 
ask the question, “How would you like me to communicate 
with you—email, text, or phone?” 

14. Explain: A second guideline to follow is that if your client 
reaches out to you through a text message, then reply with a 
text. If they call you on the phone, call them back. 

 
15. Group discussion Do you regularly ask for testimonials 

from past clients? Do you ever have them provide a video 
testimonial? What role can that play in your pre-listing 
package?

16. Ask: How many of you leverage the power of the different 
experts that you work with on your transactions such as 
mortgage, title, or other affiliated services?  

17. Explain: Before Murphy ever went on an appointment, she 
had members of her “team” contact the sellers to explain 
their role as well as to answer any questions that they might 
have. Now you may be thinking you don’t have a team. Quite 
the opposite is true. Even if you are a solo agent, you have a 
host of people that you work with to close the transaction. 

 For example, Murphy had her favorite loan officer contact 
the sellers to have them become pre-qualified for their 
next purchase. If they were moving out of the area, she 
introduced them to a member of her “relocation” team, 
which was an agent she trusted who worked the area where 
the seller was moving. She also had her favorite movers 
contact the sellers to schedule an appointment to bid out 
the cost of the move. Another option was to send out a 
professional stager so the sellers could hear from the stager, 
rather than from Murphy, about what they needed to do in 
terms of fixing up their house. 

 You can also introduce your manager and your in-office team 
that handles  the advertising, marketing, and web services 
for your company. Her agreement with each member of her 
team was that they mentioned her name at least three times 
during the time they spent talking to the sellers. 



End the meeting with this thought:  Using Murphy’s  
Pre-Listing appointment systems establishes trust and credibility 
with the sellers. The point she makes is that through the use 
of this system, the seller is hiring a team of professionals, all of 
whom are dedicated to helping the seller have the best-selling 
experience possible. 

Week of July 29, 2019
Nine Questions Most Agents Can’t Answer

How well are you representing your clients? Today we are going 
to explore nine questions that at least one investor has found 
cannot be answered by 95 percent of the agents in his market. 
Are you part of the 5 percent who can answer these? 

1. Discuss: Barry Cunningham, who owns a successful 
investment business purchasing single family properties, is 
not a licensee and typically uses an agent in his transactions. 
His experience working with agents is pretty shocking. 
Cunningham has identified nine questions that 95 percent of 
the agents in his market are unable to answer.

2. Ask: How would you answer the following question: Is the 
property still available?

3. Explain:  The answer to this question is it’s either actively 
listed, it has sold, pended, or expired. When Cunningham 
asks this question, many of the agents can’t give him a simple 
answer. If the agent doesn’t say that the property has sold, 
Cunningham responds by saying, “So, do we still have time 
to put in an offer?” At this point many agents start hemming 
and hawing. Again, the property is either available or it’s not. 

4. Ask: By a show of hands, how many of you can tell me how 
many mortgages are on each of your listings? 

5. Explain: While the sellers aren’t always forthcoming about 
this issue, there are numerous ways to check this either 
through the public records, the title company, or by ordering 

a preliminary title report. If you don’t know the number and 
the amount of the mortgages on the property, what would 
you do when the seller has multiple liens on the property and 
owes more than what the buyer is offering? Determining this 
up front not only protects the principals in the transaction, it 
can literally save you months of work. 

6. Group discussion: Why is it important to know if a property 
has any liens or judgments on it?

7. Explain: Sellers may be embarrassed to tell you they haven’t 
paid their homeowner dues or that there is an IRS tax lien 
against them. Again, it’s important to see the number and 
the type of liens on the property. For example, IRS tax liens 
are extraordinarily difficult to close in a short time period. It 



can literally take months or even years. City and state liens 
are often easier to resolve provided there is enough cash in 
the deal to pay them off. The question is do you want to list 
or sell a property that will require this level of work? 

8. Ask: Do you know the answer to this question: Are there any 
unusual liens on any of your listings? 

9. Explain:  Cunningham cited one example where there was 
a $1,000 a day fine (which can be for something such as 
a swimming pool infested with mosquitoes). The buyers 
put the property under contract and didn’t learn about 
the horrendous fines until they received the title report. 
Moreover, the comps were based upon other properties in 
the area that did not have this issue. Clearly, the fine greatly 
diminished what the property was worth. Furthermore, 
once the information was revealed to the listing agent, in 
most states the agent has an affirmative duty to disclose the 
information to any future buyers as well. 

10. Group discussion: Why is it important to find out if the 
improvements on the property were permitted?

11. Explain: Your listing says that there is a new roof or kitchen. 
Where are the permits? Depending where you are in the 
country, some areas are relatively lax when it comes to 
obtaining permits. In places like Los Angeles, however, you 
have to pull a permit just to replace a dishwasher or a hot 
water heater. In fact, there was a case in West L.A. where an 
owner did a major remodel on a $1 million dollar home that 
included adding a substantial amount of square footage. 
The seller didn’t pull permits. The City demanded that the 
improvements be removed. Again, when you take a listing 
and the seller says they have done work to the house, 
determine the nature of the work and whether or not a 
permit is required. If a permit is required and the seller didn’t 
obtain one, it’s probably smart to pass on the listing—you 
could be buying a lawsuit.

12. Ask: Why should you know who paid the taxes on the 
property?

13. Explain: If there have been improvements and the sellers 
didn’t pull permits, their upgrades will probably cause their 
property to be reassessed for property tax purposes. This 
means that the seller may owe additional property taxes, 
even after the property has closed. 

14. Explain: Here’s another reason, a relatively new program 
called PACE. (Check to see if this program is available in your 
area and if not, there’s no need to discuss it.) Assuming that 
it is, here’s how to explain it. 

• PACE financing can be used by homeowners to install 
solar panels. The process requires local government to 
create the legislation that authorizes it. 

• The lender gives fund to the homeowner for the solar 
panels. 

• The property owner repays through property taxes.



• This lien transfers to the new owner if there is still a 
balance owed. 

15. Discuss: As agents, we don’t always think to find out 
about the sewer hookup, but this can be really important. 
Cunningham had a situation where a bank was foreclosing 
on a property. When the city installed a sewer and water 
hookup, the sellers never paid the hook up fee. Instead, they 
were pulling water out of a pond. The bank didn’t believe it 
until Cunningham shot a video showing this was the case. 

16. Group discussion:  What does it say to you if the comps are 
all at $272,000, $270,000, and $275,000—and one property is 
listed at $325,000?

17. Explain: There’s only one answer to this question—the listing 
agent wasn’t strong enough to persuade the seller to list the 
property at market value. 

18. Ask: Have you ever had a listing agent not submit your offer 
to the seller?  What happened? 

19. Explain: This is probably the most frustrating issue for 
competent agents and serious buyers. For whatever the 
reason, some listing agents do not submit the offers to their 
sellers or worse yet, don’t even call back the agent who has 
the offer. 

 Because Cunningham is not licensed, he often sends his 
offers directly to the owners. The comments he hears are, “I 
haven’t seen my agent in a month!” or “Why didn’t my agent 
let me know about your offer?” 

End the meeting with this thought:  In Cunningham’s area, 
there are 27,000 agents and about 1,600 sales per month. This 
situation exists almost all over the country. If you aren’t able to 
answer the basic questions we discussed today, then there is no 
better time than now to start asking the questions you need to 
provide your clients with the best possible representation and 
become the agent who does get the listing or sale.  

July 2019

July 4th
Independence Day

July 7th
Strawberry Sundae Day

July 11th
All American Pet Photo Day

July 17th
World Emoji Day

July 18th
Get to Know Your Customers Day

July 28th
Milk Chocolate Day

~ Fun Holidays ~



“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. 

Quick Hints 
Weekly Agent Profitability Tips 

Week of July 1, 2019
 

Profitability Tip: Delicious Daily Habits
IWould you like to create more balance in your life? The 
first step is to make a list of 10 things you thoroughly enjoy. 
Some suggestions include reading, cooking, taking a walk, 
going shopping, watching a movie, enjoying a great dinner, 
a massage, or a long bath. The second step is to schedule an 
appointment to do at least two of these every day. Be sure to 
put it in your appointment book and don’t forget to keep that 
appointment!

Thought of the Week:
“We can’t always control our circumstances, but we can 
control our actions and reactions.”        
                                                                                 —Spike Humer



Week of July 8, 2019

Profitability Tip: A Great Alternative to Zillow
Have you ever been on a listing appointment where the 
seller said, “Well Zillow says my house is worth more?” If 
so, take advantage of HomeSnap, a free app from NAR. 
Here’s how it works. All you have to do is to take a picture 
of the property with your iPhone and the app will generate 
what the property is worth plus all the public record data 
as well. Talk about super simple—this is it! What makes this 
app even better is that you can access MLS information 
from it as well—no need to log on to your browser. Best 
of all, it’s another resource to use in your pricing that 
counterbalances Zillow. 

Thought of the Week: 
You cannot do a kindness too soon because you never know 
how soon will be too late.          
            — Ralph Waldo Emerson 

Week of July 15, 2019

Profitability Tip: Everything Your Clients Need to Know 
about Moving
Everyone has different body rhythms. Some people wake up 
energized first thing in the morning. Others don’t come to 
life until late in the day. Life is built upon rhythm. We have 
seasons, day/night, tides, etc. If you look carefully at your 
life, you will recognize the times where you feel great and 
times when you don't. Trying to complete tasks when we 
aren't at our best often undermines our self-confidence and 
produces overwhelm. (Consider asking a “night” person to do 
any complex task prior to 9am. Good luck!) Accommodating 
and working with your body's natural rhythm will greatly 
increase your productivity, effectiveness, and quality of life. 
Being in synchrony with your body's rhythms also helps fight 
becoming overwhelmed by the stress-producing pressures 
you face every day. 

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

—Billy Cox



Week of July 22, 2019

Profitability Tip: Use Your Natural Body Rhythms to 
Accomplish More
When you’re dealing with a luxury listing, it’s important to 
know what luxury real estate buyers value most. Here are 
the top four things to keep in mind. First, they want a house 
that is unique. They don’t want to walk into another property 
and see their unique kitchen anywhere else. Second, they 
want a property that has a unique story. For example, who 
lived there or how this property  was important in this area. 
Next, they are absolutely paranoid about germs. Finally, most 
luxury buyers prefer green features that are environmentally 
sensitive. 

Thought of the Week: 
Sometimes we stare so long at a door that is closing that we see 
too late the one that is open 

—Alexander Bell

Week of July 29, 2019

Profitability Tip: The #1 Priority on Your To Do List Every 
Single Day
Today’s working smarter comes from Nancy Sanborn, a top-
producing agent with Prudential in Beverly Hills. Nancy has a 
simple approach to her to-do list. Here’s what she says: "Each 
business day when I write my to-do list, the first thing I put 
at the top of the list is "List or sell a house today." Nancy has 
clarity about what her number one priority should be every 
single day and has the production to show for it! Try this 
technique yourself and watch what shows up. 

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



http://www.realestatecoach.com/newagent
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