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Bernice Ross
Editor-in-Chief
CEO and President,
BrokerageUP! Inc.

Watching the Magic Happen
We just wrapped up our Awesome Females
in Real Estate Conference and there was
absolutely magic in the room for the three
days we were together.
I came into the conference, as usual, by
having pushed myself too hard, with 3-5
hours of sleep per night, plus a resurgence
of my concussive symptoms because I
wasn’t taking good care of myself. When
I arrived, I expected to hear the beautiful
Native American flute music playing in the
lobby and the quiet, peaceful vibe I had
grown to expect after the eight years we
have been at this venue.
Instead, the entire front area of the
hotel was under construction. They
were upgrading the front, adding new
restaurants, and building a new casino. My
room was directly above the construction
site. Because of the heat, the workers were
out there at 5:30 in the morning.

I was chatting with Sarah Kosasky, the
manager of the Malibu Office for Compass.
In the last 18 months, Sarah had a baby,
her former company was acquired by
Pacific Union, and then Pacific Union was
acquired by Compass. To top it off, they
lost well over one-third of their market
to the Malibu fire, including her mother’s
house. Her mom is now living with her.
Sarah made an observation that totally
reframed everything for me. She said,
Your theme this year is Healing Our
Lives and Healing Our Communities.
What’s happening at the hotel is perfect
for this year’s theme. Sometimes you
have to tear down to build something
better.
That one comment reframed the entire
conference for me and put my head back
into the place where the magic in the room
could happen, and happen it did.
Tami Bonnell, the CEO of Exit Realty, did a
fabulous session on “COURAGE” and what
it takes to be the best leader you can be.
Her talk was followed the Kenya Burrell
Van-Wormer, the Immediate Past Chair
Houston Association of Realtors and Inman
Person of the Year for 2018.
Kenya shared how she led the effort to
stop the NAR dues increase, an effort that
required her to stand alone in the face

of overwhelming opposition. Our “from
RealClues” article this month has the
details, as well as what Nikki Beauchamp,
the President Elect 2019-2020, FIABCIUSA (International Real Estate Federation,
US Chapter), has faced on her leadership
journey in terms of “doers vs. title seekers.”
We also heard from “Anya Heine” and
“Mount Neverest.” This was a panel with
Stacey Onnen, the Co-President of eXp and
Brent Thomson, the COO of Compass for
California. “Anya” was Stacey’s pseudonym
when she skated the roller derby when she
was younger. “Mount Neverest,” is Brent
Thomson, who has scaled Mount Everest
three times. They bring their passion
for living into their leadership roles and
shared how that has helped them meet
the challenges they face in today’s very
disruptive and hyper-competitive real
estate environment.
What made this year so special was that the
room was filled with women who are not
only the top women leaders in the industry,
but who are also so willing to give and
support each other.
The thing I’m most proud about is that our
group of 40 women helped us to raise over
$14,000 for our two charities that support
breast cancer and autism.
Have a great month and can’t believe fall is
just around the corner.

Bernice

What’s Trending Now
Lots of news from Real Estate Connect including the latest
trends, a new take on the iBuyer issue, plus an update on
the so-called “bombshell” Moerhl lawsuit that seeks to upend
commission sharing on the MLS. Here’s what’s trending now.

iBuyer Offers Are the New Zestimates
When Zillow launched its Zestimate platform, it transformed the
real estate industry. Consumers could visit the site and find the
value of their homes plus Zestimates also generated buyer and
seller leads that could be sold back to agents.
But what if consumers had an even more accurate way to gauge
the value of their home? Every real estate professional knows
that a home’s value is based upon what a ready, willing, and able
buyer will pay.
My biggest takeaway from Real Estate Connect is that the iBuyer
model is the new Zestimate/CMA. While most experts believe
iBuyers will never account for more than 10-20 percent of the
market (if that), if consumers start using iBuyers to gauge the
true value of their property, having an iBuyer model for your
brokerage will be critical going forward.

Realogy Partners Up with Amazon
and Files Lawsuit Against Compass
Inman News reports that “Amazon is diving headfirst into the real
estate industry with a new partnership alongside industry giant
Realogy.” According to Eric Chesin, Realogy Head of Strategy, the
partnership promises to simplify the process of settling into a
new home.

The aim of the platform is to address the post-closing process.
The Amazon Move-In Benefit will enable homebuyers to adapt
the offering to their needs — from help assembling furniture,
to assisting with smart home device set up, to a deep clean,
and more.
In an industry where real estate companies are racing to
offer the best end-to-end experience for consumers, Realogy
wants to go beyond the transaction by offering prospective
homebuyers complimentary products and Amazon Home
Services valued at up to $5,000 by signing on with a Realogyaffiliated agent.
See Ken Jenny’s article for more information on the impact of the
Amazon-Realogy partnership.
On July 10, 2019, Realogy also filed a lawsuit in the Supreme
Court of New York against Compass alleging, “unfair business
practices and illegal schemes to gain market share at all costs.”
Issues cited in the complaint include unethical recruiting
tactics, tortious interference (i.e., interference with a franchise
agreement), and inducing management level employees to
leave when they have non-compete and/or non-solicitation
agreements.
The complaint also alleges that Compass co-founder and CEO
Robert Refkin personally solicited Realogy to enter into an illegal
price-fixing agreement where the two companies would agree to
limit agent compensation and “compete on brand,” but not on
price.”
“Realogy declined.”

Lawsuit Update
According to Jack Bierig Counsel, Schiff Hardin, the firm
representing NAR in the Moerhl matter that seeks to shop
commission sharing on the MLS and force buyers to pay
commissions directly to their agents, NAR’s motion to dismiss
will be heard on August 9, 2019. Beirig doesn’t expect the court
to throw out the lawsuit, but does feel positively about prevailing
later in a motion for summary judgment.

Notable Trends
Paul Levine, Managing Director of Sapphire Ventures and former
President and COO of Trulia took the Connect main stage to
outline five key trends to watch going forward into 2020.
1. Automating the Transaction = A Huge Market
Opportunity
Big players both on the brokerage and the tech side, are in a
major race to see who will be the first to implement an endto-end real estate transaction that includes listing search,
finding and working with a Realtor, purchasing the home,
financing, and closing and taking title. The question is will the
tech companies displace brokerages as the primary choice
for consumers. Only time will tell.
2. Top Producers are Separating from the Pack
Levine sees an even wider bifurcation between the top
performers (those who earn $100,000) and other Realtors.
This group continues to garner higher splits and continues to
gain market share. The remaining agents are on lower splits
and are particularly vulnerable to new business models.
3. Creative Financing Options are Emerging
What’s of particular interest is a twist on the iBuyer model
that assists those who must sell their current residence in
order to purchase a new residence. This model is particularly
popular among builders. Companies such as Ribbon, Knock,

ZeroDown, and flyhomes allow an owner to close on their
new home, before they sell their current property. The
company buys the new home as an all cash offer. The buyer
is charged a small premium for the sale and can move in
immediately. The iBuyer company preps and lists your home
allowing the owner to obtain the best possible price.
4. Streamlining and Shortening the Mortgage and Title
Process
The mortgage and title process are ripe for automation
and a more efficient and transparent model. VC money is
chasing this sector heavily because there is huge opportunity
here. According to Levine, mortgage originations currently
generate $17 billion in revenue while title generates $16
billion. The potential market cap for these two industries is
over $100 billion.
5. Affordability Continues to Be a Major Challenge
Homeownership rates have continued to decline, largely due
to the gap between median home prices and a significant
decline in affordability. According to Levine, in Q3 for 2017,
the affordability and median home price were close to being
exactly equal. Today, the median home price is just shy of
$270,000 while the affordability index has dropped to a
bit over $220,000. Look for new products such as partial
ownership or rent-to-own models that will make it easier to
become a homeowner.

Grow Your Leadership Skills
What’s Your Risk for Serious Illness?
by Byron Van Arsdale, Master Certified Coach, Co-owner, RealEstateCoach.com
What are the factors that contribute to an
increased risk of serious disease? Based
upon the work of Paul Pearsall, there are
two behavior patterns that contribute
to major illness. He's termed these
two patterns, "Hot Reactors" and "Cold
Reactors." To determine if either of these
patterns fits you, answer the following
items as "True" or "False."

you never know when they're going to
double cross you.
8. I tend to hold my tension in my neck
and shoulders.
9. When I look in the mirror, there are
brown circles under my eyes.

(Scoring is at the end of Part 2)

10. I have a vertical crease where my
earlobe joins my face.

Part 1

Part 2

1. I never seem to have enough time.
Consequently, I've gotten quite good
at multitasking.

1. When things go wrong, it's generally
my fault.

2. People sometimes tell me I'm too
quick to anger.

2. I like to check and double check my
work.

3. I'm extremely competitive.

3. My life is pretty dismal—there's not
much to be happy about.

4. I have absolutely no patience for long
lines or for stupid people.

4. I usually give in, even when I know I'm
right.

5. I tend to be very restless—sitting still is
simply not my style.

5. I have a tough time deciding what to
do—it's hard for me to make up my
mind.

6. I don't have as much power as I really
need and deserve.
7. I don't let people get too close to me—

6. I often feel inadequate—it seems like
everything I do is simply not good
enough.

7. I pretty much view the world as being
black and white—What's right is right
and what's wrong is wrong.
8. I worry constantly about being
separated from those I love.
9. I keep my emotions to myself.
10. I spend a great deal of my time and
effort on nurturing others.
Scoring:
Count up the number of "Trues" for each
section.
•

Section 1:
If you have five or more "Trues” in
Section 1, you are what is called a
"Hot Reactor." This is the behavior

pattern associated with, heart disease,
autoimmune disorders, Lupus, Multiple
Sclerosis, Diabetes, Arthritis, Allergy, and
Asthma.
Of special concern in Section 1 are the
last 2 items—the brown circles under the
eyes and the vertical crease at the base
of the earlobe where it joins the face.
Research has repeatedly shown that
these two features are physical markers
for heart disease. Their presence,
according to Dr. Pearsall, is an immediate
call to action to change your lifestyle
now.
•

Section 2:
If you answered with five or more "Trues"
in Section 2, you are what is called a
"Cold Reactor." This is the behavior
pattern associated with an underactive
immune system resulting in increased

viral and bacteriological infections and
cell disease, i.e. cancer.
•

Four or Less “Trues”
If you had less than four or less "Trues"
in both sections, you are probably living
a life that puts you at much less risk for
serious illness.

\What does it take to shift from being a
hot or cold reactor? Here’s how one agent
changed the direction of her life.
I used to be the queen of multi-tasking. I
had no problem conducting business while
I was driving and eating. I always had tons
of projects going and managed to get most
done. I was running on caffeine, sugar, and
adrenaline and wondering why I always
seemed to be getting angry and why I had
no energy. If anything got in the way to slow
me down, I would blow a gasket.

My coach suggested I try an experiment
for one week. She asked me to replace my
regular coffee with decaf, to only eat when
I was sitting at the table, and to turn off
my phone when I was driving and listen to
calming music. I also had to agree to be
home for dinner with my family no later
than 7:00 PM.
At the end of the week, was I surprised.
My energy had increased dramatically,
I actually felt happy, and I was more
efficient. I decided to make this experiment
permanent.
Today, I'm happier, I don't get angry often,
and my family is thrilled. What came as the
biggest surprise, however, is that I'm also
making more money!

When the Giant Finally Comes Down the
Beanstalk and Nobody Cares Jack
by Kenneth L. Jenny, Managing Director tranCen.com
So, I bet you thought in a matter of seconds I would be blogging
about the announcement this week that Amazon and Realogy were
teaming up to do business in residential real estate.
Surprise! I waited.
Well enough of all that. Here it is days afterwards and only now am I
offering some thoughts on what I called out years ago as what would
be an inevitable move.
So why the delay in my response?
It was actually by design. I wanted to attend the Inman Connect
conference and see what the industry thought about the move. I
wanted to hear the buzz in the hallways and to listen to those on
stage comment about what had the potential to be one of the biggest
moves in the history of our industry. And so, what did I hear from the
industry this week in Vegas?
Crickets. At least that was in my impression. It may have been the
least talked about public topic at the conference. Shocking, but true.
In contrast, I listened to Robert Reffkin while he bantered back and
forth about Compass vs. KW with Josh Team. We heard from the CEO
of NRT about how he was suing Compass for a myriad of reasons.
I heard about the on-going growth of the iBuyer market. I was
updated on the gazillions of dollars being invested in all things “proptech”. But you know what? I heard very, very little on-stage about
Amazon and Realogy. And was I amazed? Not really, In fact, not at
all. I had expected it. So why was this?
This conference might as well have been held in Egypt — because
it and its attendees would have been so much more comfortable
being closer to “denial."

Why would an industry that is so fixated on the dynamics "moving
agents from one company to another and tech companies
desperately trying to enable those agents to do more of the same old
business" care about anything consumer-focused? After all, as I have
stated ad nauseam, it is not the perceived job of "the industry" to
work to jointly serve the consumer or to construct an ideal consumer
experience; it is the job of 1.3 million agents to do that totally
independent of each other.
Yes, I discovered quickly that I was at an industry conference
designed to serve the needs of those “in the industry” and not for
those who are now working “on the industry.”
With only a single exception. And it happened on the last day of
the conference when most of the attendees had already packed
and were sprinting to the airport. Introducing to the stage — the
consumer.
And then out of nowhere, Inman put a consumer on the big stage.
In my opinion that should have happened on day one, but at least
it happened. A man who had recently closed a transaction with
Opendoor was asked about what he thought about his iBuyer
experience. You know what I mean, the type of institutional
experience - not the buying and selling real estate part - the type of
experience that I am confident Amazon will ultimately drive into this
industry by purposeful agent selection.
For about 30 minutes, this man was interviewed and recounted his
iBuyer experience in comparison to the experience presented to him
by other traditional agents. And to make it even better, he was in the
auto sales role professionally. And here is what he said:
• He didn't want the hassle or cost of fixing up the property.
• He thought the upfront assessment of costs was clear and easy
to understand.

•
•
•
•
•
•
•
•

The iBuyer company stood by their word.
The thorough inspection of the property was great.
The process was easy and painless.
The company had good people.
Communication was great.
There were no open houses, signs, or lock boxes.
He loved the flexibility of moving day.
He validated that the things they deducted to fix up the property
were actually done for the buyer.

He expressed a sincere dislike for all of what his agent friends in
the industry had offered him. But do you know what he never
mentioned? Having an issue paying a whole lot more in services
fees for a much-improved consumer experience.
So, think about this one. If you were Amazon sitting in that room
yesterday, hearing this lone voice of the consumer, what would your
takeaways have been? What would you have been thinking about
your new relationship with the biggest franchisor and broker of
traditional, random real estate participants in the nation? The answer
to that question is very, very clear to me.
To be clear. Amazon did NOT enter this industry to change the
rules. Amazon entered this industry to change the entire game.
Once and for all. And, oh yes, did I say forever?

Brace yourself, here we go:
Transactional Process Controls
To be sure, I expect that Amazon is NOT in any way going to permit
the use of a random transactional experience with their 200 million
plus users. But this will need to be learned and they will learn this
FAST because they will survey each and every Amazon customer on
each and every transaction they complete. Now it might take them
some time to figure that out, but in no way will they be selling zip
codes to random Realogy agents. No way. Each transaction will be
architected FOR THE CONSUMER and they will “fill” with only those
brokers and agents that agree to use those processes. Think Cartus
meets random resale brokerage.
Definitive Agent Selection
Amazon will fully vet and match agents to meet the needs and desires
of the consumer involved in the transaction. There is NO way they
will allow agents that are either inexperienced or “misfitted” to enter
into a relationship with a consumer. Consequently, like what has
been done in relocation for decades, not all Realogy agents will get a
bite of the "Amazonian apple.” Things like proven experience, multilanguage capability, specialized geography, price range expertise and
much more will now BE in play in matching specific agents to the very
selective Amazon user. Think Opcity meets Amazon Prime.

"Who cares about all of this noise? We are going to make a difference
because we ARE NOT playing this game and never will. These people
will never change - and as evidence to that fact - most of them weren't
even at the conference!" Amazon is going to do something different
exactly as we have done in ecommerce. That difference will create
Amazon's dominance in the market.

Satisfaction Absolutely Guaranteed
With every reward comes its cost. Yes, there will be an immense
amount of business that is generated by this relationship, but
the Realogy brokers should say goodbye to “selective customer
surveys” filtered by agents. Again, like relocation, each party in every
transaction will be fully vetted and results will be carefully applied to
the reward of future business. For those that violate Amazon’s rules
of engagement or fail to provide service excellence, they will be “shut
off” and never be used again, just as Uber does to drivers who fail to
maintain their standards. Think OpenTable meets resale real estate.

So, what do I think that look like now? Take a read of these
brokerage industry business dynamics and then see what you
think. Am I crazy or could you be in for the ride of your career?

Related Services Integration
This one may come as a surprise, but I do not think that Amazon
will dive into the all too familiar mortgage, title, and escrow pool of

I think I know what Amazon would think and it would go something
like this:

business. They are a behemoth company and the last thing they need
would be a RESPA probe stuck into their real estate venture. Expect
Amazon Home Services to inject consumer services that involve all
of the things we as an industry leave on the table today because
the agent refuses to allow you to tap “the SOI you are renting for a
ridiculous commission split with limited access” to make the any
such offers. In other words, all of the home services your agents and
your company currently leave on the table and then the consumer
goes out and sources from someone else. I do believe that mortgage,
closing, and title services etc. will be added over time.
Unparalleled Advertising Exposure
Amazon.com has over 2 billion shoppers a month today. Zillow Group
has 180 million. Need I say more? In the near future, a new standard
will be to have your listing on Amazon. Realogy will likely turn that into
a competitive advantage to secure more listings.
Also, I am not convinced that this immense ad service will be made
available to all brokers and agents outside or Realogy. but we’ll see.
This is one of those dynamics that will either be never learned, or
may even be realized over time. I can say this for sure. Unlike all of
the other portals, Amazon is not concerned with placating the “highly
charitable nature of the industry’s data sharing strategies;” they are in
this deal to make a successful business.
Non-conventional Consumer Offers
Amazon has built every aspect of its business on value. Creating
unprecedented value with amazing offers - not made through
a third party - but directly to the consumer. Unlike what is done
today in the traditional brokerage industry, Amazon WILL be making
offers related to real estate brokerage and home services DIRECTLY
to the consumer. And, it has no ties or will not care if the agent or
the brokers have an issue with doing so. It will be a condition of the
engagement. Just like all those that participated in the recent Amazon
Day sale—if you want to play, you will need to pay.
That is why I expect that eventually, the Amazon Prime members will
have some sort of special offer and that in turn, all those at Realogy
who want to play will need to participate in that offer. Realogy is
already doing this with their subsidy and provision of the Amazon

Smart Home tech. This will likely be later, but I think for obvious
reasons, this should be much sooner.
So, there you go. Maybe you’ll find this interesting or maybe you will
dismiss this as "Ken has very obviously had too much coffee on a
Saturday morning.”
Whatever you think, what I thought flying home yesterday was this.
I took specific notice of the lack of buzz about this deal at one of
the industry’s biggest events. It shocked me that even if the reality
amounts to a fraction of what I have described above coming true,
what a different game we would all being playing in at that time.
Well so they’re here. Now let’s just see how smart these two entities
are as they get ready to go out there and confront the constantly
changing, demanding consumer. Because of all I can predict I do
really know one thing.
Even if you’re the great, all-powerful and all-knowing Amazon,
you only get one chance at a first impression.

Podcast of the Month
The Best Social Media Tips
from Katie Lance’s Book:
Get Social Smart
This month we are excited to welcome Katie Lance,
whose book, Get Social Smart, shot up has been
an Amazon best seller reaching #2 on Amazon out
of over 62,000 marketing books. Here’s what Katie
she will be covering:

• Why your social media efforts should
begin with LinkedIn.
• Where to get the most out of the social
media in just a few minutes a day.
• The Ins-and-Outs of visual marketing with
Instagram and Pinterest.
• “Snackable content:” what it is and how to
use it.
• How to generate more engagement on
the social media.
• Cool tools to use.

Listen Now!

Spotlight

How to Negotiate More Effectively with
Clients from Other Countries
by Bernice Ross

Favorable immigration policies, relatively low
prices, the American system of title insurance,
and an attractive lifestyle make the United
States a desirable location for real estate
investment. How can you best serve this fast
growing market segment?
Your international buyer or seller is ready to
transact—now what? What is the best way
to handle the negotiation? What pitfalls lie
ahead? Being able to answer these questions
will not only help you close the deal, it will also
help you generate more referrals as well.
Cultural Mindsets and How They Influence
Negotiations
An important step in understanding how
to best work with global clients in an offer
situation is to understand their cultural
mindset when it comes to negotiation. Here
are three important sets of factors to consider
based upon your client’s native country.
1. Directness vs. Imply the Message
If you’re dealing with someone from the
United States, Canada, Australia, Southern
Europe, or the Middle East, get to the
point. They prefer directness.
In contrast, clients from China, Japan, and
India, usually respond poorly to a direct

approach. For example, someone from
Japan will not tell you “No.” Instead they
will say, “It is difficult.”
Or perhaps you’re working with a buyer
from India. You ask if he can have his
money into the title company no later
than the 15th of the month. Your buyer
says, “Yes.” The challenge is that this “yes,”
doesn’t mean that he is agreeing to your
request. Instead, it means, “I will do my
best to have it there.”
2. Follow Orders or Engage in Debate
While there are major differences in this
dimension depending upon the client’s
home culture, there is a simple solution
that works with virtually everyone. Outline
the various options available to the client
and then ask, “Which option works best
for you?” That puts the client in charge and
avoids confrontation.
3. Individualism or Consensus
Australia, the United States, and the
United Kingdom are often individualistic
and independent. Nevertheless, with
members of Gen Y in these countries, they
are often as likely to seek consensus from
their friends and family as are people from
Africa, China, Japan, Native Americans, and
Russia.

Paying attention to these factors can help you
to avoid the frustrations that arise from being
unaware of these major influences on your
clients’ negotiation style.
Differences in Lending Requirements
Many international clients as well as the
agents who represent them are unaware of
how the requirements for domestic clients
differ significantly from those for global
clients. Lending requirements top the list.
To illustrate this point, only a limited number
of banks will do business with foreign
nationals. If you are working with this niche,
it’s important to identify who those lenders
are in your area.
Other differences include having a 30-40
percent down payment, having an additional
$100,000 on deposit at the bank over and
above the down payment, plus a full year of
payment, taxes, and insurance on deposit
as well. They will also probably pay a higher
interest rate as well.

Beware of Tax Traps
If you are working with an international
buyer, it is absolutely critical that you advise
them to see a tax attorney who specializes in
international purchases prior to your clients
making an offer.
The reason for doing this is that your clients
can be liable for huge amounts of taxes if they
don’t address these issues up front. On the
other hand, if they set up the right structure
for their purchase, they can deduct interest
payments, take capital gains deductions, and
avoid paying may federal, state, and local
taxes.
For example, if a buyer in California takes title
as an individual, up to 46 percent of ALL his
global income may be subject to California
state income taxes. On the other hand, if he

takes title using a LLC owned by a foreign
corporation, normally he will have no tax.
Again, the buyer must take these steps prior
to closing in order to avoid these taxes. They
cannot do this after the property closes. A key
point to note is that there is no exemption for
the death tax on any property over $60,000 in
value. Also, keep in mind that is illegal for you
to give your clients tax advice. They must seek
the advice of an attorney who specializes in
this area.
Resources from Real Estate Connect
Realtor.com operates an international site
where you can post your listings as well as
searching for property in other places in the
world. Olivia Decker points out that most
countries require you to be licensed there in
order to conduct business. Consequently, it’s

important to network with local agents who
can help you find good legal resources to help
your clients who are purchasing outside the
United States.
We Want New
Many international clients want new, low
maintenance properties that they can lock
and leave. For example, the best way to tell if
Chinese investors have an interest in your area
is to see whether there is a direct flight from
Beijing to your location. When that happens,
the investors will follow.
Working with international clients can be a
highly profitable niche if you take the time to
study cultural differences, are willing to adapt
your style to fit your clients’ needs, and to
guide them to avoid the numerous pitfalls that
they will face.

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

(415) 653-5555 • referralexchange.com

Agent Coaching Guide

cut off five of those retirement years and intersperse them in
between those working years.”

Vacation Your Way to Success

He says those year-long sabbaticals are the source of his
creativity, inspiration, and ideas for the next seven years.

by Joeann Fossland, Chief Evolution Officer, Advantage Solutions

How Does This Relate to YOU?
Okay, maybe you aren’t going to take a year off, or even a week
every 2 months, but could you or your agents benefit from a
hiatus from work?

Have you taken a vacation this year? I hope so. It’s one smart
way to assure that you and your productivity are at their peak.
Now you may be asking, “What do vacations have to do with
productivity? Surprisingly, more than you probably think. Studies
over the last few years have shown over 50 percent of American
workers did not use all their vacation days. In our business,
many of us do not have paid vacation days. More importantly,
almost no one schedules their vacations with a view towards
increasing productivity.
Two Interesting Stories
A company named SimpliFlying wanted to test if vacations made
a difference in key areas. They mandated a one week vacation
every seven weeks. Their preliminary research showed that
creativity increased by up to 33 percent, happiness levels rose
25 percent, and productivity increased by 3 percent.
For agents who are frustrated and working hard without results,
having them consider a vacation may be just the cure! Or,
perhaps, this applies to you.
A radically different approach was taken by Designer Stefan
Sagmeister. In his TED talk, “The Power of Time Off,” he
describes how every seven years he takes one year off.
He says, “We spend about the first 25 years of our lives learning,
then there are another 40 years that are really reserved for
working. And then tacked on at the end of it, are about 15 years
for retirement. And I thought it might be helpful to basically

For her 50th birthday, Denver Real Estate agent, Kristal Kraft
decided to ride her bicycle around the world. When I interviewed
her afterward, I asked if she wasn’t concerned she would lose
business being gone that long. She said wryly, ”Most clients don’t
even hear from their agents every year.”
She pre-planned, leaving her kids who had entered the business
in charge. She set up a blog so those interested could follow her
and served as an inspiration to anyone who wanted to follow a
big dream! When she got back, her business thrived.
Working with my coaching clients, I recommend starting with
a day off every week and at least two weeks of vacation every
year. It’s akin to putting gas in the gas tank!
What Can You Learn from the Day Before Vacation?
Here’s something you may not have considered. It’s said the day
before vacation is your most productive day of the year! You’ve
no doubt experienced this super-effectiveness that happens
when you are getting ready to go on vacation: you know what
has to be done, you have tightly time-framed the execution and
you stay in action until it is complete.
Consequently, the answer to the question, "How can I be more
productive in this year?” is:
TAKE MORE VACATIONS!

Create a Peak Performance Day at Least One Day per Week
Those days immediately before a vacation are what I like to call
“peak performance days.” I urge my clients to pick one day a
week to work like this. Here are the three steps that makes these
days so effective,

3. You stay in action until it is complete.

You Are in Action Until It Is
Complete
If you are smart, you don’t leave
on vacation with loose ends,.
Even if it takes staying a little
later, get those priorities done.
You'll feel better about yourself
and see the results that an extra
30 minutes can make. Most of
the time, knowing your priorities
and setting aside the time on the calendar will suffice, but this
added step of not stopping until it is done will give you power.

This is also a great recipe for being more effective in your
normal, day to day activities. Let’s look at the elements.

Also, please remember this. Every completed task frees up some
energy. You also start the next day with fewer undone projects.

You Know What Has to be Done
At the beginning of each day, do you prioritize the activities that
have the highest payoff? They may not be the most pressing—
like taking care of that high maintenance client who is whining.
Rather, it’s activities like going to lunch with the person that
referred you the most business last year or planning your
marketing for the next 12 months, so you know what you are
going to do and when. Then it is only a matter of implementation
on the given date.

Dealing with Procrastination
If you think of yourself as a procrastinator, this one may be hard
for you to discipline yourself to do. You have developed some
bad habits of leaving things partially done or not getting to them.
Notice if your internal dialogue is undermining you.

The Three Steps
1. You know what has to be done.
2. You have tightly time-framed the execution.

What actions can you take today will take you closer to your
yearly goals or have the biggest payoff for energy expended?
You Have Tightly Time-Framed—the Execution
At the beginning of each week and then each day, calendar in
those high payoff activities. It's like having an appointment with
yourself. If they aren't written down or entered in your calendar,
chances are something less important will slip in and eat up your
productive time. We wiggle out of our promises to ourselves
when we would never do that with someone else. Be true to
yourself.

If so, stop saying awful things about yourself. Ask yourself if your
current BS (belief system) is sabotaging your efforts or does it
make you feel great about yourself? Become aware when this
internal dialogue is disempowering and consciously re-program
it. By regularly implementing these two steps one, your selfconfidence and pride will shift to a more powerful internal BS.
You can vacation your way to success. When you are rested, your
focus and effectiveness improve. You benefit, not only by having
a super-effective day, but also by having happiness, creativity
and productiveness increase upon your return.
If you want to be poised for a fun and wonderful rest of 2019,
schedule those vacations and time off now and then work like
each day is the day before a vacation! You'll be glad you did.

iBuyers? Is It Time for an iRealtor Model?
by Bernice Ross
From Our Publication RealClues
The iBuyer model has hit the industry by
storm, but will it be only a small portion
of the market or something much bigger
in the long run?
Offerpad, Opendoor, and Zillow Offers
are the latest darlings in the real estate
press and certainly with major venture
capital firms. For example, Opendoor,
one of the early leaders in this area,
has garnered a whopping $3.7 billion
valuation and has raised $1.3 billion
in funding with some $3 billion in debt
financing to purchase properties.
Moreover, Berkshire Hathaway Home
Services, Realogy, and Keller Williams are
also jumping into the fray by offering an
iBuyer option in conjunction with their
traditional real estate services.
A Mislabeled Model: iBuyers Are
Really iInvestors
I recently interviewed Darryl Davis, one
of the industry’s leading speakers as well
as the author of How to Become a Power
Agent in Real Estate and How to Design a
Life Worth Smiling About.
Davis’s How to Defeat iBuyers Every Time
already has his speaking schedule
completely booked up through the end
of 2019.

According to Davis, the first step in
defeating an iBuyer is to help consumers
understand that the so-called iBuyer
model has been mislabeled. They’re not
“iBuyers”—they’re actually “iInvestors.” In
other words, the iInvestor purchases at a
wholesale price so that they can later sell
at a retail price AND make a profit.
The iBuyer iInvestor Model
According to a recent report from
MarketWatch, the convenience of
working with an iBuyer comes at a
substantial cost:
A MarketWatch investigation of
multiple transactions involving
iBuyers shows that their offers would
net their customers, on average, 11
percent less than owners who choose
to sell their homes on the open
market, when fees and other costs
are considered, translating to tens of
thousands of dollars lost. The findings
also revealed considerably more
uncertainty around the transactions
— the scope of inspections, for
instance — than the iBuyer model
purports to offer consumers who are
looking for ease.
To illustrate this point, assume a seller
paid $200,000 for their property and
today has $100,000 in equity based
upon a $300,000 purchase price. The
“convenience” of using the “iInvestor”
model will cost the seller $33,000—that’s

33 percent of their $100,000 equity as
compared to selling with a traditional
model or what Davis calls the iRealtor
model.
The iRealtor model is a retail model—the
iInvestor is a wholesale model.
When There Is an iBuyer iInvestor in
the Picture: Compare the Numbers
First, when you find yourself competing
against an iBuyer, educate your sellers
about the difference of seeking a retail
vs. a wholesale price. Even if they lower
their asking price by 5-8 percent using
the retail model, they will still normally
net more than selling at the discounted
wholesale price with an iInvestor.
Next, use Zavvie’s Offer Optimizer
that compares instant offers side-byside so the seller can determine which
one will net them the most money. It
also compares the best instant offer
(wholesale) net with the expected “retail”
net from working with a traditional
broker.
Have the Best of Both
Byron Short, the broker-owner of
Success Property Brokers in Phoenix,
has created a very effective approach to
coping with all the iBuyer models in his
market. Short educates sellers on how
to have it both ways—they can sell for a
retail price by listing with him, but if the
property doesn’t sell during the 29-day

listing period (iBuyer offers are generally
good for 30 days), the sellers can still sell
with an iBuyer at the wholesale price if
necessary.
Second, it’s imperative that they sellers
have their house inspected to determine
how much any repairs will be. Because
iInvestors use their own inspectors and
contractors to do repairs, the sellers
won’t know if the bids they’re receiving
on the work are inflated or not.
Once the seller has prepared the house
for sale and just prior to posting the
property on the MLS, the seller contacts
Opendoor, Offerpad, and/or Zillow
Offers and obtains a bid from each
company that shows what the seller will
net. (Please note that Zillow Offers shows
sellers how much they typically will net
from a Zillow Offer vs. working with a
Realtor.)
What’s Happening in the Field
iInvestors target median priced homes,
preferably in cookie-cutter subdivisions
where you if you know the price of a
particular model, you can closely predict
how much that model anywhere in the
subdivision. Only about half the homes
in the country even qualify to use this
model.
Moreover, Davis has interviewed agents
across the U.S. whose clients sold their
house to an iInvestor. Every single one of
these sellers were unaware of the true costs
of that model, because none of them had

talked to a Realtor. As Davis says, “They
didn’t know any better.”
Consequently, Davis strongly
recommends that both companies
and Realtor associations aggressively
create marketing campaigns to educate
consumers about their choices. They
need to understand how much each
model costs, what the trade-offs are for
a fast sale, and then make a decision
once they are fully informed. Again, they
can get a quick comparison by using the
Offer Optimizer from Zavvie.
Two “iBuyer” Models that Solve an
Age-Old Problem
One of the stickiest situations in the
business occurs when a seller must sell
their home in order to buy a new home.
Two players serving the contingent sale
niche are Knock and newly launched
BoardRE.
According to MarketWatch,
Knock is often lumped into the
category of iBuyers, but its model
is quite different from theirs. Knock
advances homeowners cash to
buy their next home and, once the
customers are settled, sells the
previous home. Customers pay a fee
for the overlap period…Knock always
charges six percent for selling the
home.”
The article also states that “Knock
determines if it’s preferable for the

sellers to list a property on the open
market rather than accepting an iBuyer
offer.”
BoardRE offers to buy a house for its
customers and then lends them the
money to buy it back. Board’s closing
costs are the same as they are in a
standard transaction. Board generates
their profit from the 1-2 percent loan
origination fee and from having salarybased 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.
If you have iBuyers/iInvestors in your
market, create digital, postcard mailing,
and social media campaigns that share
actual statistics on the costs of working
with iInvestors in your market. If one of
your sellers wants to consider using the
iInvestor model, provide them with the
choice of listing for 29 days and then
taking the iInvestor model if they don’t
sell. That’s the best strategy to give them
the best possible outcome for their
situation.

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 August 5, 2019
Optimist or Pessimist—Which One Are You?
Did you know that your degree of optimism or pessimism not
only influences your mood, but your long-term physical health
as well as your happiness? Today, we’re going to explore the
impacts of negativity and tips for increasing your optimism.
1. Group discussion: With a show of hands, “Have you ever
heard the term ‘vicarious trauma’? What do you think that
means?”
2. Explain: The news cycle thrives on negativity. If you turn on
the television, read news stories, or listen to the radio, you’re
constantly bombarded with all that is wrong, not just locally,
but globally. The result is that as you listen to the news or
when you focus on what’s going wrong rather than what’s
going right, you may fall victim to “vicarious trauma.”
“Vicarious trauma” occurs when people see or hear about
events and become emotionally distraught even though
the event does not affect them personally. Even though the
logical part of your brain understands this is not happening
to you personally, the brainstem areas that process
emotional responses view the images and interpret them as
threats to your well-being.
Although you are not experiencing the event firsthand,
the stress of being bombarded constantly with this type of
information disturbs your concentration and reduces your
effectiveness. Most importantly, the more vicarious trauma

you experience, the less optimism you feel. The long-term
effects can be devastating.
3. Ask: “Can anyone explain what a self-fulfilling prophecy is?
(The term self-fulfilling prophecy comes from psychology
and has been proven experimentally for over 100 years.
It refers to the fact that what you expect to happen, will
happen.”)
4. Explain: To illustrate this point, when someone focuses on
negative events, they will experience more negative events
because they’re focused on what’s wrong, not on what’s
going right. In fact, recent research in quantum physics
shows exactly how powerful this approach is.
Researchers created an experiment designed to settle
the dispute about whether light was composed of waves
or particles. What happened? The “objective” experiment
yielded “waves” for those who expected “waves” and
“particles” for those who expected particles. What the
researchers expected, is what the experiment yielded.
5. Ask: “Do you think being optimistic or pessimistic has any
effect on your longevity and if so why?”
6. Explain: Seligman’s research demonstrates that our degree
of optimism has a profound impact on not only the quality
of our lives, but on our longevity as well. Until age 40, our
health is determined by how healthy we were at age 25.
Being a pessimist has no effect. From ages 40-65, however,
our level of optimism has a profound effect on our health

and longevity. In other words, optimists stay well and
pessimists become increasingly ill.
7. Discuss: Here is something to think about. Brain disorder
specialist and psychiatrist Daniel Amen has researched
the effects of negative thinking vs. optimistic thinking by
scanning the brains of people as they experience different
types of emotion. What’s fascinating is that when a normal
person becomes angry, they have the same brain wave
patterns as those who are schizophrenic!
8. Group discussion: What are some methods you have used
in the past to feel more optimistic?
9. Discuss: The first step to take to reduce negativity is to
limit your exposure to any type of negative news or events.
There’s not much we can do to control events outside of us,
including terrorist attacks, natural disasters, loss of loved
ones, etc. A great starting place, however, is to limit your
exposure to the constant onslaught of the 24-hour news
cycle. So, if you’re feeling helpless or out of control, take a
break from the news!
10. Ask: “There’s a saying that: When one door closes, another
one opens.” Can anyone give me an example that might have
occurred in your business that illustrates this point. (One
great example is when an agent lets go of a difficult buyer or
an unrealistic seller, there’s often a much better client who
shows up to take their place.)
11. Explain: The idea of one door closing and another opening
has been supported by Seligman’s research. He found
that those who fare the best and recover the most quickly
approach the situation by looking back at both the good and
the bad in the situation, identifying what they have learned,
and then formulating at least one action step that they can
take right now to begin moving beyond the situation.

12. Discuss: Another approach that is highly successful is to
surround yourself with happy, positive people. A study
that tracked 4,800 individuals over a 37-year period
demonstrated that happiness is contagious. The more
friends you have who are happy, the happier you will be.
Thus, a simple way to avoid being swallowed by the doom
and gloom is to create an environment where you surround
yourself with others who are optimistic and positive.
13. Ask: For those who enjoy volunteering, do charitable fundraising, or otherwise helping our local community, what are
some of the ways that you have elected to get involved?
(Take a number of shares.)
14. Explain: Study after study has illustrated that helping others
increases our well-being and makes us feel better about
ourselves. Granted, you can’t change the world this way, but
as Ronald Reagan observed: “We can’t help everyone, but
everyone can help someone.”

15. Ask: Who is someone you that you help and how?
16. Explain: : You are in charge of your life. As Coach Philip
Humbert described it: “My well-being and optimism, my
values and work-ethic and daily success are not determined
by politicians in Washington, the violence in the Middle East,
or the natural disasters across the world, (as important as
those things may be). My daily success is determined by my
alarm clock, my to-do list, my use of time, and hugs from
my friends. My success is determined by whether I do the
things that I know are useful or whether I am distracted by
the news, by gossip, or by worry.” Humbert recommends
focusing on yourself, your work, and the “small tribe of about
100 people,” with whom you interact on a regular basis.
End the meeting with this thought: You are in control. Will
you choose anger, fear, pessimism, and schizophrenic brain
waves? Or will you choose an attitude that searches for the
opportunity in the challenges you face and is optimistic about
better times ahead? For the next week, whenever you catch
yourself starting to feel gloomy, take one step to be more
optimistic, by calling a friend who always looks on the bright
side, doing something that makes you laugh, or helping another
person who is not as fortunate as you. Chances are you’ll be
amazed at what a difference it makes!

Week of August 12, 2019
How to Avoid the Dreaded Back Button
The web is full of billions of ads, videos, and social media
posts vying for your attention. Today we’re going to talk about
the steps you can take to grab the attention of today’s online
consumers and to avoid the dreaded back button.
1. Discuss: Today’s Internet environment is brutal. The web is
like a huge stage where worldwide competition screams to
be noticed by people with short attention spans. If you are
unable to engage these consumers within a few seconds,
they hit the back button and they’re gone. As Redditt’s
Executive Chairman Alexis Ohanian noted, when it comes to
connecting with consumers online, “The back button is the
enemy.”
2. Ask: How many of you have you ever sent (or received) a
V-mail (video email)?
3. Discuss: Did you know video emails are three times more
likely to be opened than a traditional email? What might be
some of the reasons? (More engaging, more personal, less
easy to be misunderstood, etc.)
4. Ask: How many of you have ever watched a funny cat video
online?
5. Ask: What is it about these videos that make them so
compelling?
6. Explain: People share cat videos because they make them
laugh. Laughter releases beta endorphins that make you
feel good. According to Ohanian, if you want to avoid having
your communications drowned out by the sea of Internet
noise, “You have to be better than cat videos.” When people
feel good about the communications you share, they are
more likely to do business with you. Consequently, whenever
possible, use humor.

7. Ask: With a show of hands, how many of you regularly use
videos in your marketing? What makes video is powerful?
8. Explain: Leigh Thomas Brown describes the benefit of using
video like this: “I am the product. I use video to sell me. Video
takes your marketing from push marketing to pull marketing
(i.e. from hard sell to attraction.) Consumers want a Realtor
to be engaging. Avoid trying to be something you’re not. A
lack of authenticity will only put off people when they meet
you in person. Video helps others to define who you are.”
9. Discuss: Another reason video is better than pictures is the
audio. While Google is unable to read the visuals within your
video, it can read the audio. Google translates the audio,
converts it into searchable text, and then uses this data to
determine search placement. To take capitalize on this fact,
avoid music-only backgrounds. Replace these with audio
descriptions of your video’s content. If the video is about
one of your listings, be sure that your description includes
the property address, your contact information, plus a
description of the most appealing aspects of the property.
10. Ask: (Assuming that some of your agents are using video in
their marketing), For those of you who you use video as part
of your marketing, how are you using it and what apps or
tools have worked well for you?
11. Two tools that are great for V-mails are Bomb-Bomb and
Eyejot. Both make sending video emails super simple. More
importantly, as I mentioned earlier, the open rate on V-mails
can be up to three times higher than plain text emails.
12. Group Discussion: Do you agree with this statement from
Keela Robinson, the CEO of Urbanspoon, that “Users want to
be able to navigate without typing.”
13. Explain: Typing has always been a challenge on mobile
devices, especially on phones. This is one reason video and
communicating through photos on apps such as Facebook

Live and Snapchat is so popular. People are more likely to
engage when all they have to do is to simply tap and/or play.
If you want to avoid having your visitors hit the back button,
make sure that your communications and your website are
easy to navigate without requiring users to type.
14. Ask: How many of you use voice search (Siri)? How many of
you prefer typing in your search items as opposed to asking
for them using voice?
15. Explain: Apple’s Siri opened the door for millions of users to
search using only their voice. In fact, have you noticed that
Google web search box now contains a microphone icon?
When you click on the button it says, “Search by voice.”
16. Group Discussion: In your opinion, what makes voice search
different from typing in search terms in a search engine?
17. Explain: The most important shift to make in your marketing
is to craft your marketing messages so it answers questions.
For example, instead of typing in a property address and the
word “price,” a user who is sitting in front of your listing might
ask, “Siri, what is the price of the property at 232 Elm Street?”
If you’re like many agents who dislike revealing the property
price in your ads, chances are that buyer is gone. A best
practice to capitalize on these changes is to always include
the property address, the price, the city, the zip code, and
your name and phone number in every piece of advertising
you do, but especially in your online ads and videos.
End the meeting with this thought: Here’s the bottom line
when it comes to beating the back button: use laughter, create
great content, ask questions, and use video whenever possible.
If you implement these changes, your marketing efforts will
generate more eyeballs and that translates into more leads and
closed transactions.

Week of Week of August 19, 2019
Ad Words that Can Save or Cost Your Sellers Money
From the moment Zillow released their first Zestimate, listing
agents have bemoaned the fact that these automated property
price “estimates” pose a major challenge in correctly pricing
properties. Today we’re going to discuss ways that Zillow’s
research could actually benefit you, and the power of the words
you use in marketing a listing.
1. Ask: Have you ever been at a listing appointment and had
the sellers argue that their house is worth more because of a
Zillow Zestimate?
2. Explain: First, always remember that Zestimates are
automated estimates. The values are accurate plus or minus
seven percent, 95 percent of the time. In other words, if your
Zestimate says that a property is worth $200,000, there is a
95 percent chance that the subject property will sell between
$186,000 and $214,000. There is a five percent chance that
the home will sell outside those parameters.
3. Group discussion: What have you done in the past to show
your sellers that the Zestimate is not realistic?
4. Explain: When you know that the Zestimate is off,
overcome the objection by pointing to other competing
AVMs (automated valuation models). Options include the
Chase Home Evaluator, EPropertyWatch.com (this uses the
CoreLogic AVM to generate values), HomeSnap, Moveup.
com, as well as your personal CMA. Provide the sellers with
these alternative sources and ask, “Which of these is correct?”
5. Ask: Have you ever been able to use a Zestimate to persuade
unrealistic buyers to offer a more realistic price?
6. Explain: When the Zestimate does agree with your valuation,
use the Zestimate to support your case. For example,
assume the buyer brings your sellers an offer based upon

the county tax assessor’s valuation. If your CMA agrees with
the property’s Zestimate, providing several of these other
resources together can be a powerful way to persuade
unrealistic buyers to offer a more realistic price.
7. Ask: Your goal as a listing agent is to help your sellers
achieve the highest possible price in the shortest amount of
time. In your opinion, what are some examples of words that
could hurt the value of one of the properties that have listed?
8. Explain: Spencer Rascoff, the former CEO of Zillow, had
this to say about how advertising works to help your sellers
net more. “The picture you are painting with certain words
can be worth thousands of dollars.” For example, Zillow’s
research shows that words such as “investment,” “potential,”
“fixer,” or “TLC,” can cost your sellers up to seven percent of
their asking price.
9. Group discussion: What are some words that you could
use in your listing description that might increase the selling
price?

10. Explain: Words such as “luxurious,” “captivating,” or
“fantastic” (as in fantastic views), can help the seller net up
to 8.2 percent more. The secret here is that the words alone
aren’t enough—the property description must actually match
the property’s features. Moreover, when you write your
property ad, be as objective as possible. Specifically, words
such as “granite” and “stainless” can net the seller between
1.1 percent to 4.16 percent more. (The lower the price range,
the greater the effect.) More words are better (up to 250) but
choosing the right words is the key. Stress the home’s quality
features and look for what differentiates the property from
other competing listings.
11. Ask: Do you know what month is the most profitable time for
a seller to list their home?
12. Explain:: The month in which a seller lists their home affects
their bottom line. Although sales typically peak in June,
Zillow’s traffic data shows, “a sharp spike in visitors making
contact with real estate agents through Zillow’s website and
apps in the early spring, ramping up the third week of April
and continuing into July.”
13. Discuss: To capitalize on this sweet spot, increase your
marketing spend at this time of year since this is when
clients are most active in contacting agents. To improve your
timing even more, the authors recommend “Make sure you
list after the first major influx of new listings for the year.
This is usually in late March or the very first week of April,
depending upon the weather.”
14. Ask: By the way, according to NAR, what is the best day to list
a house where it will receive the highest price and why? (Take
several shares.)
15. Explain:: NAR’s research shows that the best day to list a
house is Friday. Your listing will receive 19 percent more
page views, is 12 percent more likely to sell in 90 days, and
will sell for $500 more per every $100,000 of purchase price.

16. Ask: How do you handle it when your seller wants to “test
the market”?
17. Explain:: This is one time that Zillow can be your friend.
Zillow’s data provides solid proof that this is a bad idea.
Zillow “tracked more than one million homes listed for sale
and found that 47 percent of all sellers end up cutting their
price in order to sell. On average, sellers overprice their
homes by about 6.9 percent.”
Overpricing harms the sellers in two ways: first, instead of
selling at the home’s estimated value, properties with price
cuts sell on average for about two percent less than their
estimated value. The cost in time is even more severe: the
average home that is priced properly sold in 107 days vs. 220
days for properties that required a price reduction to sell.
End the meeting with this thought: Zillow’s data is clear: “The
best course of action for sellers is to price their homes as close
to fair market value as possible in order to avoid price cuts at the
end slicing into their profits.”
So, the next time sellers point to their Zestimate, use other
AVMs to support the price you determined on your CMA. Then
use the other research from Zillow to market your listings more
effectively and to help buyers and sellers be more realistic as
well.

Week of August 26, 2019
Creative Strategies for Overcoming
Seller Staging Objections
Your ability to overcome the seller’s objections about staging not
only influences how much the seller will net, but how hard you
will have to work to sell the listing. If you’re struggling with the
objection, “I don’t see any need to stage our property,” follow
today’s creative tips to quickly put that objection to rest.
1. Ask: By a show of hands, how many of you have had a seller
who refused to stage their property?
2. Ask: What reasons did they give? (Take several shares.)
3. Ask: If anyone has been successful at persuading reluctant
sellers to stage their property, what did you do that worked?
4. Discuss: Did you know that houses that are not staged may
sell for up to ten percent less than staged properties? Here’s
a script to help you overcome objections to staging: “If you
prefer not to stage your property, you will have to reduce the
price accordingly.” (You may want to email this out after the
meeting to everyone.)
5. Explain: When a seller is being unrealistic about putting
their property into top condition before the listing, explain
to them that not staging costs them at three different times.
According to Steve Stovall of Steve Stovall Realtors in Abilene,
Texas:
“When you decide you won’t make repairs or allow your
house to be shown without putting it into the best possible
condition, you pay for that decision at three different times.
The first time is in terms of the marketing. Houses that are
not in tip-top condition are shown less frequently and take
more time to sell. The second time is at the negotiation table.
When the house is not in the best possible condition, buyers

typically offer less since they will have to make the repairs,
paint, and/or re-carpet. The third time is at the inspections.
The buyers normally ask the sellers to take care of the
repairs anyway.”
6. Ask: Do you ever take photos of the home to identify areas
that need to be repaired or freshened up with a new coat of
paint?
7. Explain: Here are two tips from Richard Kline, The Staging
Guy from Austin, Texas on how he handles sellers who are
reluctant to take care of the basics such as painting and
carpeting. “When you first pull up to the home, take a picture
from the street, preferably on your tablet so it’s easy to see.”
8. Ask: Why do you think this might be important?
9. Explain: The reason for doing this is that most sellers enter
their house through a back door or a door in the garage. This
means they seldom see how their house looks as someone
parks in front and walks up to the front door. Taking a

picture of the front allows the seller to view the house as a
buyer would on a showing and how their exterior photos
will look on the MLS. Next, take a second picture at the front
door. Ideally, this picture shows how the front entrance
looks. Be sure to get close-ups of any feature that would turn
off a buyer such as a broken doorbell or a front door that
is in poor repair. Agents and their buyers often note these
conditions and assume that the rest of the house is in poor
repair as well.
10. Explain: The second tip from Richard Kline is to ask the seller
as soon as you enter their house for permission to take more
photographs as you first step inside. Taking the picture at the
front door allows the sellers to immediately see how their
home will first appear to the buyers as they walk in to the
property.
The next step is to show the sellers the pictures that you
have taken and say, “Here’s the first impression that buyers
will have of your house. What do you see?” According to
Kline, many sellers are shocked to see how dirty their carpets
look in the photos or how cluttered their house appears. The
photos are a powerful way to help the sellers understand
how buyers will view their home in print, online, or in person.
11. Ask: What are some ways to handle a client who thinks their
house is perfect the way it is, even after you may have shown
them your pictures of it as well as pictures of other staged
properties?
12. Explain: Here’s Kline’s third tip: “When you list a home, it
becomes a product. Your comfort should be secondary. Pack
up the old recliner and stage the room around the fireplace,
not the television. The sooner your house sells, the sooner
you can enjoy your recliner in your new home.”
13. Ask: When Daniel Topolski of Better Homes and Gardens
Bradfield Properties in Austin encounters a seller who
doesn’t want to stage their home, here’s what he does:

“I take out a crisp, new one-dollar bill plus one that is dirty
and wrinkled. I place both bills on the table and ask the
sellers to choose one. The sellers always choose the new bill.”
Why do you think people would choose the crisp dollar-bill?
(This is also another reason they should stage their home.)
14. Group discussion: What other approaches have you used
and what were the results?
End the meeting with this thought: The headline of a recent
Washington Post article declared: The most significant action
a seller can take to sell their home? Staging. So, the next time
you hear the objection, “I don’t think my home needs painting,
cleaning, or staging,” try one of these field-tested approaches
to persuade that seller staging their home is really in their best
interest.

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 August 5, 2019
Profitability Tip: Your picture increases your bounce rate
Do you know what the bounce rate is for your website?
“Bounce rate” refers to the number of people who visit your
site and leave immediately without navigating anywhere else
on your site. To illustrate this point, one agent was tracking
his bounce rate and it was 33 percent. This means that 67
percent of his web visitors stayed on his site to view more
than the home page. Then the agent decided to put his
picture on the first page of his site. The result was that his
bounce rate increased from 33 percent to 52 percent.
If you have your picture on the front page of your website,
move it to the “about us” part of your site. As this example
above illustrates, it will definitely help you to keep people on
your website longer.
Thought of the Week:
Action speaks louder than words, but not nearly as often. 		
			
—Mark Twain

Week of August 19, 2019
Profitability Tip: Spend less money on print and direct
marketing
Today’s profitability tip deals with the best and worst
places to spend your marketing dollars. According to a
research study from the Keller Center for Research at Baylor
University, print and direct mail produce the poorest return
for your marketing dollar. The best return for your marketing
dollars is to develop referrals and to stay in contact with past
clients. Use the social media as an easy way to stay in touch.
Most importantly, if you want to kick up your production,
calling past clients and keeping in touch is one of the best
ways to do it.
Thought of the Week:
If you remain in your comfort zone you will not go any further.
— Catherine Pulsif

Week of August 12, 2019
Profitability Tip: Three Easy Rules of the Road for Social
Networking UP Profit tips
When it comes to participating on Facebook, Instagram,
LinkedIn, Twitter, or any of the other social media, here’s
a rule to live by when you post on any of these sites. Your
goal is first to listen first. In fact, the old adage about you
have two ears and one mouth is pretty wise guidelines to
follow. Listen twice as much as you comment or post on
the social media. Second, instead of just clicking on the like
button, take time to make a comment and participate in the
discussion. Finally, the golden rule applies here. If you can’t
say something positive, don’t say anything.
Thought of the Week:
Well done is better than well said. 						
		
			
		
— Ben Franklin

Week of August 26, 2019
Profitability Tip: The secret to being profitable
Most agents track how much they earn in terms of
commissions, but very few can tell you how profitable they
are. The reason? They don’t track their expenses until tax
time. One of the best ways to be more profitable is to cut
your overhead. For example, call your credit card companies
to see if they can offer you a lower rate or search for a new
card that charges less interest and cancel the old card. Better
yet, start paying cash as often as possible. You could also
check with your mobile carrier to see if you have their best
rate. Another great place to save is on your car and home
insurance. Never renew your policies without comparison
shopping first. These three simple tips can save you a
considerable amount of money each year.
Thought of the Week:
The harder you work, the luckier you get.

—Gary Player

The Eyes Have It
When a person nods and their eyes
become wider, your message is being
well received. If they glare and/or
narrow their eyes, It's time to change
tactics. if they raise one eyebrow,
they don't believe you.
Excerpt from Real Estate Dough
by Bernice L Ross

