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From the Editor

I’ve known about “PropTV” for about 10
months, but didn’t get the significance
of what this actually was until about two
weeks ago. PropTV is the first “OTT” offering
for the real estate industry.
Now you may be wondering, what is “OTT”?

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

How OTT Is About to Change Your
Life and Your Business
It’s September, the kids are back in school,
Dorian is the first hurricane to make
landfall in 2019 (make sure you’re prepared
if you live in areas that are prone to these
storms), and there’s a huge trend that you
probably haven’t even heard of that will
dramatically impact how we market our
businesses.
Back in 2009, I met Kevin Turner. Kevin has
the most listened to real estate radio show
for consumers in Austalia-New Zealand,
with a million weekly listeners. His RE Uncut
Show is the most listened to show for real
estate professionals as well. Kevin worked
with me for three years to start Real Estate
Coach Radio and then moved on to do
more work with video.
Kevin, and his partner Joel Leslie, recently
launched PropertyTV.io. Kevin asked me to
get involved and after all the help he had
given me, I was eager to jump in.

OTT stands for “Over the top.” This
references any device that delivers
streaming video content through the
internet, rather than by cable or satellite.
Netflix is the prime example of this type of
service that is available by subscription.
You may be aware that Disney recently
announced its new streaming service (OTT
solution) at $6.99 per month with plans to
go head-to-head with Netflix.
Moreover, Disney is now moving some
of its most important assets to their
subscription service. According to the
Hollywood Reporter:
Disney CEO Bob Iger has called
the upcoming streamer the "most
important product" to launch since he
became CEO in 2005.
Moreover, Disney is now in the process of
pulling its assets off of other outlets, the
bulk of which will only be available through
their streaming service in the future.
Amazon is already in this space offering
streaming shows as part of their Amazon
Prime program.

Apple TV is Apple’s OTT platform and just a
few days ago, they committed $6 billion to
developing this aspect of their business.
Where Does Real Estate Fit In?
Right now, all the commercial offerings in
real estate such as HGTV, the millionaire
real estate shows, and all the flipping
and property shows are available only at
scheduled times. OTT makes everything in
their libraries (as Netflix does) available on
demand through the internet.
PropertyTV.io is the first channel to provide
an OTT solution for the real estate industry.
They have already had a strong launch in
Australia and New Zealand with 149,000
subscribers and one show on downsizing
that garnered over 1.5 million views. So far
they have achieved this with self-funding
(being “bootstrapped”). Once they receive
their first round of funding, look for this to
explode.
In terms of the opportunity, brokerages
and teams who enjoy using video can
establish their own shows, have help
producing a show from scratch, and have
a distribution channel depending upon the
nature of the show.
In my opinion, a major opportunity in the
near future will be for top producers and
brokerages to produce high quality shows
that will make them, “the mayor” of their
neighborhoods through the content they
provide. In the past, you had to do this
through Facebook or YouTube, which are

usually very low quality. PropTV seeks to
be a high quality content provider and
is first in the space to provide an OTT
solution.
To see what the current content is like
(which is primarily Australia-based), visit
https://propertytv.io. I’m assisting with
the U.S. launch, so look for this type
of content for the U.S. in the very near
future.
Moreover, PropTV currently broadcasts
24-7 to all of North America, Austral-Asia,
Europe, and Dubai. (Current subscription
base is about 40 percent U.S. and
growing rapidly.)
This is a space to watch as the
entertainment and tech giants battle it
out, but it’s also an amazing opportunity
for innovators to get in on the ground
floor of what the future of real estate
marketing and content delivery will be.
Have a great month!
.

Bernice

Adrenaline decreases attraction. Adrenaline is a substance that your body
releases when it is under stress. It increases heart rate and prepares for “fight
or flight.” Consuming caffeine, rushing too much, or becoming upset or angry
increases adrenaline levels. To minimize the amount of adrenaline that you
experience, allow more time than you had planned to complete tasks. When
you are with clients, leave your troubles in your car. (A good strategy is to write
them down and lock them in your trunk. They’ll still be there when you return.
Writing them down, however, gets the upset energy out of your system.) Avoid
caffeine, sugary foods and drinks, as well as limiting your alcohol intake. Get
plenty of sleep and take time off from work each week. These activities will
make you calm while also helping you attract higher quality clients.
Excerpt from Real Estate Dough
by Bernice L Ross

What’s Trending Now
As the fall selling season kicks off, we continue to be plagued
by the biggest issue holding the real estate market back—lack
of affordable inventory at the lower end of the market. Also,
the platform battle has turned into a full out war, FHA changes
their condo rules for the better, and there’s good news from the
National Association of Hispanic Real Estate Professionals. Here’s
what’s trending now.

The Housing Sales Slump Continues
Even with the drop in interest rates, record low unemployment,
plus high demand, the housing market has been in a 14-month
slide in terms of year-over-year results. There has been a slight
increase in inventory and some moderation of prices, but this is
occurring primarily in the high end of the market.
The underlying causes for this situation include:
•

Investors converted over 10 percent of the housing
inventory into rentals during the recession.

•

There are over one million “zombie” foreclosures that are
sitting vacant.

•

The rate of new construction is close to being at a 30-year
low.

•

Millennials are strapped with massive amounts of student
loan debt.

Boomers looking to downsize, often find themselves in the same
boat with younger first-time buyers—there’s very little lowpriced inventory. Consequently, they’re staying put until the right
opportunity occurs. Making matters worse, many communities
are fighting increased density and have failed to eliminate
unreasonable regulations that require builders to spend years
getting approvals.

Complicating matters even more, median income has only
increased by two percent while median home prices have grown
by 21 percent. Moreover, a new report from CoreLogic shows
that the average price of home in the lower quartile increased
64 percent between 2012 and 2018, but has only increased by
40 percent in the higher end. This situation has hit 20-30 yearolds particularly hard: according to the Census Bureau, a record
number of them are still living with their parents.
The good news is that some communities are shifting gears.
Portland became the first community to do away with R-1 zoning
last month. This will allow single family homeowners to add a
rental unit on their property. Some cities in California are also
changing the zoning to allow “granny flats” (i.e., an additional
unit on the property) as well. In the past, you could add an
additional structure, but it couldn’t have a kitchen.)
Until the rate of building catches up with the demand, this
problem may be with us for quite a long time to come.

The Platform Wars Wage On
RE/MAX recently announced their long-awaited new platform,
BOOJ. (BOOJ stands for “Be Original or Be Jealous".) In the
meantime, Realogy has doubled down in this area as well with
OJO, the most robust chatbot technology in the industry, and
their partnership with Amazon. KW appears to be in it to win it
with their partnership with Offerpad, an iBuying company that
will be financing purchases for KW clients who want an iBuyer
solution.
The takeaway for all brokers and agents, however, hasn’t
changed. The first person to see the potential lead face-to-face
is normally the one the consumer hires to represent them. It’s
critical that you make getting face-to-face first as a principal goal
for your business, no matter if you’re a broker or an agent.

Long Awaited FHA Condo Rule Finally Approved
The Department of Housing and Urban Development finalized
a new set of Federal Housing Administration condominium loan
policies that should yield thousands of new homeownership
opportunities and help to alleviate affordability restraints
impacting markets across the country.
Specifically, the new guidance extends certifications from
two years to three, allows for single-unit mortgage approvals,
provides more flexibility with owner/occupancy ratios, and
increases the allowable number of FHA loans in a single
project. The rule will go into effect in mid-October – 60 days
from publication. HUD believes the changes will extend critical
benefits to aspiring homeowners and confirm the agency is
properly serving the public.

Good News from the National Association of Real
Estate Professionals (NAHREP)
The National Association of Hispanic Real Estate Professionals®
(NAHREP®) recently released the 2018 State of Hispanic
Homeownership Report at the 2019 Housing Policy & Hispanic
Lending Conference. From 2008 to 2018 the report found that
Hispanics:
•

Were responsible for 81 percent of U.S. labor force growth.

•

Accounted for 39.6 percent of U.S. household formations.

•

Represented 62.7 percent of the increase in U.S. net
homeownership.

With record low unemployment for Hispanics, this trend
represents an important opportunity for the real estate industry
to serve the fastest growing group of homeowners in the
country.

Grow Your Leadership Skills
Lag—The Reason You Don’t Always Experience Instant Results
by Byron Van Arsdale, Master Certified Coach, Co-owner, RealEstateCoach.com
Have you ever experienced jet lag? “Jet
lag” results when our bodies are in a new
time zone but still operate as if they were
in our home time zone. The same is true
when we change—some of our emotions,
beliefs, expectations, and assumptions
will operate as if we were in our initial
position. Lag is actually a critical part of
the change process.
When you make a significant change
in your life, some parts of your life will
grow faster than other parts, while other
emotions, beliefs, expectations, and
assumptions will operate as if we were in
our initial position.
Recognizing When Lag Is Operating in
Your Life
How can you tell when lag is operating
in your life? One sign is that if how you
view yourself doesn’t match up with how
others describe you. For example, do you
consistently hear the same comments
from others, and yet you feel like their
comments don't fit "who you are? If so,
there's a good chance you're experiencing
lag.
When this occurs, take a close look at
what’s currently happening in your life.
Are you in the midst of making a change?

Are you under stress? What exactly are
others saying about that doesn’t fit who
you are? Asking these questions can help
you to identify exactly where the lag is
occurring and help you to take steps to
get back in alignment.
Ten Strategies for Coping with Lag
Lag can occur when you’re trying to lose
weight, you’re developing a new skill, or
working on improving your life. Here are
ten strategies to help you reduce lag time
and to get back into alignment.
1. Hire an experienced coach
A professionally trained coach can help
you to clearly identify your strengths as
well as provide you with unconditional
support. Growth takes place much
more quickly when you work with an
outside observer who can provide
you with clarity, focus, and assist you
in spotting what’s happening more
quickly.
2. Plan for the lag
If you’re facing a major change such
as a divorce, job change, or death of a
family member, immediately reduce
the number of commitments that you
have and avoid taking on any new
commitments. When you face major

change, virtually all of your tasks and
projects will take longer to complete.
Rather than being reactive to what
you’re experiencing, carefully evaluate
what must be done and let everything
else go.
3. Make ONE major change at a time
Changes always have consequences.
A small, yet pivotal change can have
as much impact as a major change.
Working on one major change at a
time will allow you to keep a better
balance in other parts of your life.
4. Minimize as Many Sources of Stress
as Possible
If you are voluntarily taking on a major
change such as moving or changing
jobs, take steps to minimize as many
other sources of stress in your life
as possible. Changes create chaos.
For example, think back to when you
first started in real estate. How long
was it before you cashed your first
commission check? Did you have
enough money in the bank to cover
that lag time? A major reason that new
agents leave the business is that they
are undercapitalized—the simply don’t
have enough money in the bank to get
them through the lag time.

5. What Has Worked in the Past?
Each of us has gone through numerous
changes in the past. Look back on your life
and see what supported you during those
times and what didn’t. Focus on what
supported you and eliminate as much as
possible that didn’t work for you.
6. Stop Fighting Lag
One of the best strategies is to
actually enjoy the lag. How? Start by
acknowledging that lag is a natural state.
Rather than trying to motivate yourself
into action by telling yourself all the
things you “should” be doing, take a more
reflective approach and observe what is
happening to you. It has often been said
that if you don’t learn a lesson the first
time, you’ll be provided ample opportunity
to experience it again and again until you
do learn it.
7. Stay Focused on YOUR Lag—Not on 		
What Others Are Experiencing
The big temptation is to attempt to
shorten your lag by paying attention
to the lives of your friends, co-workers,
etc. This not only hurts friendships; it
lengthens your own lag. Only when
someone asks for your support, do you
then offer to help. Note – let the person
making the request define what it is they
need from you.
8. Make Major Changes that Are in 			
Alignment with Your Values, Not Your 		
Needs or Wants
People often make short terms changes
without thinking about the long-term
consequences. For example, something as

simple as drinking and driving or hastily
changing careers can have profound long
term effects. Constantly working to align
your life with your values is an essential
step in having a great life and reducing lag
time.
9. Take a break from personal growth
This doesn’t mean to go binge drinking—
instead allow yourself time off from
growth. Growth takes energy and the
larger the change is that you go for, the
more energy you’ll need to successfully
complete the change. Give yourself a
break and enjoy coasting for a bit instead.
10. Get Support
Find a group of people who are actively
working on personal growth. Support is
an essential part of making major changes
and the right support group can create

synergy to help speed up everyone’s
growth. Again, a coach is a wise choice
even when working with a group. It’s
good to have people around you who are
not “in it” and can give you straight and
honest feedback.
The process of personal growth gets easier
with time and becomes much more fun. It
just doesn’t seem that way when you start.
Stay with it—the results are well worth it.

Podcast of the Month
How to Avoid One of the
Costliest Business Mistakes
that You Will Ever Make
This month we are happy to welcome Sherry
McCormack of Long and Foster with a must hear
session that can make a huge difference in your
lead conversion. In this session, Sherry does
a deep dive into the challenges agents face in
posting their profiles in the places that are critical
to their lead conversion. Here’s what she will be
covering.
•

Client leads Google you—what you need to
include on your profile to convert them.

•

Which site (Realtor.com, Facebook, Zillow, or
Trulia) is the top site for lead conversion from
your profile.

•

Strategies for creating an effective bio.

•

Five fantastic ways to capitalize on LinkedIn.

Listen Now!

Spotlight

Climbing Out of a Credit Mess
by Bernice Ross
When people face serious financial problems,
getting out of a credit mess may ultimately
involve going bankrupt or losing their home.
A key part in turning the tide is eliminating
as much credit card interest as possible and
paying down the principal. If you’re carrying
high credit balances or your credit cards are
maxed out, you can turn the tide.
You have probably heard of people who
have gotten great deals to pay off their
debt, sometimes at zero percent interest.
Nevertheless, when you call your credit card
company and ask if you can get a lower rate,
the answer is, “No” or “you already have the
best available rate.” Sorry, but a 15-18 percent
interest rate certainly doesn’t seem that way.
What’s especially frustrating is that you if you
do fall behind, your interest rates can shoot
up to 28-31 percent or more placing you in an
even more precarious position.
Break Out of High Interest Rate Jail
Here’s an actual case study on how to climb
out of a credit mess. One way to climb out of a
credit mess is to hire a credit attorney. When
the couple in this case study contacted the
firm one of their friends had used to climb out

of her credit mess, the attorney explained that
there was an upfront fee.
The way you could get the credit card
companies to negotiate with you was to miss
six months of payments. While this was going
on, you would have to put up with the ongoing calls from the credit card companies
and collection agencies. Nevertheless, this
would you give you the money you needed to
pay their fee.
The psychological cost of doing this seemed
so high to this couple, they didn’t feel like it
was worth it. The wife began searching for
other options. She wondered if the credit card
companies had some other option that could
work for them. It turned out that they did.
Ask for a Balance Liquidation Program
Since their highest balances were on her
husband’s Chase business cards, she began
there. The first thing she did was to explain
the nature of their hardship and that they
wanted to pay off our current balances. She
repeatedly mentioned their intention to pay
the credit balances in full—this is a key point.
She also offered to provide documentation
of their hardship (six surgeries in one year
including that they were upside down on their

mortgage at that time). That proved to be
unnecessary.
The wife explained to the customer service
representative that they could no longer
sustain payments at the high interest rates.
The representative repeatedly inquired what
rate would work for her and her husband.
She told the representative that their goal
was to pay the amount in full and asked if
there was a workout program if they closed
the account. After a two-hour back and forth,
they settled at a six percent rate, closed out
the card, and agreed to a plan that would pay
the full amount over the next five years. The
program they were enrolled in was known as
a balance liquidation program.
Encouraged by the results, the wife tackled
their Citibank cards next. She went through
a similar process with a couple of different
representatives. Again, she repeatedly told

them that their goal was to pay the amount
owed in full. Citibank let them keep their
current payment, except now the entire
amount was going to the principal and would
also be paid off in five years. Their interest
rate—zero percent!!
A key point to note in each case is that if you
miss a payment, you agree to be bumped
out of the program and your rates will be
increased to even higher than they were
before. They also required an automatic
payment from your checking account.
Unlike Chase and Citibank, American Express
was a completely different story. Their loan
workout process starts with their service
center in India. After talking to seven or eight
different representatives, each with conflicting

information about what their program was
and what is required to get into it, the wife
asked for a supervisor who could refer her
back to someone in the U.S.
Even after talking to the U.S. representative,
however, it took another 60 days and
numerous phone calls to get in their program.
Although they claim to have multiple
programs to help their customers, their only
program (at least at the time they applied) was
at one percent for three months, nine months
at nine percent, and back to your existing rate.
In other words, don’t waste your time trying to
negotiate with them.
Credit Score Impact—a Shocker
What was surprising was that over the time
they paid off these credit cards (it was well

over $300,000 due to their business losses),
their credit score stayed in mid 700 range
because they made their payments on time.
Every person’s situation is different. For them.
the balance liquidation program was been
a godsend. To learn more about what your
credit card provider may be able to provide for
you, search Google for “credit card companies
balance liquidation.”
If you or your clients are stuck in high rates
and have legitimate hardship, there are
alternatives. Explore what is available to you
and be persistent. And, by the way, if you’re
still using those credit cards, do your best
to transfer over to a prepaid credit card or
debit card. The money you will save will be
substantial.

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
The Fine Art of Giving
by Joeann Fossland, Chief Evolution Officer, Advantage Solutions
What percentage of your business is from referrals? Referrals
are crème de la crème when it comes to having a profitable
business with nice people who trust in you. The question is how
to attract these high quality buyer and seller referrals?
When most agents think about generating referrals, they often
ask, “Who do I know that I can get to send business to me?” The
masters at referral business, however, have a radically different
approach that is also much more fun and attractive.
When you do your business planning, are you tracking where
your business comes from? Each year you are in business, the
percentage of your referral business should be increasing. For
example, many agents who have been in business for 10 years
or more are generating 50 percent or more of their business
from referrals. Tracking how much of your business comes from
referrals each year allows you to make sure it is growing and
take actions to increase the percentage.
Here’s a great example. My friend Emily Link was honored
several years ago as Women’s Council of REALTORS (WCR)
California State Member of the Year. I first met Emily when we
sat together at a dinner at a NAR Meeting. Within six months,
she called me with a referral of a listing to sell in Tucson! Emily
says she starts each day by asking herself “Who can I refer
business to today?” I have no doubt the generosity she shows to
others was part of the reason she was honored.
Stir Up the Cosmic Dust
When you make referrals, you send energy that responds to the

immutable, inviolable universal Law of Attraction: you will attract
what you send out. Helping others stirs up the “cosmic dust” that
returns that energy back to you.
There is a paradox in this, however. Often what comes back
does not seem related to what you’ve put out. The result is that
many agents will chalk up their success to luck. This doesn’t give
them the reinforcement that their previous actions produced
these results because they don’t realize the subtle energy
exchange for what it is. They discount that they are the source
of the “luck” that showed up rather than recognizing that those
serendipitous situations where someone who “needs” their
services resulted from where they were giving elsewhere!
So, take credit for having attracted to you EACH and EVERY client
that shows up!

The Power of Reciprocity
In his bestseller, Achieving Success Through Social Capital, author
Wayne Baker says,

By giving to the others in your network, they are sure to want
to give back to you to even the score! By nature, we don’t like to
“owe” others anything.

We cannot pursue the power of reciprocity. When we try to
invoke reciprocity directly, we lose sight of the reason for it:
helping others. Paradoxically, it is in helping others without
expecting reciprocity in return that we invoke the power of
reciprocity. The path to reciprocity is indirect: reciprocity
ensues from the social capital built by making contributions
to others. The deliberate pursuit of reciprocity fails, just like
the pursuit of happiness. Acts of contribution, big and small,
build your fund of social capital, creating a vast network of
reciprocity. And so those who help you may not be those you
help. The help you receive may come from distant corners of
your network.

By Giving, You Receive
You have probably heard the expression that: “By giving, you
receive!” You can become a master at this and reap the rewards
by consciously looking for opportunities to connect people.
Hopefully, you have strategic partnerships built with others who
are building their businesses and who are also interested in
attracting the same demographic client as you.

Our old thinking was of the "transactional reciprocity" variety.
These days, however, Baker says,
Many people conceive of their business dealings as spot
market exchanges--value given for value received, period.
Nothing more, nothing less. This tit-for-tat mode of operation
can produce success, but it doesn't invoke the power of
reciprocity and so fails to yield extraordinary success.
The wonderful part of this dynamic is that we are in total control
of our actions every single day. We can start this energy flowing
at any time. Beyond stirring up the cosmic dust and the Law of
Attraction, this Law of Reciprocity applies.
In his bestseller, The Psychology of Persuasion, Robert B. Cialdini
says,
One of the most potent of the weapons of influence around us
is the rule of reciprocation. The rule says that we should try to
repay, in kind, what another person has provided us.

As you pass along referrals and connections, the Laws of
Attraction and Reciprocity will apply. Become comfortable with
the paradox of letting go of the direct results. Build trust with
others and they will trust you. According to Viktor E. Frankl in his
book The Meaning of Life.
Success and happiness must happen; the less one cares for
them, the more they can (happen).
Show Gratitude
To fully leverage these laws also requires that you be aware and
appreciative. You must reinforce people’s actions by showing
gratitude when you do receive referrals. Don’t wait to see if
something closes, either. You must reward people for the act of
referring, not just for the monetary gain.
Whether it’s a thank you note, giving a gift, or holding a
client appreciation event, “rewarding” the people who give
you referrals should be a pivotal part of your business. This
strengthens your bond with your clients and reinforces their
actions of giving you referrals.
So stir up some cosmic dust and ask, “Who can I refer business
to today?”

Is Your Red Hot Seller’s Market Past History?

by Bernice Ross
From Our Publication RealClues

Are you still in a red hot seller’s market
or are you slipping into a slowdown? Do
you know how to tell and if so, do you
have a strategy to capitalize on the shift?
The first step in coping with any type of
market shift is recognizing when a shift is
occurring. In most places in the country,
the first-time buyer market continues
to be strong, primarily due to the high
demand and the lack of supply of entry
level properties. In contrast, many
luxury markets are seeing increases
in inventory, which can often be the
harbinger of falling prices.
Three Types of Markets
The easiest way to spot what type of
market you’re in is to determine how
many months of inventory are available
in a given price range and location.
If there are five or fewer months of
inventory, you’re in a seller’s market with
increasing prices. Six-to-seven months
of inventory is a flat or transitioning
market. Eight or more months is a
buyer’s market with declining prices.
Strategies for Working a Seller’s
Market
In a seller’s market, there are too
many buyers and too few sellers. The
result is multiple offers, short market
time, increasing prices, and declining

commissions.

are multiple offers.

The secret for winning in a seller’s
market is to make sure that you’re the
agent the owner has seen most recently
face-to-face. The reason? According the
2018 NAR Profile of Buyers and Sellers,
75 percent of all sellers only interview
one agent whom they hire. Another 13
percent only interview two agents.

In a flat or transitional market, there is a
healthy supply of buyers and sellers. The
challenge is sellers often find it difficult
to believe that prices are no longer
increasing. This makes them less likely to
price their properties realistically.

To achieve this goal, instead of
messaging, calling, or mailing, hold
regular client appreciation events, be
active at your place of worship, at your
children’s school, or any other activity
where potential seller leads see you
repeatedly.
To generate new face-to-face leads, you
can also door knock, hold open house,
conduct first-time buyer seminars, or
network.
If you are working with online leads, cold
calling, or other strategies where there is
no face-to-face interaction, your number
one priority is to schedule an in-person
appointment as soon as possible.
Handling the Shift to a Flat or
Declining (Buyer’s) Market
In a seller’s market, little skill is required
to place a property under contract,
although it does require considerable
skill to guide the sale to a successful
closing. This is especially true when there

Declining (buyer’s) markets have too
many sellers and not enough buyers.
To succeed in a declining market, focus
on generating more buyer leads. You
must also aggressively price your listings
slightly below market value, or your
sellers will end up “chasing the market
down.”
Capitalizing on the Shift
If you suspect that your seller’s market
may be coming to an end, here are six
strategies to help you take advantage of
the shift.
1. Tell Tale Signs
Inventory increases almost always
signal a market shift, but what are
some of the other tell-tale signs?
• Increased days on market.
• Increased commissions to attract
more traffic.
• Builders advertising free upgrades,
interest buy-downs, and/or other
incentives.

If you spot any of these, take
immediate steps to monitor how
quickly these changes are occurring. If
the rate is slow and gradual, you may
experience the soufflé effect, i.e. a
slow flattening of the market and then
stability.
On the other hand, if inventory and
days on market are increasing at
a rapid rate, your market may be
transitioning into a serious downturn.
During the transition, there will be flat
market where there is a balance of
both buyers and sellers. This may last
for only a few months before sliding
into a buyer’s market, so it’s critical to
change strategies immediately.
2. Change your business plan
Because listings take longer to sell in a
flat or declining market, you must allot
more time and money for marketing
each property. Making matters even
more difficult, buyers want to see
everything on the market and feel
little urgency about deciding which
house to purchase.
3. Specialize in listing first-time buyer
properties
Unlike the luxury market where
slowdowns are often felt first, the
first-time buyer market is usually
the last part of the market to be hit
by a downturn. Because many firsttime buyers struggle with saving
up a down payment, market to
them by letting them know they

may qualify for down payment
assistance. DownPaymentResource.
com aggregates all the various down
payment assistance programs across
the country and up to 84 percent of all
homes qualify.
4. Discuss market statistics with your
sellers
When you go on a listing appointment,
be prepared to demonstrate to sellers
that prices are no longer increasing.
The easiest way to do this is with
WeissAnalytics.com that shows you
on a house-by-house basis whether
the market is increasing, flat, or
decreasing as well as which direction
it will trend during the next 6-12
months. (Dani—insert Weiss slide
here).
Alternatively, calculate the average
sales price for the last six months for
all listings in your marketplace. Then
calculate the average sales price for
the preceding six months. If the prices
are the about the same, your market
is flat or transitioning. If the prices
during the last six months are less
than the preceding six months, you
are in a declining market.
5. Listings are no longer the name of
the game
Smart agents always control the listing
inventory. Nevertheless, when few
listings are selling, it’s smart to have
buyers who are ready to purchase.
Agents who survive down markets

do so by having a balance between
aggressively priced listings and
motivated buyers.
6. Monitor activity
Perhaps the most important strategy
for prospering in a changing market
is to monitor which areas are
experiencing the most sales. Actively
prospect and hold open house in
these areas as often as possible. Pay
attention to your office sales board as
well as the MLS to determine where
the activity is the greatest.
Recognizing when your market is
shifting and changing tactics to
adapt to the change will keep your
production strong. On the other hand,
agents who fail to spot the shift will
soon be wondering, “What happened
to all my business?”

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 September 2, 2019
How to Create Facebook Posts that
People Will Read and Enjoy
We know that social media is a great tool, and we all spend a
lot of time building our connections on the social media. The
question is are you posting content that creates engagement
and interest or are people scrolling past your posts? Today, we’re
going to explore how to create Facebook posts that people will
read and enjoy.
1. Group discussion (take several shares after each
question)
What kind of posts do you like to read on Facebook and what
is it about these posts that captured your attention? What
kind of posts do you normally skip or hide? When you do a
post, how many people comment or like your post?
2. Explain: When it comes to having your posts read on
Facebook, the best approach is to follow the 95-5 Rule.
95 percent of what you share is about helping others or
commenting on what they have said. Only five percent of
your posts should be about you and your needs.
3. Ask: With a show of hands, when you see a post that you
like, do you typically “like” that post, or do you take time to
comment on it?
4. Explain: The number one activity that you want to do on
Facebook is to engage with others by commenting on their
posts. While it’s nice to push the “Like” button, a much better
approach is to comment on other people’s posts. A good way

to do this is to look through your Facebook feed each day
and answer questions that your friends have posted. It’s a
great way to engage and to have many more people see
what you’re posting.
5. Ask: Posts that ask an interesting question or ask for
an opinion often get a lot of engagement. What kinds of
questions have you seen people post on Facebook that
generated a lot of responses? (Take several shares.)
6. Explain: Here are some additional examples. If there is a
new zoning change coming to your area, ask your Facebook
friends to post their opinions. You could also ask people’s
opinions about who makes the best burger in town or
anything else that is fun and engaging.
7. Group discussion: How often do you read conversations
occurring on Facebook, but you don’t interact with anyone
in the discussion?
8. Explain: Most people are curious and enjoy listening in
on other people’s conversations. In fact, a key motivation
for using the social media is to see what others are doing
without having to personally interact with them. This is
called the eavesdropping factor. Take advantage of this.
Here’s an example from one husband and wife team who
run a very successful brokerage. When his wife as out of
town at a conference, her husband posted the following:
“Things are looking good on the sales board—sold three houses
and listed two.” His wife asked him to take this post down
because it was clearly a marketing message.

Here’s the post that replaced the original post, which also
illustrates how to tap into the eavesdropping factor:
“While the cat’s away, the mice will play. Sold three houses, listed
another two—stay in Denver another week.”
Instead of a typical real estate marketing message, the
second post is playful and leaves you laughing.
9. Ask: With a show of hands, do you post on a regular basis
about something you love to do, a hobby you have, or an
activity you like to participate in? (This could be any type of
crafts, a hobby where the person collects coins, stamps, or
anything else, a recreational activity such as snowboarding,
etc.)
10. Explain: People want to know who you are, so share what
you love and what makes you unique. One agent who loves
to cook, posts pictures of whatever decadent dish he has
made. If it’s a chocolate dessert, the comments fly with
requests for samples to people moaning and groaning about
being tempted to go off their diets.
Also, he constantly changes his Facebook picture—it has
been a cinnamon roll, a chocolate cake, a peach cobbler,
a donut, and a chocolate croissant. When he does post
about his business, it’s usually a picture that he has taken
of someone else plus a comment. The other major way
he engages his friends is by either asking or answering
questions that he believes are relevant to his social graph.
11. Group discussion: How do you feel when you see an agent
constantly posting about their newest listings?
12. Explain: Don’t be that person! One of the biggest mistakes
any agent can make on Facebook is to bombard your friends
and followers with too many messages. While it may be
tempting to share about your wonderful new listing, please
note that it violates the FB terms of use to post business

messages on your FB personal page. Also, don’t be the
person who clogs up your friends’ feeds. It’s the surest way
to lose friends and it certainly doesn’t attract any clients.
Furthermore, if you send out too many of these types of
posts, your recipients may block you and even report you for
sending spam.
13. Group discussion: With a show of hands, do you know
people who use Facebook for “BMW” time—you know,
those people who constantly b----, moan, and whine about
things that are stressing them out? How does this differ
from people going through a challenging time and asking
for support? How do you respond to “BMW” posts vs. people
asking for support?
14. Explain: When you feel tempted to whine on Facebook about
things that are causing you stress, avoid doing so. While
it may be great that you have three listing appointments
scheduled in the next 8 hours plus four closings, this doesn’t
make for interesting reading on your friends’ part.
On the other hand, if you or a loved one is facing surgery or
some other serious event, it is OK to ask for support. Most
people will send good wishes your way. Furthermore, people
enjoy receiving updates about what is happening to people
they care about, especially when the person is undergoing a
truly difficult time.
End the meeting with this thought: If you had to sum up how
to engage your friends and potential clients on Facebook, here’s
the bottom line: be positive, have fun, be unique, do lifestyle
posts, and share great resources.

Week of September 9, 2019
Put Your Networking on Steroids
(As preparation for this meeting, you may want to read Bob
Burg’s book, Endless Referrals. It’s a classic on how to network
that still works exceptionally well even today.)
If you’re like most real estate professionals, networking at
meetings, ballgames, or other events is a core part of your
business. A typical agent passes out lots of business cards and
seldom hears back from the people they meet. If you’re ready to
change that, power networking is for you. Today we’re going to
discuss several ways to ramp up your networking activities.
1. Group discussion: What do you think are your most
important accessories when you’re at a networking event,
luncheon, ballgame or other social event?
2. Explain: The answer is not your business card! It’s your
smile and your name badge! Most networking events provide
participants with name badges. This is not the case when you
attend a sporting event, a luncheon, or most social events.
To make meeting new people easier at any event, wear your
smile and your name badge. When you spot a person that
you would like to meet, smile, and introduce yourself.
If the person doesn’t have a name badge ask, “And your
name is?” Your name badge not only makes you more
approachable—it helps them to remember your name since
they can see your badge throughout your conversation.
3. Ask: Has anyone read Bob Burg’s book, Endless Referrals?
If so, ask about the book. If not, continue by saying, “If you
haven’t read this book, put this next on your reading list!
It’s one of the best books ever written on how to generate
business from networking.”

4. Explain: Here is one of the powerful tips that Burg shares
in that book. He suggests that you focus on meeting only
3-5 people at any networking event. Your goal is to build a
connection with each individual by discovering what matters
most to him or her. Burg’s recommendation is to stand near
where they are serving the food and drinks. Next, pay special
attention to the individuals who seem to be the center of a
group. These individuals are usually the influencers in the
room.
When an influencer eventually walks over to get more food
or another drink, put a smile on your face and introduce
yourself. Ask for their card, but do not offer to give them
your card unless the person asks for it. Follow up with
a question about the person and/or their business. For
example, if you introduce yourself as, “John Agent from ABC
Real Estate,” quickly follow up by asking questions such as:
“How did you get into your business?”
“How does your product/service differ from that of your 		
competitors?”
This allows the person to talk about what matters to them.
More importantly, you will stand out from everyone else
whose sole focus is on themselves and their business—not
on the other person.
If the person does express an interest in real estate, avoid
closing them on your services. Instead, turn the tables back
around by asking Burg’s most important question: “How
would I recognize when someone is a good client for your
services?”
Burg’s philosophy is that you earn the right to receive
referrals when you have established trust and have
demonstrated a willingness to help others build their
business first.

5. Group discussion: There are 40 people in the room. How do
you decide which people to connect with?
6. Explain: Here is a tip from Fafie Moore, co-owner of
ERA Brokers Consolidated in Las Vegas. Fafie is a master
networker. Her strategy is to watch for the wallflowers
and speak to them. Also pay very close attention to those
standing near the walls. Surprisingly, these individuals often
prove to be the organization’s leaders or even the person
who wrote the check for the event.
7. Group discussion: What’s your favorite ice-breaker when
you’re at a non-business event?
8. Explain: If you find yourself tongue-tied as to what to
discuss, almost everyone enjoys discussing food. If the
person cooks, ask about their favorite recipes. People also
love sharing where to get the best pizza, burger, or other
special dish in town. Ask their opinion about what makes
their choice special.
9. Ask: With a show of hands, do you feel comfortable joining in
a group discussion during a social function? What if you see
two people talking?
10. Explain: If two people are having a conversation, it’s wise
not to interrupt. If there are three or more people in a group,
they are probably more in networking mode and more likely
to welcome another person to the conversation. If you are
part of a group and you see someone standing near you,
invite that person to join your conversation. Many people
feel awkward about interrupting. They will appreciate your
willingness to welcome them into your conversation.
11. Group discussion: How do you feel when you’re talking
with someone, and they are checking their mobile device, or
looking around the room? Do you ever catch yourself doing
this?

12. Explain: A major mistake many
people make is becoming
distracted while they are in a
networking conversation. Make
sure that your attention is 100
percent focused on the person with
whom you are conversing. Avoid
looking elsewhere in the room or
on your mobile device.
13. Ask: With a show of hands, do you
give compliments often? When
someone compliments you, do you
try to brush it off?
14. Explain: Whenever possible, give
compliments to others. When you do so, dig deeper by asking
more about what you complimented. For example, “That was
an excellent talk you just gave. How did you become interested in
that topic?”
When someone gives you a compliment say, “Thank
you.” While this seems obvious, many people brush off
compliments from others. A simple acknowledgement is
usually the best approach.
End the meeting with this thought: When it comes to
networking, keep your focus on others. Avoid telling people that,
“I’m never too busy for your referrals.” That puts the focus on you
rather than on the other person.
To be more effective in your networking efforts, be curious about
what matters to others, strengthen your connection by laser
focusing your attention on the people you are speaking with, and
use a “give-to-get” approach to earn the right to do business with
them.
As Bob Burg concludes, “This is the secret of “endless referrals.”

Week of September 16, 2019
Are You Suffering from “Neogotiaphobia?
While real estate professionals constantly negotiate, many still
suffer from a fear or reluctance to negotiate. Today we’re going
to explore tips from “The One Minute Negotiator” on the steps
you need to overcome “Negotiaphobia”.
1. Ask: With a show of hands, has anyone read the book The
One Minute Negotiator by Don Hutson and George Lucas? If
you have, what were some of your takeaways?
2. Ask: (If no one has read the book) Does anyone here feel like
they sometimes suffer from “Negotiaphobia”?
3. Explain: According to their research, if you’re experiencing
“negotiaphobia,” the probability of achieving a successful
outcome to your negotiation situation is 20 percent. Hutson
and Lucas argue that people fear negotiation for three
reasons:
•

They lack skill.

•

They misunderstand the process.

•

They have a desire to avoid conflict.

4. Group discussion: Here’s an example to help you
understand how effective negotiation works. Assume that
you have a listing that has been sitting on the market for
months and the sellers refuse to lower the price. You receive
the dreaded phone call where the seller demands, “You have
to start holding more open houses to get this property sold.
My husband and I also talked it over and we want you to
run an ad in the classified section of the newspaper every
weekend.”
5. Explain: The authors say the first step is to recognize that
you are in a negotiation situation and to prepare yourself to
engage in that negotiation.

6. Ask: The second step is to determine how you will negotiate
in this situation. Which of these four tactics would you use to
handle this situation?
(a) Try to avoid dealing with their request.
(b) Give in and hold more open houses and take out the
classified ads.
(c) Tell them “No,” even if it costs you the listing.
(d) Create a win-win scenario for both you and your clients.
(So, how many of you would use…; then re-read each tactic
and ask for a show of hands on each one.)
7. Explain: According to Hutson and Lucas, there are four
types of negotiation styles: avoidance, accommodation,
competition, and collaboration. While no one style works
best in every situation, being able to quickly identify your
preferred tendency as well of that of your client will allow
you to achieve more successful outcomes. Let’s talk about
each approach.
8. Explain: One of the most common tactics is avoidance.
In the example above, you duck the seller’s phone calls
or refuse to confront them on the issue. People who use
avoidance are in a situation where they are reactive and have
low cooperation. When you ignore the problem, in most
cases the situation escalates rather than improving. Sticking
your head in the sand seldom achieves a favorable result.
9. Ask: Have you ever had a challenging client making
demands, and you accommodated their requests? What
happened?
10. Explain: Like avoidance, accommodation is a reactive
strategy, but it is coupled with cooperation. When you
accommodate, you simply give in to the sellers’ request

14. Explain: The agent who negotiates collaboratively creates
a win-win for both parties. According to Hutson and Lucas,
only about 20 percent of most sales people can negotiate
collaboratively. Using the example above, a collaborative
response would be:

and run the ads and do the open houses. There is no actual
negotiation since you failed to do anything to support
your position. Rather than building your relationship, all
accommodation does is encourage your clients to take
advantage of you the next time they want something.
11. Ask: With a show of hands, how many of you approach
negotiation from a “win-lose” perspective?
12. Explain: If that is your approach, you will proactively support
your position, but you are not cooperative. People who are
competitive view the negotiation as a zero-sum game. There
is only so much pie and they’re going to compete for as much
as they can take.
In our earlier example, the agent might say, “No, we’re not
doing any additional open houses nor are we going to do
any classified advertising. Our tracking indicates that your
property has been viewed 686 times online during the last
month. We have only had two showings. The real issue is not
the marketing—it’s the price.”
Here, the agent is only willing to accept his position. There’s
no attempt to include anything the seller wants.
13. Group discussion: What might be a better way to handle this
situation?

“We have had 686 views of your listing online during the last
month and only two showings. What if we did the following?
You reduce the price, we take entirely new pictures of the
property, and then do a big push online and offline to get
more showings. The new price and the new pictures will
make your property look like a new listing. We will hold an
open house, advertise it in print that first weekend, plus
continuing with the web marketing. Is that a strategy that
works for you?”
This approach incorporates what the sellers want as well as
what the agent believes will be necessary to get the property
sold. It’s a win for both.
15. Discuss: What do you think will happen when the agent is
collaborative, and the seller is competitive?
16. Explain: When the agent is collaborative and the seller
is competitive, the collaborative agent often gives in to
their demands. To cope with competitive types, you must
answer in a competitive style. Once you have done that,
there’s a good chance the other party may move from being
competitive to being collaborative. This won’t occur, however,
if you approach the person collaboratively. Thus, you need
to not only select a style—you must also monitor and adjust
your strategy as you go through the process.
End the meeting with this thought: To improve your
negotiation results, get in the habit of immediately recognizing
when you’re in a negotiation, determining whether you need
to be collaborative or competitive, and then implement your
strategy.

Week of Week of September 23, 2019
Seven Ways to Target Market to the
Sweet Spot in Your Marketing
Are you getting the results you want from your marketing
efforts? If not, retooling and retargeting your marketing can help
you to hit the sweet spot that generates more leads and allows
you to close more deals. Today we’re going to explore ways to
do this.
1. Ask: With a show of hands, how many of you know what
your target market is?
2. Explain: One of the biggest challenges facing agents today
is that they lack a clear target market. Before you can
effectively market, you must know who your audience is. At
that point, you can then tailor your marketing messages to
fit that specific market. If you find yourself door knocking,
sending out mailings to your targeted area, and still not
getting results, it’s time to evaluate who you are targeting
and why your marketing messages are not working.
3. Group discussion: Take a look at one of your postcards that
you send out to your target area. How many times do you
use the words “I” and “me” in your message? How do you
sign your name on the card?
4.

Explain: Whenever you are marketing, avoid being “I” and
“me” focused and become “you” focused. Don’t make your
marketing about you! People won’t read your marketing
materials unless it is compelling and meets their needs. For
example, if you’re signing your cards with the words, “Your
Realtor” followed by your name, rethink this! You can’t be
their Realtor if they’ve never met you.
In terms of your own marketing, go back through your
marketing materials and diligently scrub all “I,” “me,” and “we”
references and replace them with a “you” focused approach.

5. Ask: With a show of hands, how many of you send out “Just
Listed” cards each time you take a new listing?
6. Explain: “Just Listed” cards are an important marketing tool.
Nevertheless, unless you do something funny or memorable,
the research shows that the recipient usually remembers the
name of the brokerage, but not the name of the agent who
listed the property. Here’s a great example of a successful
Just Listed card that an agent sent to the neighbors around
her new listings.
The front of her postcard had a picture of people celebrating
and partying. The caption was, “Guess What Your Neighbors
Did Last Night?”
Most people would turn the card over to see the answer:
“They Listed Their House at 123 Main Street.” The agent
followed up by inviting these neighbors to a private open
house with refreshments.
Her winning formula that will also work for you is:
Specific Target Marketing + Unique Approach +
Strong Offer of Service = More Leads
If you send this card to 50 neighbors, approximately 5 to
7 of them will be moving in the next year. All you have to
do is stay in touch and see them face-to-face periodically.
Remember, they’re most likely to list with the agent that they
have seen most recently face-to-face.
7. Ask: With a show of hands, do you also send “Just Sold”
cards?
8. Ask: Which is more important—Just Listed or Just Sold cards?
How many of you think Just Listed cards? How many of you
think Just Sold cards? What’s your reasoning?
9. Explain: Many experts suggest that you send out five “Just
Sold” cards for every Just Listed card. The reason? “Just Sold”
cards show that you got the job done.

10. Ask: Can anyone describe a marketing postcard you may
have received that didn’t work? In your opinion, what was it
about that marketing piece that didn’t work?
11. Explain: Here’s an example. One agent created an attractive
postcard that said, "Have a complimentary appetizer on me."
The piece was beautiful, but it looked as if it was a marketing
piece for the restaurant, not the real estate agent.
12. Ask: With a show of hands, do you offer a complimentary
market analysis in your marketing?
13. Explain: Instead of using the same call to action that
everyone else uses, identify how your offer will benefit the
consumer. For example, you could offer information on how
homeowners can receive substantial rebates for appliance
purchases. You could also offer a property evaluation that
could assist the homeowner in lowering their property taxes.
14. Ask: Do you feel like you’re attracting a different kind of
client than you want to have? What opportunities might be
here?
15. Explain: An agent who had a strong background in
technology, was frustrated that she was attracting working
moms rather than the investors and probates she had hoped
to attract. Her big breakthrough occurred when she realized
that most of her “moms,” were actually high-powered career
women with children. That realization allowed her to reframe
how she was approaching this group. She created a new
value proposition and niche. This included targeting this
group and creating a new door knocking script:
“Good morning. I’m Sally Agent from ABC real estate. I specialize
in assisting professional women with their real estate needs,
whether it’s investing, handling a probate for a family member,
or their own sale or purchase. Is there someone you know who
could use my services?”

16. Ask: What do you think works about this script?
17. Explain: What works about this script is that it is targeted to
professional women, it clearly states the services the agent
offers, (i.e., investing, probate, sale, or purchase), and then
asks a closing question—Is there someone you know who
could use my services?
18. Explain: Now you may be wondering where you can get
more targeted leads. Contact your local title company
about REI Source. REI Source will generate a list for less
than 10 cents per name that meets your criteria. The more
detailed you can be, the better your results will be. Some
items to request include age, geographical area, income,
marital status, children, career, recreational interests, even
the magazines they read or the schools they attended. REI
Source will put together a list of homeowners (or renters)
that meet your criteria.
End the meeting with this thought: If you’re ready to hit the
sweet spot in your marketing, targeting using these strategies is
the secret to success.

Week of September 30, 2019
Take a Bite Out of Commission Nibblers
Wherever there’s a strong seller’s market, you can count on
commission nibblers pulling out their knives and forks to carve
up your commission. You can avoid being their main course by
not putting your commission on their plate in the first place.
Let’s look at some strategies to stop commission nibblers in their
tracks!
1. Ask: With a show of hands, how often do you get clients who
want you to reduce your commissions? 75% of the time? 50%
of the time? 25% percent of the time? Never?
2. Explain: The old adage, “The best defense is a good offense,”
is certainly true when it comes to commission nibblers.
Here’s what to do. First, you need a strong USP (Unique
Selling Proposition) that outlines at least 15 steps that you
take to help the sellers achieve the highest possible price in
the shortest amount of time. To make your USP stand out
from those of your competitors, provide the same services
your competitors provide plus two or three services your
competitors don’t provide and that most sellers would want.
Smart items you can include:
•

Chatbot from Imre.ca. Watch this video for more
information on this service: https://www.youtube.com/
watch?v=iKOB18iwcvA

•

Listing translated into 18 different languages through
https://real-buzz.com/ to reach the 72 percent of buyers
who do not speak English.

•

Matterport 3D capture for all https://matterport.com/

•

Create a single property Facebook page that you also
post on Instagram using the property address (i.e.
234ElmStreetYourTown.com) On this site you would post
your photos, videos, and other marketing materials.

3.

Ask: What do you say when a seller is still questioning your
commission after you’ve shown your value?

4. Explain: The best response is: “I only work with sellers who
want to achieve the highest possible price by using our premium
marketing plan. If you would like to reduce the commission, I
can refer you to an agent who does not provide these premium
marketing tools and systems.” Most people will choose to pay
a full commission so they receive the premium marketing
services you offer.
5. Explain: However, there are some people who only
care about the discounted commission. In Bernice Ross’s
book Waging War on Real Estate’s Discounters, she shares
the research that showed about 15 percent of all sellers
would select their agent exclusively upon the amount the
agent charged in commission. Within this group of do-it-

yourselfers, there is an insidious subgroup—the insatiable
gluttons. In fact, the folks at Assist-2-Sell and Help-U-Sell
report that these gluttons actually ask them to discount their
already discounted commissions! The bottom line is that
when you spot an insatiable glutton, exit immediately—their
goal is to slice your commission to the bone leaving you with
next to nothing.
6. Ask: What do you think of when you hear the word
“discount”?
7. Explain: Costco and other discount department stores have
made “discounts” as irresistible as chocolate. Consequently,
avoid using the word “discount” because sellers see
discounts as being as tasty as chocolate. Instead, educate the
sellers that when they ask for a discount, they’re not getting
“chocolate”—they’re getting the equivalent of a big, fat, leech
that will suck their pocketbook dry. Here’s what to say:
Mr. and Mrs. Seller, if you would like to reduce the commission, I
would be happy to refer you to a limited services agent who does
not provide this level of premium service.
Although everyone likes discounts, no one wants to trade
premium service for limited service.
8. Group discussion: If you’re offering premium services, what
are some ways that you can demonstrate how your services
will benefit the seller?
9. Explain: An effective way is to demonstrate how your
services actually help the seller to net more money than
they would with a limited services agent. A simple way to do
this is to take the average list-to-sell price ratio for your MLS
(i.e., the final selling price as a percentage of the listing price)
and then compare it to your average list-to-sell price ratio.
For example, one agent’s MLS was averaging 101 percent
of ask price. Because of the premium services he provided,

his average was 109 percent of ask price—a whopping eight
percent more.
10. Discuss: What do you say when the seller tells you “I would
like to hire you, but my sister-in-law is also an agent for this
area.”
11. Explain: The typical seller knows 12 real estate agents.
Consequently, the probability is high that at least one of
those agents is a close friend or relative. To overcome
this objection, say, “Mr. Seller, please compare my Premium
Marketing Plan with that of any other agent you interview and
then decide which agent will help you net the highest possible
price for your property.”
Usually this approach knocks out the competition since most
agents lack a Premium Marketing Plan. If the seller is still
uncomfortable, you can offer to pay the friend or relative a
10-25 percent referral fee.
End the meeting with this thought:
So, here’s the bottom line. The next time
the sellers whip out their knives and
forks to carve up your commission, bite
back with a strong USP, your Premium
Marketing Plan, and your list-to-sell
price ratio.

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 September 2, 2019
Profitability Tip: Time Blocking—The Key to Business
Success
Let’s face it, do you know anyone who is active in real estate
who has enough time? Probably not. Today’s working
smarter deals with a simple tip called time blocking. Here’s
how it works. You allocate certain blocks of time each week
to certain activities. During these times, do not let anyone
interrupt you. It’s the interruptions that ruin your efficiency.
For example, you may schedule calling on expired listings
from 9:00 am to 10:00 am three days a week. Put these times
into your calendar and treat them as if they are the same as a
listing appointment.
Thought of the Week:
The world is round and the place which may seem like the
end may also be the beginning. 					
— Ivy Baker Priest

Week of September 16, 2019
Profitability Tip: A simple Tip for Writing Great Ads
Learn how to write better ads for your listings. When you
describe your listings, avoid using lots of adjectives. Instead,
shift to using verbs. For example, instead of saying “really
lovely pool,” describe the experience of owning the pool.
Here’s what it would sound like, “After a hard work week,
relax next to the pool with an ice cold lemonade.” Notice
the difference? The first description describes the features.
People don’t buy features—they buy the emotional benefits.
The second example that uses verbs creates the emotional
benefit of relaxing and getting away from the stress of work.
Thought of the Week:
Courage is being afraid but going on anyhow.
							— Dan Rather

Week of September 9, 2019
Profitability Tip: The #1 Most Positive Emotion
Internationally acclaimed speaker Matthew Ricard says that
the most powerful emotion that can help you feel better
no matter what is happening in your life is loving kindness.
Depression is the incapacity to give and receive love. When
we do kind acts for others, it changes our brain waves
in our prefrontal cortex and makes us feel better. So, do
something kind as often as possible. Not only will you be
amazed at how much better you will feel, you may be very
surprised to discover that your business will improve as
well.
Thought of the Week:
It takes as much energy to wish as it does to plan 		
		 					— Eleanor Roosevelt

Week of September 30, 2019
Profitability Tip: How to Market to Young Moms
Today, there are more millennials than any other group.
Given that this group was born between 1981 and 1996,
this means that most of this group is in their prime time to
have children. So, what do young moms prefer? They like
advertising that shows the interiors of rooms, preferably
with women or children in the pictures. They also place a
high value on safety. This means that it’s smart to emphasize
what makes moms feel safe. It could be a large fenced back
yard where her kids can play or a home warranty when she
purchases. Emphasize these factors in your marketing to
increase your lead conversion ratio.
Thought of the Week:
You are not defeated when you lose. You are defeated only
when you quit.
— Paulo Coelho

Week of September 23, 2019
Profitability Tip: What’s the #1 Job at Craigslist?
Craigslist has been valued at least one billion dollars. If you
were Craig Newmark, the founder of Craigslist, what would
you be doing during the time you spent on the job? When
asked about what he does, Newmark says he answers the
phones in the customer service department. As far as he’s
concerned, that’s the most important job at his company
and it’s the one he takes the most seriously. If you’re not in
conversation with your clients about your customer service,
there’s no better time than right now to pick up the phone
and get started.
Thought of the Week:
The key is not to prioritize what's on your schedule, but to
schedule your priorities.
— Stephen Covey

