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PropertyTV.io Update
and WomanUP! Is Coming Up!
It’s October, Halloween will soon be upon us, and it’s time to do
your business plan for 2020.
One of the strongest recommendations that we would like to make
in terms of your business planning for your brokerage and your
agents is to look into PropertyTV.io.
In last month’s edition of UP!, we discussed how OTT (over-the-top)
streaming services like Netflix, Hulu, AppleTV, etc., are transforming
the media industry. PropertyTV.io is the first OTT solution for real
estate. If you would like to learn more about how PropertyTV can
help you build your business in the most effective way possible,
check out this video with founders Kevin Turner and Joel Leslie.
For rates and additional information, visit
https://coicio.propertytv.io/

WomanUP! Is Coming UP!
October 23 - 25, 2019
During the last month, I have interviewed over 20 of real estate’s
top women leaders as part of the California Association of
Realtors' WomanUP! initiative. The stories I have heard are
amazing. One of the most important findings from this research is
how each of these women has said “No,” to letting life’s obstacles
hold them back.
My husband and business partner, Byron Van Arsdale, has been
working on the notion of “story” and how it impacts us. When I
shared with them what I was hearing in the interviews, he asked
the following question.
Do you overcome your story or
do you let your story overcome you?
In other words, everyone has their trials and tribulations. The
question isn’t whether you have them, but how you meet the
challenge and ultimately bounce back.
As I have interviewed over 70 of the industry’s top female brokers
and leaders for the WomanUP! research, I have seen this pattern
consistently across the board. A number of women have had
unimaginable obstacles—a special needs child who will never
be able to get out of bed or walk, major personal issues that
they have overcome, or in one case, a woman whose depressed
teenage son committed suicide and a daughter who died from a
shoulder injury she sustained in Thailand in a surgery that went
wrong.
This woman’s response was to take a year off from her brokerage
and to ride across Canada to raise money for the foundation she
founded to support other families who have children struggling
with severe depression.

Nelson Mandela described this mindset best when he made the
following observation:
I never lose. I either win or I learn.
If you would like to be in a room filled with over 500 like-minded
leaders—women AND men who share a passion for real estate
and are dedicated to helping each other grow in their leadership
careers, plan on being in San Diego for the California Association
of Realtors' WomanUP! Conference from October 23 - 25, 2019,
at the beautiful Del Coronado Hotel.
View more information and register here.
You’ll hear the latest update on the WomanUP! research, plenty
of inspiring stories to fire you up about your business, plus best
practices from the top women in the industry. Hope to see you
there and have a great October! (BTW, don’t forget to do your
business plan this month to get a head start on 2020!)
Have a great month!
.

Bernice

What’s Trending Now
The industry heaved a huge sigh of relief on Wednesday
September 18, 2019, when Governor Gavin Newsome of
California signed AB5 into law, exempting real estate from the
Dynamex decision and allowing it to maintain Independent
Contractor status in its current form. In addition, declining
interest rates are having a major impact on the market, new FHA
rules governing condominiums go into effect on October, 15,
2019, and highlights from NAR’s Profile of International Home
Buying and Selling show a major decline in purchases from
foreign buyers. Here’s what’s trending now.

Governor Gavin Newsome Signs AB5
into California Law
Part B in the California Supreme Court Dynamex decision
would have forced an employment model on most real estate
salespeople in CA. That provision states:
The worker performs work that is outside the course of the
hiring entity’s business.
In other words, if a brokerage is in the business of selling real
estate, it cannot hire workers (agents) who are in the business of
selling real estate.
When it passed AB5, The California legislature voted to exempt
real estate licensees and a number of other professions from
Dynamex:
These exempt occupations would include among others,
licensed insurance agents, certain licensed health care
professionals, registered securities broker-dealers or
investment advisers, direct sales salespersons, real estate
licensees, commercial fishermen, workers providing licensed
barber or cosmetology services, and others performing
work under a contract for professional services, with

another business entity, or pursuant to a subcontract in the
construction industry.
Great news and hats off to the California Association of Realtors
who brought the full force of their lobbying efforts to avoid a
potential disaster for the California real estate industry.

Declining Interest Rates Impact the Market
The Federal Reserve recently announced another interest rate
decrease. While mortgage rates don’t always move with the
Federal Reserve rates, August saw the largest inventory decline
in 13 months, shrinking 5.5 percent year-over-year, the largest
drop since 7.8 percent in July 2018.
According to RISMedia:
Months’ supply of inventory decreased to 2.8 compared to
2.9 in July 2019 and eclipsed the previous August low in the
report’s 11-year history. Homes moved quickly and August
saw a year-over-year price increase of 5.7 percent, further
evidence of buyer demand. The August days on market total of

44 represented the second-fastest pace of August home sales
in the report’s history. The previous record was set last August,
when homes sold in an average of 43 days.
August weighed in as the eighth consecutive month of yearover-year price growth as the median sales price rose to
$263,000. Going back to February 2012, prices have increased
year over year in 89 of the past 91 months.
It’s unclear whether the Fed’s latest drop in rates will result in
even more buyers entering the market. What we can conclude,
however, is that lower rates generally mean lower costs for
consumers and a stronger economy across the board.

New FHA Condo Rules Take Effect
on October 15, 2019
The long-awaited new Federal Housing Administration (FHA)
rules that expand the number of condos FHA will insure in a
single project and introduce single unit approvals takes effect on
October 15, 2019. Key changes include:
•

Certifications are extended from two years to three years.

•

Approved condominium projects must have a minimum
of 50 percent of the units occupied by owners for most
projects. FHA previously required at least 75 percent
occupancy.

•

Projects with owner-occupancy rates as low as 35 percent
will be eligible for FHA approval based on the project's
financial and operational stability. Previously FHA required
that at least 50 percent of units in a condominium be
owner-occupied.

•

For single-unit mortgage approvals, individual condominium
unit applying for an FHA insured loan must be located in a
completed project that is not FHA-approved. Projects that
are not approved and have fewer than ten units may have
no more than two FHA insured units. For condominium

projects with ten or more units, no more than 10 percent of
individual condo units can be FHA-insured.
•

FHA will now insure up to 75 percent of condominium unit
mortgages in a condo project. Previously approval was
limited to 50 percent of the units.

•

Commercial/non-residential space within an approved
condominium project cannot exceed 35 percent of the
project's total floor area.

Highlights from NAR’s Profile of International
Home Buying and Selling
NAR’s most recent Profile of International Home Buying and
Selling shows that a decline in global growth and low housing
inventory contributed to a drop in foreign investment in U.S.
residential real estate over the past year. The 2019 NAR Profile of
International Transactions in U.S. Residential Real Estate revealed
that:
•

Foreign buyers purchased $77.9 billion worth of U.S.
existing homes, down by 36 percent from the 2018 Profile
of $121 billion.

•

Non-resident foreign buyers purchased $33.2 billion of U.S.
existing-homes, a 37 percent decline from the prior level of
$53 billion.

•

Recent immigrants purchased $44.7 billion of residential
property, a 34 percent drop from the prior level of $67.9
billion.

•

The number, the dollar volume, and the average price or
purchases also decreased from the previous year. Foreign
buyers were able to buy 183,100 properties (266,800 in the
previous period) at an average sales price of $426,100.

Laurence Yun, NAR chief economist, explained:
A confluence of many factors – slower economic growth
abroad, tighter capital controls in China, a stronger U.S. dollar
and a low inventory of homes for sale – contributed to the
pullback of foreign buyers. However, the magnitude of the
decline is quite striking, implying less confidence in owning a
property in the U.S.
Download the report.

Grow Your Leadership Skills

Are You a Firefighter?
by Byron Van Arsdale, Master Certified Coach
Co-owner, RealEstateCoach.com

homes and businesses be at risk; people
could die.

Are you the type of person who thrives in
a crisis situation? When things are totally
out of control in a transaction or with the
other people in your life, are you the calm
in the storm or are you throwing more
gasoline into the inferno? Even if you
douse the fire with water, everyone would
have been better off if the fire had never
started in the first place.

Procrastination and complacency can put
your livelihood, that of your agents, and
your peace of mind in danger. Failure to
be proactive about managing can result
in a blazing conflagration that can cause
serious harm. Failure to be proactive
about managing your risk can result in
a blazing conflagration that can result in
serious harm.

Here’s an interesting statistic: professional
firefighters spend only two percent of
their time actually fighting fires. The
remaining 98 percent of their time is
spent on fire prevention, maintaining their
skills, and making sure their equipment is
in perfect condition when there is a fire.

For example, are you regularly monitoring
what your agents post online about
their businesses? Are any of them
saying negative things about a client
or a competitor? Have they taken out a
Facebook ad that violates the Fair Housing
laws? Do they always handle earnest
money deposits by the book?

The question is, how much of your
time do you spend putting out fires in
your business vs. how much time do
you devote to risk management? More
importantly, what can you do to limit your
exposure to future “fires”?
Procrastination and Complacency
Make You Vulnerable
Imagine what would happen if the fire
department became complacent or
procrastinated about maintaining their
emergency equipment. Not only would

While it may be tempting to scan
that most recent contract from your
top producer rather than reading it
thoroughly, keep in mind that you’re
dealing with hundreds of thousands
of dollars of potential risk on every
transaction. Complacency and
procrastination can pose serious risks to
the safety of your business.
How Procrastination Sets Your Life on
Fire in a Bad Way
Here’s how one of our coaching clients

described the cost of procrastination in
terms of “setting fires” in his business.
I discovered early in life the thrill
of waiting until the last moment to
complete a task. Staying up all night,
the intensity of having to produce
under the gun, and the resulting
exhaustion were all part of the
experience. It took me a long time
to discover that I was only achieving
about 1/3 to 1/2 of what I was capable
of producing as opposed to when I
took a balanced, purposeful approach
and got the project done before a
deadline.
I have two regrets about this behavior:
one is all the energy wasted over the
years in last minute activities and the
second is the realization of how my
choices have undercut my ability to
produce results in my life.
The Best Defense: Prevention Before a
Crisis Strikes
Risk management strategies are
intentionally designed to handle a
situation BEFORE it becomes a crisis. The
question is what strategies, systems, and
double and triple checks do you have in
place to prevent crises in your business?
Which ones have been effective in the
past and which ones haven’t worked?
If you’re risk management strategies
could use a little “fire prevention,” here
are four strategies to consider.

1. Just Say “No!”
It is simply amazing what those two
letters can accomplish when said with
sincerity, intention and commitment.
Sometimes our desire to help another
person can result in being dragged into
a fire of someone else’s creations. Next
time, let the person who started (or
added gasoline to) the fire be responsible
for handling the blaze.
2. Build a reserve of everything, especially
time, love, support and savings
Scarcity is linked with reactive behavior
whereas having a reserve allows you
to take time to respond, which in turn
increases the chance of being able to
think clearly in a crisis situation. Where
most people get into trouble is they
jump immediately into taking action (i.e.,
reaction). A better approach is to assess
the situation carefully, consider potential
responses and their outcome, and then
respond.
3. Are You a Bit of Pyromaniac?
If you have your matches at hand (i.e.,
you are constantly speeding when you’re
driving and you run on adrenaline), you
may have to wean yourself off of wearing
that red helmet and get over that need to
create “fires.”
A great place to start is by identifying the
area in your life that is generating the
most “fire,” and then tackle the underlying
causes. Often times, merely shifting your
attention to the issue and then taking
a few deliberate steps to eliminate the

causes, is all that is needed to avoid
future fires. The next step is to apply it
to other areas in your life. Think of it as
removing the brush around your home
each year so if there is a fire, it won’t be
as likely to damage your home.
4. Avoid Drama Queens
If you have friend, colleague, or family
member who is “drama, drama, drama,”
minimize the amount of time that you
spend with that individual. Instead, work
on developing a group of friends, coworkers and family that support your

desire to spend only two percent of your
time fighting fires. A coach can be a great
resource here.
Keep in mind that your support network
must be willing to ask more of you than you
are willing to ask of yourself while at the
same time being compassionate. If someone
tries to suck you into their fire fight, keep
in mind that it’s not your job to fight their
fires. In terms of those so-called friends who
tear you down, keep in mind that they are
probably “natural pyromaniacs” and hit the
fire escape as quickly as possible.

Podcast of the Month
Bringing Real Value
to the Transaction
This month we are pleased to welcome James Sheppard,
the CEO and co-founder of Centriq. The Centriq app is
available on both Android and IOS. Centriq provides
homeowners one place to turn for fixing, maintaining,
and using their home. This app is free and is something
you can use on your listing appointments to distinguish
your services from the competition. You also have the
option of private labeling it for $5.00 per year, per listing.
The app typically produces 15-40 impressions per year as
homeowner responds to the app’s recommendations and
other communications. James joins us to explain how you
can stand out from competitors by delivering real value.
Here’s what he will be covering.
•

Value is what separates top producers from the
rest—a simple way for you to stand out.

•

How to locate all those missing product user
manuals in almost any home.

•

There are over 50 million product recalls—discover
if the house you’re listing, your clients are buying, or
even if your own home has a defective product or
appliance that has been recalled.

•

Why millennials need a guide to homeownership and
how Centriq fits that need.

•

Does your listing have an unusual feature such as
a well? A simple strategy for helping buyers to not
become intimidated. Confident buyers make cleaner
offers.

Listen Now!

Spotlight

It’s October—Do Your 2020 Business Plan Now!
by Bernice Ross
Would you like to have your best year ever in
2020? If so, there are two important steps you
can take now to make next year your most
productive year ever.
As we begin the final quarter of 2019, both
you and your agents may be winding down as
the holidays approach. One of the best things
you can do to help your agents is to have
them create a business plan in October rather
than waiting until the end of the year.
Start 2020 on Nov. 1, 2019
If you want your 2020 to start strong in
January, the first step is to create your
business plan now and to treat Nov. 1, 2019,
as the first day of the year. The temptation
in November and December is to give way
to the “It’s the holidays” excuse. Most agents
work less during these months, and the result
is that they have a substantial dip in their
closings in January and February.
To avoid having this happen to you, plan on
working through the holidays. While there
are definitely fewer clients, those who are in
the market are highly motivated. Also, since
many people decorate their homes, this
is a time when both individual homes and

entire neighborhoods can be quite beautiful,
especially at night.
What Is Your Office and Each of Your
Agent’s Personal Production Profile?
I started speaking and coaching on this
concept about almost ten years ago, and it has
proven to be one of the most powerful ways
that agents can build their businesses.
Many gurus will tell you to “do it my way
because it works.” The truth is that if you hate
cold calling or door knocking, no matter how
well it works, sooner or later you will stop
doing it. A much better approach is to use the
law of attraction. Here’s what to do:
1. List closed transactions for 2019
The first step is to identify what your office, and each of your agents have already
attracted. The secret here is to build on
your strengths. Rather than trying to force
your agents to do something they don’t
want to do or that they don’t do well, you
will achieve better results by expanding on
what is already working.
2. Note the price ranges and locations with
the most activity
If you look at where your office and your

agents are doing the most business, you
will see clusters usually based upon both
location and price. Identify the top 3-5 areas and/or price ranges where you did the
most business in 2019. Plan on making
these areas/price range a primary area of
focus for your business starting now. Have
your agents concentrate your prospecting
efforts here.
3. What activities are generating the most
leads?
Did you know that most agents have no
idea what percentage of their leads came
from the web, open houses, referrals or
other lead generation activities? Starting
right now, start tracking where your
company’s and agent’s leads originate. An
easy way to do this is to request that your
agents submit this information as part of
their commission disbursement.

5. What careers do they share?
When most agents do this exercise, they
often discover that they attract people from
very specific careers. For the agent in the
example above, almost 90 percent of her
business was coming from the high-tech
industry. Again, have your agents look for
patterns and adjust your marketing efforts
to concentrate on those professions.

This is important because tracking this data
allows you to spot which activities generate
the most closed business. It also lets you
identify where you are spending money
that is not producing results. The secret is
to shift your marketing money from these
unproductive categories and to allocate it to
where you are having the greatest success.
4. What is the age and family status of your
clients?
In most cases, agents (and offices) usually
attract clients from a specific age group and
who have other characteristics in common.
For example, one of our coaching clients
discovered that most of her clients were
in their 40s. She also was surprised to find
that almost half of them were either single
or going through a divorce.
In terms of how to apply this to her marketing,
it would be smart for her to target the specific
needs of this group, including prospecting for
listings that serve this specific market niche.

6. Where are they from?
Most agents who work with relocation
leads track this data. Using the agent in
the example above, she discovered that
about 18 percent of her business was
coming from people outside the U.S.
Consequently, it was smart for her to
devote part of her marketing to reaching
the international market. She could do this
by advertising in the local paper that serves
her buyers, translating her listings using
Immobel/Real-Buzz.com as well as actively
seeking to develop referrals from her past
international clients.
Those who take these simple steps now, will
be cashing commission checks in January and
February as opposed to trying to recuperate
from the “holiday hangover” from slowing
their pace over the holidays.

October 2019
Breast Cancer Awareness
Month
8th: Yom Kippur Begins
14th: Columbus Day
16th: National Boss Day
19th: Sweetest Day
31st: Halloween

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
Putting Power into the Words You Speak
by Joeann Fossland, Chief Evolution Officer, Advantage Solutions
Charismatic, powerful people have a way with words. Your
words can empower or diminish. They shape not only your
personal experience and reality; they shape it for others as well.
When you speak:
•

Do your words connect?

•

Are you understood, appreciated, and acknowledged?

•

When you talk to yourself, do you create an empowering
reality?

If you would like to be more effective when you communicate,
here are three areas to consider.
How You Speak to Others
Your words can be a sword or a valentine. Withholding your
words can sometimes be as hurtful as expressing them. Spoken
words can create a warm, wonderful feeling where none was
present before. The question is how will you choose to use your
words?

those whose style varies from yours. You can increase the level
of communication, provided you recognize differences and
adapt your natural style to fit their style.

Good communicators are aware of other people’s viewpoints as
well as differences in how they communicate. They recognize
that some people are extroverts and others are introverts. Some
hear everything from a bottom-line perspective while others
care most about building relationships.

Better than the Golden Rule
While the Golden Rule seems like the right way to treat people, a
better way is the Platinum Rule: “Treat others the way they want
to be treated, not the way that you would want to be treated.”

While people who share your style are easy to communicate
with, you will miss up to 75 percent of the communication of

This shift builds trust and makes a BIG difference in connecting
with those whose styles differ from yours.

Remember, words can soothe or hurt. You can build someone
up or tear them down. You can expand the future for someone
or diminish it.
Coach’s Tip
For the next 24 hours, notice the impact you create with the
words you use. Here are some areas to consider:
•

Are you having the impact that you intended?

•

Did you take every opportunity to thank and acknowledge
other people, instead of just assuming they know?

•

Did you take time to build others up by noticing and
pointing out their strengths?

•

Did you express your feelings and give others the gift of
your intimacy?

At any moment you have the ability to change another’s
experience by the gift of your words. Are you unconditionally
constructive with everything you say? What would it take to do
that?
How You Speak to Yourself
The words you speak to yourself have even more impact than
the words you speak to others because they program your
subconscious. For example, after making a bad shot on the
tennis court, I recently caught myself saying:
You always hit the ball into the net like that, Joeann.
Whoops! I thought, I bet that kind of a message does damage
to my tennis game.
So now I say,
Gosh, that’s unusual! It is not that I don’t know how to hit that
ball correctly!

At any moment you have the ability to change another’s
experience by the gift of your words.
It’s easy to berate ourselves and for many of us, it is our default
setting. We look for what’s wrong or echo some negative thought
from when we growing up that we have taken as truth.
Many of us have been told not to boast or be proud. We are not
comfortable speaking and sharing our accomplishments. Next,
that gremlin voice (that one Arianna Huffington in her book
Thrive, calls the Obnoxious Roommate) is usually ready and
waiting with some remembrance that someone said long ago
to berate us. We have stored that memory and repeat it when
things don’t go well, continuing to program our subconscious
that we are incompetent, incapable, and stupid.
Coach’s Tip
For the next 24 hours, notice each time you think or speak
negatively about or to yourself. IMMEDIATELY reframe the
negative comment into a positive one. In the future, if you use
this practice daily, you can create a whole new reality about what
you are capable of doing by being vigilant in this area.
How to Shift Using Affirmations
Most communication today is reactive. Rather than building us
up, it can diminish both ourselves and others.
Building someone else up doesn’t mean diminishing
yourself. Rather than trying to be someone you’re not, clear
communication results when you are authentic. In other words,
let go of who you “should” be and focus on being your best self
that you have always wanted to be.
I want to remind you, “Life is too short to perfect your
weaknesses.”

Instead, stop focusing on your weaknesses and revel in using
your strengths. Appreciate who you ALREADY are and share that
with others!
Coach’s Tip
Make two lists of affirmations:
•

What you want for others:
How I want them to feel when they are around me.

•

Who You Are When You’re at Your Very Best

Read your lists daily. Better yet, record them and play them
back as you’re driving. As your confidence grows, use your
affirmations to focus on what matters most to you and to
remind yourself to never lose sight as to why you are on this
planet.
Your words create your daily experiences and the world in which
you live. The question is, what reality do you want to live in? Is
that what you have been saying?
The words you choose to use can truly shift your world.

Overcoming the Psychology of Lack
Lack, the perception that you don't have enough, is one
of the most wide-spread sources of unhealthy, selfish
behavior. A primary reason lack is so common that
advertisers constantly bombard you with the implied
message, "You must buy our product if you want to be
happy and have a great life." There's no regard as to
whether you need their product, can afford it, or even if
it's good for you.
An excellent place to begin countering your personal
feelings of lack is by identifying the areas where you are
willing to share. These are the areas where you have a
sense of abundance rather than lack. For example, are
you willing to share your sandwich with a colleague who
forgot to bring their lunch to work?
In constrast, what are some areas where you are
unwilling to share? Your unwillingness to share may
indicate lack, but it may have an entirely different source
that has nothing to do with lack. To illustrate this point,
very few people are willing to share their bed with a
stranger. The question is where do you draw the line
between what you are willing to share as opposed to
what constitutes lack for you personally?
Excerpt from The PQ Factor:
Stop resisting and start persisting
by Bernice L Ross

Three Myths that Can Make You Miserable
The number of hours in a day is fixed,
but the quantity and quality of energy
available to us is not. You cannot
manage your time, but you can
manage when and how you spend
your energy.

by Bernice Ross
From Our Publication RealClues

Are you feeling stressed out over too
much work and not enough time to do
it? Do you never seem to have enough
time for you? If so, you may have fallen
for one of the three biggest miserymaking myths that can wreak havoc with
both your business and your health.
Have you thought?
1. I need to get better at time
management.
2. I should try to have a more balanced
life.
3. Rather than paying someone else
to put up the signs, fill the brochure
box, and install the key safe, I can do
it myself.
If you answered “yes,” to any of these
questions, it’s time to dump these three
misery-making myths.
Myth #1: I need to get better at time
management
No one can manage time—each of us
has the same 24 hours per day. What
you can manage are the choices you
make about how you spend your time.
Jim Loehr and Tony Schwartz in their
book, The Power of Full Engagement,
explain it like this:

Loehr and Schwartz argue that to
increase your energy, you must first
identify when your energy is at peak
levels. Are you most alert in the early
morning, during the day, or are you a
night owl? To accomplish more with less
effort, tackle your most difficult tasks
during your peak energy times.
Choice Management Means Moving
from Reaction to Response
To make better decisions about how you
spend your time, a key step is moving
from reaction to response. When you
react, you take action without planning
or considering how your behavior will
impact others.
When you respond, however, you take
the time to consider the ramifications of
the decisions you make. In other words,
you engage in “choice management.”
Some steps you can take to move from
reaction to response include:
•

Creating and following a written
business plan.

•

Evaluating which prospecting
activities produce the greatest ROI
(Return on Investment) for the time
and money you spend.

•

When someone becomes angry,
listen to what the person’s concerns
are, write them down, and search for
the best possible way to reduce their
anger.

Why Making Being at Choice Matters
Running in reaction mode is the
antithesis of being at choice. This in turn
can lead to feelings of helplessness, the
cost of which is huge. Research from
the Mayo Clinic has shown that lack
of choice and feelings of helplessness
create pessimism. Pessimism has been
repeatedly been correlated with poorer
health and decreased longevity.
Making a choice counteracts this, even
when it’s a poor choice.
Myth #2: Stop Chasing Work-Life
Balance
I reviewed a wide variety of articles on
“work-life” balance, and while most had
plenty of tips about how to achieve it, no
one had a clear-cut definition. An article
in Forbes summed it up best:
While employers can look to studies
about what work-life balance means
to millennials to gain some insight, it’s
important to remember that work-life
balance will always mean something
a little different to everyone.
How can you achieve something no one
can define?

Identify What’s in Harmony
While no one seems to be able to define
exactly what work-life balance is, you can
easily identify what’s working in your life,
(i.e., what’s harmonious) and what is not.
What’s working reduces your stress and
produces better outcomes; what isn’t
working increases your stress and yields
poor outcomes.

•

Have dinner with those you love
four times per week.

•

Laugh often; five deep belly laughs
per day strengthens your immune
response more than running five
miles per day. (Running increases
Cortisol levels which weakens,
rather than strengthening, your
immune response.)

Harmonious moments can exist even
during profound chaos. For example, a
loved one may be dying, and yet you can
create a beautiful harmonious moment
as you share fond memories of times
you have spent together.

•

Consequently, rather than chasing “worklife balance,” focus on creating more
moments where you laugh, experience
the satisfaction of hitting a goal, help a
loved one, or solve a problem in your
transaction that could have resulted in
your transaction falling apart.
Seek Emotional Support
To become better at managing your
energy and to have more harmonious
moments, pay special attention to your
personal emotional needs. Paul Pearsall’s
work with heart transplant patients,
(The Heart’s Code) has repeatedly
demonstrated the importance of strong
emotional support in terms of lowering
your risk for heart disease.
To dramatically reduce your risk of
having a heart attack, here are three easy
steps that Pearsall recommends:

Give back to others through
volunteering, where you worship, or
any other activity that helps another
person.

Pearsall’s research clearly shows that if
you don’t take care of your emotional
needs, there’s a high probability that
your physical body will be unable to
support your business needs.
Loehr and Schwartz also point to the
power of giving back to others which
shows:
A spiritual connection to a deeply
held set of values and to a purpose
beyond our self-interest. This is
the most powerful source of our
motivation, perseverance, and
direction.
This concept is related to one of the
tenets of the attraction principle, “You
get what you give.” The more you
contribute to others, the more others will
give back to you.

Instead of focusing on the “numbers,”
the shift is to focus on being of service
to your customers and your community.
Loehr and Schwartz call it, “He who has a
‘Why’ to Live.”
Myth #3: I Can Do It All Myself
The third misery-making myth is that
you can do it all yourself. If you earned
$40,000 or more last year, your hourly
rate is at least $20.00 per hour. Any
activity that you engage in such as
putting up signs, installing lockboxes,
filling brochure boxes, or other tasks
that can be done for minimum wage,
means you are working for whatever the
minimum wage is in your area.
Your time would be better spent on
being in front of buyers and sellers and
letting someone else handle the routine
tasks that can be done for minimum
wage.
Moreover, while you may be able to
create your own brochures or handle
programming your own website, it’s
almost always faster and less costly to
have someone else handle these chores
for you. They may charge more than your
hourly rate, but chances are they will cost
less in the long run because they can do
the task more quickly and efficiently than
you can.
If you want to work less, make more, and
have more time for you, there’s no better
time than now to dump these three
misery-making myths.

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 October 7, 2019
Offer Generation 21st Century Style
There’s an old real estate adage that says, “Nothing happens
until someone generates a lead.” Today we’re going to discuss
why you need to focus on how many leads you ultimately
convert and close—and not just how many leads you generate!
1. Ask: With a show of hands, how many unique visitors are
generated each month from Zillow/Trulia and Realtor.com?
20 Million? 50 Million? 100 Million?
2. Discuss: The correct answer is 100 Million and that’s 20
times the number of transactions predicted to close this
year. So, how many of you think online lead generation
should be your biggest focus?
3. Explain: In a Realtor.com study of 20,000 agents’ incoming
calls, a live person answered the call only 30 percent of the
time. Forty-five percent of the calls went to voicemail, 17
percent were either busy or no-answer, and eight percent
had bad information. Even if half the calls that were
answered were converted (and that’s extremely generous)
that means that 85 percent of these leads were lost!
4. Ask: When a lead is converted, what percentage of those
clients are placed under contract? 50%? 60%? 70%? 80%? Any
guesses?
5. Explain: Once agents do convert a lead, about 90 percent of
those clients placed under contract ultimately do close. (The

one exception is in multiple offer situations where the fall
out rate can be as high as 50 percent.)
6. Discuss: If you search “real estate lead conversion tools,”
you will find a wealth of information on how to convert
leads. “Conversion,” however, is defined as setting an
appointment. There is virtually no discussion of the second
and third steps, i.e., persuading the buyer or seller to sign a
listing or buyer agreement and then generating an offer.
7. Group discussion: What tools or techniques do you use to
convert leads? What works the best? What have you tried
that didn’t work?
8. Ask: Have you ever heard the phrase “offer generation”?
What does that mean to you?
9. Explain: In a recent Inman article, Andrew Flachner, the
CEO of Real Scout, coined the phrase “offer generation.” The
old 20th century mantra for offer generation was, “always
be closing.” This approach was about using scripts and
canned strategies to manipulate the buyer into purchasing.
A new approach, however, is needed today.
10. Ask: What might be some better ways to generate offers
rather than using manipulation tactics. (Asking questions,
putting the client’s needs first, etc.)
11. Ask: Do you do a buyer’s interview to understand what is
important to your buyer? What kind of questions do you
ask? (Examples include questions about the buyer’s lifestyle,

not?' Your answer helps me to better understand your top search
criteria—is that OK with you?” This simple approach lets you
close the buyer after every single showing.
14. Ask: Who loves objections? Raise your hand if you do!
15. Explain: Many agents fail to realize that objections are
buying signs. The only time buyers seriously object is when
they see themselves living in given property. When a buyer
says, “I hate this ugly gold carpet,” the way to move to buyer
closer to writing an offer is to ask the following question:
“Would you replace the carpet or refinish the hardwood floors?”
End the meeting with this thought: If you want to go for
the close 21st Century style, put as much effort into your lead
conversion process as you do into your lead generation.

Week of October 14, 2019
Four Reasons to Focus Your Energy on Gen X
the type of activities they enjoy when they’re at home, what
they like to do for fun, do they have any pets, and if so
their names, and of course, who else is in their household.)
Remind your agents that Fair Housing laws prevent them
from asking how many people are in their family. Agents can
ask if there are certain features that may be needed such as
a downstairs bedroom, walk-in shower, or ramps for access.
12. Explain: To make the shift to offer generation, set up the
closing scenario during your buyer interview. Begin by
making a detailed list and have your buyer prioritize what is
most important. The secret here is to have the buyer identify
the top five features that are most important. When they
find a house that has all five features, they should definitely
consider buying it.
13. Now here’s the key question that sets up the closing
opportunity: “When we finish looking at each property, I will
ask, ‘Will you be writing an offer on this property and if not, why

When it comes to housing today, all eyes are on the millennials.
But if you’re ignoring Gen X, (those born between 1965 and
1980) you may be missing a major opportunity for your
business. Today we’re going to discuss some tips for working
with this segment of the population.
1. Explain: Baby Boomer agents have struggled with how to
understand the Gen X consumer. Major differences in the
Gen X “do-it-yourself” approach and the Baby Boomer agent’s
need to be in control have caused many Boomer agents to
focus elsewhere. If that’s been your attitude, you may be
losing out on an important segment of the population.
2. Ask: What happens between 3-6 months before your 50th
birthday? Any guesses?
3. Explain: About 3-6 months before your 50th birthday,
you will receive your AARP card in the mail (The American

Association of Retired Persons). And guess what, in 2015,
the first wave of Gen X members (those born between 19651980) received those cards!
4. Group discussion: As Gen X hits their fifties, many will
struggle with how to fund their retirement. What are some
ways real estate could help them with this problem?
5. Explain: You can assist them with this dilemma by showing
them how to use an investment property to achieve this goal.
To illustrate this point, if a Gen X’er purchases an investment
property at age 50 with a 15-year, break-even mortgage, at
age 65 the cash flow from that asset can fund a big chunk
of their retirement. This approach can also be used create a
college fund as well.
6. Ask: What age is a prime time for second home purchases?
7. Explain: The prime time for second home purchases takes
place between the ages of 50 and 60. Although the bulk
of this market is still dominated by Baby Boomers, many
successful Gen X homeowners will begin looking for that
ideal vacation property that can double for their retirement
dream home later.
8. Group discussion: What are some of the challenges for
people being caught in “sandwich,” i.e. supporting their
elderly parents while also continuing to support their
children?
9. Explain: In order to better accommodate the needs of
their multi-generational household, the family caught in
the sandwich often will have to purchase a different type
of home to accommodate their multi-generational family.
According to the most recent NAR Profile of Buyers and Sellers:
“Twelve percent of buyers purchased a multi-generational
home due to the cost savings, children over the age of 18
moving back into the house, and health and caretaking of
aging parents.”

10. Ask: Do you know what percentage of the population is
composed of Baby Boomers, Gen X, and Millennials? Any
guesses?
11. Explain: According the Statista website that tracks U.S.
population, Baby Boomers and Millennials both currently
compose about 22 percent of the population, Gen X has
about 20 percent of the population. But this is where it gets
interesting. Although Boomers and millennials outnumber
Gen X, Gen X represents approximately 40 percent of all
buyer sales. In other words, although each of the other
generations has more members than Gen X, Gen X is
purchasing at a much higher rate per capita than any other
age group.
12. Explain: Part of the reason for the high rate of purchasing
among Gen X is their strong desire to become a homeowner.
According to a survey conducted by FHMLC (Freddie Mac)

that asked consumers, “In the next three years, do you expect to
continue renting or purchase home,” 58 percent said that they
expected to purchase. Only 47 percent of the group ages
25-34 intended to purchase and 31 percent or less of the
remaining age groups indicated they would be purchasing.
13. Group discussion: Believe it or not, some Gen X’ers who had
children early, have children graduating from high school.
What are some real estate strategies that you’ve seen this
generation implement?
14. Explain: To help pay for college (and to keep their kids from
moving back home), many parents are opting to move into
something smaller once their last child graduates from high
school. Some parents are electing to move to the town where
their child is attending college.
15. Group discussion: What are some ways you can think of to
target this segment of the population? Any tools or services
you’ve had success with?
16. Discuss: The easiest way to target market Gen X is to use
REI Source. This service provides title companies with a
wide variety of demographic data right down to the types of
magazines people read. Title companies can sell this data
to you at their cost, which is usually less than 10 cents per
name. Target by age, income level, location, career, or any of
a host of other factors. Facebook ads also allow you to target.
End the meeting with this thought: If you’re not paying
attention to Gen X, now is a great time to take a second look.
The probability that Gen X will be buying or selling real estate in
the next three years is greater on a per capita basis than for any
other group—take advantage of it!

Week of October 21, 2019
Rewire Your Brain for Top Performance
Two distinguishing factors of top producers are their can-do
attitude and their emotional resilience. Today, we’re going to
explore ways to increase your personal emotional resilience.
1. Explain: Research from Target Training International has
consistently shown that salespeople who score high on the
DISC assessment for the dominance factor (the get-it-done
factor) are the most likely to succeed in virtually any type
of sales, especially if they have a high degree of emotional
resilience. Resilience is the “ability to maintain positive
emotions in the face of adversity.”
2. Ask: What do you think might make these top producers
different from other agents? (If anyone answers, “They’re
brains are wired differently—they’re right!)
3. Explain: Research now supports the fact that top producers
think differently because their pre-frontal lobes are more
active as compared to agents who produce at lower levels.
4. Ask: Does anyone know what the pre-frontal lobes of the
brain are responsible for?
5. Explain: The pre-frontal lobes are in charge of complex
processes including many types of decision making.
According to a report from MIT, the pre-frontal cortex is
“associated with planning, problem-solving, and related
tasks.” These tasks take place in the “dominant” side of the
brain. The non-dominant pre-frontal lobe is associated with
“emotion and impulses so that all areas of the brain can be
better involved in planning and problem solving.”
6. Ask: Has anyone here ever talked yourself out of being in a
bad mood or from having negative feelings? How did you do
that?

7. Explain: The research shows that by staying positive and
focused on what is working (vs. what is going wrong), you can
neutralize negative emotions. You can’t smile and be angry
at the same time. Neutralizing negative emotions gives you
a huge advantage when selling real estate. The more you
practice this approach of remaining positive in the face of
adversity, the more resilient you will become.
8. Explain: In contrast, if you lose your positive attitude and
give in to whatever negative emotion that you or the other
person is experiencing, your anxiety levels climb which can
lead to worry and then sadness and then even less resilience.
This can result in shortened attention spans, procrastination,
disorganization, and poor judgment. These are all factors
that can negatively impact your level of real estate sales
success.
9. Group discussion: What are some things you can do (or
have done) to be more resilient? (This can include almost any
type of self-care or activities that help them be more relaxed
and prepared when things go wrong. It could be sleep, eating
well, yoga, exercise—anything that reduces their stress helps
to make them more resilient.)
10. Ask: What is one trait that most top producers share, as well
as being one of the most most powerful predictors of new
agent success?
11. Explain: Two new agent studies conducted by the Texas
Association of Realtors on the correlates of new agent sales
success found that early real estate success is linked to
having a learning mindset. Specifically, agents who sought
their GRI or other designations early in their career were
more likely to succeed. In contrast, agents who obtained
their licenses by shortcutting the pre-licensing courses
were much more likely to exit the business. Top producers
have a “sponge mindset” coupled with a “growth mindset.”
Specifically, they are always learning. Moreover, they’re not
only open to change, they actively seek it.

12. Ask: Do you know what motivates buyers to make a
purchase?
13. Explain: According to Clotaire Rapaille, the marketing
consultant to 50 of the Fortune 100 companies, for
Americans, it comes down to three sets of key words:
“dream,” “hope,” and “fix it.” Unlike the Germans, Swiss, and
Japanese who expect perfection, Americans will actually rate
a product higher when they had a problem and that problem
was resolved.
14. Explain: Xavier describes the “fix it” approach as having
a solution-focused mindset. This means that you accept
responsibility for what happens even though you may not
have been the cause of the problem. When someone is
angry, one of the most effective things you can say is, “It was
never my intention to make you angry. What can I do to fix
it?” Notice that there is no apology or blame—only a sincere
desire to resolve the issue.
15. Ask: Do you work on your business as much as you work in
your business? Do you know what the distinction is between
those two things?

16. Explain: Top performers not only work in their business,
they spend time “working on” their business. In other
words, they regularly take the time away to evaluate what
is working, what is and is not producing income, and what
steps they can take to improve their performance even more.
17. Group discussion: The Law of Attraction says, “like attracts
like.” If you are pessimistic and negative, you will attract
clients who are also pessimistic and negative. For the most
part, clients prefer agents who are optimistic and excited
about working with them. What are some ways you have
cultivated an optimistic mindset?
18. Discuss: A simple way to reduce pessimism is to keep a
gratitude list. Each day note five things for which you are
grateful. It can be your health, your air conditioning is
working on a hot day, or almost anything that most people
take for granted. Looking on the bright side can help you to
bounce back more quickly even from the most challenging
situations.
End the meeting with this thought: To really rewire your brain
for top performance, keep a gratitude journal for the next 30
days, learn at least one new thing every day, and practice smiling
even when things are going wrong—remember, you can’t smile
and be angry at the same time. Now here’s the real test—watch
what happens to your production over the next month—don’t be
surprised if it somehow magically increases!

Week of Week of October 28, 2019
Navigating Troubling Times
When someone you know receives a terminal cancer diagnosis
or loses everything in a fire or flood, your compassion as a
human being coupled with your skills as a Realtor can be a
blessing for everyone involved. Today we’re going to talk about
how to navigate troubling times.
1. Explain: Over the last few weeks, there have been a lot of
natural disasters in the news. Disasters can be widespread or
quite personal. The challenge for you as an agent is that even
in the best of times, you walk the tightrope of balancing the
emotions, fears, and actions of their clients plus all the other
individuals involved in closing the transaction. You’re not
only expected to be the expert in real estate, you are often
babysitter, hand holder, peacemaker, and miracle worker.
2. Group discussion: I’m sure you’ve heard the term
“ambulance chaser” before. What does that mean to you?

7. Explain: People don’t realize that their attempt to empathize
only adds to the person’s grief. If you’re the person who
is grieving, you need to cut this conversation short. Here’s
what to say to the person who is dumping their grief on
you: “I’m sorry for your loss” and then immediately end the
conversation.
8. Ask: Can anyone think of a good way to support a client
who has lost a loved one and who will probably be moving,
without coming off as an ambulance chaser?

3. Explain: When someone is experiencing deep grief, the last
thing that person needs is an agent who is only concerned
about his or her pocketbook. Don’t be the kind of agent who
thinks “The elderly neighbor whose husband just died can no
longer afford to keep her home. What a great opportunity for
my investor clients! Buy the property at a bargain price, do
some quick upgrades, and flip it for a nice profit!”
4. Group discussion: It’s often hard to know what to do for
someone who’s had an unexpected tragedy. What are some
things you’ve done to help someone in a troubling situation?
5. Explain: When you hear about someone’s loss, share your
condolences. Next, offer to have their house cleaned, care
for their pets, pick up their mail, or provide them with gift
certificates to their favorite restaurant.
6. Ask: Has this ever happened to you? You’ve recently had a
loss in your life, and a well-meaning friend tried to empathize
with you by explaining what they went through when they
lost a loved one. How did that make you feel?

9. Explain: When your client loses a loved one, continue to stay
in regular contact. Let them know that when they’re ready,
you’re happy to put them in contact with a cleaning service,
repair people, probate attorneys, or to help them with any
other resources they may need to navigate through what
must be done.
10. Ask: Have you ever heard of the concept of “shared equity”?
11. Explain: If you know someone who has lost their spouse or
partner and can no longer keep their home because their
income has decreased, there may be a way out that will allow
that person to stay in their home. Shared equity programs
can be a fantastic solution for everyone. Here’s how it works.
Assume that the person owns their property free and
clear. A shared equity partner might come in and purchase
30 percent of the owner’s equity in exchange for a predetermined percentage of the sale at a later date. There’s no
interest or change in the costs. The owner continues to live
in the property and make the same payments, but they now
have 30 percent of their equity.
If the homeowner has to go into managed care or dies, the
person’s estate may have the option of keeping the property
with the shared equity partner still in place. By the way, there
are shared equity programs for first-time buyers as well as
for those who have to sell their home before they can buy

another property. To learn more, do a Google search on
“shared home equity programs.” Preventing someone from
being forced out their home is one of the most powerful
ways a Realtor can help an entire family.
12. Ask: No one wants to think that their home may be flooded,
hit by a tornado or earthquake, or burn down. What can
you do as an agent to help your clients be as prepared as
possible for the unthinkable?
13. Discuss: The first thing should be to keep their insurance
up to date. Many clients assume that their homeowner’s
policy will cover flood losses or earthquake damage. To have
coverage, you must purchase flood and earthquake coverage
separately. Also, jewelry items with a value of over $1,000
usually require an appraisal and a separate rider to cover any
loss. Finally, have them make sure their home is covered for
full replacement value at today’s costs.

14. Discuss: In the wake of massive wildfires, hurricanes, and
flooding we’ve seen over the past few years, telling your
clients how to create a Disaster Preparedness Kit is an
excellent strategy. During evacuations, people may only
have a few minutes to escape, so encourage your clients to
back up all their important documents in the cloud as well
as having the actual documents safely stored together in
one place. This includes birth certificates, wedding license,
insurance policies, list of medications, emergency contacts,
etc.
End the meeting with this thought: When someone you know
faces a tragic loss or illness, be there to support your loved one,
friend, or client. While it’s never easy, as Realtors you’re used to
being the calm in the storm and solving problems. There’s no
better time or place to use these skills than when someone you
care about faces a major loss or crisis.

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 October 7, 2019
Profitability Tip: Never Use These Three Words When
Marketing to Baby Boomers
Some interesting research shows that Baby Boomers think of
themselves as being ten years younger than they actually are.
Consequently, to make sure that you’re writing smart ads for
your business, never use any of these three words: “golden,”
“mature” or “senior.” Boomers want to think of themselves as
being active and youthful—the words “golden,” “mature,” and
“senior” suggest that they are older than they see themselves
as being.
Thought of the Week:
Never look back unless you are planning to go that way. 			
		
— Henry David Thoreau

Week of October 21, 2019
Profitability Tip: Life Balance is a Myth
How many times have you heard someone tell you how
important it is for you to have a “balanced life?” The idea of
being “balanced” is a myth. A better approach is to view your
life as a symphony. At times you will be playing solo. At other
times, you may be playing a duet or with the entire orchestra.
In a symphony, there are times when playing solo dominates
the performance and others where the entire orchestra is
necessary. The key here is to recognize that there is no single
correct way to create your life and to seek “harmonious
moments” rather than seeking balance.
Thought of the Week:
Always do your best. What you plant now, you will harvest later.
							

Week of October 14, 2019
Profitability Tip: Avoid Spending Time with Toxic People
Buckminster Fuller once said, “Environment is stronger
than will.” In other words, the environment in which we
find ourselves often has a stronger influence on our actual
behaviors than our intentions. Consequently, if one of your
friends, a family member, or someone you work with is not
positive and supportive, spend as little time as necessary
around this toxic person. Success comes more easily when
you surround yourself with people who are positive and
optimistic as opposed to people who constantly whine
about how bad things are.
Thought of the Week:
Happy people plan actions; they don't plan results. 		
		 					— Dennis Whatley

— Og Mandino

Week of October 28, 2019
Profitability Tip: Community Rather Than Individual
Marketing
What can you do to build a strong online presence? In the
past, agents marketed themselves and their companies.
Today, marketing is really about creating a community where
people share common interests. Consequently, instead
of branding yourself using your name, focus on creating a
community around a common interest such as rehabbing
houses, your historical downtown area, or any other interest
that you may share with others tied to a specific real estate
niche.
Thought of the Week:
The road to success is always under construction.
				
— Lily Tomlin

