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

On Passion, Resilience, and Collaboration
I’ve just returned from an extraordinary three days at California
Association of Realtors (CAR) WomanUP! Conference in San
Diego—70 speakers, over 500 attendees, and so much incredible
wisdom and support in the room—it was truly a remarkable
experience.
I feel blessed to have the opportunity to assist CAR with their
WomanUP! research for 2020. Last month I wrapped up interviews
with a cross-section of 25 women brokers representing small and
large brokerages, indies and franchises, brand new firms as well as
those who have been in business for decades.
Although we have just started to dig into the data, we do have
eleven key takeaways in this month’s “From RealClues” part of UP!
In addition to these takeaways, I wanted to share a bit more about
the three words that I heard repeatedly throughout the interviews,
not only the ones we did this year, but for 2017 and 2018 as well.
When asked what are the three things that you need to run a
successful brokerage, the top three words are passion, resilience,
and collaboration.

The women we interviewed deeply love what they do. They’re
passionate about supporting their agents and staff, and delivering
outstanding value not only to their clients, but to the entire
community they serve. In fact, I repeatedly heard, “I can’t wait to
get up in the morning and get to the office to be with my agents/
team.”
Even though you love your agents, your clients, and your business,
there are times when life knocks you down. What sets these
women apart is their emotional resilience. Yes, you’re going to
fail. Yes, you may have to sit down and cry your eyes out, but the
question is what do you do next? Do you let these events hold you
back or do you pick up the pieces, learn from your failure, and
move forward?
In the 2018 research, we asked about how these women handled
failure. We repeatedly heard the same response:
Embrace your failures because they’re a chance to learn something
new and then move on.
According to new agent studies I conducted on behalf of the Texas
Association of Realtors, resilience is one of the top five predictors
for new agent success as well.
The third theme I heard repeatedly was “collaboration.” When
most people think of collaboration, they think of creating a
collaborative environment with their agents and staff, one where
they work together harmoniously and truly supportive of each
other. This support also extends to their local communities,
where almost all of them were intimately involved in supporting
charitable fund raising, advocating for important issues,
advocating for local schools, and a host of other important local
issues.

You Attract Who You Are

On the panel I moderated, “Using Collaboration to Build Your
Business,” Jodi Friedman discussed the notion of “creating and
holding space for collaboration to occur.”
The best way to picture “holding the space” is to imagine an
empty building where you will open your brokerage. You’re
responsible for everything that goes into that building, whether
it’s people or things, and for making sure that space is properly
maintained.
But there’s a second aspect that’s energetic. What kind of energy
will you bring to your space? You’re in charge as to whether
it’s productive, happy, sad, supportive or confrontational. The
decisions you make determine the kind of space you will create
for your business and the people who work in it.
Finally, as we head into Thanksgiving, it’s a great time to
acknowledge at least ten different things for which you are
grateful at the end of each day. I started this practice for myself
and it’s the quickest way to take your mind off all that is wrong in
the world and to focus on what is right.
Happy Thanksgiving!!

Bernice

Have you ever noticed that people who share
similar interests always seem to end up together
at social gatherings? The law of attraction
explains this phenomenon: we are attracted
to those who are like us and who share our
interests and values. If you are happy and well
adjusted, you are likely to have happy and welladjusted people in your life. If your personal
life is in chaos, you will attract others whose
personal lives are in chaos. What you attract
reveals both the positive and the negative
consequences of your thoughts and actions.
While it may b e painful, take a realistic look at
what and whom you have attracted in your life.
Are the people in your life caring and trustworthy
or do you constantly experience betrayal? Do
things in your life run smoothly or do you seem
to constantly experience one disastrous situation
after another? Do you attract truthful people or
people who misrepresent the tructh?

Excerpt from The PQ Factor:
Stop resisting and start persisting
by Bernice L Ross

What’s Trending Now
The National Association of Realtors meets November 8-11,
2019, in San Francisco. Highlights include NAR’s Chief Economist
Laurence Yun’s economic forecast for 2020, a potential major
change to NAR’s MLS policies, as well as the release of the NAR
Profile of Home Buyers and Sellers. This month’s trending topics
also include mixed news on home prices, the Supreme Court
takes a case that may drastically change the Consumer Financial
Protection Bureau, and a great resource to see what home prices
are doing in your state. Here’s what’s trending now.

“Coming Soon” Listings May Soon Disappear
One of the most controversial subjects that the NAR member
leadership will discuss at this year’s NAR meeting is making a
major change to how MLSs handle pocket and “coming soon”
listings. The “Clear Cooperation Policy” would require brokers
who publicly market their listings to share those listings on the
MLS. This topic was discussed in great detail at the 2019 Council
of MLS meetings and met with widespread industry support. On
the other hand, many others in the industry are concerned that
this change will wipe out “Coming Soon” listings entirely. Stay
tuned on this one.

Mixed News on Prices
According to NAR, existing-home sales slowed in September
following two consecutive months of increase in all four regions
of the U.S. Closed home transactions, (single family, condos,
townhomes, and co-ops) fell 2.2 percent in September to a
seasonally adjusted annual rate of 5.38 million in September
from August.
Despite the decline, however, overall sales are up to an annual
pace of 5.38 million (3.9 percent) from a year ago (5.18 million in
September 2018). The primary factor holding the market back is

the lack of inventory. Other important statistics are cited in the
graphic above.
Some other key items to note:
•

On average for September, properties were on the
market for an average of 32 days.

•

Forty-nine percent of homes sold in September 2019
were on the market for less than a month.

•

First-time buyers were responsible for 33 percent of sales
in September, the same rate as for 2018.

•

Investors accounted for 14 percent of the sales,
unchanged from August, but down from 16 percent in
September.

•

All-cash sales accounted for 17 percent of transactions
in September, down from 19 percent in August and 21
percent in September 2018.

•

Foreclosures and short sales only represented two
percent of the sales in September.

Big Changes Coming to the Consumer Financial
Protection Bureau?
The U.S. Supreme Court announced plans to take up Seila Law
LLC v. Consumer Financial Protection Bureau. This case will decide
whether the bureau’s leadership structure, in which a single
director can only be removed by the president for “inefficiency,
neglect of duty, or malfeasance in office,” is constitutional. A
three-judge panel on the D.C. Circuit in 2016, ruled that the
current structure was unconstitutional. When the entire D.C.
Circuit re-heard the case in 2018, it upheld CFPB’s structure. The
U.S. Supreme Court should issue their ruling some time before
the end of the term in June, 2020.

Track the Home Housing Statistics for Your State
I was searching through the NAR website and came across this
resource that tracks different housing trends in each state.
What’s fascinating are that the reports for each state differ
dramatically and most include a number of useful articles. To
see what’s happening in your state, use the link below—it’s to an
interactive map that will bring up exactly what is happening in
your state. [View Now]

November Celebrations
November 3 — Daylight Savings Time Ends
November 11 — Veterans Day
November 13 — Caregiver Appreciation Day
November 19 — National Entrepreneur's Day
November 28 — Thanksgiving
November 29 — Black Friday
November 30 — Small Business Saturday

Grow Your Leadership Skills

The Power of Inclusion
by Byron Van Arsdale, Master Certified Coach
Co-owner, RealEstateCoach.com
Do you remember how you felt after
being invited to a friend’s party or special
event? Do you recall a time when another
person offered to take you under their
wing as you started a new job or moved to
a new city? The sense of inclusion is often
the glue of our most wonderful memories.
Learning how to include others is simple
in theory yet challenging in practice. While
it may take a while to develop this skill, it
is an essential step in having a high quality
of life.
Exclusion, on the other hand, is often
the source of our worst memories. Do
you remember a time when you were
not invited to an event where you had
high hopes of attending? How about
being uninvited to a business meeting,
conference, wedding, or special event?
Exclusion is based upon fear and is often
done with malicious intent. While some
people can unknowingly exclude people,
generally the act is intentional. Regardless
of the how or why it is done, the person
who is excluded often feels hurt, rejected,
humiliated, and left out, just to name a
few.
Learning to include others, especially
people who are different from us, often

challenges our unrecognized, yet closely
held beliefs, illusions, and stereotypes.
Nevertheless, how many times have you
bumped into a limiting belief, illusion or
stereotype and successfully grown beyond
it? It is not the tools we lack – it is often
the willingness to test our own thinking
and keep our commitment to continue
our personal growth.
If you actually think about what it would
take to be completely inclusive, you might
never begin the journey. Rather than
getting stuck this way, here’s a simple
suggestion. Name one person you have
a conflict with and find something you
have in common. No matter how big the
conflict is, find one commonality. Now,
find another one. Keep doing this until
you are sure you have run out of things.
Then find one more. For example, if you
both breathe, you have something in
common! More than likely, you’ll end
of finding many similar things that may
be expressed in different ways (blond
hair versus black hair). Now contact this
person and invite them to some function
or outing you are planning. After the
outing, ask yourself if the amount of
conflict you had previously experienced
has increased, decreased, or stayed the
same.

If you are looking to create a high quality
of life, learning to develop your ability
to be inclusive is part of the process. We
often draw people and other resources to
us to help us grow. Learning to inclusive
will help you to speed up this process.
Often the very resource you need is
the one that will challenge your beliefs,
illusions, and stereotypes the most!
Six Strategies for Dealing with
Exclusion
Exclusion is based on fear – fear of not
being included, fear of not being good
enough, fear of not being popular or
liked, etc. The purpose of exclusion is
to harm or manipulate other people.
Knowing this will help you deal with any
form of exclusion and perhaps even
help you to see the benefit of not being
around people who actively engage in this
type of behavior. If you want to reduce
the exclusion in your life, here are six
ways to do it.
1. Know thyself
The most important strategy is to
develop a strong sense of self. This
would include anything that helps raise
your self-esteem, self-confidence, and
self-worth. The stronger your sense of
self is, the less likely you will even listen
to or be in the presence of a person
who practices exclusion.
2. Don’t take anything personally
Author Don Miguel Ruiz in his book,
The Four Agreements, lists this as one of
the four agreements that was handed
down over the ages as Toltec Wisdom.

One reason that people practice exclusion
is to hurt someone personally. By learning
to not take anything personally, you derail
the other person’s ability to harm you.
3. Walk away and ask for help
This is one of the best strategies when
you find yourself angry and hurt. By
walking away, you allow yourself to
gain some distance and time from the
situation. Asking for support is the first
step to getting through this challenge.
The hard part though is not walking away
– it’s your internal search to find out the
expectation or hope or need that the
other person used to manipulate you.
Again, having support from people who
care about your growth and well-being is
essential. Once you’ve come face to face
with the challenge, the next hardest part
is dealing with the issue so that it can’t be
used against you in the future.
4. Surround yourself with great friends
Here you are working proactively to
avoid having to experience this type of
behavior. If you find that some of your
friends still practice exclusion, you have a
couple of choices. Confront them and ask
them to grow. Otherwise, it’s time to end
the friendship. Simply hoping they will see
the light and change is not a strategy that
supports you.
5. Speak your truth out loud
When confronted with exclusion, simply
call it for what it is. You are now in a
much more powerful position to make a
choice. If the people involved continue the
behavior, you’ve identified it out loud and
can leave without further explanation. If

they stop, you now have an opportunity
to make an agreement to avoid this type
of behavior in the future.
6. Stop Personally Excluding Others
Sometimes when someone excludes
you, it is a great lesson in disguise. By
not taking this personally, you can use
this event as a catalyst to help you stop
excluding others in your life. This is one
of the harder strategies and usually is
employed after lots of personal growth
and internal searching. Don’t hesitate to
use it though whenever you can!

What strategies have you personally used
to deal with exclusion? Make a note of
them as well as the strategies above. As
long as people rely on fear rather than
gratitude, the likelihood of someone
trying to hurt you through exclusion is
high. Just remember that fear based
behavior has its own cost and that it is
not your role to change other people.
Find people like yourself and continue to
invite more and more of them into your
community.

Podcast of the Month
How to Build a Team
Using Niche Marketing
This month we are pleased to welcome Nancy Sanborn,
the team leader for the Sanborn Team, Berkshire
Hathaway, Beverly Hills. Nancy was #1 in units for her
office last year and #3 in overall production, and in the
top 100 nationally for Berkshire Hathaway. In today’s
session Nancy shares the secrets of starting a team and
the reason establishing a niche is so critical. Here’s what
she will be covering:
•

What it takes to run a successful team, how they
are compensated, and common issues team
leaders face.

•

Why establishing a niche is critical to your success
and how it is a long-term rather than a short-term
proposition.

•

How she got started developing her niche in
probate including the marketing strategies she
used.

•

How to groom the next rainmaker on your team
and other challenges you will face when you are
ready to retire.

•

Strategies for establishing a niche for your
business.

Listen Now!

Spotlight

Three, Five, or Seven—How Many Stars
Does Your Customer Service Deserve?
by Bernice Ross
Have you ever taken the time to evaluate fivestar agent reviews online? If not, look at your
clients’ responses and then ask, did I deliver
over beyond the simple basics that my job
requires?
Jeff Turner made two powerful assertions that
may surprise you. First, agent reviews on sites
such as Zillow do little to help a consumer
decide which agent would be best to market
their home. Here’s why.
I checked the five-star agents for my zip code
on Zillow and found that out of 263 agents
with reviews, only one agent had a four-star
review. What was even more telling, however,
were the comments that earned these “fivestar” reviews.
Sally Agent did a fantastic job showing us
houses and providing valuable information
on the area. We found a lake house we love
and are so happy to have worked with her!
My wife and I were moving from our first
house, so this was our first time selling a
house. Sally was very helpful with tips on
how to prepare the house for showing and
had quick responses and sound advice
whenever we had a question.

Sally is very professional and
knowledgeable. She works very hard. She
helped us to find the house we purchased
within four days and was on top of all the
details until the deal closed.
She is always looking out for our best
interests! She responds to questions in a
timely manner and was super helpful.
Are these activities really worthy of a fivestar review or are they merely the minimum
requirements to meet the agent’s fiduciary
duty to their client?
Turner’s second assertion is one you should
pay attention to in terms of your expectations
regarding online marketing. Turner observes,
“Who really goes to Zillow to search for an
agent in the first place? Consumers use sites
like Zillow to confirm a choice, not to identify
the choice.
The challenge with written reviews
A simple way to make your reviews stand out
is to shoot a video. Capture the buyers’ full
range of emotion as they open their front
door for the first time. Unlike words on a
page, the video captures the excitement in
their voices, the big smiles on their face, and
when they say thank you, the enthusiasm and
gratitude toward you for helping them.

Moving from ho-hum to concierge level
service and beyond
When I worked at Jon Douglas Company, we
pioneered the first “concierge” level service in
the country which was later adopted by other
brands. We rolled the program out one office
at a time because we wanted a list of the best
local service professionals based upon our
agents’ experience. Our concierge service also
changed the client’s address plus taking care
of transferring their utilities.
Today, you can compile your own list of
trusted service professionals. Alternatively
you can also use HomeAdvisor.com or
Angie’s List to locate vetted local service
professions. There are also services that
handle transferring utilities and doing address
changes.
Kick It Up—Way UP!
Jay O’Brien, co-owner and managing partner,
RE/MAX Prestige, has become known for
delivering “Seven-Star Service in a ThreeStar Environment.” Here is his formula for
delivering a “seven-star” customer experience
to your clients.
1. When his clients sign the contract, he
drops off a bottle of their favorite wine
with a note that says, “The hard work is
over. Kick back and enjoy.”

9. Once his clients are settled, he sets up a
beautiful thank you dinner for his clients
including being picked up by a high end
Uber vehicle.
10. O’Brien also sends out practical gifts
at least once a quarter. For example,
he sends out a new brush to clean the
barbecue grill each spring because the one
from last summer is usually worn out.
11. O’Brien throws at least one major client
appreciation event each year.
12. For married couples, he does a friendly
reminder call when there is an upcoming
anniversary.

2. Several weeks before closing, he sends
his clients a moving kit that includes
boxes, packing tape, bubble wrap, and
the other tools they will need to pack.
3. Several days before closing, he sends
them a “moving day” package that has
specific instructions that state, “Do not
put this package on the moving van.”
Included in the package are paper
towels, sponges, toilet paper, scissors,
plus snacks and water that they often
forget the day of the move.
4. He arranges for the utility transfer and
mail forwarding.

5. On moving day, he sends his clients
lunch.
6. About a week after closing, he has his
gardener provide his clients with a
complete lawn service.
7. The following week, he sends out his
handyman to repair any little items that
may have been missed on the inspection
or that were damaged during the move.
8. He also sends a “mobile carwash” to
clean up each of their vehicles after the
move.

13. Other things you could do include
identifying any rebates that may be
available and obtaining coupons from
local vendors that can include home
improvement stores, dry-cleaners, car
wash, and other services. Furthermore,
many times, gardeners and other service
providers will do their first service for free
or for a low cost with the idea of picking
up that client.
According to O’Brien, you may think this is
expensive but the rave reviews you receive are a
major lead generator. Besides, the cost is about
the same as all that print marketing you’re
doing or those internet leads you are buying.
The constant contact post-closing also assures
that you will stay top of mind the next time they
decide to transact or have a referral.
As you consider the level of service that you
offer for your clients, how many stars do you
truly deserve?

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 Six Best Moves to Make Now
by Joeann Fossland, Chief Evolution Officer, Advantage Solutions

•

What didn’t work?

With two months left in 2019, it is time to change it up some.
These two months provide you opportunities to grow your
business in a slightly different way by deepening relationships
and strengthening emotional connections. For your agents,
have them make the shift from prospecting mode into a
connecting mode, and from searching out business to nurturing
relationships. Not only is this fun to do, it’s great energy to be
around. Better yet, it can magically attracts business as well.

•

What new technology do I need to learn?

•

What advertising/marketing would give me the biggest
payoff?

What About Your 2019 Business Plan?
As you wrap up the year, it’s a good time to see how you and
your agents have done against your business plan. Here are
some areas to check:
•

Are you on track, behind, or ahead of what you put on
your 2019 business plan?

•

Given what you’ve been averaging this year, will you
make your goal during these last two months?

•

What has been working?

•

What can you commit to do each week for the next eight
weeks that will bring even greater success?

What about Your 2020 Business Plan?
To hit the ground running in 2020, now is the best time to create
your 2020 business plan. With your vision, intention, and goals
in place, you can have your best January ever. Here are a few
questions to ask yourself:
•

What worked this year?

Guidelines to Create Your 2020 Business Plan
Take out your calendar for the next two months. The first step
is to block off your personal time—the days you’ll be taking off.
Block more time than usual so you can be there for your family
and friends over the holidays. You are working to have a great
life. This time of the year is a great time to focus on enjoying the
important people in your life.
Have you ever noticed that the day before you take a vacation
is usually your most productive day of the year? The reason is
that you prioritize and execute on that day, so you can relax on
vacation.
To maximize your results at year end, bring that same mindset
to November and December. Work less, however, be very
productive when you are working. Plan Peak Performance
Days where 80 percent of your day is spent in dollar producing
activities. A get together with past clients or networking event
could qualify for this! Think creatively.
What About Prospecting?
Whether you’re recruiting or helping your agents with their
year-end prospecting, to cross the finish line, focus on doing
warm calls rather than cold prospecting—warm calls are much
more likely to convert by the end of the year. The reason is
most people have a lot of additional obligations this time of the

According to NAR, over 50% of people choose their REALTOR
because they worked with them previously or they were referred
from someone they knew. Keeping this in mind, having your
agents stay in touch with past customers and clients should
be a no-brainer. The holidays give you the perfect lead-in to
connect in person or on the phone. What can your agents do to
deepen relationships and remind people of both them and your
brokerage?

year and many don’t want to think about moving until January.
Continue your warm prospecting, but don’t worry about new
leads. Network instead of prospecting for results.
One task for your agents in January will be to pull the Expired
and For Sale by Owners that were on the market in November
and December. The goal is to have your agents be the first ones
to approach them in 2020. Now is a good time for agents to
make a file for those prospects so they’ll be ready.
Is This A Good Time to Be Working with Sellers and Buyers?
While there are always people buying and selling this time
of the year, there are fewer people who are active in the
market over the holidays. Because many sellers want to wait
until after the holidays, those who are in the market have an
advantage because homes that are decorated look much better.
Furthermore, there is less inventory, giving those who are listed
an advantage. This can be a great time for your brokerage and/
or your individual agents to send a mailer out to their sphere
advising them of the advantages to being on the market now.
Best of all, the buyers that need or want to buy in November and
December are usually serious ones, rather than looky-loos and
are much more likely to go under contract and close.
Relationships Are So Important
You have relationships with LOTS of people—certainly, your past
clients, but also consider the affiliates, friends, family and the
businesspeople you know.

Several years ago, I was hired in November as a coach to a
couple who had been in business for 20 years. I asked how
often they spoke to their past clients and got this deer in the
headlights look. They were passively staying in touch through an
email newsletter and mailings every single month. They thought
they were doing a good job, but they hadn’t phoned or seen
most of them for years.
My first assignment was that in the months of November and
December, that they contact every single one by phone. The
purpose of the call was just that they were thinking about them
and wanted to wish them Happy Holidays. It didn’t even matter if
they didn’t reach them. A phone message sufficed.
Many called them back, happy to hear from them. My client was
a little frustrated after about 4 weeks, when they hadn’t gotten
a listing or buyer through the calls. I told her to be patient and
just enjoy connecting. She did, contacting 350 people in those 8
weeks. In January, she got 6 (YES! SIX!) listings from people she
had spoken with.
For You as a Broker or Owner, This is a Little Different
The end of the year IS when many agents decide to move for the
coming year. Reconnecting with those you’ve had conversations
with previously is a smart move. They may have forgotten the
benefits you offer and why they’d be better off in 2020 with you.
Attending those networking events and holiday parties is a good
way to be high profile and maximize your efforts with many
instead of a single person. “Dress up and show up” could be a
profitable mantra to start your 2020 off right!

WomanUP! Preliminary Takeaways for 2020

by Bernice Ross
From Our Publication RealClues

Over 500 brokerage leaders gathered
in San Diego for the third annual
WomanUP! conference sponsored by the
California Association of Realtors (CAR).
In addition to the 70 different speakers,
CAR also released some preliminary
findings from its 2020 WomanUP!
research, which is still on-going.

licenses issued continues to decline
From 2010-2019 broker licenses
dropped from 149,000 in May 2010
to 131,500 in May 2019, a 11.7
percentage decrease. Brokers are
finding it increasingly difficult to
maintain their profitability due to the
rise of agent teams, Baby Boomers
retiring, costs of competing with bigger
brands, rapidly changing technology,
and an aggressive recruiting
environment.

In 2017, CAR discovered that of its top
100 revenue producing firms, only 14
were run by women. CAR launched
the WomanUP! initiative to help more
women step into brokerage leadership.
As part of that process, CAR has
conducted three different surveys of its
membership, plus 80 1:1 interviews over
the last three years with a cross section
of women brokers representing multiple
business models.

2. Why do women start their own
brokerages?
Women start their own brokerages
when their current brand no longer
reflects their values, fails to pivot
quickly to meet changing industry
and technology changes, or there is
a significant change in their family
situation.

Early findings from the 2020 research
include a continued decline in the
number of broker licensees in California,
how women are finding their voice in
the industry, why family partnerships
appear to be more sustainable than
partnerships among unrelated partners,
the pros and cons of the indie and
franchise models, as well over 50 metrics
that brokerages use to measure their
success and stay on track. Here are
11 preliminary takeaways from that
research.

3. The Pioneers
Many of the women with the longest
tenure in the industry were the first
female broker members of their
board, fought to have women be
able to get a mortgage without a
husband or father as a co-signer, and
were often told, you should be home
having kids and baking cookies. For
many years, most of these pioneers
were the only women “at the table” at
their association or their Chamber of
Commerce.

1. The number of CA DRE broker

Felicia Hengle, president Coldwell

Banker Schmidt, Ohio, advises:
Don’t let being a woman define you! I
think everyone has an equal opportunity.
I have never seen that as a roadblock
or maybe I refused to let myself see it
as a roadblock. You push through it
and never adopt a victim mentality.
If you happen to be with someone
who's stealing your joy, then it's time to
surround yourself with someone who
isn't. If you really have that greatness in
you, go for it!
4. How the brokerage industry has
evolved
Prior to the 1970s, the brokerage
business model was mostly mom
and pop or niche companies. During
the 70s and 80s, the franchise model
exploded, to be followed by the cult
of the agent in the 1990s. Since 2010,
agent teams have become paramount,
but surprisingly, many teams run by
women today are moving back to the
boutique brokerage model.
5. Finding your voice
Regardless of their age, virtually
all 30 women interviewed agreed
that volunteering at their local or
state association, the Chamber of
Commerce, and WCR had been a
valuable resource for building their
businesses. This includes obtaining
trusted advice, locating a mentor, and
finding their voice in the industry. In

our current research, seven of the 30
women interviewed said they felt they
had found their voice when they were
invited to be on stage at Real Estate
Connect.
6. Making your choice—indie or
franchise
Women have found tremendous
success in both the franchise and
the indie brokerage models. Those
preferring the franchise model point
to the systems, tools, and strong
network of other brokers within
franchise organizations. On the indie
side, many didn’t like the franchise
fees, had their own systems, and often
were in a place where their individual
brand was more powerful than the
franchise brand in their community.
Dorcas Helfant-Browning, principal
broker, Coldwell Banker Professional
Realtors, Virginia Beach, VA and
the first female president of NAR
explained:
I opened a small boutique and struggled
for a while. I bought my Coldwell Banker
franchise and then my business took
off. We always want to stay abreast of
the latest industry trends and changes.
That's one of the reasons that I am a
franchisee and have been since 1989.
I believe that I must rely on bigger
resources who also have my interests
at heart and want to help us take our
company to the next level. And believe
me, my partners feel the same way.

Erica Ramus, Broker/Owner RAMUS
Realty Group, Pottsville, PA had a very
different experience:
I bought a franchise, and that franchise
purchase was a mistake. After three
years of running it, I wasn’t using their
tools and systems and no longer wanted
to pay their royalty fees. The money I
spent wasn’t wasted, however. It gave me
the backbone to actually open my own
office. The best piece of advice that I ever
received was, “Take the franchise name
off your front door and put your name
on it.”
7. Family partnerships are sustainable
partnerships
Business partnerships formed among
family members are strong and often
last for multiple generations. Only a
small fraction of partnerships formed
between unrelated individuals were

sustainable over 10 years.
8. What’s old is new
Being an integral part of your local
community through charitable fund
raising, supporting local schools,
sponsoring programs for those
in need, and being a community
resource has been become a primary
focal point for many women brokers,
regardless of their age or experience.
The most successful brokerages
couple this old school approach
with the latest technology to fit the
evolving needs of the clients and the
communities they serve.
9. Should brokers hire part-timers?
It depends. Only a small percentage
of brokers had production quotas
and hired full-time agents. They
strongly believe clients are best served
by those who are full-time and are
adequately prepared. As one franchise

executive observed, unless you’re
willing to commit to meeting your
part-time agents one night a week and
conducting Saturday or Zoom training
classes, you’re doing those agents a
tremendous disservice.
10. Metrics
Brokers track a wide variety of
metrics. The 30 women interviewed
for the 2020 research noted 50
different areas that they track. The top
seven were:
•

Agent productivity, net profit,
company dollar.

•

Closed sales, GCI, revenue,
volume.

•

Market statistics (Absorption
rates, days on market, average
sales price, comparable sales,
where sales originated.)

•

Overhead and staff costs.

•

Cost per transaction.

•

Tracking income against their
business plan, projections, and
to what extent they are staying
accountable to that plan.

11.One very surprising finding was
how many brokerage leaders are
introverts.
For many of us who are leaders, we're
a lot shyer than people think. When I’m
in my head, I may not smile or be as
friendly as I should be—sometimes I
even look like I’m scowling. It’s important
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to remember to be nice because it helps
to pave the way for everything.
If you’re an extrovert and you’re
networking, you get energy from it. I
don't—it exhausts me. I am a waste
at the end of the night. But if I'm in
the meeting, and we're thinking and
discussing an issue, I'm all in on it. I can
sit there all day long. It all comes down
to striking a balance.
— Elizabeth Mendenhall
Past President, NAR
One final piece of advice for women
in brokerage leadership comes from

Mayi de la Vega, founder and CEO of
One Sotheby’s Realty in Miami, Florida.
Balancing business and personal
demands is always a challenge. De la
Vega has the following advice:
Find balance in your life. Understand
that at times there will be setbacks and
limitations. Above all, make sure that you
live in gratitude. Know that tomorrow the
sun will come up again and the new day
brings a new beginning. Be resilient. Never
let anybody bring you down with their
words, thoughts, or actions.

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 November 4, 2019
Real Estate Communication 101: Less Is More
Whether you’re posting on Facebook, Instagram, tweeting,
emailing, negotiating, or communicating with potential
customers, the new rule for effective communication is, “Less
is more.” Today we’re going to discuss some tips for effective
communication and how to apply it in your business.
1. Ask: Has this scenario ever happened to you? Your buyers
fall in love with the open house you just showed them
and are ready to write an offer. The listing agent senses
their interest and then says, “You can do so much with
this house. Imagine how great it would be with hardwood
floors throughout and with updated cabinetry and granite
countertops in the kitchen.” You stand there helpless as your
clients’ excitement disappears and your potential deal dies.
2. Ask: What’s your takeaway from this situation? (Take several
shares.)
3. Explain: This scenario is a classic example of why less is
more. Here are some additional takeaways that you may not
have thought about:
•

A guiding principle for every real estate agent should be,
“Shut up and sell.” Your opinions don’t matter—the only
opinion that matters is your clients’ opinion.

•

When you feel like making a comment, remind yourself
of “WAIT.” “WAIT” stands for “Why am I talking?” The more
you talk, the more likely you will be to kill the sale.

•

The next strategy is an age-old negotiation ploy: When
you’re negotiating or when you ask a closing question,
remember, “The first one who speaks loses.” To illustrate
this point, rather than trying to persuade your seller to
accept a low offer, merely review the terms of the offer,
give the offer to the sellers, and sit there silently until
one of them says something. If you comment before the
seller speaks, you may be creating an objection to a term
where there was no objection before.

4. Ask: With a show of hands, how many emails do you send
back and forth when you’re setting up an appointment to
meet a friend for lunch?
(a) three or less?
(b) 4 or 5?
(c) 6 or more?
(Keep track if the women or men in your group send more
emails. If your office is like most groups, the men will send
three or less. The women are much more likely to send six
or more.)
5. Explain: Did you know that men and women set
appointments very differently? An article by Margaret
Wente makes a compelling argument for why women need
to learn to keep things simple and get to the point when
they’re communicating. Wente illustrates this by describing
how she goes about setting a lunch date using email. Here’s
what she has to say:

•

When I arrange a lunch date with another woman. It
usually takes six e-mails, maybe eight, or 10. No one
wants to be pushy, so I begin by asking:

•

“Do you have time for lunch?”

•

If so, “What day works for you?”

•

“Where would you like to go? How about Il Bistro or La
Tourette?”

Once we’ve settled on the details, we have a hard time with
closing off.
•

Great, can’t wait to see you again!

•

Me neither! It’s been so long!

We’re like chimpanzees picking the nits from each other’s
fur, we express goodwill by stroking each other with our
exclamation marks.
She laughs as she explains that men do not consider such
“grooming” to be necessary. Here’s how men arrange lunch.
•

“Hey Fred, let’s have lunch. Next Tuesday at 1:00 at Il
Bistro OK with you?”

•

“Yes” (The end.) OR

•

“No—how about Friday there at 1:00?”

6. Explain: For any of you (both men and women) who go back
and forth too much when communicating, get in the habit of
asking a direct question and getting to the bullet of what you
need.
7. Ask: What are some ways you can be more direct in your
emails or digital other communications?

8. Ask: When you’re scanning articles to read, do you also scan
the headlines? If so, what catches your eye to make you want
to read the article?
9. Ask: By of show of hands, which do you think works better—
longer or shorter headlines?
10. Explain: Kissmetrics people skim and scan headlines, not
just the body of posts. Their research shows that users read
the first and the last three words of a headline. Furthermore,
shorter headlines (4-15 characters) actually garner the most
opens. According to another study of 37,259 Facebook ads
by Ad Espresso, here are the ideal lengths for each of the
following:
•

Headline: no more than five words

•

Main text: Posts with less than 50 characters (about 14
words) are the most engaging

•

For descriptions: 18 words (less than 80 characters)

11. Ask: Does anyone here use Twitter?
12. Explain: Whether or not you use Twitter, the research on
what length tweets work best also supports less is more.
According to Hashtags.org, keep your hashtags under six
letters whenever possible. Also, tweets that are under 100
characters have 17 percent higher engagement than longer
tweets. The ideal range to get the most retweets is 71-100
characters.
13. Ask: Do you know what the optimal number of posts per
week is for Facebook? Again, less is more. Posting 1-4 times
per week achieves 71 percent higher user engagement than
doing five or more posts per week.
End the meeting with this thought: Whether you’re
communicating in person, via email, or on social media,
remember less is more. In fact, always keep these three
principles in mind when it comes to streamlining your messages.
•

KISS —
 Usually means Keep It Simple Stupid, but in this
case can be Keep it Short & Simple

•

WAIT — Why am I talking?

•

And of course, “shut up and sell!”

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 November 11, 2019
Stop Letting Sellers Take a Bite Out of
Your Commissions
When sellers overprice their property and receive an offer that
is exactly where the agent predicted, many will then insist that
you cut your commission to make the deal. What can you do to
counter their demand? Today we’re going to discuss strategies
for keeping your commission.
1. Explain: In a recent Facebook post, a listing agent asked
for advice on how to handle a difficult seller. The seller’s
house was 30 years old and had never been updated. The
seller insisted that his house was worth what the completely
updated houses were worth. During the first month, they
had only one showing. In contrast, the updated properties
were selling right away at or close to full price. The seller
finally received an offer that was 10 percent less than list
price. The seller told his agent: “I will accept the buyers’ offer
provided that you cut your commission.” The reason? “It’s the
principle of it—I’m doing all the giving and shouldn’t have to give
any more.”
2. Ask: How would you handle this objection?
3. Discuss: First, to minimize requests to cut your commission,
make it clear to your sellers, “It is your house and it is your
decision.” Avoid making statements such as, “When we list your
property” or “When we sell your property.” Instead, “It’s your
house, it’s your mortgage, and it’s your decision.”
4. Discuss: Here is one possible way to deal with this objection
from Norm Biller, of RE/MAX Elite of Realty in Lexington, KY.
“The listing agent’s commission is ten percent less than it would
have been if the house had sold for ten percent more. The listing
agent is already sharing in the loss of anticipated income. In fact,
everyone who receives part of that commission is sharing in the
pain. Your broker receives less. Your business receives less to
pay overhead. Uncle Sam receives less. The co-op broker receives

Head of Howard Hanna Real Estate in Rochester, NY.
His recommendation is to let sellers choose their own
comparable sales. Here are the steps he takes.

less…(Besides), if there was any possible way to sell your house
for more, don’t you think I’d do it? We’re on the same side here.”
5. Discuss: Here is a different way to approach this situation
from Wally Drake of Drake Properties in Temecula, CA:
“Mr. Seller, a lot of agents representing buyers have told me
that their buyers have asked them this question. ‘Why do you
(the seller) believe that your home is worth more than similar
homes around you when those other homeowners spent money
to update those homes and you haven’t?’ Now comes the hard
part. You have to sit there with all the uncomfortableness that is
hanging in the air and shut up. I’ve done it and you can cut the
tension with a knife. Sometimes it works.”

•

First, is to show gather interior and exterior pictures of
the recent comparable sales. Use at least four pictures for
each property—one of the exterior, the main living area,
the kitchen, and the master bedroom. Have at least four
comparables that represent a cross section of homes in
their area and price range.

•

Second, he asks them to select the home that most
resembles their home.

•

Third, once they make their selection, he shares the price
per square foot at which the property sold.

•

He then multiplies that number by the square footage in
the seller’s property. This gives the seller what to expect
for their selling price.

It’s pretty tough for them to argue about the price when
they’re the ones who selected it.
8. Ask: Have any of you ever worked with a pricing line on a
listing appointment? If so, ask what they did. Chances are this
will be a new approach for almost everyone.
9. Discuss: To create a pricing line, post each of your
comparable sales along a single line by price. The comparable
sales typically fall into three separate groupings.
•

The top tier includes those properties in good locations
and in top condition.

6. Group discussion: What is your favorite script or strategy for
handling pricing and commission issues?

•

The second tier includes those properties with “amenities
similar to other homes in the area.” (This is a nice way of
saying the home is average.)

7. Explain: Here’s an unusual way to circumvent the pricing
objection on listing appointments. It comes from Dan

•

The bottom tier includes those properties that are in poor
condition and/or in a below average location.

To close the sellers on the correct price, here’s what to say:
Mr. and Mrs. Seller, as you can see from this chart, the
homes in this area sell from $124 to $176 per square foot.
The homes that are selling at over $160 per square foot are
either new or have been completely remodeled. The second
category includes homes that have not been updated, but
are in good condition like your home is. The third category
includes homes either in poor condition or located in less
desirable locations. You now have an important decision to
make. To be competitive in the top category, you will have
to upgrade your kitchen with new countertops, cabinets,
and appliances plus replacing the carpet. If you don’t want
to do the upgrades, then you will have to adjust the price
accordingly.
10. Ask: What’s your feedback on these two approaches—the
pricing line and having the sellers choose their own comps?
Which one might you use and if so, what do you like about
the approach?
11. Group discussion: Do you have any other effective
strategies or scripts that you’ve used in overcoming pricing
objections?
End the meeting with this thought: It’s important to stand
your ground on commission objections. Make sure you show
your value to your prospect from the very beginning, and help
them understand everything you will do to successfully market
their home for the highest price. And remember, if a seller
asks you to reduce your commission and you say “No”, avoid
justifying your response. Keep this old adage in mind, the first
one who speaks loses!

Week of November 18, 2019
Zapping Confidence Zappers
Have you ever been feeling on top of the world and then
someone makes a remark that totally zaps your confidence?
Today we’re going to discuss some simple steps to take when
you feel your confidence mojo is slipping away.
1. Group discussion: What are some comments you’ve
heard, or situations you’ve been in, that make you feel less
confident and insecure? How did you respond to those
events?
2. Ask: With a show of hands, how many of you have to put up
with that little voice in your head that engages in negative
self-talk?
3. Explain: According to Rick Carson, author of “Taming
Your Gremlin,” “You have a gremlin who is with you—he’s
the narrator in your head. He tells you who you are and
interprets your every experience. He wants you to feel bad.
He pursues this loathsome task by means of sophisticated
maneuvers…He is the sticky sort—grapple with him and you
become more enmeshed. What he hates is simply being
noticed. That’s the first step to taming him.”
4. Group discussion: What are some ways that you’ve found
useful in taming that “gremlin” and quieting the negative selftalk?
5. Ask: What do you think is the one common emotion that lies
under anger, bullying, or other rude, demeaning comments?
6. Explain: Fear is the underlying cause. People who bully or
make fun of others are usually fear-based and insecure.
Their goal is to make themselves feel better at another
person’s expense. To avoid having your confidence zapped,
remember that you are in charge of how you react. If you let

their remarks upset you, they win. Remember—the other
person is the one who is feeling scared or insecure. You
get to decide whether this negative person can zap your
confidence.
7. Discuss: What strategies can you use to defuse an angry
situation?
8. Explain: When someone is afraid, yelling or arguing with
that person only escalates the situation. Instead, your role is
to calm and soothe that person so that he or she can move
forward. For example, in the case of an angry client, there
is no upside in arguing or trying to justify your position.
Instead, simply say, “It was never my intention to make you
angry. What can I do to fix the situation?” Even if you had
nothing to do with creating the situation, your willingness to
help normally defuses the client’s anger.
9. Ask: How can setting good boundaries help you stay more
confident?
10. Explain: Ira Serkes of Pacific Union in Berkeley, California,
(BerkeleyHomes.com) can give us some tips on this topic.
He and his wife, Carol have set the following standard
(boundary) for their business:
We will represent all kinds of sellers and buyers for any kind of
property anywhere in California as long as it’s within 20 minutes
from our home, is residential real estate, and the people are
nice. Since it’s also an extremely competitive buyers’ market with
lots of cash buyers, we want to make sure the buyers have at
least 20 percent down.
Notice that part of their standard is that they will only work
with “nice” people. Ira recently received a call from someone
who was self-important and very demanding. Ira nicely
informed the caller that he felt the caller would be happier
working with a different agent. The caller became very angry.
From Ira’s perspective, that only reinforced the fact that this

client was not a good match for him. By refusing to work this
person, Ira was enforcing a boundary and maintaining his
standards.
11. Group discussion: Do you ever fall into the trap of
comparing yourself to someone else, and then feeling
insecure about yourself? When does that tend to happen to
you?
12. Explain: Our society constantly sends us messages that
we’re not good enough. We’re too heavy, too old, too young,
too inexperienced, or too talkative—the list is endless. These
constant comparisons can zap your confidence faster than
almost anything else. When you catch yourself doing a

“compared-to-you,” shift gears and say, “While I may not be
good at “A” like she is, I am really good at “X,” “Y,” and “Z.”
13. Discuss: Here are a couple of other ways to handle the “I’m
not good enough” mindset. The Zen theory of change says, “I
change not by trying to be something other than I am. I change
by being fully aware of how I am.” Does that resonate with
anyone? This may strike a chord for you: Joeann Fossland
once observed, “No one ever got to the top by focusing on their
weaknesses.”
14. Ask: How many of you find yourself using the words “can’t”
and “should” a lot?
15. Explain: The words “can’t” and “should” are major
confidence zappers. If you use the word “can’t,” you take
away your power and choice. For example, an agent might
say, “I can’t go door-knocking.” The truth is that this agent
“chooses” not to go door knocking. A better approach is
that whenever possible, substitute word “choose” for “can’t.”
“Choose” gives you power—“can’t” takes your power away.

Take this message from author Jen Sincero to heart: “As far as
self-confidence goes, so much of social media is about approval,
getting likes, comparing our lives to others' - meanwhile, confidence
is an inside job: it's about how you feel about yourself regardless of
what anyone else does or thinks. It's a knowing that you're human,
you're flawed, and you're awesome in your own way.”

Week of Week of November 25, 2019
How to Turn Your Sphere of Influence
into a Sales Force for Your Business
What does it take to stand out from the competition and to have
your clients and your sphere of influence happily tell others
about you and your business? Today we’re going to explore a
simple way to cut through the noise and to become known not
just a great agent, but as an extraordinary one.
1. Ask: By a show of hands, how many of you have taken steps
to block incoming spam, unwanted telemarketing calls, or
other unsolicited marketing messages?

16. Explain: Another example of a confidence zapper occurs
when someone uses the word “should.” People who use
“should” are relying on guilt and manipulation to persuade
someone else to take action. To zap this confidence zapper,
go on a “should diet.” Avoid using “should” for the next
week. Also, take note when someone else uses “should.” The
manipulation ploy will be obvious and consequently, must
easier to zap.

2. Ask: What exactly have you done to block these unsolicited
messages? (It could be spam filters on their email, ad
blocking on Google or using the Brave.com browser, the Do
Not Call list, using the feature on their cell phone that blocks
incoming telemarketing calls, signing up for a service that
blocks spam calls such as True Caller, or through cell phone
provider, etc. )

End the meeting with this thought: While no one is immune
to confidence zappers or that “gremlin” in your head, always
remember that you are in charge of how you respond. When you
can acknowledge your strengths and understand that obnoxious
behavior results from fear, you will be well on the road to
zapping most confidence zappers.

3. Explain: While technology has simplified certain aspects
of being an effective real estate agent, it has also made it
infinitely more difficult to be heard above the ever-increasing
clamor online. In the past, you could advertise in the paper,
perhaps on the radio or television, door knock, or direct mail.
Those were your choices. Today, there are these choices
plus of thousands of blogs and other online media choices

where you could attempt to promote your listings and your
business. With the meteoric increase in the amount of online
data, it has become increasingly more difficult for agents to
get the word out about their listings as well as their services,
even through direct mail. In fact, a recent study that showed
that 42 percent of the direct mail never makes it through the
front door. That means for every $100 you spend on direct
mail marketing, at a minimum, $42 of it is wasted.
4. Ask: Have you heard the term “push marketing” before? Can
anyone tell me what you think that means?
5. Explain: Push marketing includes cold calling, running ads,
sending out postcards, and door knocking.
6. Group discussion: To cut through the noise, use “pull
marketing” as opposed to push marketing. What do you
think “pull marketing” means?
7. Explain: Pull marketing is sometimes described as word
of mouth or trust marketing. It’s based upon having
others recommend your services as opposed to you
promoting yourself. Social recommendations and brand
recommendations are becoming the difference between
being in business or not being in business. Even if you
are going out to buy a doughnut, most people will search
online to see what others report about their experience
with the store and the various types of donuts they sell. The
difference between success and failure comes down to one
word: excellence. Anything less means obscurity for you and
your business.
8. Group discussion: What are some strategies you’ve used
to get happy clients to post a positive review, or testimonial,
about your services online? What worked? What didn’t?
9. Ask: What are some of the strategies that you have used to
build strong connections with the people you meet? (Take
several shares.)

10. Ask: Does anyone here use stories to help your clients to
understand a situation. If so, would you give us an example
please?
11. Explain: Telling stories is one of the most effective ways to
connect with potential clients as well as maintaining strong
connections. Storytelling provides the foundation for lasting
memories and long-term connections. When you market a
property, don’t settle for just a long laundry list of features as
many agents do. To really stand out, uncover what owning a
home feels like to your clients. This varies considerably from
person to person. Next, determine what makes this property
unique or suited for a particular type of owner? What is it like
to live on this specific block? Who lives in the neighborhood?
What makes them interesting? What businesses and
recreational facilities are nearby? What do people who live
there do for fun? The secret is to build a robust story that
captures the buyer’s attention and allows the buyer to
determine whether this lifestyle is right for him or her.
12. Group discussion: Because of the mobile world we live
in, our clients have the ability to shift rapidly from social
media platforms, YouTube, email, text, phone, laptop, tablet.
Because of this, you must design your business to meet

these shifts. What are some ways that you can accomplish
this?
13. Explain: The ability to take virtually everything we do with us
via our phones or tablets, requires agents to pay attention to
both the type of ads they run and the times they run them.
Here are a couple of examples: if you’re posting about a
hot new local cocktail bar with great drinks, doing that post
on Monday morning is not a good idea. Another example
would be sharing a link about a restaurant with great rooftop
dining. While this would make a great post for the summer,
it’s a poor idea when it’s snowing outside.

14. Ask: Given we’re coming up on the holidays, what are some
ideas to engage your clients and prospects online this time of
year? (Examples, pictures of best-decorated houses, videos
of fun local holiday festivities, recommendations for where to
get the best hot chocolate in town, etc.)
End the meeting with this thought: Here’s the bottom line: if
you want to double your sphere of influence all you have to do is
to engage with your existing sphere. Let them be the ones who
share how great you are and watch your business grow now
and for years to come. It’s the simplest way to move from being
known as a great agent to being known as an extraordinary
agent.

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 November 4, 2019
Profitability Tip: Show me the unique selling features
If you’re not already using videos in marketing your real
estate listings, there’s no better time that right now to do
so. You can shoot your own video, but don’t make it boring
by saying here’s the bedroom, here’s the kitchen, here’s the
bathroom. Instead, point out what is interesting or unusual
about the property that will make it stand out from other
listings. Focus on the lifestyle and how great it is to live in this
style of house. You can also point out all the fun things to do
in your local area. Remember, you’re not selling the physical
features of the house. Buyers purchase based upon the
property’s emotional appeal. The best way to tap a property’s
appeal is to focus on marketing the lifestyle using video.
Thought of the Week:
Too many people value what they are not and undervalue what
they are. 					
				
— Malcolm S. Forbes

Week of November 18, 2019

Week of November 11, 2019
Profitability Tip: Are you interesting or interested?
Many agents believe that they have to be interesting to
attract clients. When you focus on being interesting, you are
focused on yourself. A better approach is to focus on being
interested. When you focus on your clients rather than
yourself, it makes almost every aspect of your real estate
business go more smoothly. A simple way to be interested
is to be curious about others and to ask questions that start
with the words “how” and “what.” For example, “What is
your favorite style of house” or “What do you like to do to
relax?” When you’re interested in others, people are much
more likely to be interested in you.
Thought of the Week:
Happiness is not something ready-made. It comes from your
own actions.
			 				— Dalai Lama

Profitability Tip: “No” is a complete sentence
Where agents really get into trouble when they’re negotiating
or they facing a difficult situation, is by trying to explain or
justify their position. The next time you feel like doing that,
keep in mind that “No” is a complete sentence.” Saying too
much when you’re negotiating or attempting to explain
why you are right, is one of the ways to create unnecessary
difficulties for yourself. For example, if the seller asks you to
cut the commission, a simple way to handle it is to simply say
“No.” Don’t explain or justify. Just say “No,” and wait for the
seller to respond. In many cases the seller will drop the issue.
Just remember the old negotiation tactic that the first one to
speak loses.
Thought of the Week:
A hug is like a boomerang—you get it back right away. 			
				

— Bill Keane

How Can My Language Undermine My
Negotiation Success?
Negotiation can be a frustrating process. The old adage
that says, “If you can’t say something nice, don’t say
anything” is wise advice. Although this seems obvious,
it’s common practice for agents to call people who make
low offers “low-ballers,” “bottom feeders,” “chiselers,”
or some other unflattering name. It’s also common for
agents to refer to sellers as being “greedy” or “stupid”
when the sellers insist on overpricing their property.
Making these types of remarks about your client or
another agent’s client only reflects badly on you. It also
sets up a difficult negotiation situation, because once
you place a negative label on client, you then have to
overcome the negative label as well.

Week of November 25, 2019
Profitability Tip: The Ten Percent Rule
One of the most important business principles is to track
not only how much you make, but how much you keep after
expenses. To illustrate this point, an agent who collected one
million dollars in revenue was waxing on about how he did
it. When someone asked how much he spent in marketing,
he said he spent $950,000. Needless to say, this agent wasn’t
managing his resources well. To avoid falling into this trap,
limit your total marketing budget to 10 percent of your gross
commissions. If your income increases, you can spend more.
If it decreases, cut back. This simple approach is one of the
smartest ways to keep your business profitable.
Thought of the Week:
Don't be afraid to give up the good to go for the great			
— Kenny Rogers

Remember, clients come and go; the agents you work
with may be around for many years to come. Whenever
possible, do your best to say something positive about
everyone with whom you come in contact.

