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How to Live Your Life to the Fullest  

I just finished reading Our Last Christmas Wish by Michael Combs. 
Regardless of whether or not you are a Christian, this powerful 
book is a reminder to not take a single day for granted and to love 
those who are close to you, whether they are family, friends, or 
even strangers. 

Chris Robertson is a larger-than-life-character who lives life full out. 
His day-long July 4th celebrations are legendary, drawing family, 
friends, neighbors, and strangers from all over. 

For Chris, the Fourth of July, “wrapped everything life has to offer 
into a series of events and traditions that he kept every year like a 
sacred religion.” 

After a day packed with fun, laughter, and gorging on favorite 
foods, Chris capped off the evening with a 20-minute “wall 
of smoke and sparklers” followed with fireworks and ice cold 
watermelon for everyone. 

When Chris is diagnosed with cancer, he embarks on a deeper 
journey of creating love and hope for those around him. 

I never want anyone to feel sorry for me. I only want them to 
join me in living life with passion and purpose as if there is no 
tomorrow. 

Bernice Ross
Editor-in-Chief
CEO and President, 
BrokerageUP! Inc. 
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As Chris battles his cancer, he realizes that this next Christmas 
may be his last. He asks each member of his family to come up 
with their “Last Christmas Wish” where they will have a full day 
devoted to having their wish fulfilled. 

Chris’s little grandson asks for “a present every day” between 
Thanksgiving and Christmas. Chris comes to realize that it’s not 
really about the presents—it’s about this child’s need to be noticed 
and to feel special. 

Chris’s daughter Tara recalls the wonderful lunch she had with her 
dad when she was 13. She wants to return to the same restaurant 
to enjoy a special father-daughter lunch and to create a new set of 
cherished memories. 

From the Editor



Chris’s son Tim asks his dad to build something for Tim’s yard 
and to help him decorate for the holidays. Tim tells Chris,   

My wish was selfish. For years, I’ve wanted something you 
made for me, and now I’ll have it. You have a special gift for 
making your house a home for everyone. Not the feeling we 
have when we’re here—that’s natural—but the feeling that 
comes over even strangers who drive past. You instill a piece 
of your heart in all you do. It’s incomparable to anything I’ve 
experienced. Show me how to make people feel, not just by 
being close to me but by holding or touching something I 
touched. 

Here are five takeaways to help you start living your life more 
fully right now. 

• Only spend time with those who love you for who you are 
and encourage you to pursue your greatest potential. 

• The meaning of life reveals itself when we give from our 
hearts and strive to live with no regrets. In stark contrast, 
the mystery of life eludes those who only seek to gain. 

• Be mindful of your spoken words. To say, “I am sick” or “I 
am broke,” is to accept it in your life. To say, “I am healthy” 
or “I am loved,” sets you free.  

• The most important thing you will ever have in life is your 
relationships. Nothing on earth compares to looking 
someone in the eyes and telling them how much they 
mean to you.  

• In the face of death, you will recount your greatest 
regrets. Make it your life’s mission to say and do what you 
need to do. 

Bernice

While Chris is a remarkable character, Michael Combs, the 
author of Our Last Christmas Wish, has an even more astonishing 
story. 

In 2003, Michael died twice in three days. Due to the lack of 
oxygen, he lost all his memory. During his two-year recovery, he 
had to learn everything all over again including learning to walk 
and feed himself.

What’s truly incredible is what he has accomplished even as he 
battles cancer and constant, excruciating pain. Defying all odds, 
Michael became a prolific fine artist, published multiple books, 
and also became a symphonic composer. 

To escape his pain, he would often dream of flying, of “climbing 
over the clouds and soaring over beautiful landscapes, 
weightless and free.” Michael did achieve his dream of becoming 
a pilot.  

With his renewed purpose in life, Michael set out to inspire 
20 million people with the message that, “It’s never too late 
to follow your dreams.” In 2010, he realized his own dream 
through his project, “The Flight of the Human Spirit,” smashing 
his goals and reaching 30 million people when he flew a 
REMOS Light Sport aircraft on a 50,000-journey to all 50 
states. In the process, he set six world records and earned an 
esteemed spot in aviation history. 

When Michael reached Oahu, Hawaii, he found himself 
performing alongside the Blue Angels, the Red Bull Stunt plane, 
and Jacquie B Airshows, one of the few female aerobatic pilots. 

No matter what you are facing, live your life without regrets and 
never give up on your dreams. 

Wishing you and yours the very best this holiday season and 
throughout 2020!



2019 Trends to Watch for 2020
As we wrap up 2019, what major trends from this year will 
continue into 2020? In my opinion, here are eight of the most 
important ones.   

1. The Inventory Shortage
Lack of inventory continues to be the biggest challenge the 
industry faces, especially the availability of entry level homes. 
The middle part of the market ranges from cold to lukewarm, 
with few exceptions. The top upper ten percent, especially in 
the ultra-luxury price ranges, has an oversupply of inventory 
that has already resulted in falling prices in many major cities. 

The shortages are being driven by a lack of new housing, the 
fact that millennials have entered the prime time for marrying 
and having a family, plus a recent statistic that just came out a 
few days ago—sellers are staying in their homes an average of 
13 years rather than 10 years. 

There is hope on the horizon, however. A recent study by 
Zillow pointed out that a “Silver Tsunami” is on the way. In 
2025, the oldest half of the Baby Boom generation (born 1946-
1955) will range in age from 70 to 79. Needless to say, many 
will die or have to seek other types of living arrangements. 
Given that the over 65 crowd currently represents 33 percent 
of the homeownership, chances are that the Boomer niche is 
about to explode. 

  
2. Pocket Listings and Coming Soon Listings Go Away

In what may be NAR’s most controversial move in many years, 
brokerages are now required to post their listings on the MLS 
within 24 hours from the time that they begin marketing the 
listing publicly. 

The result is that pocket listings, unless they are never 
marketed publicly, will go away. Brokerages may be able to 

work around the “coming soon” issue by posting their listing 
when they put up a sign, but possibly making them “drive by 
only” (i.e., no showings) until a specific date. Whether that 
approach will fly in any given location is unclear. 

In the meantime, there has been a lot of complaining about 
the new policy. The question is whether or not there will be 
further action to change, alter, or clarify the policy. Stay tuned 
on this one. 

3. iBuyers
With all the hype the iBuyer model has received during 2019, 
this model only represents a fraction of the business, partially 
due to the fact that iBuyer fees can be up to 15 percent or 
more. 

Moreover, traditional firms have now started offering iBuyer 
services, competing directly with Opendoor, Zillow, and other 
iBuyer platforms. Agents are also aggressively pursuing 
sellers with targeted mailings that say, “We will buy your 
house for cash.” 

Look for a rocky road ahead for the iBuyer model, especially if 
there is a serious downturn. On the other hand, niched iBuyer 
models such as Knock that help owners avoid having to do a 
contingent sale to purchase a new home, seemed poised to 
be around as an important solution to that thorny issue.  

4. Two Major Developments on the Legal Front
The so-called “Bombshell” Moerhl lawsuit that was filed 
against multiple large companies and Multiple Listing 
Services, seeks to reduce seller commission costs by stopping 
the process shared commissions on the MLS. Instead, the 
buyer would pay the commission and negotiate directly with 
their agent. The industry has brought their biggest guns to 
fight this suit, which could drag out for up to 10 years or 
more. 

What’s Trending Now



In a second matter, the California Supreme Court Dynamex 
decision, that could have completely done away with 
Independent Contractor status for real estate, will no longer 
impact the real estate industry due to a carve out by the 
California State Legislature. The old Borello rules will still 
apply. We can all breathe a sigh of relief on this one. 

5. Race to Create End-to-End Platforms
The race is on to create a solution providing an end-to-end 
platform that meets consumer needs from the point they 
begin searching for a home to post closing. Keller Williams 
and Realogy are well positioned to dominate this, but Zillow 
and Realtor.com still are generating massive numbers of 
consumer visitors. This war will continue to heat up in 2020.  

6. Fair Housing Violations Take Center Stage
Agents across the country are required to take Fair Housing 
as part of their licensing training and in most states, when 
they renew their licenses as well. Nevertheless, a three-
year study by Newsday revealed widespread Fair Housing 
violations by Long Island real estate agents despite the state’s 
required Fair Housing training. This is the type of situation 
that can result in Justice Department intervention, massive 
fines, and a host of other ancillary issues. If you’re not 
aggressively monitoring what is happening in your brokerage 
in terms of how your agents are interacting with their clients, 
take steps to do so now. 

7. Compass Feuds with Everyone
Realogy has filed a lawsuit against Compass alleging “Unfair 
Business Practices.” Keller Williams President Josh Team has 
gone toe-to-toe with Compass CEO Robert Refkin over who 
will win the so-called platform wars. While Compass has 
received over $1 billion in funding, Team explained, “Gary 
Keller is willing to spend up to $1 billion alone on their tech 
platform.” Zillow also jumped into the fray over the Compass 
non-compete policy. 

Topping matters off, after Softbank’s fiasco with Uber and 
WeWork on the stock market, Softbank (who provides 
Compass’s funding) has now decided to shift their focus to 
profitability. While it may be too early to know what that 
means, the days of big signing bonuses and other perks at 
Compass may be over.   

8. Hispanic Homeownership Is Up, African American 
Homeownership Nosedives 
At the 2019 Housing Policy & Hispanic Lending Conference, 
the  National Association of Hispanic Real Estate 
Professionals® (NAHREP®) announced that from 2008 to 
2018, Hispanics accounted or 81 percent of U.S. labor force 
growth, were responsible for forming 39.6 percent of the U.S. 
households, and experienced a 62.7 percent increase in their 
level of homeownership.

Sadly, the black homeownership rate is now 30.5 percentage 
points lower than non-Hispanic whites (72.2 percent) and 22 
percentage points lower than the national homeownership 
rate of 63.7 percent. 

It will be interesting to see what happens as we roll into the 
2020s—will it be like the boom times in the 1920s to be followed 
by a huge downturn or something else that no one could ever 
have predicted? Hold on to your hat!



January is just around the corner and 
most of us will be making New Year's 
Resolutions. If you're like most people, 
you mean to do things differently in the 
New Year, but somehow, you get pulled 
off track. The force of habit is one of the 
most powerful forces that can interfere 
with your desire to change your behavior. 

Habits can support you to have a higher 
quality life, to achieve goals, and to make 
taking positive action easier. Conversely, 
habits can also block you from achieving 
your goals by keeping you trapped in old 
behaviors that no longer support positive 
action. 

Habits Take Energy to Maintain
Each habit, regardless of whether it 
supports you or not, takes time and 
energy to maintain. When a habit no 
longer provides a benefit, this habit not 
only takes up space in your life, it also 
drains you of valuable time, energy, and 
other resources.

Evaluate Your Habits
To determine which habits support or 
drain you, keep a journal for the next 

week of all your habits. At the end of the 
week, review the list you made and ask 
yourself: 

• What are the healthy habits that 
you engage in daily?  
 
For example, brushing and flossing 
your teeth is a healthy habit, 
especially if you engage in it daily. 

• Which habits are unhealthy or need 
to be eliminated?  
 
Munching on chips and dips while 
watching Monday night football 
or having a big bowl of ice cream 
before you go to bed every night, 
isn't particularly healthy. Moreover, 
it will probably also result in weight 
gain.

Let Your Old Habits Expire
The next step it to  identify three habits 
you would like to change. The goal here is 
to successfully change at least one habit. 
Start with the habit that will be easiest to 
change and tackle the hard habits after 
mastering some of the easier ones. 

In general, the quickest way to let an old 
habit expire is to replace it with some 

other activity that better supports your 
life and is more fun. For example, instead 
of munching in front of the television, 
consider taking a class, calling an old 
friend, or doing something that gets you 
away from the fridge and the television. 
Habits are virtually impossible to break 
when you go cold turkey, but are often 
easily changed when you substitute 
something else. 

When You Can’t Break a Habit
Habits often stay in place just from the 
sheer momentum of doing them all the 
time. If you continue to be stumped by 
a particularly tough habit, ask yourself, 
"What benefit am I getting from 
continuing this habit?" Are the benefits 
greater than the costs? 

If the benefits don’t outweigh the costs, 
identify a different behavior that you 
could substitute that will give you greater 
benefits. 

Then, when you're about to engage in 
the old habit, stop yourself and ask, "Is 
doing this behavior one more time really 

Is It Time to Let Some of 
Your Old Habits Expire?

Grow Your Leadership Skills

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



worth the cost or is engaging in a different 
behavior a better choice?" 

Thus, instead of falling victim to the sheer 
force of habit, you are consciously at choice 
with respect to your actions. 

These two simple steps, having awareness of 
the costs of an old habit as well as having an 
alternative habit to choose, are the simplest 
way to let those old, non-supportive habits 
expire. 

How to Replace an Old Habit
Determining when to replace a habit can 
be challenging. While it is easy to see 
subtle changes in others, it is often much 
more difficult to see subtle changes within 

ourselves. Here are some questions to 
consider when reviewing the usefulness of a 
given habit:

1.  Does a habit require a growing amount 
of energy (mental and/or physical) to 
accomplish? 

2.  Are you defensive when someone 
challenges the usefulness or outcome of 
your habit?

3.  Do you feel drained after you have 
engaged in the habit?

4.  Is the quality of your life declining due to 
this habit?

5.  Does a habit negatively impact your 
health or well-being?

6.  Does a habit cost more and more money 
to maintain?

7.  Does a habit make your life harder (i.e. 
increase struggle)?

8.  Does a habit make the accomplishment 
of your goals harder?

9.  Do you experience any guilt or shame 
around a habit?

10. Does a habit compromise one or more of     
  your core values?

If you answered “yes” to any of these 
questions, the beginning of 2020 is an 
excellent time to let that old habit expire 
and find a more constructive, supportive 
replacement.

Once you can identify the cost of a habit 
as well as what damage that habit may be 
causing, replacing it with a different behavior 
becomes much easier. When a habit is no 
longer supports your life, it is time to let it 
expire and to begin a new habit.

Happy New Year!





Listen Now!

How to Increase Your Emotional Resilience
This month we are pleased to welcome Kim Ades, the founder and President of Frame of Mind Coaching. Kim joins  
us with a lively session called, “How to Increase Your Emotional Resilience.” Here’s what she will be covering:   

• How to stop struggling and bounce back into action by integrating your thinking and your belief systems. 

• How changing your story can change your life and your business.

• Accountability coaching—unethical at best and extremely detrimental at worst? 

• The reason accountability coaching creates dependency and may actually harm long-term results. 

• The secret to success—know your big “why.” 

Podcast of the Month



Seven Tips for Having a Great Holiday Season 

Does the holiday season have you feeling 
stressed out? To keep your holiday season 
healthy, fun, and enjoyable, try following the 
seven tips,

1. Eliminate the bottom 20 percent of your 
activities
At holiday time, you must squeeze in 
normal work activities plus a wide array of 
other social activities. For many people, a 
few extra stressors are all that is necessary 
to overtax their immune system and make 
them ill. To avoid holiday overload, begin 
by identifying your priorities. 

Next, place them in rank order and then 
let go of doing the bottom 20 percent. The 
80-20 rule tells us we receive 80 percent of 
our benefits from completing the top 20 
percent of our activities. Since the bottom 
20 percent produces less than one percent 
of benefit, eliminating these activities will 
reduce your stress at little cost to you. 

If you decide to act on an item from the 
bottom 20 percent, decide what other 
item(s) you are willing to drop first. If 
this strategy works during the holidays, 
continue the practice into 2020. 

2.  “No” is a complete sentence 
We often overload our schedules by saying 
“Yes,” to things we really don’t want to do. 
When someone asks you to attend a party 
or to volunteer for something you would 
rather not do, say “No” without explaining 
or justifying. What makes saying “No,” 
difficult is our need to justify our decision. 
Justification is simply unnecessary. If the 

person presses you to say “Yes,” tell them, 
“I have another commitment” (even if the 
commitment is relaxing at home).
 

3. Distinguish between “wants” vs. “needs” 
“Needs” are priority items that you must 
complete whereas “wants” can go undone 
if necessary. Priority needs include making 
sure you have enough rest, personally 

by Bernice Ross

Spotlight



connecting with each agent in your office 
to help them set their 2020 business 
plans, and spending time with those you 
love. Wants may include attending holiday 
parties, sending out holiday cards, or 
putting up holiday decorations. While wants 
may add to the holiday cheer, make sure 
that your needs are handled first.  

4. Tackle big projects in pieces 
Whether it’s holiday cards, preparing a big 
get-together, or shopping, tackle those big 
projects in pieces. For example, if you’re 
throwing a big party, focus on handling 
the food on one day, the decorations, 
flowers, or whatever else you need on a 
different day, and the drinks and alcohol 
on a separate day as well. If you have to 
head out to the market or mall, do so first 
thing when there are fewer people around 
and you can get in and out quickly. To 
avoid stress, plan on each project taking 25 
percent more time than you anticipate. This 
will help you avoid trying to cram too many 
activities into too little time. 

5. Let go of expectations 
Stress often occurs when we have 
attachment to how people will respond 
to our cards, gifts, or even our presence. 
No matter what you receive, express 
gratitude. If people don’t acknowledge 
your gifts or your efforts, remember this is 
their shortcoming, not yours. Focus on the 
present and enjoy each moment for the 
gifts it contains. 

6.  Keep your alcohol and sweets intake at  
a minimum 
At parties, choose non-alcoholic drinks, 
high protein items, along with fresh fruits 

and vegetables. If willpower is an issue, 
park yourself as far as possible from the 
goodies and stay there. This allows you to 
avoid blood sugar crashes as well as that 
miserable diet in January. 

7. Alone for the holidays? 
Volunteer to serve a hot meal, visit a 
retirement home, or an orphanage. Others 
will appreciate your efforts and you’ll feel 
better too. Giving to others who have less 
than you do is one of the best ways to 
celebrate the holiday season. 

Most importantly, chase away the holiday 
blues with the gifts of laughter and song. 
When you’re happy, you seldom get sick. So, 
put a smile on your face, a song in your heart, 
and enjoy the holiday season!

December 7 
Pearl Harbor Remembrance 
Day

December 22 
Hanukkah Begins at Sundown

December 22 
First Day of Winter

December 25 
Christmas Day

December 26 
Kwanzaa Begins

December 31 
New Year's Eve

December 
2019
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As 2019 draws to a close, you may be creating business plan 
and looking forward to next year. If you want to hit the ground 
running in January, the more you prepare now, the better your 
January will be. Here are several simple strategies that utilize the 
power of one to have a great year in 2020. 

Questions to Ask
To take full advantage of the power of one, begin by setting 
some time aside where you can be grounded and focused 
without any distractions. Next, consider your entire life, not just 
the business part of it and ask yourself:

1. What one thing, if I did it consistently, would most improve my  
 quality of life? 

2. What one thing, if I stopped doing it, would most improve my  
 quality of life?

The next step is to consciously start that new habit and to stop 
doing the one habit that drains your energy. In fact, if your 
entire business plan only consisted of doing these two steps, 
I can guarantee you will create positive results. The reason 
is that while you’re building one of your strengths, you also 
simultaneously eliminating something that drains your energy. 

What Is Your One Word For 2020?
This is one of my favorite ways to align with my true priorities. 
I ask my coaching clients each year to choose a word for the 
upcoming year. 

The Power of One

The process is simple: Choose a word for the year that will be 
the linchpin (driving force) for your year. Some words might be: 
Clarity, power, purpose, alignment, focus, fun.

My word for this year is “accept.” It has served me well in that it 
reminds me, no matter what the circumstances are, if I accept, 
rather than resist, things will flow forward more quickly. I am 
also reminded of useless and energy-draining judgements my 
ego comes up with about others. 

There is a great little book, One Word That Will Change Your Life  
that explains this process in depth. If you just take your time, the 
right word will bubble to the surface over the course of several 
days. 

Growing by One Percent
Many people are reluctant to set lofty goals, because they don’t 
know HOW to accomplish them. When it comes to tackling a 
lofty goal, the old advice about how eat an elephant applies: one 
bite at a time.. 

Agent Coaching Guide

by Joeann Fossland, Chief Evolution Officer, Advantage Solutions



For example, what would happen that if each week, you 
increased your productivity and effectiveness by only one 
percent? By the end of the year, you will ’d have increased 
by more than 12 percent. One percent improvements create 
champions over time.

What if you did that ONE thing you identified at the beginning 
of this article by one percent more every month. For example, 
say that you spend an hour every day connecting with potential 
clients, then you increase it to 66 minutes in month two, and 
then 72 minutes in month 3, and so forth. 

What about Savings?
One of the pitfalls of being an independent contractor is that you 
don’t receive a regular paycheck or a company retirement plan. 
Saving regularly can be one of the most important things you 
do. What if you boosted your savings rate by one percent per 
month? So, If you earn $2,000 per month, 1 percent is $20 the 
first month, then $40 the second month, $60 the third month, 
etc. By next year, you’ll  be saving 12 percent more of your 
income than you do today.

Try making 2020 a great year, one percent at a time! 



Two Case Studies on How to Solve the Homelessness Problem
by Bernice Ross
From Our Publication RealClues

As Americans gather to celebrate the 
holidays and the upcoming New Year, 
thousands of people in this country are 
homeless. The Community First! Village 
in Austin and Haven for Hope in San 
Antonio are shining examples of what 
can be done when communities come 
together to deal with the homeless 
problem. 

At a recent dental appointment, my 
dentist and his assistant were discussing 
one of the most controversial issues to 
hit Austin—the City Council’s decision 
to allow the homeless camp on public 
streets. Once the ordinance passed, 
tent cities immediately popped up on 
Austin city streets. Along with them, so 
did the same types of issues that Los 
Angeles, Seattle, and San Francisco are 
experiencing. 

Community First! Village 
Austin, Texas
My dentist told me that he was 
volunteering his services, along with 
29 other dentists, one day a month at 
“Community First! Village.”  One of the 
dentists had donated two chairs and 
all the necessary equipment for a small 
dental office. 

The Community First! website explains 
how this innovative approach to the 

homeless problem works: 

Welcome to the most talked about 
neighborhood in Austin, Texas! 

Community First! Village is a 51-acre 
master planned community that 
provides affordable, permanent 
housing and a supportive community 
for men and women coming 
out of chronic homelessness. A 
development of Mobile Loaves & 
Fishes, this transformative residential 
program exists to love and serve our 
neighbors who have been living on 
the streets, while also empowering 
the surrounding community into a 
lifestyle of service with the homeless. 

The first phase of the community covers 
27 acres and houses 200 formerly 
homeless men and women with 100 
RV/Park homes, 130 micro-homes, 
and a wide array of shared community 
amenities including an art house, cinema, 
concessions, catering, community 
market, organic farm, memorial garden, 
prayer labyrinth, family health resources, 
walking trails, and a woodworking shop.

Medical, religious, community, and 
business volunteers donate their time, 
money, expertise, goods, and services. 
Each resident is required to help operate 
and maintain the community. 

My dentist was impressed with 
the results—Community First! is a 
vibrant place to live with access to 
transportation, much needed services, 
and a close-knit, supportive community. 

Haven for Hope
San Antonio, Texas
In 2006, business and civic leader Bill 
Greehey recognized the serious problem 
of growing homelessness in Bexar 
County. Greehey began an effort to 
create Haven for Hope as an independent 
501 (C)3 non-profit organization. In 2010, 
his efforts culminated with a $101 million 
Haven for Hope, a 22-acre campus with 
17 buildings employing 250 people. 

Today, Haven for Hope provides shelter 
and services to approximately 1,700 
of San Antonio’s homeless population 
of 2,872, including 300 children. The 
campus is like a community with 184 
non-profits on site. A homeless person 
or family can get housing, education, 
counseling, and support, including basic 
medical and mental health care. 

President and CEO of Haven for Hope 
had this to say about this community: 

I’ve watched a metamorphosis take 
place when someone has lived on 
the street or has a mental imbalance 
that can’t take care of themselves and 
they get new clothes and it changes 



them not just the way that they look 
to me or others, but the way they see 
themselves. 

Haven for Hope requires about $20 
million a year to fund the campus. That 
funding comes from the City of San 
Antonio ($4.5 million), Bexar County 
($1 million), State of Texas ($4 million) 
United Way ($1.5 million), and private 
philanthropy ($8 million).  

As of this date, over 250 cities have 
looked at Haven for Hope as a model to 
address homelessness in their cities. 

In the meantime, back on the streets 
in Austin
Texas governor Greg Abbott gave the 
City of Austin until November 1, 2019, 
to address the homeless encampments 
on the city streets. If the City failed to 
do so, Abbott said he would bring the 
full weight of the various Texas State 
agencies to bear on the problem. 

That’s exactly what happened, although 
many of the homeless people were 
merely moving elsewhere while 
TXDOT (the Texas Department of 
Transportation) handled the cleanup. 
After they left, many of the homeless 
returned back to the area.  

On November 7, 2019, Governor Abbott 
announced that the State of Texas had 
officially opened an area in Austin where 
the homeless can camp temporarily. 

According to spokesperson John 
Wittman, 

The state-provided location 
includes portable restrooms, hand-
washing stations, and comes with 
commitments from local charities to 
deliver food multiple times during 
the day," Wittman said. "This location 
will provide access to healthcare 
providers and homeless caseworkers 
to provide care for the homeless.”

A new coalition is looking to raise $14 
million in private funds to support 
Austin’s homeless population by opening 
a new shelter, storage facility, and family 
reunification program. 

The temporary facility will remain in 
place until the new shelter opens. 

On November 12, 2019, Austin decided 
to scrap their current plan to renovate 
a large office building as a homeless 
shelter. Instead, the bond money would 
now be used to acquire existing hotels 
and motels to house the homeless.

But What about California?
There’s no reason the same approach 
couldn’t work in California or in other 
places. Across the country, malls, 
schools, and hospitals are being 
shuttered and closed. Could these and 
other vacant facilities be repurposed to 
create a campus like those in Austin and 
San Antonio? 

As Community First! and Haven for 
Hope illustrate, we can greatly reduce 
the homeless problem if we have the 
will to do so. Businesses, non-profits, 
philanthropists, community volunteers, 
and those of us in the real estate 
community who would like to take 
action, have struggled with what to do. 
Community First! and Haven for Hope 
are successful programs that other cities 
are looking to as models to address the 
homeless problems in their areas. There 
are numerous other ways to address this 
issue, but it begins with individuals and 
communities banding together to find 
what will work in their area. 

My personal wish for 2020 is that we 
see even more solutions emerging to 
cope with this very difficult and thorny 
problem. 



Week of December 2, 2019
Beat Your Fear and Become Rejection Proof

  
Does knocking on doors, negotiating face-to-face, or having 
someone tell you “no” terrify you? If you’re ready to beat your 
fear and to become “rejection proof,” today, we’re going to look 
at some tips from Jia Jiang’s book, Rejection Proof, to show you 
how.

1. Ask: Has anyone read the book Rejection Proof by Jia Jiang? 

2. Discuss: If you haven’t, this is a must-read for any real estate 
professional. Not only does it have great lessons for your 
business, it will also help you to cope with the rejections 
you encounter in everyday life.  In this book the author 
documents his 100-day journey through rejection. Yes, you 
heard me correctly—he spent 100 days doing things to get 
people to reject him, things like: Walking into Krispy Kreme 
donuts and asking the woman at the counter to rearrange 
the donuts into the shape of the Olympic Rings. Or walking 
up to a police officer and asking if he could drive the patrol 
car. He even knocked on a stranger’s front door and asked 
permission to play soccer in his backyard. 

3. Group discussion: Do you think there is a difference 
between failure and rejection? How do you respond when 
you fail? Is it different from when you’re rejected? 

4. Explain: According to Jiang, “When you fail at something, 
such as a business venture or a career, it feels unfortunate 
but understandable and often tolerable, because it could be 

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.

due to a host of factors. In fact, entrepreneurs love to tell 
and hear stories about failure because those letdowns are 
often stepping-stones toward eventual success.”

 In contrast, “Rejection involves another person saying 
'No' usually in favor of someone else, and often face-to-
face. When we experience rejection, we are left with two 
unhealthy choices. If we believe we deserved the rejection, 
we blame ourselves and are flooded with feelings of shame 
and ineptitude. If we believe the rejection is unjust or 
undeserved, we blame the other person and are consumed 
by feelings of anger and revenge.” 

5. Ask: Have you ever had someone tell you “Don’t take it 
personally” or “Be tough and move on”? How did that make 
you feel? 

6. Discuss: Comments like that aren’t usually helpful and they 
certainly don’t help you to cope. In terms of your physical 
response to social rejection, your body’s response is exactly 
the same as it is to physical trauma. One strategy that 
lessens physical pain also works to cope with rejection.  Can 
you take a guess at what strategy that is? (If you want to get 
a laugh, you could say, “It doesn’t involve alcohol.)

7. Explain: It’s humor! Research has proven that pain 
thresholds increase when people watch comedy. Paul 
Pearsall’s research found that laughing a 100 times a day 
was a powerful force for warding off cancer and heart 
disease. In each case, it’s due to the release of endorphins. 
Endorphins relieve the physical part of the pain and reduce 



12. Group discussion: You probably know by now that 
arguing doesn’t accomplish much, and certainly leads to 
more rejection. What have you done in the past to shift an 
argument into an agreement?

13. Explain: Jiang says, “Arguments are a magnet for rejection” 
and “Arguing turns potential collaborators into enemies.” 
To shift this pattern, rather than arguing with a client who 
disagrees with you, make it clear that he or she has the 
freedom to say “No.” Look for a way to collaborate with the 
individual. For example, if you receive a low offer on one 
of your listings and your sellers are livid, explain that the 
sellers always have the right to say “No.” Next, ask them to 
collaborate with you to come up with a counteroffer that 
would work for them. 

14. Ask: Do you give up when someone says “No”, or do you 
remain persistent?

15. Explain: Sometimes no matter what you do, the only 
response you will receive will be “No.” Continued persistence 
would only make the situation worse. Jiang says. “Before 
deciding to persist or quit, step back and make the request 

anxiety as well. If you have ever defused a tense or unhappy 
situation by telling a joke, you know how powerful this 
approach can be. 

8. Group discussion: If someone says “No” to you, can you 
think of any way to keep the door open, so to speak? 

9. Explain: When Jiang first began his journey, he left the 
moment someone told him “No.” He then decided to try 
a different strategy. When he asked a stranger if he could 
plant a peach rosebush in the man’s yard, the man turned 
Jiang down. Jiang asked, “Why?” The man explained that he 
didn’t like flowers in his yard. On the other hand, the woman 
across the street would probably be delighted to receive 
the rosebush. This was exactly the case. By politely asking 
“Why,” Jiang received a referral that appreciated his gift. 
Consequently, the next time you encounter a “No,” politely 
ask “Why?” 

10. Discuss: When you’re negotiating and get a rejection, have 
you ever used the strategy of asking for a lesser request or 
asking from a different angle? For example, if a seller turns 
down one of the terms in your offer, ask if there is a different 
concession that he would make to move the negotiation 
forward. If so, how did that approach work for you?

11. Explain: Jiang went to McDonald’s and asked for a 
McGriddles® sandwich in the afternoon. The woman serving 
him couldn’t help him because the machine that cooked 
the eggs and sausage had already been cleaned. Jiang 
shifted gears and asked, “Can you make me something like 
a McGriddles®?” She was able to serve him a griddlecake 
with cheese. This moment taught him a powerful third way 
to cope with rejection: retreating, reassessing, and trying a 
new approach. Robert Caldini’s book Influence outlines what 
makes this approach so powerful: people don’t want to feel 
like jerks and are much less likely to say “No” to a second 
request. 



3. Group discussion: Please share some of the over-the-top 
requests you’ve had from buyers, and how you dealt with 
their requests. 

4. Ask: Do you typically recommend a home warranty to your 
sellers when they list with you?

5. Explain: You never know when a hot water heater can burst, 
the AC can go out, or some other major system will have 
an issue. With a seller’s home warranty, if anything is found 
during the inspection, the seller is out the cost of a service 
call and that’s it. This is an inexpensive way to deal with some 
inspection issues, especially when the seller may have not 
realized there was a problem.

6. Ask: When work needs to be done on a listing as a result of 
the inspection, how many of you generally think it’s best for 
the seller to complete the work? How many of you encourage 
the seller to give the buyer a credit for the work and have 
their own contractors complete it?

7. Explain: This story from Bernice Ross will illustrate why it’s 
smart to let the buyer do their own work

When I worked in Southern California, our company policy 
on inspections was to have the buyers take a credit for the 
work and have their own contractors complete it. I once had 
an attorney client who had a six-month old baby. The roof 
inspection came back with damaged shingles. The seller 
supposedly had a licensed roofer repair the damage. In the 
first big rain, the roof leaked right on the baby’s crib. Needless 
to say, my clients were livid and everyone ended up in court. 
The seller claimed that he had a licensed roofer handle the 
issue. The judge ruled that the seller was responsible for the 
damages. It was up to the seller to seek reimbursement from 
the roofer for the faulty work. If the buyers had been given a 
credit, they would have had her own roofer. The dispute would 
have been between the two of them rather than involving the 
seller and the agents. 

to a different person, in a different environment, or under 
a different circumstance.”  A classic example would be 
the seller who just listed their property and rejects your 
buyer’s low offer. If your buyers are still interested eight 
weeks later and the seller’s property hasn’t sold, the seller’s 
circumstances may have changed where they would be 
willing to accept the offer.  

End the meeting with this thought: Rejection is a part of life. 
The next time you encounter rejection, tap into your rejection 
toolbox with the tips we explored today. While you may not get 
exactly what you expected or wanted, what you will get almost 
always will be better than walking away and feeling rejected. 

And please remember these words from Harvey Mackay:
Most fears of rejection rest on the desire for approval from 
other people. Don't base your self-esteem on their opinions.

Week of December 9, 2019
Riding the Inspection Roller Coaster 

We all know the inspection process during any transaction can 
be a challenge. What’s really frustrating is nit-picky inspectors 
and buyers who expect the house to be perfect and submit a 
ridiculous list of repairs. The next time you feel like screaming, 
“You’ve got to be kidding,” here are some pointers to help your 
sellers avoid getting stuck with making unnecessary repairs. 

1. Ask:  Raise your hand if you’ve ever dealt with an over-
zealous inspector or buyers who wanted everything to be in 
brand-new condition regardless of the age of the home.

2. Explain: The truth is, buyers typically want a home in move-
in condition, but sometimes they can go overboard with 
their requests. If there was ever a reason for hiring a strong 
listing agent to represent a seller, negotiating through the 
inspection period is it.



8. Ask: Have you bumped into the situation where the buyers 
were doing everything they could to win the property, but 
then used the inspection to work the seller’s price down? 
What happened and how did you handle that?

9. Explain: Savvy listing agents have figured out it’s wise to give 
the buyers time to inspect the property and then have them 
come in with an offer without an inspection contingency.

10. Group discussion: Let’s discuss some examples of what 
is a legitimate repair, what is preventative, and what is 
simply outrageous. For example, the buyer requests the 
seller to change the type of sprinkler heads or expects the 
seller to replace the hot water heater because it’s seven 
years old, even though it’s still working perfectly. What 
are some examples of outrageous requests that you have 
encountered? What are examples of some preventative 
repairs? 

11. Explain: The challenge is that many buyers are demanding 
that the properties are like new. (If they had ever built a 
new house, they would know that “new” means a year of 
uncovering all the things that weren’t done properly during 
construction.) In fact, one broker friend told me her buyers 
wanted everything in a 150-year old house to be perfect. 
Another told me that the buyer’s estimate to add a shower 
to an existing bath was $140,000. They both confirmed that 
some inspectors are nit-picking to show their value and 
not doing a very good job of explaining what is a legitimate 
repair, what is preventative, and what is simply outrageous. 

End the meeting with this thought: When all is said and done, 
it comes back to having a strong, competent broker on your side. 
A good broker can explain to the other agent and clients what is 
preventative and not required—and keep all the parties at the 
negotiation table until all the issues are worked out. This will 
prevent you from losing the deal or having your sellers paying  
thousands of dollars in unnecessary inspection related work. If 
possible, be sure to get a credit from the seller so the buyer can 
do the work with their own contractor.  Also, always do your best 
to make sure that every property you sell has a home warranty. 

Week of December 16, 2019
Make Way for Better Opportunities in 2020 

What would it be like if you were free of the old stuff from 
2019 that is holding you back? You know—that laundry list 
of “I shoulds”—the lead generation you should be doing, the 
unfinished projects, the old files that need to be cleared out, and 
the email subscriptions you no longer read. One of the greatest 
gifts that you can give yourself this holiday season is to clear out 
all that old 2019 stuff and to start 2020 with the cleanest slate 
possible. Today we’re going to look at how to do this.

1. Ask: With a show of hands, how many of you have a bunch of 
little things in your life that annoy you, but you tolerate? For 
example, you pull a shirt out of the closet and remember it’s 



missing a button. At that point, you tell yourself, “I need to fix 
that” but instead you just put the shirt back in the closet?

2. Explain: A toleration can be something as simple as a 
missing button from a shirt, your floormats that need 
cleaning, or any of the hundreds of other little things that pull 
you off focus over the course of your day. Tolerations are like 
paper cuts. They are often minor, but the cumulative effect 
of not dealing with them results in serious pain and loss of 
productivity. The point is that every time you encounter the 
toleration it interrupts your thoughts with, “that’s bugging 
me,” or “I need to take care of that.” Each time you notice it, 
you’re experiencing the equivalent of another paper cut. 

3. Group Discussion: Can you give some examples of 
tolerations? (Take several shares and you can even supply a 
few of your own.)

4. Discuss: The first step in ridding yourself of tolerations is to 
make a list. Most people can list about 20 tolerations and 
then they hit a wall. If they persist, they discover there’s 
easily another 80 or more. Once you have made your list, the 
next step is to eliminate one toleration per day. It makes no 
difference where you start or which toleration you choose. 
The idea is to reduce the cumulative effect of these energy 
drainers.  

5. Group discussion: How good are you at saying “No”? Do 
you find yourself saying “Yes” to something when you really 
want to say “No”? How many times have you agreed to do a 
showing when you had previously scheduled family time and 
you ended up resenting the decision?

6. Explain: If you want to maintain healthy boundaries and 
avoid being stretched too thin, learning to say, “NO,” is an 
absolute must. It’s also a powerful way to avoid creating 
more tolerations. Keep in mind that “No” is a complete 
sentence—you don’t have to explain or justify your reasoning 
to anyone! If a client presses you on why you can’t take them 

out to look at houses at a certain time, simply say, “I have a 
conflicting appointment” and give the client two other times 
you could do the showings. Do this even if the conflicting 
appointment is having some quiet time at home to relax.

7. Ask: Did you know that working in a cluttered office saps 
your energy?

8. Explain: While it takes energy to keep your office (or home) 
tidy, working in a cluttered space takes more energy, and you 
waste time looking for things. The best way to experience the 
impact of having a clean office is to consciously monitor what 
it’s like to work in your cluttered office for one month. Next, 
clean your office (or at least collect your papers and put all 
non-essential paperwork into boxes that are stored outside 
your work area.) Keep your office clutter free for one month. 
At the end of the two months, compare notes and see which 
approach best supported your concentration and your 
productivity.

9. Ask: Did you have a project or task that you thought you’d 
get done when you were thinking about your goals for 



2019—but you never got around to working on it? What kept 
it from getting done? 

10. Explain:  Chances are, this project really isn’t a priority. If it 
didn’t get done in the past 12 months, it’s unlikely that it will 
get done in 2020—so free up your energy by dumping it. Or 
if it is somewhat important, but not important enough to do 
it yourself, delegate it to someone else. The goal is to get it 
off your to-do list. You’ll feel more energized to have that not 
weighing you down anymore.

11. Ask: I know a number of you probably have a bit more credit 
card debt that you would like. What are some ways that you 
could reduce your credit card debt?  

12. Discuss: Credit card debt is a major toleration that cuts 
you over and over each month as you pay not only for your 
purchase, but interest on top of interest. If you have the 
ability to clean up any of your credit card debt, do it as soon 
as possible. For example, rather than paying interest to the 
credit card companies, put that money towards an education 
fund for your children or for your retirement. To do this, 
get in the habit of paying off purchases each month. If you 
don’t have the money to pay for an item at the end of the 
month, don’t buy it unless it is an absolute necessity such as 
medicine or a business related expense such as car repair 
or gasoline. Credit card debt cuts limits your opportunity 
for a better life for years to come. An excellent tool to help 
you see how your debt is influencing your credit rating is 
CreditKarma.com.

End the meeting with this thought:  A ship without a rudder is 
at the mercy of the sea and winds. Your values are the rudder in 
your life that will help you to steer the course that best supports 
you. Identifying your values will help you to clarify exactly which 
priorities are most important. Let these values be your guide as 
you begin 2020, handle a toleration a day whenever possible, 
and watch what shows up—if you do so, 2020 may be your best 
year ever. 

Week of Week of December 23, 2019 
Take a Break

 
Are you always going 100 mph at work and stressed out at the 
end of the day? If so, you may need to take a break! Today we’re 
going to look at several ways to take a break that will help you be 
more productive, happier, and healthier!

1. Group discussion: What does “taking a break" mean to you? 
Take the next couple of moments to jot write down how you 
currently define and take breaks. 

2. Ask: How can you tell if you've had good break?

3. Explain: The way to tell is whether you feel energized after 
taking your my break or do you feel more drained?" If you're 
"fresh" and "ready to roll," you've had a successful break. 
If not, you may need to consider taking a different type of 
break.

4. Explain: Webster defines “break” as "interrupting one’s 
activities or occupation for a brief period (i.e. break for 
lunch).” So, if you’re eating at your desk—you’re not really 
taking a break because you’re still at your desk. To take a 
break that will leave you refreshed and ready to get back to 
work, here is one suggestion: Get up from your desk and go 
outside. 

5. Ask: What are some types of breaks that you have found to 
be refreshing? (Take several shares.) What types of breaks 
didn’t leave you feeling refreshed? (Take several more 
shares.) You could also give some other examples if you like, 
“Stepping outside to feel the sun or rain on your face is a 
great way to relax your mind and clear your thoughts. If the 
weather is nice, have your meals outside. Eating outside is a 
great way to signal your brain it’s time to kick back and relax.)



6. Ask: Do you ever have those moments when you’ve read the 
same document or email several times, and you still don’t 
recall what you read? What do you do when that happens?

7. Explain: When you find that your focus is dwindling or 
non-existent, this is an excellent time to take a break. 
Unfortunately, most real estate professionals seldom 
take real breaks from the business. The result is fatigue, 
exhaustion, reduced performance, and often illness. If you're 
ready to increase your effectiveness and have more energy, 
taking well-timed breaks just may be the perfect solution. So 
here’s our next tip. The next time you feel you need a break, 
treat yourself to a "simple" pleasure. Do this at least twice a 
day. Your treat can be a delicious snack you look forward to, 
10 minutes of reading, or some brief activity that takes you 
away from your work and makes you feel relaxed.

8. Ask: What are some “simple pleasures” that you could do 
daily that would be something to look forward to each day 
when you want to relax or take a break? 

9. Group discussion:  How do you feel when you’re listening 
and dancing to your favorite music? Energized? Happy? 
Relaxed?

10. Explain: Dancing is a great way to get some exercise, to take 
a break, AND improve your performance. Research shows 
that humans have limited attention spans and that periodic 
breaks are necessary to operate at peak performance. In fact, 
even when you are at peak attention, your concentration 
only lasts a few seconds as your brain shifts from thought 
to thought. Consequently, "peak attention" is characterized 
by the percentage of time you spend focused on the task 
at hand as opposed to the length of time. You can increase 
this percentage by taking well-timed breaks that allow you to 
keep the percentage as high as possible.

11. Ask: Do you ever take work home with you and sit in front 
of the TV while you work? How does that make you feel? Are 
you as effective working at home as you are at the office?

12. Explain: When you bring your work into your "break" areas 
(your living room, bedroom, family room), you reduce your 
work effectiveness as well as your "break effectiveness." 
To reduce your stress and to take more effective breaks, 
designate a specific area where you only do work. Avoid 
doing any other type of activity in this area. By the same 
token, if you want to maintain peak performance, keep your 
"break" areas separate from your work area. Furthermore, 
unless you want an on-going case of insomnia, avoid paying 
bills or doing any other type of work in your bedroom. 

13. Ask: Raise your hand if you’ve ever taken a break from being 
on the computer by playing a computer game for a few 
minutes? 

14. Explain:  Guess what? If you did that, it wasn’t really a 
break—it was a diversion! Remember, a "break" is for a 
"brief period." In contrast, “diversions” can actually pull you 



off track by becoming an extended activity. For example, if 
you "take a break" by exercising, you have a "break" if it's a 
brief activity. In contrast, when the "break" requires more 
time than the original project, then it's no longer a break, 
but a primary activity. This is especially true when physical 
exercise, alcohol, or other recreational activities diminish 
productivity. Remember, a "break" requires both a change of 
location and activity. This shift is what helps you to maximize 
your productivity and focus.

15. Ask: What kind of things do you do to engage in self-care? Do 
you routinely schedule it on your calendar?

16. Explain: Another way to make sure we fit those breaks in is 
to schedule them daily. One of the greatest challenges real 
estate professionals face is finding the time to practice self-
care. Once your schedule settles down after the holidays, 
instead of plodding through that ton of work when you’re 
exhausted, try this simple experiment. Plan at least two 
additional 10-minute breaks per day during your normal 
working hours. The secret is to put these breaks into your 
schedule and to treat them like an appointment with a client. 
To make your breaks effective, be sure that you change the 
activity you are doing as well as the location, even if it means 
just walking around the block. At the end of this week, see if 
your energy isn't better than it was when you were not taking 
effective breaks.

17. Discuss: You probably don’t think of prospecting as taking 
a break, but here’s a suggestion that will give you a break 
and help you have more conversations. Research shows that 
owning a pet reduces blood pressure while also dramatically 
improving our sense of well-being. Take your pet for a walk 
at a local park, a busy neighborhood, or other public area. 
Another great alternative is to sit down with your pet outside 
a supermarket or a department store. People will generally 
come up to talk to you and your pet. The key here is to make 
sure you're wearing something that identifies you as being 
in real estate such as a name badge or a polo shirt or a cap 

with our company’s logo on it. In fact, if you really want to 
grab some attention, you can always put the shirt on the dog. 
Your pet can help you meet new prospects in a much more 
friendly atmosphere as well helping you to increase your 
name recognition in your service area.

18. Discuss: Another way to know if you need a break is if you 
find yourself reaching for that cup of coffee. Caffeine may be 
useful when used in small quantities on an irregular basis. 
When you use caffeine regularly, just like any other drug, 
your body builds up a tolerance. The more you use, the more 
you need. While small amounts of caffeine appear to help 
your focus temporarily, large amounts actually disturb your 
ability to concentrate. A great way to avoid having to jack 
up your energy with caffeine is to take your breaks before 
you actually need one. When you wait too long, you get a 
second wind, but when this disappears, you are even more 
exhausted. No one can run at full capacity all the time. Well-
timed, relaxing breaks actually allow you to accomplish more 
in less time with less effort. Carefully managing your energy 
will help you to retain energy throughout the day. 

End the meeting with this thought: Of all the tips we have 
covered on how to take a break, this one if probably the most 
important since it protects your heart. Most people believe that 
you have to jog daily and follow a strict diet to limit their risk of 
heart disease? Surprisingly, you can dramatically reduce your 
risk of heart attack by having five leisurely evening meals a week 
with your loved ones. If you follow up the meal with an activity 
that makes you laugh, you not only reduce your risk of heart 
attack, you also strengthen your overall immune response as 
well.



“Quick Hints” allows you stay in regular contact with your 
agents, even when they don’t make it into the office. Each 
week we will provide you with at least two pre-written 
communications for your agents. Here’s how to use each 
type: 

    Profitability Tips 
Each week our profitability tips provide your agents with 
a single strategy, system, or tool to help them become 
more profitable. You can email these tips, post them on 
a private Facebook page for your agents, or use them to 
create a video email. 

Thought of the Week
These are inspirational quotes that can help agents stay 
focused and on track. You can send them as a text  
message, tweet it on Twitter, post it with a photo or  
image on Instagram, or use it to create a quick video 
email each week. 

Quick Hints 
Weekly Agent Profitability Tips 

Week of December 2, 2019
 

Profitability Tip: Web and Social Media Marketing Work 
Best with Print 
A major mistake many agents make is completely dropping 
their print marketing programs to devote themselves 
to marketing exclusively through their websites, social 
media, and blogging. Your web and social media marketing 
campaigns will work better if you tie them to your print 
marketing efforts. To succeed using print advertising, 
direct your readers to your website where they can find 
additional information. For example, you could create a 
website for your area such as LakeSideWaterfrontHomes.
com or AustinBestRealEstateBuys.com. Use postcards to 
invite people to these sites and remember, don’t put your 
picture on the postcard. Make your print marketing about the 
consumer, not about you. 

Thought of the Week:
A goal is a dream with a deadline.  
                           — Napoleon Hill



Week of December 9, 2019

Profitability Tip: Open House Hot Listing List
Here’s a great way to capture the attention of your open 
house visitors and to get them to give you their name and 
number. Before each of your open houses, identify at least 
ten houses that are really good buys. Include a variety of 
property types including a few homes that are well-priced 
and in great condition, first time buyer properties, fixers, 
and investment houses. It’s also smart to include great 
listings where the seller has plenty of equity and can close 
easily. Be sure that none of these properties is open. You 
can then either print out the information without the 
property addresses or have a slide show prepared that you 
can show them on mobile or iPad. Ask your open house 
visitors if they would like to see any of these properties 
that are not open today. If so, schedule an appointment 
immediately following your open house.  

Thought of the Week: 
Success is the ability to go from failure to failure without losing 
your enthusiasm.           
       — Winston Churchill

Week of December 16, 2019

Profitability Tip: Improve Your Business One Step at a 
Time 
It seems as if changes are taking place so fast that it’s simply 
impossible to keep pace with all of them. Rather than being 
overwhelmed by all the changes, especially in the area of 
technology, take this simple approach. The way that you 
make big changes is by taking small baby steps one at a 
time. For example, don’t try to get started on Instagram and 
YouTube at the same time. Instead, see which one appeals 
to you most and experiment with it for a month or two. 
When you feel you have integrated that new tool into your 
business, add something else. If you add one new tool every 
two months, you will have six major changes you have made 
to your business over the last year.  

Thought of the Week: 
Nobody who ever gave his best regretted it.      
              — George Halas



Week of December 23, 2019

Profitability Tip: Go for Win-Win 
One of the biggest reasons agents fail to obtain a listing or 
close a sale is that they treat negotiation as a win-lose game 
that they have to win. If you feel yourself experiencing a 
strong need to win during your next negotiation, remember 
that it’s their house, it’s their mortgage, and it’s their decision. 
Your role as an agent is to support your clients in their 
decision making process—not to be one-upping them by 
trying to prove that you’re right and they’re wrong. 

Thought of the Week: 
Life is a great big canvas, and you should throw all the paint on  
it you can.                                      
           — Danny Kaye

Take Charge of Your Choice

Persistence, the ability to continue to pursue a course 
of action even in the face of numerous obstacles, 
requires taking control of your choices. People who 
feel that they control their choices are happier, more 
emotionally resilient, and live longer. In contrast, lack 
of control can result in depression and powerlessness. 
To illustrate how deadly this situation can be, when 
elderly people are forced to leave their homes against 
their will, 50 percent die within 12 months.

Former United States Senator Robert F. Bennett 
observed how critical the power of choice is:

Your life is the sum result of all the choices you 
make, both consciously and unconsciously. If you 
can control the process of choosing, you can take 
control of all aspects of your life. You can find the 
freedom that comes from being in charge yourself.

—Excerpted from The PQ Factor
 by Bernice Ross




