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Give Yourself the Gift of a Perfect Day

Happy 2020! 

If you’re like most of us, you do a great job for caring for everyone 
else in your life, but often don’t take enough time for you. A great 
way to kick off the New Year right is to schedule one day in January 
where you create your perfect day. This will be day filled with what 
you love to do and what brings you joy. 

To create your “screenplay” for your perfect day, begin by 
answering the following questions: 

• What would that day be like?  

• Where would you be? 

• What would you do? 

• Who would be with you? 

• What would you eat? 

• What clothes would you wear?  

• What activities would you choose? 

Bernice Ross
Editor-in-Chief
CEO and President, 
BrokerageUP! Inc. 
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The next step is to organize your day. Will you spend the morning 
with a leisurely breakfast and a great cup of coffee in front of the 
fireplace or will you be out to hike, ski, snowboard, or doing some 
other activity? Take a few moments to describe each of the main 
activities from your perfect day. 

Now read through what you have written. Does it make you feel 
good? If so, what types of changes would you have to make to 
have your perfect day at least once a month or even once a week? 

Implement Your Perfect Day Activities throughout the Year
Creating a perfect day every day is a process. Each small step you 
take moves you towards having a happier, more satisfying life. For 
example, who did you choose to share your perfect day? These 
are the people who bring you joy and happiness, who support you 
in having a great life. To increase the happiness in your life, spend 
more time with these people doing fun things you enjoy. 

From the Editor



Take Better Care of You
What types of activities you chose? Did you choose to have a 
massage, a meal out, or some other type of pampering where 
someone else was responsible for caring for you? Your choice of 
activities is often a good barometer of what is most satisfying to 
you in life. 

Real estate professionals often put in lots of time and effort 
into helping others, often at the expense of your own energy 
and well-being. Engaging in your own self-care is the foundation 
upon which a great life is built. 

Can’t Have the Entire Dream?
Did your screenplay include a trip or an activity that is simply 
out of reach? Is there a viable alternative that is within reach? 
For example, if you dream of sailing around the world, but you 
don't have the funds to buy a sailboat, explore the possibility of 
renting one for the day or taking a sailing class. 

If you dream of visiting China, check Netflix, NatGeoWild, or the 
Smithsonian channel for a travel show about China. Watch it 
after a great dinner of Chinese food. You could also check out 
various tours and cruises of China. Read about the excursions, 
the history, and make a plan to start saving for that dream trip. 

Increasing your happiness comes from taking a series of small 
steps that bring you joy today. Now make a date with yourself to 
have "Your Perfect Day" in the next 30 days and have a fantastic 
2020! 

Bernice

January 2020

January 1 - New Year's Day

January 13 -  Make Your 
Dream Come True Day

January 20 
Martin Luther King Jr. Day

January 24: National 
Compliment Day



What’s Next for 2020?
What can you expect in 2020? We know the political environment 
is in turmoil, but if history holds true to course, Presidential 
election years tend to be good years for the real estate business. 
The demand for entry level housing is higher than ever and 
the inventory shortage, especially in entry level properties, will 
probably become even more acute in 2020. The upper end of the 
market may see price declines as inventory continues to build. 

1.  Predictions for 2020 from Realtor.com Chief Economist 
Danielle Hale include:  

• There will be a slight uptick in the mortgage rates by 
the end of the year to 3.88 percent (although other 
forecasters predict a slight decrease in rates). 

• Median prices will increase less the one percent. 

• Existing home sales (largely due to the inventory shortage) 
will decrease by 1.8 percent. 

2. Homeownership rates increased from 63.8 percent in 2018 
to 64.6 percent in 2019. Expect a slight increase in that rate 
during 2020, but still below their 2004 peak of 69.2 percent.  

3.  Corelogic reports that single family home prices increased by 
3.5 percent in 2019 and predicts that they will increase by 5.6 
percent by September of 2020. 

4. Affordability continues to be a major challenge:

• In Q3 2017, the affordability and median home price were 
close to being exactly equal. 

• As we move into 2020, the median home price is 
$270,900 while the affordability index has dropped to a 
bit over $220,000. 

• Look for new products such as partial ownership or 
rent-to-own models that will make it easier to become a 
homeowner.   

5. The Census Bureau Reports that building permits and 
housing starts have increased by six percent, year over year 
in alignment with CNBC’s prediction that the amount of new 
home inventory in 2020 will increase by six percent. This is 
partially due to the fact that builder confidence is the highest 
it has been in 20 months. 

6.  What’s really exacerbating the inventory shortage is the 
interplay between millennial demand and baby boomers 
staying in their properties longer.  

• The largest cohort of millennials will turn 30 in 2020, with 
the oldest millennials turning 39. This puts them at their 

What’s Trending Now



peak time for getting married and having children.

• According to Redfin in 2010, Americans were moving on 
average once every eight years. In 2019, that average 
jumped to every 13 years. In some areas those averages 
are as high as 23 years. 

• Boomers are healthier and are opting to age in place. 
Given that people over the age of 50 own 55 percent of all 
single family homes, this number many not improve until 
the so-called, “Silver Tsunami” hits later this decade when 
the oldest boomers will be  turning 79.  

7. The Urban Land Institute predicts that the “Hipsturbia 
Trend” will continue to strengthen. “Hipsturbia” communities 
are areas that blend the safety and the affordability of 
the suburbs with the transit, walkability, and the 24-hour 
amenities of big cities. The Urban Land Institute describes this 
as being, “The live-work-play formula."

8. According to Realtor.com, California will continue to price out 
homeowners. Look for a continued influx of home shoppers 
in Texas, Arizona, and Nevada. Would be buyers from the 
pricey Northeastern markets will likely head to the Midwest 
or Southeast where there is affordable housing and solid, 
diversified economies. 

9.  Digitization of the industry and the transaction continues 
with the biggest players on the brokerage and the tech side 
racing to see who will be the first to implement an end-to-end 
real estate transaction that includes listing search, finding 
and working with a Realtor, purchasing the home, financing, 
closing and taking title.  

10. The iBuyer model will likely go international in 2020. A big 
chunk of the growth in this model will occur with those iBuyer 
companies who are helping homeowners who want to trade 
into a new home and avoid having to do a contingency sale. 

• Companies such as Ribbon, Knock, ZeroDown, and 
Flyhomes allow an owner to close on their new home 
before they sell their current property. 

• The company typically buys the new home as an all cash 
offer. The buyer is charged a small premium for the sale 
and can move in immediately. 

• The iBuyer company preps and lists their previous home 
allowing the owner to obtain the best possible price. 

There’s one other important trend—the innovation, the black 
swan, or new technology that no one saw coming and that can 
turn everything upside down. 



During the past week, what did you 
postpone until tomorrow that would have 
been better handled today? Filing your 
income taxes? Saving for a rainy day? 
Going to the dentist? Paying your bills? 
Calling a loved one? 

The dictionary defines procrastination 
as “intentionally putting something off 
until a later time because you do not 
want to do it.” Napoleon Hill described 
procrastination as “The bad habit of 
putting off until the day after tomorrow 
what should have been done the day 
before yesterday.” 

When you procrastinate, you make a 
conscious choice to delay or to avoid 
taking action. That decision typically 
harms you in two different ways. First, it 
results in increased stress and struggle, 
because you spent time and have 
nothing to show for it. Second, the longer 
you procrastinate, the more difficult it 
becomes to take the necessary action 
required to complete the task. In other 
words, procrastination makes easy tasks 
harder, and harder tasks even more 
difficult. 
If you’re like most people, you probably 
know what to do. The issue is finding the 
motivation to take action and complete 

the task. A good analogy is being caught in 
quicksand. The longer you’re stuck in the 
quicksand of procrastination, the harder it 
is to escape it. 

For example, if you have stopped 
exercising regularly, the longer you 
procrastinate about starting to exercise 
again, the harder it becomes to get back 
into the habit. The converse is also true; 
the more you exercise, the easier it is to 
continue exercising. 

What Causes Procrastination?
Procrastination is a conscious choice not 
to take action. When you become aware 
that you are procrastinating, look for 
the underlying reason. Are you focused 
on achieving a perfect outcome? Are 
you afraid of failing? Will the task take 
too much effort? Are you having trouble 
staying focused or feeling overwhelmed 
because you have too much to do? Each 
time you procrastinate, pause to evaluate 
what is stopping you. 

Nine Strategies for Escaping the 
Quicksand of Procrastination
What can you do to escape the quicksand 
of procrastination in your life? Here are 
nine strategies:

1. Stop adding things to your to-do list. 
 As the old saying goes, when you find 

yourself in a rut, the first thing to do is 
to stop digging. Stop making any new 
commitments and focus your attention 
on completing the commitments that 
you have already made.

2. Create a personal procrastination 
profile. 

 To create your personal 
procrastination profile, begin by 
noting the types of activities that 
you complete versus those where 
you consistently procrastinate. Next, 
compare how you felt when you 
procrastinated versus how you felt 
when you completed a task where 
you were tempted to procrastinate. If 
you’re like most people, completing 
the task made you feel good. On 

How to Escape the Quicksand of Procrastination
Grow Your Leadership Skills

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



the other hand, the incomplete task 
probably resulted in increased stress and 
frustration. Once you are aware of where 
you are most likely to procrastinate, you 
can leverage your positive feelings about 
completing tasks as an additional way 
to motivate yourself to take action when 
you’re tempted to procrastinate. 

3. Delegate it or dump it.
 If there's a consistent area where you 

procrastinate, it’s probably time to 
delegate it or dump it. Many times 
people become trapped by their belief 
system, especially when it comes to 
what they “should” do. For example, you 
may believe that you “should” bake a 
homemade cake for a special birthday 
when a cake from the market would be 
just as good and would require less effort. 

4. Tackle the simple items first. 
 If you try to stop procrastinating all at 

once or tackle the hardest items first, 
you’ll only create more struggle and 
stress. Instead, start with what you can 
handle easily and then move to the more 
difficult items.

5. Put a time limit on what’s not handled. 
 Here’s an example of how to put a time 

limit on what you’re not handling. If you 
subscribe to a print magazine and you 
don’t get around to reading it this month, 
put the magazine in the next month’s 
stack. If you haven’t read the magazine 
after 90 days, discard it. Allowing the 
magazines to pile up is a constant 
reminder of your procrastination that 
only makes you feel worse as the pile 
continues to grow. 

6. Most mistakes can be fixed. 
 Failure is seldom fatal. Furthermore, 

most mistakes can be fixed. It’s important 
to realize that failure to take action 
is actually worse than trying to do 
something and being unsuccessful in 
terms of how it was executed. When 
you never try in the first place, you have 
nothing to show at all. 

7. Alter your environment.
 If you are using time blocking as a way 

to be more effective, turn off your 
computer’s Internet connection or place 
your mobile device in airplane mode. This 
allows you to avoid unimportant social 
media notifications or other unwanted 
interruptions. Check your messages every 
30 minutes as well as getting up to walk 
around if you are sitting. Both activities 
support you to achieve more in less time. 

8. Partner Up. 
 Alcoholics Anonymous, Parents Without 

Partners, Weight Watchers, and a host 
of other organizations assist people 
facing major life challenges by providing 

a supportive relationship where positive 
action is acknowledged and reinforced. 
Many people find that it is easier to 
take action when they have the support 
of others who are facing the same 
challenges that they are facing. 

9. Use the “one-pushup” approach to 
move from resistance to persistence. 

 In The Art of Persistence, Michael Stawicki 
discusses how he conquered his lack of 
discipline around exercise by committing 
to do at least one pushup each day. 
When he knew that he had to only do one 
pushup to meet his goal, there was little 
need to procrastinate. Of course, once 
he had done one pushup, more followed 
until it became a regular part of his 
routine. This is another example of how 
taking baby steps can banish resistance 
and help you move to persisting in 
healthier behaviors.  

Reducing procrastination requires a series 
of small steps over a long period of time. If 
you're ready to stop procrastinating, how 
about completing one item right now that 
you've been putting off? 





Listen Now!

This month we are pleased to welcome Imraan Ali who is an agent from Silver Lake California. Imraan shares the story 
of how he has successfully built his business in two separate markets, starting from scratch both times. Here’s what 
he will be covering:

• Strategies for becoming the “mayor” (dominant agent) in your neighborhood.

• How rescuing a dog taught Ali the lesson of mastering the inventory and how he leveraged that expertise into 
a highly successful business. 

• What it takes to restart your business in an entirely new area.

• A powerful way to convert listing leads that also allows you to convert open house visitors in an entirely new 
way. 

• How giving back and being seen volunteering can explode your business. 

• How to integrate digital, print, and face-to-face marketing to produce stellar results. 

How I Went from Zero to $25 Millon in 18 Months

Podcast of the Month



Why Are There So Few Women in 
Senior Real Estate Leadership?
Although the percentage of women in senior 
leadership positions remains very low, it is 
still considerably better than it is in other 
industries. While some argue that the real 
estate business is fueled by women and 
run by men, others say women are making 
different choices that are better aligned 
with their personal goals and values. Both 
perspectives provide partial explanations 
for the dearth of women in the very top 
leadership positions. 

Baby Boomer Women
In 1960, the majority of American women 
were limited in almost every respect in the 
workplace. A woman was generally expected 
to marry in her early 20s, start a family quickly, 
and devote her life to homemaking. But the 
feminist movement along with the rising 
divorce rates forced many women out of the 
home and into the workplace. Those women 
who did not have husbands often experienced 
housing discrimination. In 1974, discrimination 
based upon sex or marital status became part 
of the Fair Housing requirements.  

So, could the modern day shortage of women 
in senior leadership be a carryover from half a 
century ago?

Today, pockets of this discriminatory type of 
thinking still exist. A woman with one of the 
country’s most respected firms was told why 
she had been passed over repeatedly for a 
senior leadership position. 

We want women who will follow a plan, not 
women who have a plan. We hire women 
because we’re forced to do it, often times 
because they came as part of an acquisition.

She went on to contrast the good old boy 
network among older men with what she 
has observed among younger male leaders 
who approach business and personal 
relationships as partnerships. They support 
their wives’ careers and also support women 
as collaborative partners in their businesses. A 
strong female partner is an asset, not a threat.  

Different Paths to the top
Some Baby Boomer women such as Sherry 
Chris, the CEO of Better Homes and Gardens; 
Margaret Kelly, the retired CEO of RE/MAX; 
and Pam O’Connor, the recently retired CEO of 
Leading Real Estate Companies of the World, 
worked their way up the corporate ladder 
in large firms. Others such as Teresa King 
Kinney, CEO of Miami Association of Realtors, 
and Ginger Downs, CEO Chicago Association 
of Realtors, opted for non-profit associations.

Another very popular path to top-level 
leadership comes from starting your own or 
purchasing another company. Great examples 
of entrepreneurs are Barbara Corcoran, 
founder of the Corcoran Group, the late Ebby 
Halliday, founder of Ebby Halliday Realtors, 
and Dottie Herman, President and CEO of 
Douglas Elliman.

Life Choices
Women often deliberately decide not to take 
the top job for very strategic reasons, as one 
of real estate’s top female leaders observed: 

This was a life choice for me. I didn’t want the 
big job, the fights with the board, having to go 
head-to-head with the lawyers, and being on the 
road four weeks per month. Personally, I’m much 
more effective when I work in partnership with 
someone who has that role. My boss is constantly 
on stage as the spokesperson for the company. 
My position provides me with the power to 
influence hundreds of people in terms of meeting 
their goals. He is also a huge supporter of women 
in business. I have about six women that I’m 
mentoring—it’s an incredibly important role and 
I love it. Our relationship illustrates how great 
things can be done through male and female 
partnerships in the business.

by Bernice Ross

Spotlight



Many younger women, especially those who 
may have children, are opting to stay in sales 
positions or positions with less responsibility. 
These women often have all they can handle 
right now. Taking on additional responsibility 
is not congruent with having a meaningful 
personal and family life outside of work.   

Helping Women Climb the Ladder
The Urban Land Institute’s (ULI) Women’s 
Leadership Initiative (WLI) seeks to increase 
the number of women in the industry. Its 
second goal is to increase the number of 
women in leadership so that it is proportional 
to the number of women in the industry 
overall. To that end, ULI conducted a 
comprehensive study examining the current 
state of women in the real estate industry. The 
study included a survey of more than 1,200 
female members in the U.S., plus four focus 
groups, and numerous one-one interviews.
Key findings include:

• In terms of ULI’s membership, only 
14 percent of their CEO members are 
women.

• Over two-thirds of the women surveyed 
aspire to run an organization and 
they frequently change jobs or form 
their own firms in order to secure 
greater responsibility. This movement 
continues throughout their careers.

• One-fourth of women in CEO roles are 
sole proprietors. 

• Of the survey respondents, 93 percent 
of female CEOs oversee small firms 
with fewer than 100 employees. 

The ULI study found that over three-quarters 
of the female CEOs surveyed rated external 
networks as “very” or “extremely” important 
to their career success. This can include 
volunteer activity, business contacts, alumni 
associations, mentors, and professional 
organizations.  

The survey also concluded that visible and 
challenging work assignments for women 
should be the top priority for organizations 
going forward. These two factors ranked as 
number one or two in importance for nearly 
two-thirds of the women surveyed. Among 
those who aspire to reach C-suite positions, 
86 percent found visible and challenging 
assignments either very important or 
extremely important. For mid-level roles, only 
66 percent of women found these to be as 
important. 

Identifying More Female Leaders
Many feel that if we have to make specific 
reference to the word “woman” then women 
haven’t gotten to where we need to go yet. 
The ULI study recommended the following 
actions to increase the number of women in 
leadership:

• Accelerate learning through job 
assignments, especially high profile 
projects. Provide coaching to those who 
take on new roles.

• Create a culture that places high 
priority on internal and external 
networks, objective promotion, and fair 
hiring practices.

• Adopt a talent mindset that supports 
robust discussion from a diverse pool of 
high-potential employees. 

• Offer workplace flexibility for men and 
women by providing flexible hours and 
by encouraging them to be involved in 
their lives outside of work.

• Make mentoring and sponsoring 
women a priority.

• Invest in training to drive change.  

With 67 percent of NAR members now being 
female, it’s time that more women step into 
the higher echelons of real estate’s senior 
leadership. Will 2020 be the year that this sea 
change finally starts to take place—it remains 
to be seen. 
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When there is disharmony in any relationship, the best result 
comes from identifying and focusing on what is called a “joint 
shared commitment.”

Here’s what I mean: When two people are negotiating, there is 
an underlying outcome or end result that is important to both 
of them. Think about the seller that wants to sell and the buyer 
that wants to buy. Both have a commitment to step into their 
next phase in life.

How Negotiations Get Off Track
What typically derails the negotiation is when people focus on 
the details instead of keeping their eye on that joint shared 
commitment. When they are too attached to the details, their 
thinking polarizes into believing their way to accomplish the end 
result is the right way or, even worse, the only way.

 In the real estate business, this often happens when a contract 
has had several counter-offers. The more counteroffers there 
are, the less likely the deal will be to close. The reason is that 
both parties will dig in their heels, believing they have given 
enough and that the other party needs to give more. Ultimately 
this can result in a lost deal over $1,000 or $2,000, a refrigerator, 
or you being asked to give up a portion of your commission.

Both Parties Ignore Their Exciting Future
You've probably witnessed this kind of stupid stubbornness. 
What gets lost is the exciting future for the seller and great 

Negotiation, Business or Love…
What's Your Joint Shared Commitment?

house for the buyer. After all, that joint shared commitment is 
what each want... the seller wants to sell, and the buyer wants to 
buy. 

If you can bring them back to that and help them release 
the need to be right...you can move to a successful result. 
Sometimes, just coaching your clients with a question  such as, 
“What would be great for you about making this deal work?” Or 
“How would you benefit if we can put this deal together?” 

Sometimes, sleeping on it allows people to step back from 
whatever has triggered the knee-jerk reaction to having to be 
right or being unreasonable about the negotiation. Also, the 
next day, most people are not as emotionally charged about the 
situation. Your ability to be the calm and bring people back to 
their joint shared commitment is a skill worth honing.

How to Turn Around Employee-Management Disputes
Employees and managers sometimes disagree how things 
should be done. It is always good to remember that at any 
given time, everyone is doing the best they can and making 
the best decisions they can based upon their perceptions and 
information.

For example, if an employee isn't doing the job you expected 
or had asked for, instead of criticizing their work, spend some 
time discovering why they are doing what they are doing. This 
often will let you better understand the facts and to resolve the 
situation much more quickly.  
 

Agent Coaching Guide

by Joeann Fossland, Chief Evolution Officer, Advantage Solutions



Likewise, if you are the employee who has an unreasonable 
manager, find out the motivation for their behavior. Maybe it's 
fear or they have found that intimidation is the only way they 
can achieve results. 

It’s always smart to come back to your joint shared commitment 
that brought both of you to the same company. Identify what 
that is. This really comes down to discovering the other person's 
motivation and needs and then aligning with your shared 
commitment. 

And Then There is Love
Why are there so many divorces? While I'm not saying there is 
never a reason to change partners, my husband and Bub and I 
have been married for over 42 years. Bub has taught me that the 
joint shared commitments we have together are more important 
than the "cursed how’s". 

I wrote an article a few years ago called, “Would You Rather be 
Right or Happy?” Being right can be a detriment. One reason 

being right can be so detrimental to relationships, is that it is 
easy to get others to agree with you opinion about how your 
partner is treating you. 

An important part of a big joint shared commitment like 
marriage is that allows you to accept that person as a separate 
being with the right to have their own judgments and opinions 
and make their own choices. 
  
Now, that doesn't mean you have to like it, but is creating 
disharmony over something small worth ruining the day? Will 
you let another person steal your joy today? And, of course, it 
doesn't have to be your partner- this question is worth asking 
with anyone's behavior that annoys or maddens you.

Bub and I are very different. His slow, patient way of 
approaching things can drive me batty. On the other hand, I can 
accept that Bub is Bub and he brings a lot of laughter and fun 
into my life. Our joint shared commitment is to laugh, love, have 
fun, travel, and be debt-free! Despite our radically different ways 
of approaching it, keeping our eye on that has kept us together!

When There Is No Joint Shared Commitment
Of course, there are those times when there isn’t a joint shared 
commitment. Maybe the expectations or needs of each party 
are completely different. What can you do then? Identifying the 
lack of alignment  is useful. As a famous country western song 
advised: Know when to hold them and know when to fold them! 
There are times to bow out, or walk away and to save the energy 
of trying to make something work. Move on to the reasonable 
people and fun deals.

What Are the Joint Shared Commitments You Have with 
Others?
Taking 5-10 minutes to write a list. This could be especially useful 
with a person or area where there is some disharmony. Define 
your commitment and discuss or share with the other person, 
asking what they are committed to. This will can lead to some 
interesting information as well as to some great results!



Part-Time Agents—Good or Bad for the Real Estate Industry?
by Bernice Ross
From Our Publication RealClues

Part-time agents—they’re everywhere at 
almost every major brand. While working 
part-time can be a pathway to becoming 
a successful full-time agent, the huge 
majority of new and part-time agents 
wash out of the business. What steps 
can the industry take to help part-timers 
succeed or is it best to just say “No” to 
part-timers? 

According to NAR, the real estate 
industry is currently on track to close 
5.49 million existing home sales or just 
slightly under 11 million sides. Two 
million individuals currently hold real 
estate licenses. 

Given that the 80-20 rule is in play (and 
it may very well be the 90-10 rule), 80 
percent of the transactions, about 8.8 
millions sides, are being conducted by 
approximately 400,000 licensees. That 
leaves only 2.2 million sides for the other 
1.6 million licensees, or 1.4 sides per 
licensee. This fact alone makes the odds 
of new and part-time agents succeeding 
exceptionally low, especially given the 
on-going inventory shortage. 

Going for Quality, Not Quantity
I’ve often heard Gary Keller say, “The 
quality is in the quantity.” One can hardly 
argue with their proven business model 
that has created the largest brand in the 

country and that does billions of dollars 
of transactions every year. 

On the other hand, there is a growing 
trend to double down on quality rather 
than quantity. Since 2006, I’ve been 
involved eight different studies on new 
and experienced agent success at both 
the corporate and state association level. 
Based upon that research, there seems to 
be an increasing number of brokers are 
opting to leave the big brands in order 
to launch either a boutique or team-
style brokerage model where there is a 
focus on collaboration, professionalism, 
and production standards. The brokers 
making this move not only feel that is 
best for their business—it’s the right 
thing for their clients. 

Lindsay Baciagalupo, the owner broker 
of Engel and Völkers of Minneapolis, 
explains: 

We made the decision to require all of 
our agents to be full-time and to meet 
minimum production requirements 
because it was best for our clients. 
There are so many part-time agents 
who are not educated, who lack 
experience, and for whom real estate 
is not their full-time job. We want our 
agents to be with other agents who 
love what they're doing, who are good 
at it, and who care about their clients. 

When someone buys a home, it’s one 
of the biggest assets they'll ever own. 
It's the place they call home. If you’re 
going to be helping them manage that 
transaction, you can't do it part time. 
You can't sell three houses a year and 
expect to be the best negotiator, to 
know the market, to correctly price 
a home, or help a buyer win the 
property in a multiple offer situation. 
We’re excited to have a company 
where we can surround ourselves and 
our advisors with really great people.

Erica Ramus, the Broker-Owner, Ramus 
Realty Group and an Inman contributor, 
made a similar argument:  

Real estate is not a hobby. I only hire 
full-time agents. If I do hire a part-
timer, they must have a path to the 
transition and have a deadline when 
they will be leaving their other job. If 
they don’t hit that deadline, they’re 
not a perfect fit for our office. This 
is a full-time, serious profession. 
We're dealing with large sums of 
money, huge transactions, and major 
transitions in people's lives. It's not 
something you do on the weekend for 
fun or for extra money.



Top Factors Influencing New and 
Experienced Agent Success
While there are a variety of factors 
that influence agent success, the Texas 
Association of Realtors new agent 
research conducted in 2012 and 2015 
plus a number of studies I reviewed for 
that research, confirmed the five factors 
below are pivotal to the success of both 
new and experienced agents:  

• A learning mindset

• Emotional resilience

• Has a behavioral profile suited to 
commissioned sales.

• Understanding that real estate is a 
business (not a job), where they’re 
responsible for creating their own 
leads. 

• Adequate capitalization 

Inadequate capitalization is the primary 
reason agents are forced to work part-
time. It’s also the reason that not only 
new and part-time agents fail—it sinks 
teams and brokerages as well. 

Brokers and Managers Are the 
Gatekeepers Who Can Change the 
Business
The broker plays a pivotal role in this 
process, not only by whom they hire, but 
what happens after the agent comes on 
board. Good training is a must, but the 
broker must also take the responsibility 
for doing everything possible to help any 
agent they hire succeed. 

Felicia Hengle, President of the Ohio 
Coldwell Banker Schmidt Family of 
Companies, shares how she responds 
when one of the managers she 
supervises asks about hiring part-time 
agents.  

We probably lose 30-40 percent of the new 
agents that come in the business, either 
from not setting good mutual expectations 
up front, or thinking that part-time person 
was going to pour more of themselves into 
real estate and create an exit strategy from 
their current job. If that doesn’t happen, I 
don’t want it to be because they fell through 
the cracks—that’s something we’re really 
trying to prevent. 

When my managers ask me about hiring 
part-time agent, here’s what I say:

“I don’t have a problem with you hiring 
part-time agents provided that you, as 

their leader, are willing to commit to 
helping them succeed. Are you willing to 
meet with them one night a week? Will you 
conduct live training on Saturdays or offer 
training on Zoom? Unless you are willing 
to pour your energy into helping them 
succeed, you’re doing them a tremendous 
disservice.” 

Time to Speak the Hard Truth
Managers and brokers need to tell 
new and part-time agents the hard 
truth about what it takes to succeed in 
real estate—a full-time commitment, 
emotional resilience, lifelong learning, 
and willingness to prospect and generate 
your own leads. They also need to take 
responsibility for the agents they hire 
to make sure those agents have access 
to the training and support they need 
to succeed. Otherwise, they are indeed 
doing those agents a tremendous 
disservice. 



Week of January 6, 2020
The Top Three Reasons Salespeople Fail 

  
New York Times best-selling author Don Hutson’s book Selling 
Value, Key Principles of Value-Based Selling, identifies what keeps 
salespeople from achieving stellar real estate sales success. If 
you’re ready to generate more leads, convert more clients, and 
close more deals, Selling Value provides a roadmap on how to 
do it—and today we’re going to discuss Hutson’s key points.
 
1. Ask: With a show of hands, who has read Don Hutson’s book 

Selling Value, Key Principles of Value-Based Selling?

2. Group Discussion:  Although a large part of Selling Value is 
dedicated to salespeople involved in corporate product sales, 
the principles Hutson outlines in this book are not just theory; 
they’re supported by over 40 years of research.  Hutson 
shares the results of an exhaustive study he headed up for 
Sales and Marketing Executives International that arrived 
at four conclusions as to why salespeople fail. Any guesses 
about what those four reasons might be?

3. Explain: If you guessed mindset as one, you’re right! Hutson 
says that mindset is at the heart of sales success. So, the first 
principle that Hutson asks you to address is your attitude. 
“Attitude is a decision you make many times a day—it is entirely 
up to you how you handle it. It can be your biggest burden or 
your greatest opportunity!” 

4. Ask:  This may be surprising, but the “number one reason 
salespeople fail is that they don’t organize their time and/or 

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.

their efforts effectively.” What does this mean to you? How 
do you think organization makes a difference?

5. Explain:  The second reason salespeople fail is also tied to 
their mindset. It results when the make negative judgments 
about the quality of a prospect or the outcome of a sales call 
without adequate information. This is a widespread mistake 
that most agents in real estate make, especially when it 
comes to buyers and internet leads. Many agents don’t 
want to bother because there is too little inventory to show 
buyers and because of the 12-18 month lead time it can take 
to convert web leads. What most agents don’t know about all 
those “crummy buyer leads,” is that about half of them have 
a home they need to sell to purchase. 

6. Ask: With a show of hands, how many of you are normally 
optimistic? How many of you are normally pessimistic?

7. Explain: The third reason salespeople fail also ties back to 
mindset. (You can see how important this is!) That reason is 
pessimism. Hutson says that “the foundation of a successful 
sales career begins with an optimistic attitude. With it, you 
have a great shot at success; without it, you are trying to 
build a career on an unstable foundation. It’s rare to see 
whiners winning and winners whining.” As Hutson further 
observes, “He who does not smile often does not sell often.” 
Putting it a little bit differently, optimists see opportunity in 
every challenge where pessimists see only the roadblocks. 



you work with to the next rung on the ladder. The reason—
the higher a person is on the ladder, the shorter the sales 
cycle will be. Here are the various rungs on the ladder: 

 Rung 1: Suspects: In real estate, suspects include almost 
anyone who may or may not be able to purchase or sell a 
house. 

13. Ask: Rung 2 is Prospects: Prospects are people who will 
do business with you provided you are able to show them 
that your services are better suited to fulfilling their needs 
as compared to those provided by your competitors. Can 
you think of some ways to get your “Suspects” to become 
“Prospects”?

14. Explain:  Rungs 3 and 4 of the Loyalty Ladder are Customers 
and Clients. 

8. Ask: How many of you currently track your numbers including 
average sales price, your expenses, and how much you spend 
to acquire leads? 

9. Ask: If you’re not doing this, most of the Realtors as well as 
the salespeople in other industries aren’t doing this either. 
Part of the reason is that it’s easy to become discouraged 
when you experience repeated rejections. Hutson explains 
the secret is to learn how to “fail successfully.” What do 
you think Hutson means when he talks about “failing 
successfully?”

10. Here’s what Hutson says to do. First, determine the worth of 
each call you make. For example, assume that for every 100 
expired listings you call on, you obtain 10 appointments to 
do a listing appointment. Of these, five of them convert for 
an average commission of $8,000 ($40,000 total for the five 
transactions.) Now divide your total commissions ($40,000) by 
the number of expired listings on which you called (100). 

 The bottom line is that each call that you make, regardless 
of whether it converts or not, is worth $400 per call. ($40,000 
divided by 100 or $400 per call.) The same approach works 
with cold calling, door knocking, or internet leads as well. 

 When you leave this meeting take out a big sheet of paper 
and start tracking these numbers for your lead generation. 
If something isn’t working, keep searching until you find 
something that does work. Make sure you track how many 
leads convert into closed transactions—when you start seeing 
what the real numbers are, it’s much easier to get motivated 
to regularly engage in your lead generation. 

11. Ask: How many of you have heard of Murray and Considine’s 
Loyalty Ladder concept? How many of you have not? 

12. Explain: The Loyalty Ladder concept rates where 
prospective clients are in terms of their commitment to 
working with you. Your goal is to constantly move the people 



January 13, 2020
Tackling Agent Incompetence

Any agent who regularly sells property has already learned that 
if you want your deal to close, you will have to handle most of 
the work in the transaction. About 20 percent of the time, there 
will be two competent agents in the transaction. The rest of 
the time, the competent agents are handling transaction issues 
where the other agent is either clueless or doesn’t care. Today 
we’re going to discuss why this problem continues to be an issue 
for the industry and what you can do about it. 
 
1. Ask: How many of you have worked with an incompetent 

agent in the last six months? What exactly happened? 

2. Explain: Working with an agent who is incompetent is both 
frustrating and time consuming. We frequently ask ourselves 
why this industry can’t rid itself of incompetent agents. Dan 
Ariely’s research shows why change is unlikely any time soon. 
(An example from Ariely follows.)

3. Ask: If your health benefits company sent you a form asking 
you to switch to a generic medication, would you take the 
time to return that form?

4. Explain: This is a real-life example. A health benefits company 
tried numerous tactics to persuade their clients to switch 
from name brand medications to generics, including sending 
a form that showed how much money their users could save 
with generics. When that didn’t work, they offered to drop 
their co-pay to zero. No matter what they tried, it didn’t work. 

 
5. Ask: What do you think would work? (If no one raises their 

hand, say, “It’s a pretty tough problem, isn’t it?) Here’s what 
Daniel Ariely did to solve the problem. He had the benefits 
company send every client a letter stating that if they did not 
elect an option (generic or name-brand), they would stop 
receiving their medications. At that point, about 90 percent 

15. Ask, “What is the difference between a customer and a 
client?”

16. Explain: Customers have or will do business with us. Clients, 
in contrast, value your judgment and accept your advice. They 
view you as a valuable resource. 

 
17. Ask: Do you have customers or clients? For your customers, 

how can you get them to become clients based on Hutson’s 
definition of a client?

18. Explain: Rung 5 is really important—it’s “Advocate.” 
Advocates, (sometimes known as “angels”) will not only do 
business with you, but will refer others to you as well. When 
they strongly advocate on your behalf, advocates can become 
raving fans. 

19. Coaching suggestion: Before our next meeting, go through 
your database and identify who your advocates or angels are. 
Are any of them raving fans? Your goal is to continue to work 
on moving people up the loyalty ladder and to have as many 
advocates as possible. 

20. Ask: What could you do to move people up the loyalty ladder 
in your business? (Take several shares.) Some ideas are 
finding ways to be more valuable to them by providing them 
with a higher level of service, but it could also be volunteering 
at a charity where they volunteer, helping them with their 
business, etc.) 

End the meeting with this thought:   Hutson sums up what it 
takes salespeople to break the cycle of failure and succeed:  

“To be a valued resource to your prospects and clients, be solution 
oriented and think about possibilities for them, not just the old tired 
answers people in your industry have been putting on the table for 
years. Be the architect of positive circumstance, not the victim of 
happenstance. Those who wish to sing always find a song.”



of the clients opted for the generic medication. Ariely cited 
another example: The same is true of magazine subscriptions. 
Once people subscribe, it’s much easier to continue their 
subscription than it is to change it.  

6. Explain: The takeaway here is that it is easier for people to do 
nothing than it is to make a decision and to take action on it. 
The real estate industry is struggling with incompetent agents 
because the decision about how to correct the problem is so 
difficult and the implementation is even harder. 

7. Ask: I know you’ll think this is a strange question, but have 
you ever been rewarded for being incompetent?

8. Group Discussion:  Ariely described a locksmith who was 
very successful when he first started in the business. About 
10-20 percent of the time, he would end up breaking the lock 
as he tried to open it. When he fixed the broken lock, the 

clients were so pleased that they tipped him. As he became 
more competent, he almost never broke a lock. The result 
was his customer satisfaction dropped and his tips became 
negligible. According to Ariely, opening the door and not 
breaking the lock took little perceived effort. Repairing the 
lock that he broke took more perceived effort and hence, was 
worth more. 

9. Ask: How does this example apply to real estate? Ariely says 
that another reason the public tolerates incompetent agents 
is that competent agents seldom show their clients the work 
they do on their clients’ behalf. The question he asked was, 

 When you work with clients are you conveying the efforts of what 
you do for them? They only see how many houses you show them. 
They have no idea about the houses that you didn’t show them. 
They appreciate the curation when they know about it, but if you 
don’t advise them, do they appreciate the work you did in finding 
the best properties? The answer to that question is, “No!” 

10. Ask: What are some ways that you can show your customers 
the work you do on their behalf? Let’s brainstorm this 
together. (List all the steps required to close the transaction, 
share some of the types of common problems in the 
transaction such as low appraisals or inspection problems, 
and how you helped to resolve them, etc.)

11. Discuss:  As we saw in the health insurance example, asking 
the right question can trigger a change. What question could 
you ask a prospect that would help your clients see you as a 
competent agent?

12. Explain: Ariely cited how the insurance industry has tapped 
into this approach. For example, if the agent asks the client 
seven questions about what will make him or her sleep better 
at night, the client will buy a more expensive policy. 

13. Ask: NAR reports that the typical consumer knows 12 
agents. How do you think they decide which agent to hire, 75 



percent of the time? (Wait for the answer.) According to the 
latest NAR Profile of Home Buyers and Sellers, 75 percent of 
the time they hire the agent they have seen the most recently.

 
14. Explain: Ariely’s research shows that consumers do a poor 

job in comparing options and evaluating tradeoffs. This 
explains why consumers normally hire the agent that they 
have seen most recently face-to-face. 

15. Ask: When you’re going to purchase an item online, how 
frequently do you look at reviews before making a purchasing 
decision? (Take several shares.) 

16. Explain: Most consumers investigate the purchases they 
make. As agent reviews become even more widespread 
and have now started including data such as the number of 
transactions closed, customer satisfaction rankings, price 
ranges, and the areas the agent serves, consumers will 
become increasingly more likely to hire competent rather 
than incompetent agents.  

17. Group Discussion: What are some ways that you can 
differentiate yourself from your competitors when you’re 
meeting with a prospect?

18. Explain: Offer services the other agents may not provide or 
show them all the steps you take to close the transaction. You 
can also create videos that illustrate issues your past clients 
have encountered and get their testimonial about how you 
helped them to solve their problem. This educates potential 
clients as to why they need to hire you in order to cope with 
any problems in their transaction. 

End the meeting with this thought:  Until the industry can 
figure out how to educate consumers about what competent 
agents do to help them navigate the thorny transaction process, 
Ariely’s research indicates that incompetent agents will be with 
us for a long time to come. 

While this quote from politician Tom Price is about law—it 
applies equally well to real estate: 'Competent counsel' ought to 
require more than a human being with a law license and a pulse.

Week of January 20, 2020
Discover the Secret Sales Strategy 

Few Realtors Know

Have you ever shown your buyers 10 homes that perfectly 
matched their criteria and they never could make a decision? It’s 
happened to most agents. Today we’re going to discuss a simple 
strategy that can overcome this problem. It also works in your 
marketing messages. 
 
1. Ask: When you go into a store that sells phones, computers, 

or other types of electronics, have you ever noticed how 
many choices they give you? If so, what’s the number? 

2. Explain: The Law of Three is a widely used sales strategy 
that assists clients in arriving at decisions more quickly. 
Quite simply, it means giving consumers no more than three 
different choices from which to choose. When there are more 
than three choices, the consumer becomes confused and 
often walks away without buying anything.

3. Group Discussion:  Have you seen the Law of Three in action 
when you’re shopping? Retailers frequently use this strategy. 
Give some examples that you’ve seen. (Retailers that sell 
men’s clothing rely on this strategy all the time—don’t give 
them too many choices.) 

4. Explain:  To better understand how the Law of Three works, 
consider how Apple and Dell market their laptop computers. 
Apple is a master at using the Law of Three. For example, they 
provide the details about the 13-inch MacBook Pro computer 
on one page, but when you click on the “Buy” button, you 
have three simple choices. In contrast, the Dell site requires 



the user to choose between six different machines and then 
to make another 12 choices before pushing “buy.” In other 
words, that’s 18 opportunities for the consumer to walk away 
without purchasing. 

5. Ask: What are the three things that real estate web visitors 
want to see on your site?

6. Explain: If you said, what’s for sale, what’s my house worth, 
and community information, you’re right! Make sure you lay 
out your site so it is grouped by these three categories. You 
can have multiple photos of listings, but make sure you don’t 
have too many choices, too much text, or too many photos 
that aren’t of listings.

7. Group Discussion:  If you were being offered a subscription 
to the Economist, which option would appeal to you the most? 
The online subscription for $59.95? The print only for $89.95? 
The print and online together for $89.95? 

8. Explain:  Daniel Ariely, the author of Predictably Irrational, 
describes the results of this experiment that illustrates 
a slightly different approach to using The Law of Three. 

He found that over 80 percent chose the print and online 
together. When given only two choices, the large proportion 
of the subscribers chose the online version only. 

9. Group Discussion: How do you think that experiment can be 
applied to real estate?

10. Explain:  If every house you show is in excellent condition, 
the buyers can become confused and may even walk away. 
Too many choices can kill the sale. Ariely suggests that you 
show two differently styled homes in excellent condition. 
Then show a third home that has the same style as one of the 
first two, but needs some type of work, such as a new roof, 
landscaping, etc. By giving the buyers a third, less desirable 
choice, it makes easier it for the buyers to choose one of the 
A+ houses.

11. Ask: Have you ever used a technique like this when showing 
houses? How did it work for you? Any comments?

12. Explain: One way to do this is to have your buyers to rank 
order the top three houses they have seen. When they see a 
new property they like, have the buyers determine whether 
that property should replace one of their three former top 
preferences.

13. Group discussion: How can you use the Law of Three when 
you are attempting to close a client using an alternative 
choice close? What would that script sound like?

14. Explain:  Avoid giving your clients more than three choices. 
For example, if your buyers are in a multiple offer situation, 
close using the following script:  

 Mr. and Mrs. Buyer, there are several other offers on the property 
you like. You have three options for dealing with this situation. 
The first is to make an offer as if no else is involved in the bidding. 
The second is that if you really want this property, make an offer 
at asking price or over asking. The third option is to walk away. 



It’s your choice, what would you like to do? 

End the meeting with this thought: Take a look at your 
website and print marketing before our next meeting and 
identify how you can utilize the Law of Three in those areas. The 
Law of Three is a powerful tool that can help you attract more 
clients and to close more deals. Take advantage of it. 

Week of of January 27, 2020
Don’t Downsize—Right Size! 

 
You’ve all heard of people downsizing their home as they age, 
but right-sizing is the new trend—and it works for all age groups!
 
1. Ask: We hear this all the time in real estate: the kids are gone, 

the upkeep on the big house is a hassle, and it’s hard to keep 
up with the ever-rising property taxes. On the other hand, the 
home has so many precious memories plus all the wonderful 
things the owner has collected throughout their life—how 
could they ever consider downsizing?  What do you say when 
clients tell you that?

2. Explain: Downsizing implies giving something up. This is 
especially true for forced downsizing due to foreclosure, loss 
of a spouse, or for health reasons. Downsizing and rightsizing 
are very different. According to Right-Sizing.com, rightsizing is 
the opposite of downsizing. It is the concept of working with 
what you have by making better use of existing space. The 
promise is that you can live more fully in your home if you 
right size.

3. Ask:  Do you have any examples of clients who decided to 
right size their home?

4. Explain:  Rightsizing isn’t just for Boomers. Millennials and 
Gen X have embraced the movement as well. It’s about the 
quality of the space you need to meet your needs—not the 
quantity. 

5. Ask: Do any of you have millennial clients or friends who have 
purchased a small loft condominium or even a tiny house? If 
so, describe what they purchased and why they chose that 
type of property. 

6. Explain: Among Millennials, rightsizing has shown up as a 
minimalist movement that has manifested itself in many 
ways. Millennials saddled with college debt have less money 
to acquire things. They don’t want the 96 inch sofa—they 
would much rather go on a great trip, enjoy fine food, or own 
the latest technology. As a result, Millennials often seek out 
downtown lofts with minimal square footage located in prime 
areas. Others are exploring so-called “tiny house” alternatives. 
When they do buy a house, they want less square footage 
and a more open floor plan. 

7. Ask: Have any of you seen one of the tiny houses at a home 
show or in some other location? If so, what did you think of it? 
What are some of the pros and cons? 

8. Ask: Have you ever had to clean out a parent’s (or 
grandparent’s) home when they went into a nursing home 
and decide what to do with all their possessions? Did you find 
that the younger family members weren’t very interested in 
owning any of that “stuff”? What exactly did they say? 

9. Explain:  Barry Izak, owner and founder of ArrangingItAll.com 
contends, “You spend the first half of your life accumulating 
stuff and the second half trying to get rid of it.” When 
someone is forced to downsize, they often experience a sense 
of deprivation. Izak helps people understand that rightsizing 
is actually a form of liberation. You have more freedom, more 
disposable income, and you are no longer a slave to keeping 
up with all of that stuff.

10. Group Discussion: What are some ways that you have found 
effective for helping relatives or clients let go of some of their 
possessions? Have you ever done a major housecleaning of 



your own possessions? How did you determine what to keep 
and what to get rid of? 

11. Explain:  Izak encourages his clients who are rightsizing to 
keep only what is beautiful, useful, and that they love. The 
idea is to keep the best and have less of it. As you go through 
your stuff Izak suggests that you ask, “Does this bring me joy?” 
If it doesn’t, let it go. 

12. Ask: Does anyone have a good tip for letting go of something 
that has sentimental value? 

13. Explain: For many people, items with sentimental value are a 
major stumbling block to letting go. Just because Little Johnny 
made it 30 years ago doesn’t mean you have to haul it around 
any longer. In most cases, that memorabilia is stored in a 
box stuffed in a closet. Here’s a tip for handling those items: 
Take digital photos of these items and view them whenever 
you want. Best of all, you won’t have to dig through any 
boxes and you’ll have more closet space. Another approach 
is to compromise; for example, you love your grandmother’s 
dining room set that seats 10, but your new condo only has 
space for six. Consider keeping six of the chairs and looking 
for a smaller table. 

  
14. Ask: When you donate to a charity, which ones do you prefer 

and why? 

15. Explain: The Salvation Army (SalvationArmy.com) lists the 
charitable contribution value of a wide variety of items that 
you can donate including clothing, electronics, furniture, 
exercise equipment etc. In most cases, this amount is 
probably more than you would get from a consignment store. 
The same is true for used cars, boats, and motorcycles. The 
charitable value is often greater than what you can sell the 
item for on eBay or Craigslist. It’s also a lot less hassle. Be 
sure to list everything that you are donating and get a receipt. 
Moreover, the major charities will send out a truck to pick all 
this up for you. Are there other services in the community 

that you have used to make getting rid of possessions easier?

16. Ask: What’s the best way to dispose of old electronics, like 
keyboards, old monitors, power supplies, etc?

17. Explain:  Best Buy has an excellent electronic recycling 
program. Also, many cities have places to recycle paints, 
batteries, and other toxic substances to keep them out of 
landfills. 

End the meeting with this thought:  If “right-sizing” seems 
daunting, consider hiring a right-sizing specialist to help you 
whittle down what you really want, identify what has value 
and that could be sold, and to help you to dispose of the rest.  
Whether you are doing this for yourself, for a family member, or 
making recommendations to a client, you’ll find that taking the 
time to rid yourself of possessions you no longer need will make 
your home feel more spacious and comfortable.



“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 January 6, 2020
 
Profitability Tip: Are You Backed Up?
As we start 2020, have you backed up everything on your 
computer from 2019? Are you using a system such as 
Carbonite, Backblaze, or ICloud to back up your computer 
away from your office? Having a hard drive back up is a good 
thing, but if you have a fire or other disaster, your backup 
drive will probably disappear along with everything on your 
computer. To avoid having this happen to you, be smart. 
Use a hard drive backup as well as an offsite backup as well. 
Without one of these systems, it’s virtually impossible to 
recover from having your computer stolen or damaged. So, 
don’t wait—take this important step today and make sure you 
are backed up. 

Thought of the Week:
You never achieve success unless you like what you are doing.   
                             — Dale Carnegie



Week of January 13, 2020

Profitability Tip: Take Time to Work on Your Business 
One of the best books for any person who works as an 
independent contractor is the E-Myth Revisited by Michael 
Gerber. In this book, Gerber describes the difference 
between working in your business vs. working on your 
business. To succeed, you need to do both. “Working IN” 
your business refers to carrying out all of your transaction 
related activities. In contrast, Working ON your business 
refers to taking time to evaluate your results and to make 
specific plans about what to do next. Each week get in 
the habit of looking at your goals and whether or not you 
reached them. If you didn’t hit the goals you set, come 
up with a plan on how to reach them the next week. The 
process of writing down your goals and then creating a plan 
to achieve them is one of the best ways to have a successful 
real estate business.

Thought of the Week: 
When someone is telling you that you can't do something, don't 
quit, just smile and say,  “I'll show you."      
                         — G. Osign

Week of January 20, 2020

Profitability Tip: Niche Your Business with a Niche that 
Never Goes Away 
If you would like to specialize in a niche that never goes 
away (these are known as being “evergreen”), a place you 
may not have thought to search is Twitter or Instagram. 
Simply type in your city name with #MovingTo.” For example, 
#MovingToDenver.” You can also search for companies who 
may be relocating to your area by tracking the business 
section of your local paper. Other niches to consider include 
probate, divorce, retirees, and people who have had a change 
in their family situation such as needing another room for 
grandma or a nursery for the new baby. 

Thought of the Week: 
Formal education will make you a living; self-education will make 
you a fortune!             

      — Jim Rohn



Week of January 27, 2020

Profitability Tip: Give Your Open House a Theme 
There’s an old saying with respect to both Realtors and their 
clients that, “If you feed them they will come.” One of the fun 
things you can do whenever you hold an open house is to 
create a theme for the open house. For example, with Super 
Bowl weekend coming up, you could do a Super Bowl themed 
open house. (Be sure you do it the Saturday before or early 
enough on Sunday that it doesn’t interfere with the game.) 
You could serve mini burgers or hot dogs that you heat in the 
microwave. Be sure to post your open house on Facebook  
Marketplace (a free service that is like eBay or Craigslist) as 
well as Instagram, and YouTube. Take a picture and invite 
people to come. While this approach may not net the right 
buyer for the house, it’s a great way to introduce you to that 
neighbor who may be thinking about buying or selling in the 
near future. 

Thought of the Week: 
Even if you're on the right track, you'll get run over if you just sit 
there.                                     
           — Will Rogers

Tap Into Your Happy Brain
Everyone has those days when nothing seems 
to go right. You’re mentally foggy, your body 
feels sluggish, and you can’t wait to get home 
and crawl back under the covers. Then there are 
those wonderful days when you feel great and 
everything seems to go right. So what can you 
do to turn those foggy, sluggish days around?

Each hemisphere of your brain generates 
separate brain waves. When these waves are in 
synchrony, optimal performance occurs. When 
you’re feeling cranky and out of sorts, chances 
are your brain waves are not in synchrony. To 
synchronize your brain waves quickly, listen to 
any type of music that makes you want to snap 
your fingers to the beat.

In order to increase the benefits you receive 
from brain synchronization, move to the music 
and snap your fingers to bring your whole body 
into alignment. You will get the triple benefit of 
brain synchronization, exercise, plus increasing 
your preparedness for whatever is ahead.

—Excerpted from The PQ Factor
 by Bernice Ross




