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CEO’s 
Message

Ginny Shipe, CAE, AHWD, C-RETS, RENE

Authentic Diversity

I’ve noticed that recruiting discussions often turn to the need to  
encourage brokers to recruit sales associates with diverse backgrounds 
—wider age ranges, different ethnic backgrounds, varied cultural and 
life experiences. During some of those discussions, the real estate 
industry was described—accurately but not unkindly—as being  
largely Caucasian and 50ish.

Going forward, this profile will be out of sync with Americans, in 
general. You’ve seen the statistics: By 2051, white non-Hispanic people 
will make up less than half of the U.S. population. Brokerage owners 
and managers must be prepared for this shifting demographic. And 
part of that preparedness means recruiting agents who reflect the 
populations they serve.

But true diversity is not just about skin color, ethnicity, gender,  
age or ideology. A really vibrant organization welcomes intellectual 
diversity—an atmosphere of openness and honesty where different 
ways of thinking and approaches to doing are welcomed and 
encouraged. It’s easy for a broker or manager to think, “Well, that’s 
what it’s like around here.” But is it really? Most people tend to hire 
or want to work with those who are like them, not unlike them. It’s 
easier, more comfortable. Even when we stretch to accommodate 
someone who seems different, we still are likely to only make choices 
that are within comfortable parameters. It’s hard to choose someone 
who is a risk, outside of the mainstream. Many industry gurus, in 
fact, would recommend against it! The main focus of so many of 
the articles and presentations about recruitment center on how 
quickly agents can be productive. That’s important, no doubt. But 
major corporations have learned that while it’s important to deliver 
immediate profits to shareholders every quarter, it’s just as important 
to key an eye on the long term.

I think one of the most important things leaders and managers can do 
is to improve our understanding of people—of all colors and creeds. 
Does your own professional development plan include learning more 
about diversity in the workplace and among customers? Does your 
brokerage’s long-term strategic plan include recruiting sales associates 
from all walks of life? Getting involved in minority homeownership 
efforts? Participating in minority business, church and civic 
organizations?

At REBI, we’d like to hear—and share with other members— how you 
have shaped your brokerage or team to embrace both cultural and 
intellectual diversity. Share your ideas and experiences “The Source” 
-- the CRB and SRS virtual communities. 
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Jeff Lichtenstein, CEO of Echo Fine Properties, 
leads more than 50 people at his Palm Beach 
Gardens, Fla., company, and he’s not afraid to 
admit today that the COVID-19 crisis scared 
him when it surfaced.

“I was very fearful at first,” he recalls. 
“COVID-19 was a complete unknown; nobody 
has really gone through one of these pandemics. 
So I started doing projections, beginning 
with a ridiculous scenario: What if we had no 
business for a year and a half? Then I made 
other projections based on modeling that was 
out there on COVID-19. As you tackle each 
scenario, the fear part subsides.”

Lichtenstein also checked in with people he 
respects from all over the country, including 
in industries unrelated to real estate. “I talked 
to a lot of thought leaders I personally know 
and trust, including grammar school friends 
in different industries,” he states. “One is the 
president of a bank. Another is a Harvard 
University grad who’s a financial advisor.  
There’s also a history professor.

“I go to those friends to get a completely 
different perspective,” he notes. “I also talked  

to real estate brokers around the country.  
I try to rely on different sources and to look  
at history to determine how things are different 
today than in the past. It was all part of an 
effort to analyze what was going on and to 
get good advice. There’s been clarity in talking 
to people.

“Things were moving very fast,” Lichtenstein 
notes. “When an earthquake happens, the 
ground is going to shift, and you have to  
shift with it.”

The pandemic was a striking reminder of 
this lesson for Trevor T. Calton, president 
of Evergreen Capital Advisors in Portland, 
Oregon, where he manages commercial 
mortgage brokers, some of whom are also real 
estate agents. “This is a principle I’ve always 
believed in, like the idea that you can’t be part 
of a healthy couple without being a healthy 
individual,” he explains. “You also can’t be 
a healthy employee without being a healthy 
person. My team is only as strong as my team 
members, and the pandemic highlighted that.

“Early on, I realized we were all going to be 
dramatically impacted, but in different ways,” 
explains Calton. “If we leaders aren’t paying 
attention to what our team members are 
experiencing, we’re not focusing on the  
business holistically. I have one person on  
my team who, for instance, cuts loose and  
takes care of herself by playing basketball. She 
does pickup games at the local park. She told  
me she was struggling because all the parks  
are closed. That has to be trying.

jeff LichtenStein  

CeO

Echo Fine Properties  
Palm Beach Gardens, Fla.

Gather information,
including from sources  

outside your area of expertise.

Focus on your people 
before your business, and  
treat each as an individual.
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Brokers are 
making both 
minor and 
massive 
changes to 
the space 
they use 
and to 
how they 
use it.

           By G. M. Filisko
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“I think the real estate office has to change,” asserts  

Paul Mydelski, founder and chairman of the 10-office  

Leading Edge Real Estate in Winchester, Mass. At least,  

the company had 10 offices—ranging from 400 to 5,000  

square feet—before the world was rocked by a pandemic.  

The number of physical offices the company will have by  

year’s end is still in flux, as is their size and how they’ll be set up.

 

“Even if COVID-19 hadn’t happened, we were  

heading toward a different direction, with less  

brick-and-mortar space,” he reports. “Office space  

is an economic force against real estate brokerages;  

they carry a significant cost to occupy space.

 

“The world was shaken up overnight,” asserts Mydelski.  

“The best phrase I heard and one I really like is that we  

went into a freeze overnight but that it’ll take a long time  

to thaw out. It was June 8 when we started to occupy our  

offices with staff for 12 hours a day, though even now,  

agents are allowed in the office only if they have a  

scheduled appointment to meet with a client.”

 

Mydelski isn’t the only real estate company head  

who has made changes to their company’s physical space  

as a result of the pandemic, and the changes range from  

relatively small modifications to big-picture thinking  

about office space going forward. Here, Mydelski and  

two other brokers explain the changes they’ve implemented  

and the shifts that may still be on the horizon.

How COVID-19 is Changing 

Real Estate Offices
18 July/Aug 2020 www.REBInstitute.com
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For Bruno Fernandez, founder and managing 
broker of Imagine Realty, a boutique in  
St. Petersburg, Fla., the question has been how 
to make a compact office safer. “COVID-19  
and our small, 650-square-foot office aren’t a 
good combo,” he says. “But we continue to be 
creative and open-minded.

“We have a maximum occupancy for our space 
set by our local fire code of 165 people,” he says. 
“For such a tiny office, that wasn’t even close to 
where we need to be.”

During stay-at-home orders, Fernandez allowed 
only two people in the office at any given time, 
and only if they could manage to stay six feet 
apart and follow all other Centers for Disease 
Control and Prevention recommendations, 
such as wearing masks. Meetings of more than 
two people were held by videoconference or  
at a nearby park with picnic tables and plenty  
of privacy.

“We didn’t do it before COVID-19, but we now 
have hand sanitizer not just in the bathroom 
but throughout the office,” he says. “We also  
have a tablet with access to the internet 
dedicated just for clients because it’s easier to 
clean after each use. We used to have a PC for 
that, but the keyboard was harder to clean.

“We’re paperless, so we don’t have a printer,” 
he boasts. “We have one conference room with 
a surface that’s granite, which is easy to clean. 

Our front desk is also flat and easy to clean, and 
it’s naturally set up so that the nearest person 
is 10 feet away. Our lobby has two chairs that 
are separated by a table, which means they’re 
spaced six feet apart. The challenge as we’ve 
reopened has been the conference room, which 
can hold 10 people. Now we’re limiting capacity 
to four, which works perfectly for keeping 
people six feet apart.”

The only food or drink permitted in the office 
today is bottled water. “We decided not to 
use our coffee maker anymore because it was 
shared,” he says. “We’re trying to minimize 
touches. If we want coffee, we have it delivered.”

Fernandez says he’s had trouble sourcing hand 
sanitizer, toilet paper, and antibacterial sprays, 
but he’s created a process that has worked—
though it requires flexibility. “We call grocery 
stores and ask if they have those supplies,” he 
says. “You might get a yes, and you have to go 
right then and there. It’s just like we do with 
hurricanes. You have to be prepared.”

Bruno Fernandez

Founder &  

Managing Broker   

Imagine Realty 
St. Petersburg, Fla.

Small office, 

Heavy on new processes
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“We’ve also been forced into making 
behavioral changes about how we work and 
how we handle hygiene, and we’re trying 
to figure those out now,” he says. “If that 
means rearranging our office, taking out or 
adding partitions, and taking away furniture, 
that’s one thing. We also have a VOIP phone 
system with handsets; we don’t think we’ll 
need handsets going forward. People won’t 
touch them. We’ll no longer have things like 
magazines in the lobby and pads of paper, 
sticky notes, staplers, paper clips—none of 
the things you see on a desk. There will be no 
more food or beverages in the office. For all 
of that, it’ll be bring your own. There are so 
many things we’re evaluating.”

The company is also assessing the bigger-
picture issue of whether it still needs the 
space it currently occupies, along with the 
type of space it occupies. “We have two 
locations with two levels,” states Mydelski. 
“In one, the first floor is open for staffing  
and agents, plus conference areas, and 
the second floor is for agent use. We’ve 
downsized to one level only primarily to 
reduce our space. But moves like this may 
be long term because we also want to be able 
to control the environment. If we’re going 
to have staff members onsite who need to 
monitor the space, it’s problematic to have 
space they can’t see.”

It’s also common for brokerages to have 
shared space, perhaps co-leasing with a 
mortgage broker or subleasing space to 
another company. Mydelski’s company is 
halting that practice. “We have two open 
spaces we were sharing with other businesses, 
and we’ll discontinue the occupancy in those 
locations,” he notes. “For the foreseeable 
future, that type of operation isn’t safe. You 
can control your own business, but I don’t 
know what my co-tenant is going to do,  
and I might not feel comfortable with that.”

For Real Estate Professionals 2020 July/Aug 21

Paul Mydelski

Founder & ChairMan

Leading Edge Real Estate 
Winchester, Mass. 
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Recruiting While Isolating

How do you evaluate potential agents  

when you can’t shake hands and  

look them directly in the eye? You improvise.

Good brokers are always recruiting, according 
to the best real estate leaders. Has that still 
been true during the global pandemic? 
Actually, yes. We asked real estate company 
and team leaders how their recruiting was 
affected by COVID-19, and their response? A 
shrug or a humblebrag. Here are their stories.

Nothing, and everything, has changed

Franklin Mendez says his team’s recruiting 
process hasn’t changed much since the 

pandemic hit. “We’ve taken the recommended 
precautions by the government and the 
National Association of REALTORS® by 
wearing gloves and masks and by keeping 
sanitizer on hand,” states the real estate pro, 
who with his brother, Daniel, operates a 
team, the Mendez Group at Conley Realty 
in northern New Jersey. “We haven’t had a 
problem conducting interviews in person  
or through video calls.”

The story is much the same for Vicente 
Enriquez, owner of The Enriquez Group  

Recruiting
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Recruiting

at Keller Williams in San Diego. The amount 
of recruiting he was doing during lockdown 
was the same as in the past, but the message 
to recruits changed. “We’re relaying to 
them that they might have to perform more 
prospecting activities to get results similar to 
those before the pandemic,” says Enriquez. 
“We’re also stressing that the one thing that 
will never change is that people will want to 
hear what you can do for them only after they 
know you care for them.”

Things have also been different at 
Washington, D.C.-based McEnearney 
Associates, Inc., REALTORS®—active, but 
different. “I can’t tell if I’m doing more or 
less recruiting than in the past, but I’ve been 
keeping busy,” the company’s Director of 
Recruiting Karisue Wyson said in late May. 
“I’m still contacting agents daily, and we’ve 
upped our email marketing to include not  

just direct recruitment emails but also 
webinars to help agents stay informed  
and engaged. 
 
“I’ve also been making the point that 
companies that in the past would have 
claimed to be ahead of the curve with 
technology are now in the same position  
as every other brokerage that made that  
pivot in mere weeks,” she said. “It’s a level 
playing field in many ways.”

David Howell, the company’s EVP and  
CIO and its broker for Washington, D.C.,  
and Maryland, echoed those comments.  
“We haven’t been doing more or less, but 
we’ve certainly been doing it differently,”  
he states. “Since in-person meetings  
haven’t been possible—or advisable— 
since mid-March, like everyone else, we 
relied on video conferencing once initial 
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connections were made. We’ve tailored our 
messaging to emphasize what we’re doing 
now to help our clients, our agents, and our 
community. We’re, of course, sensitive to 
the fact that these are uncertain times and 
that a hard sell approach would be distinctly 
inappropriate. But that’s never been our  
style, anyway.”

In a typical year, Howell says his company 
brings on about 40 new and experienced 
agents. From mid-March to late May, the 
company added three agents they’d never  
met in person. “Everything was done 
virtually, from the initial contact, to the 
conversations and interviews, to the proposal 
presentation, to the onboarding into our 
offices and systems,” states Howell. “While  
I wouldn’t say we prefer to do it that way,  
it’s nice to know it can be done.”

Ramping up recruiting

“I’m actually pushing harder to recruit,” said 
Christopher Ozar, team leader of the Ozar 
Group at Liberty Realty in Hoboken, N.J.,  
in late May “I increased my budget and even 
hired an outside marketer to help create 
programs to help grow my team. I’m using 
virtual tools, including Zoom, to communicate 
with potential agents and have a funnel to 
bring new agents into the fold.”

One way Ozar has done that is by pairing 
up with an online real estate school. Before 
COVID-19, New Jersey didn’t permit 
prelicensing courses to be taken online,  
but it changed the rule during the pandemic.  
Ozar sponsored several people for the  
licensing courses with what he calls a 
scholarship.  
 
For Winnie Smith, CRB, SFR®, AHWD, RENE, 
broker consultant at RE/MAX Advance Realty 

in Miami, the focus has been watchful. She’s 
been eyeing other companies’ attempts to 
recruit her agents with curiosity. “We realized 
early on that brokers of some of the larger 
companies were reaching out to our agents 
in an attempt to recruit,” she states. “Offers of 
high splits and even monetary packages can 
be enticing when consumers are nervously 
hesitant to make a move. But my question was: 
How do those brokers have time to make all 
those calls when they have agents who really 
need them right now?”

Smith says her company has been focused on 
rolling smaller companies into her company 
rather than recruiting individual agents. “But 
we’re approached by individual agents asking 
to join our company,” she explains. “Brokers 
with brick-and-mortar offices and just a few 
agents have been the ones really hurting.”

Perhaps the brokers Smith is seeing who are 
attempting to recruit her company’s agents 
think like Tina Johnson, broker-associate 
and director of agent development at RE/MAX 
United in Grand Rapids, Mich. Johnson 
continued to recruit and even brought two 
agents onto her team during her state’s  
stay-at-home order.

“Now more than ever we need to be there  
for not only our agents but also for agents at 
other companies where leadership is lacking,” 
she said in May. “I’ve been providing value, 
such as tools to become a pro at virtual real 
estate, local statistics to use as talking points 
with clients, and in some cases personal 
protective equipment so that agents can go 
out and show homes. Recruiting is about 
relationships and letting agents know you  
care not only about their business but about 
them as people.” 

Recruiting
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Let’s be honest: Stay-at-home orders sort of 
turned into force-yourself-to-learn-new-tech 
orders. When you can’t leave the house except 
for essentials, it becomes all the more critical 
to find ways to work and connect remotely.

And guess what? Many real estate pros 
discovered that some of this new tech  
could really help their business grow.  
They’ve now added it to their stable of  
go-to work tech. Here, they share what 
they’ve learned and added.

 
Not just Zoom, but paid Zoom

There are a few tech items I’ve become used to 
using more than others. The first is the most 
obvious: Zoom. Though I was already using 
Zoom, I’m now paying for it to be able to use it 
more often. Another service is Mojo, a triple-
dialer system that enables me to call up to 
three people at one time. It also allows me to 
put contacts in specific categories that I want 
to call and schedule calendar follow-up calls 
with. With the lack of face-to-face contact, 
speaking to more people has become more 
important than ever. Finally, I added a CRM 
called Investor Fuse.
—Shea Adair, broker, eXp Realty, Apex, N.C.

“Live”ening things up

As eyes turned to the internet as the main source 
for news and communication, I needed a better 
way to broadcast our Live Facebook events and 
to reduce the time and effort of posting video 
recordings across all my social media assets. 
Two technologies accomplish streaming live 
and syndication of the broadcasts.

Technology

Quarantine Tech We Still Love

Here’s the technology your colleagues began using  

during the pandemic and are continuing to rely on  

as restrictions have eased.

https://www.rebinstitute.com
http://zoom.us
http://mojosells.com
http://investofuse.com
https://www.rebinstitute.com/
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Technology

The first is StreamYard. In short, it’s Zoom 
on steroids. You can stream without your 
viewers having to download any software 
and you can stream to multiple platforms, 
and viewers can comment on screen in a 
much more dynamic and interactive way 
than by just sending a chat message. You 
can add overlays and branding. Lastly, you 
can easily display preset images without 
the need to share your screen. It’s a huge 
time saver, and we’ve found our audience 
are much more engaged and responsive.

The second is LiveLeap, a Facebook 
syndication service. It allows us to stream 
to all our Facebook pages and groups, plus 
any other page or group on which we have 
permission to broadcast live. We use it to 
do interviews with industry leaders and 

can stream it live on their Facebook pages 
and groups as well, so we’re reaching more 
than just our followers and subscribers. We 
can also send out tweets to let our followers 
know we’re live, along with the link to the 
broadcast. The system also allows us to 
automatically send live alerts by email and 
SMS to our database.

Both techs have been game changers for us.  
We use them for our regular broadcasts 
and for virtual open houses. Engagement 
is way up, and we’re now starting to be 
perceived as industry leaders and innovators 
by providing content using these new 
formats and platforms our followers never 
experienced before.
—Keith Lucas, broker-owner,  

Keith Lucas Team, Charleston Real Estate Co., 

Mt. Pleasant, S.C.

Fast pivot to echecking 

We’re a title insurance and settlement service 
company, and when we were deemed an 
essential business supporting the financial 
and real estate community, we had to pivot 
fast. We quickly implemented vChecks, a 
platform where we can send electronic checks 
to lenders, brokers, and sellers without using 
paper. The technology delivers digital checks 
directly to recipients’ email inboxes. Gone 
are the days of payments lost in the mail or 
needing to attend a closing just to pick up  
a check.
 
When recipients get a vCheck, they can 
deposit it directly into their bank account  
by entering account and routing information, 
link the check to their mobile banking app  

http://Streamyard.com
http://LiveLeap.com
http://www.vchecksolutions.com/
http://streamyard.com/
http://liveleap.com/
http://www.vchecksolutions.com/
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to deposit it instantly, or print it to deposit it at 
an ATM or through their mobile banking app. 
—Victor Liu, managing partner and founder, 
Clear Skies Title Agency, Cranford, N.J.

Upping the video game

We started using Zoom for listing 
presentations, buyer consultations, team 
meetings, and more during the stay at home 
order. We even had a Zoom happy hour with 
our agents to keep the team chemistry up.

We also started using FaceTime for virtual 
walkthroughs on demand. Buyers can ask 
questions as we tour the home and give them 
a look as if they were there. We also record 
and privately upload all videos and virtual 
showings so clients can watch them again. 

Here’s an example: bit.ly/2zXZZc4.  

Finally, we added DJI Osmo 3, which allows 
us to attach our phone and provide a more 
stable video experience.—Ryan Fitzgerald,  
broker-owner, Raleigh Realty, Raleigh, N.C.

Voice-typing: A gem

Given that our clientele is now global and 
airports were essentially closed, we had to 
get creative. We adopted and are continuing 
to use Loom, which allows us to share our 
screen with others and be able to make notes 
on presentations. InShot is one of our best 
tools for pulling together quick mini-videos 
of listings we may share through WhatsApp, 
email, or social media.

Technology

https://www.rebinstitute.com
http://bit.ly/2zXZZc4
http://dji.com/osmo-mobile-3
http://loom.com
http://inshot.com
https://www.rebinstitute.com/
http://bit.ly/2zXZZc4
http://dji.com/osmo-mobile-3
http://loom.com/
http://inshot.com/
http://www.rebinstitute.com/
http://www.rebinstitute.com/


For Real Estate Professionals 2020  July/Aug 31
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We also started using the voice-type feature  
in Google Docs, which has been a real gem. 
It allows us to get our thoughts onto paper 
quickly and to be able to share files with our 
team for their input and edits. 
—Tamika Todd, broker, Platinum Realty, 
Southampton, Bermuda

360 virtual tours a must

Since COVID 19, I’ve used Zoom, Google 
Duo, and FaceTime video conferencing for 
the first time ever in my business. Many of 
my clients were OK with meeting virtually, 
and I now realize how effective it is.

Also, my photographer has always offered  
360 virtual tour photography, but I hardly  
ever included it in my listings because almost 

all buyers would physically visit listings. I 
used to purchase only the standard virtual 
tour package. Now high-quality virtual 
tours such as 360 are a must-have. Many 
people will now shop for a home only 
virtually, so we can’t just rely on great 
pictures and standard virtual tours. 
—Miss-Ashley Kendrick, associate broker/
lawyer, The Maricopa Real Estate Co., 
Phoenix

New tech? Tons

I’ve been using quite a few new 
technologies. Any.do is like a reminder  
or a to-do list you can schedule on a  
daily, weekly, or monthly basis. I love it.

I’ve also started using a Ricoh Theta V 
360 camera to scan pics of homes for 
Matterport 360 virtual tours. Imgur.com 
customizes backgrounds when you’re 
creating landing pages, and Flipsnack is 
a digital magazine creator. Remove.bg 
removes backgrounds from images.

Also, I now love Linktr.ee, a free tool  
for optimizing your Instagram traffic.  
You have just one bio link to house all 
your other URL links. I’m also using  
this on Pinterest, Facebook, and other 
social media. And Virbela is a virtual 
office space to meet with clients instead  
of Zoom.
—Sandy Anzaldua, GRI, SRS, agent,  
eXp Realty, San Antonio, Texas

Who knew Alexa could help?

The two items of tech we started using 
were Zoom and Facebook Messenger 
video chats. We use Zoom when I need  

https://support.google.com/docs/answer/4492226?hl=en
http://docs.google.com
http://duo.google.com
http://duo.google.com
http://Remove.bg
http://Any.do.com
http://theta360.com
http://theta360.com
http://Imgur.com
http://flipsnack.com
http://Remove.bg
http://Linktr.ee
http://virbela.com
https://support.google.com/docs/answer/4492226?hl=en
http://docs.google.com/
http://duo.google.com/
http://duo.google.com/
http://any.do.com/
http://theta360.com/
http://theta360.com/
http://imgur.com/
http://flipsnack.com/
http://remove.bg/
http://linktr.ee/
http://virbela.com/
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to do a screen share to show agents some 
presentation materials and Facebook 
Messenger when we’re just going  
to interact.

We did a Zoom home buyer seminar, 
and I absolutely love that it automatically 
records. I posted that video on a Facebook 
ad as an evergreen item. I can put together 
a PowerPoint to go with a Zoom event,  
so it’s much a more tool for engaging 
people instead of watching me for 10 to 30 
minutes just talking in front of the screen. 
It’s almost imperative to have a paid Zoom 
plan if you’re going to do any type of team 
meeting that could run longer than its 
40-minute max. 

Also, before the pandemic, each member 
of our team had an Alexa device at their 
desk and we allowed them to take it home. 
We used Alexa to check in on a daily basis 
when we wanted more one-to-one contact. 
Our office assistant started her day kind of 
gloomy until we dropped in on her using 
Alexa and got her laughing. It changed the 
entire mood of her day, so we made sure 
we dropped in on her as many mornings  
as possible.

The other piece of tech we’ve implemented 
is a VoIP option on our software program 
for our property management company. 
That allows agents to call from home but 
have the caller ID show the call is from the 
office. It also records conversations and 
files them in the tenants’ record.  

We’re paying $100 per month for the 
equipment instead of $240, and the 
payback period for that investment  
is only seven months.
—Stacy Corrigan, broker/president, 
Peace of Mind Property Management 
and Real Estate, Woonsocket, R.I.

Texting made easier

Video content has been essential. Tools I’ve  
been implementing are the MLS’s hosting 
service for virtual tours. Instagram and 
Facebook Live have been helpful in 
creating DIY-type videos for home tours, 
virtual open houses, and 3D tours. Also,  
I use Eztext, a text-message technology 
to send out my listings to everyone in 
my network and even agents out of my 
network. —Yawar Charlie, agent,  
Compass/Aaron Kirman Group,  
Beverly Hills, Calif. 

Upping the marketing tool game 

In addition to using Zoom like it’s 
nobody’s business, I’ve also been using 
Canva a bit more to work on my social 
media posts. It’s free, but there’s a paid 
option that gives you more features. I love 
using Canva for Instagram and Facebook 
posts. I also create cards and images I can 
email to clients when I do any follow up. 
I’m looking into the pro version for the 
extra benefits, like making a logo. 
—Elle Hale, e-PRO®, SRS,  
Century 21 Core Partners, East York, Pa.

Technology
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SalesStrategies

What You Can Do In Your Daily Life to 
Improve Your Personal Development

Category: Professional development 

Materials Needed: Handouts included with 
meeting materials, flip chart, 3x5 index cards, 
or templates included with this meeting.
 
Estimated Time: 15-20 minutes

PowerPoint Available: No

Meeting Objective: To help your team 
members identify daily steps they  
can incorporate to improve their  
personal development.

 

INTRODUCTION TO TODAY'S MEETING 

Explain to the group that today’s meeting is 
on personal development. By the end of the 
meeting, team members will have 5-10 ideas 
they can incorporate daily to improve their 
personal development.

 STEP 1
 
Have your team write on their 3x5 index 
card or the template on Handout 1-A 
two to three ideas they should currently 
be doing every day to grow as a business 
professional—with the emphasis on 

something they’re currently not doing  
but realize they should be doing daily to  
help with their business.

Ask volunteers to share some of their 
responses. Feel free to write these responses 
on a flip chart or white board.

Ask:  What makes it so challenging to 
incorporate daily activities that will help us 
grow personally as business professionals?STEP 

 STEP 2

After a period of debriefing, share the 
following: 

Read about what you want to improve. 
Naturally, if you want to improve in any area 
of your life, take the time to study that topic.

Ask: What’s one good way to accomplish  
this task?

Possible solution: Carve out 5-10 minutes 
each day to read an article about your 
profession. Find success stories and others 
who are doing something different to grow 
in your industry. Use www.NAR.realtor  
to look for timely topics about the real  
estate industry.

John D. Mayfield 
ABR®, CIPS, CRBsm, C-RETS, 

e-Pro, GRIsm, RENE, SRS

https://www.rebinstitute.com
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Set a Google Alert to find articles and blog 
posts about your favorite topics. Although 
it’s not reading, spend a few minutes 
searching YouTube or iTunes for podcasts, 
past webinars, interviews, and more.

The important point to remember is that  
you should spend time each day looking  
for articles and information that can help 
you grow as a business professional.

 STEP 3

 
Set a daily goal sheet to track your 

progress.  When posed with the question 
of how to improve our lives through daily 
actions, we can all come up with a list 

of things we should be doing every day. 
However, at the end of the day, thinking  
and doing are totally different. 

One way to overcome this problem is to 
make a list of the items you want to begin 
incorporating to build your personal 
development. From this list, prioritize  
what’s most important for you to accomplish 
each day.

Allow team members to begin making a 
list of what they need to be doing daily to 
grow personally. Encourage each person 
to come up with 5-10 items. Have team 
members prioritize the list from most to 
least important.
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Handout 1-A

Provide one list to each team member.

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.



http://rebinstitute.com/
https://www.rebinstitute.com/REBI/Magazine/Subscribe/REBI/Magazine/Subscribe.aspx?hkey=df4dfce9-7f78-44e0-9eb7-b4d258bc7562
http://www.rebinstitute.com/

