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WATCH These 13
TRENDS
        in

Industry experts with their pulse on what’s happening 
inside and beyond their markets say these trends are 
ones to track if you want to remain successful this year.
       by G. M. Filisko
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DEMOGRAPHIC SHIFTS ARE  
STILL AFFECTING HOUSING. 

The other big trend I’m seeing is that it has 
become too unaffordable to live in major cities. 
I’m seeing a lot of people telecommuting. I’m 
seeing Californians buy in Texas and telecom-
muting to their job in California. In Bend, Ore., 
13-14 percent of homeowners are telecommuters 
to Northern California or wherever their jobs 
may be.

Agents need to think about how they can  
humanize not only real estate but their expertise 
and the community they sell. You need to think 
about how to personalize your community to 
someone moving from mars because buying a 
home is such a different experience in each area.

California is very transparent for data and  
disclosures, but Texas real estate people don’t 
share information; they want you to call them. 
Technology has allowed consumers to access 
homes for sale but not to access the true nuance 
of the very localness of real estate transactions.

YOUR WEBSITE ISN’T A LEAD-GENERATION  
MACHINE BUT A LEAD-CURATION MACHINE. 

If I’m a consumer, I’m now going to your  
website because I trust you. Your website  
should be trustbuilding and making  
consumers come back to it so they can  
get to know the neighborhoods in which  
you sell.

We did a study, and nobody’s generating leads 
off websites because there are so many of them, 
and they all say the same thing. But if your  
website conveys your expertise and answers  
why I as a consumer should trust you and it  
provides valuable information for anywhere 
from six months to two years, you’ll get all  
the more business six months to two years  
from now.

KNOW HOW TO THANK YOUR CLIENTS  
IN A MEANINGFUL WAY. 

Learn the art of saying thank you to previous 
clients. They’re going to be your referral- 
generation machines if you’re playing  
your cards right.

Agents are now doubling down on offline  
client events. It’s about knowing who your A, B, 
and C clients are and treating them how they 
treat you. You’ll see more agents spending a 
lot more on things like family-friendly movie 
events, where they rent out a theater and invite 
clients to watch a movie with their kids.

My wife chooses Valentine’s Day as a big thank-
you event. On January 2 each year, she starts 
calling local hotspots for Valentine’s Day dinner 
and making reservations. Then she tells her A 
and B clients that she booked these reservations 
and will be happy to transfer the reservation 
to their name. She also offers hair blow-outs, 
where clients can get their hair blow dried  
before dinner.

People often forget Valentine’s Day, but if she 
says, ‘I have a dinner reservation for you; come 
get your hair blow-dried, then go to dinner with 
this reservation,’ it’s memorable. It takes about 
an hour of her time to make the reservations, 
and it doesn’t cost any money. Being memo-
rable is becoming more and more important in 
thanking clients.

TRENDS2019
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THE PROFITABILITY CRUNCH WILL CONTINUE, 
MAKING ANCILLARY SERVICES MORE AND  
MORE IMPORTANT. 

The other issue is squeezing profitability  
margins. We’ve had to adjust the payout to 
agents in the last 5-10 years, and over that  
time, we’ve transferred about 10 percent of  
income to agents. That means ancillary  
services are ever more critical to profitability.  
You need mortgage and title services to  
make it work.

That’s also true because of the newer broker-
age models. First we saw franchises enter the  
industry, then there were desk-fee companies, 
and so on. Now we have limited-services  
companies with 100 percent, no-office  
options. For $299 a deal, you as the agent  
keep the entire commission. The company  
offers no services, offices, or managers. In 
South Florida, there are probably about 10  
of those firms right now.

ACQUISITIONS OF AGENTS AREN’T SLOWING. 

Companies have increased their efforts to 
“buy” agents, and that will continue. They’ll 
go to an associate doing $5 million in sales 
and look at the agent’s revenue. Maybe the 
agent is bringing in $150,000 and on an 80-20 
split at her current company. In that case, 
the company would be keeping $30,000, and 
the acquiring company would pay her that 
amount up front if she agreed to sign a  
three-year contract.

We’re facing this at my own company, and I 
believe your company culture matters. You  
have to make sure your value proposition is  
one that agents understand. For instance, we 
just rolled out a smart CRM lead-generation 
platform for our agents. You have to be able  
to be competitive on those types of fronts.

We also think it’s important to have personal 
relationships with agents through your  
managers, who truly help them. We may 
have to be flexible and adapt. We need to 
look at our value proposition and find out 
how to help agents grow. We had one couple 
who were going to leave us, and we sat 
down and came up with a plan to help them 
grow. It did cost us probably greater money 
than not, but we determined it was worth it.

A lot of brokers don’t want to negotiate in  
those situations, and that becomes a policy  
issue for each brokerage. One of our agents  
left after being offered a $25,000 signing  
bonus. The agent said, “I love you, Mike,  
but I can’t pass this up.” The response is a  
business decision.

I believe brokers need to be open, have 
trust, and have an understanding with the 
people who work with you. If you have  
that built in, you can survive some of  
these efforts others are making to recruit 
your agents.

TRENDS2019

We’re also finding brokers who are  
aging out. The modern era of real estate 
probably started in the 1960s, and many 
of these people who entered the business 
then are in their 60s, 70s, and 80s. They 
started their own firms and are now in 
their retirement years.  
They need an exit strategy.

        
—Mike Pappas, CRB, CCIM

President/CEO, The Keyes Co.,  
              Illustrated Properties, 

           Platinum Properties
Miami
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Brokers can’t continue to just buy agents and at 
the end of the year expect to have made money, 
especially since those agents are more likely to 
leave, in my experience.

Eventually, brokers are going to pay a price for 
that mentality, especially if the market slows 
down. Brokers who are good will survive. But 
those who buy agents? That’s not going to look 
very good when they show their profit-and-loss 
statement if the market slows. The big question 
for many brokers will continue to be: When do 
we actually start making money?

DISRUPTORS WILL CONTINUE TO TRY TO  
SHOVE AGENTS OUT OF TRANSACTIONS.  

I recently had a conversation with my son,  
who’s involved in the tech industry. He said that 
if he were in real estate, one of his goals would 
be to try to modernize the business to where 
consumers might not even need an agent.

I told him that was an interesting statement to 
have said to me, who’s been in this business for 
decades. But he said, “How’s that different from 
what you did all the times you were trying to 
automate and improve the industry?”

That’s a great point, and I’m not sure where 
technology is heading. We have to modernize 
and retool. It also means we have to change  
and adapt. But I’m not afraid of technology  
replacing humans in real estate. I still see how 
this business works. My son is going to buy  
a house next year, and he’ll need an agent.

A transaction is complicated and has so many 
moving parts, and you need a professional to 
handle them. There’s also an emotional side to 
every transaction. It’s a lot to juggle, and that’s 
where the professional agent makes a difference.

WATCH THE SHARE OF FIRST-TIME BUYERS. 

One thing that’s going to get to more of a crisis 
level is first-time buyers. We’ve spoken about 
this since 2010, so we’ve gone through this for  
a long stretch now. There’s a severe problem 
with the fact that builders have stopped  
building entry-level homes.

When you go a decade without new housing, 
that’s a major problem. How do you get  
a millennial into a house? It’s more than just  
the inventory problem, which does exist. Is 
there anybody who’s able to build something  
a 25-year-old or 30-year-old could afford? I 
don’t see it. Builders want to build $250,000  
and up.

THE INDUSTRY NEEDS TO CHANGE. 

(OK, maybe this isn’t a trend to watch. But 
Snook says it’s one that needs to emerge.)  
What has to change is this flood of agents  
who come into the industry because of  
business models that say more agents are  
better. I’ve watched it for 40 years and  
wondered whether it’ll change.

I think it’s got to change, but I’m not seeing 
signs that it is. It’s absolutely crazy. I’m in the 
trenches as much as anybody, and I’m being 
more vocal about it. To actually do something 
about it, you’ve got to go to your movers and 
shakers in the state first because they have to 
enact tougher entry standards. It can’t be that 
people can just take a test and get into the  
business. To me, it’s worse than it’s ever been. 
I’ve never seen so many unqualified agents.

G.M. Filisko is a lawyer and freelance writer  
who specializes in real estate, legal, business,  
and personal finance topics.

TRENDS2019
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Seasoned agents from
throughout the country

reveal the advice they
wish they’d heard—

and heeded—
when they entered

the business.

By G.M. Filisko 

   25 Experienced 
              Agents 

 
      what they wish 
      they’d known as 
               Rookies
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I learned different methods of listing properties, efficient ways of record keeping, and 
the importance of fact-finding for rural properties, such as validating well production, 
irrigation rights, and so on. All of this I bundled into checklists.

“I also learned how important education was,” adds Williams. “I wish I’d stacked my 
first year with all the education I could muster. I met the requirements, but I could 
have done more to brace myself for handling each transaction with a higher level 
of confidence and knowledge. Plus, I could have added credentials earlier to take 
advantage of the resources offered by each. Making a road map of all the designations 
and accreditations gives you a clear path to where you want to be and provides 
invaluable resources. Yep. The first few years were truly a humbling experience.”

Know the inventory and the documents like nobody else. 
“Focus on touring as many properties as possible,” advises Christine Kim, president  
of Climb Real Estate in San Francisco. “The more you tour, the faster you can be  
an expert. 
 
“It may seem like a no-brainer, but so many new agents get caught up in creating 
websites and reinventing the wheel that they don’t actually focus on doing what’s 
most important, such as learning inventory,” says Kim. “Imagine if you were trying to 
become a fashion designer but you didn’t know what the latest trends were. Fail!

“Also read all the contracts line by line while you have the time,” she says. “This can 
give you an edge because it’ll help you answer questions with confidence and become 
a strong negotiator off the bat.”

Don’t be shy. “I wish I’d known and practiced giving out  
my cards and telling everyone I came across that I was a real 
estate agent,” states Jill Lieberman, SRS, ABR®, an agent at 
Coldwell Banker Residential Brokerage in Calabasas, Calif.  
“Any shop owner, grocery clerk, parents at school, members of 
my congregation, flight attendants, doctors, and so on, I should 
have handed a card and said, ‘If you or anyone you know needs 
any help with anything real estate-related, I’m your person.’

“I also wish I’d started the habit of just talking to people out and about, whether 
standing in the post office line, bank line, or grocery store line and just said, ‘Hi, how 
are you?’ to start a conversation,” she adds. “It’s a lot easier than we think, and people 
really appreciate your kindness.”

You do you. “Though I’ve had great success, I could have been even more 
successful understanding and embracing that my personality type and how I respond 
in relationship with others is the best way to be in relationship with clients because 
it’s authentically me,” reports Mary Garnett Ratchford, SRS, an agent at RE/MAX Plus 
in Frederick, Md. “I don’t need to relate to clients as would a Tom Ferry or a Brian 
Buffini or others, though I can take away some great insight from them.
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Get really good at one thing. “I wish I’d understood that getting really 
good at one thing is better than trying to learn everything,” notes Melissa Yost, SRS, 
an agent at Century 21 Diamond Realty in Bluffton, S.C. “In many ways, I’m still 
learning this.

“Based on our first few transactions, we can create a  
client avatar, which means to decide which type of  
clients we enjoy most, and then a niche from that  
avatar,” she states. “Concentrating marketing dollars  
and campaigns toward our avatars and niches will  
bring success quicker than spreading yourself too  
thin in the general pool of agents.

“For example, once I learned that I enjoyed working  
with professional women in an empty-nest, pre- 
retirement age, was able to create marketing campaigns for 55+ communities and 
second homes,” explains Yost. “I now specialize in relocation to this group of both 
buyers and sellers and am workingon becoming a known expert in Sun City Hilton 
Head and Latitude Margaritaville Hilton Head.” 

Plan and schedule smartly. “I wish I’d known more about business 
planning and time scheduling for activities to be better prepared to know how to 
plan daily, weekly, monthly, and quarterly for activities that provide lead generation,” 
says Kristen Govantes, SRS, an agent at Coldwell Banker Residential Brokerage in 
Cumming, Ga.

Understand that challenges aren’t obstacles. “I wish I knew that 
when issues arise in a transaction, big or small, it doesn’t mean the deal is going to 
die,” says Rob McCann, SRS, co-owner/broker at Assist 2 Sell Buyers & Sellers Realty 
Inc. in Northampton Pa. “You have to sit back, assess the situation, and seek solutions 
between the buyer and seller. Or just simply help your client find answers. Not every 
deal will get to closing, but at the heart of every deal is a willing buyer and seller.”

Take “we don’t do it that way” with a grain of salt. “When you’re 
a rookie, it’s really easy to assume everyone knows more than you and has everything 
figured out,” reports James McGrath, co-founder of Yoreevo in New York City. “I 
quickly encountered this when dealing with listing agents. From deal to deal, they’d 
often contradict each other. One would say they’d never seen something done in a 
certain way, and the other would do it only that way.

“For example, since the vast majority of New York City properties are apartments, we  
have to do a lot of condo and co-op board applications,” he says. “I had one listing 
agent tell me that in 20 years in the business, she’s never seen a handwritten 
application. I found that odd because I’d submitted multiple handwritten applications 
over the last three months, all of which were approved.
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Use technology to ease your burden. “My business has steadily 
increased as the years progressed, and I’m now just starting to embrace technology,” 
says Heather Carbone, an agent at Big River Properties in Boston. “But I also now 
see how things could have been easier or more efficient from the beginning with the 
proper systems in place to start, both nontechnical and technical.

“Time management is critical,” she asserts. “As you get busy, it’s important to set 
schedules and routines and, most importantly, boundaries. When I work with a new 
client, I aim to set the expectation up front of what type of response time to expect.

“Establishing a customer relationship management system from the beginning will 
also save lots of time down the road as you start to think about marketing automation 
and customer follow up,” says Carbone. “A good CRM system will also help with your 
time management by not only automating tasks but reminding you when follow up or 
documentation is due to keep a deal moving. Letting a system remember these things 
frees your brain to focus on the critical tasks that need to be done now and not a week 
from now.”

Be direct in asking for referrals. “When I was starting out, I wish I’d 
known the power of referrals,” recalls Benjamin Mizes, founder/CEO of Clever 
Real Estate in St. Louis. “I’ve always worked hard for my clients and gone above and 
beyond, but in my early years, I never explicitly asked for referrals. Ever since I started 
sending letters and emails and calling happy clients to ask for referrals, my business 
has more than doubled.”

Focus on service, not sales.  
“After 30-plus successful years, I can look  
back to the first five years that it took for  
me to become proficient and identify  
several ideas that would have gotten me  
going sooner and easier,” says Michael  
Edlen, team leader at Coldwell Banker  
in Pacific Palisades, Calif.

“This a service business more than a sales  
business,” he contends. “Those who are  
attached to the outcome of getting more money or commissions, rather than fulfilling 
opportunities to be of service, will most likely have greater difficulties and limitations 
in their success.

“To really provide the level of service required, once you’ve gotten to a point of  
doing more than several transactions a year, hiring someone to handle much of  
the administrative activities becomes more and more useful,” says Edlen.

Falling for the shiny object seems inevitable. 
Instead, spend your money on education 
and designations that will provide you the 
tools you need. Join a firm that actually 
cares about you and your business and 
gives you the attention you deserve, not  
the one with all the gizmos.

 
        —Fara Captain, 

GRI, SRS, CRS, ABR®, associate,  
Crye-Leike Midtown, Memphis
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“Yes, I know the three most-used words in real estate are location, location, location,”  
he says. “For me, they’re loyalty, loyalty, loyalty.”

Get systems and local rules down right away. “When I first got into 
real estate, I started as a listing coordinator,” recalls Geralyn Edwards, a new-home 
consultant at Highgarden Real Estate in Fort Mill, S.C. “This was a great advantage to 
learning the systems and rules of real estate. Having systems in place that document 
your steps—from meeting the client to going to the attorney’s office to close— 
are very important and helpful.

“Having everything in writing—nothing verbal—and saved to a file, whether it’s an 
electronic file or a hard file, is crucial in this business,” says Edwards. “It may seem like 
a lot of work, but it takes only one bad deal to go sour for you to learn that you won’t  
let that happen again.

“Being a listing coordinator also helped me learn the rules of our local MLS and 
develop relationships with the people working there,” she notes. “This was a great 
benefit because they knew me by name and were there to help me. I learned the process 
of inputting a listing, marketing a listing, social media guidelines for marketing, and  
ules first. It helped me become a better agent in the end. In this business, being 
organized is definitely a must for success.”

Know thyself. “I wish I’d have known how important it is to be true to yourself 
when entering into this profession,” says Carolann Newton, broker in charge at Jackson 
Stanley, REALTORS®, in Easley, S.C. “Many of us have come from other professions, 
many of which were corporate, nonsales-related jobs. Often, people try to teach you 
how to be a salesperson when you come into the industry. To many, it’s about closing  
as many units as you can in the shortest amount of time, the old ‘say what you need to 
say to get what you want.’

“Instead, I’ve learned that there are two different types of people in sales: Salespeople 
and people who can sell,” reports Newton. “They’re very different with their service 
approach. Salespeople have a money-driven approach. They’re there to get the job  
done as quickly as possible and with minimal personal connection to their clients.

“People who can sell are driven by the client relationship,” she notes. “They’re also 
focused on getting the job done as soon as possible but need the personal connection 
with their client. 

“Either can sell real estate and have an extremely successful career as long as there’s an 
understanding that this profession is extremely challenging and ever changing,” she 
explains. “So be in it for the long haul, be diligent, be committed, be accountable to  
your clients, and be affiliated with a brokerage that supports you and helps you to  
build your plan based on who you are.”

G.M. Filisko is a lawyer and freelance writer who specializes in real estate,  
legal, business, and personal finance topics.
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Recruiting

depending on the experience of the  
agent brought on board.

“This allows our current agent to mentor  
and train the new agent since the current  
agent will be receiving a percentage of the  
new agent’s commissions,” adds Ringelheim.

What if your agent doesn’t want to mentor 
someone? “We’ve had agents ask for other 
incentives instead of mentoring the agent,” 
he adds. “If the current agent doesn’t want to 
mentor, instead of receiving a percentage of 
5-10 deals, we’ll do 3-5 deals. They’ll also  
most likely receive a lower percentage on  
those 3-5 deals, but everything is done on  
a case-by-case basis.”

A twist on future commissions
Another option is one that Luke Babich, CSO 
and co-founder of Clever Real Estate, says he’s 
seen used at other companies. It’s reducing the 
cost of doing business at your company for  
both the referring agent and agents referred.

“If you as an agent refer three other agents in a 
year, then you pay no part of your commission 
to the company, just overhead and transactions,”  
says Babich.

How would this work? “Let’s say Agent A has 
a 70/30 commission split with the broker,” 
explains Babich. “Agent A recruits Agent B. 
Agent B is successful, so Agent A’s commission 
split moves to 80/20. Then agent A recruits 
Agent C. Agent C is successful, so Agent A’s 
commission split moves to 90/10. Agent A then 
recruits Agent D. Agent D is also successful, 
so the commission split moves to 100 percent. 
At this point, agent A keeps 100 percent of the 
commission earned on deals and pays only for 
overhead and transactions.

“It’s fairly unconventional in that very rarely  
will a broker recoup none of an agent’s 
commission split,” he admits. “However,  
getting a solid agent means you’ve increased  
the transaction value of your brokerage as a 
whole, decreased the transaction value of a 
competitor, and more than made up for the  
loss in regard to the commission you’d have 
earned because of the new agent’s performance.”

That’s a variation on a plan Daryl Braham, CRB, 
COO and broker-associate at Keller Williams 
Inspire Realty in Fargo, N.D., is working. “As 
a Keller Williams office, we recently began 
offering a program called a disappearing cap,” 
he says. “For every agent a current agent brings 
to the company, we reduce that recruiting 
agent’s cap by 25 percent.

“It’s a four-to-one ratio, so if the recruiting agent 
brings on four producing agents, the recruiting 
agent can get 100 percent of their company 
dollar discounted,” he explains. “We’ve just 
recently launched this, and it’s definitely picking 
up steam. We now have several agents engaging 
other professionals to talk about opportunities, 
which is what the program is intended for.”
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at it unless search engines take them to it,” states 
Daniela Andreevska, marketing director at 
Mashvisor, a real estate data analytics company 
in San Francisco. “The best strategy to rank 
high in search engines is to create high-quality, 
relevant content.

“Plan for a section of your website where you 
can post your blogs and other articles,” suggests 
Andreevska. “Research the keywords that are 
most popular and bring the highest value for 
agents, and use them in your blogs. Write a few 
posts each week, which can be on a variety of 
topics including some of your listed properties, 
local events in your area, and real estate data and 
trends. You have to be visible for search engines 
to bring people to your website.”

Make sure you also do some optimization on 
your site. “I’ve seen it a million times—agent 
websites with the same title tags and meta-
descriptions site-wide,” bemoans Andrew 
Schmeerbauch, director of marketing at Clever 
Real Estate in St. Louis, who’s responsible for the 
company’s lead-generation efforts. “That means 
whenever someone types a query into a search 
engine, they’ll see the same snippet for every 
page on your website.

“It’s important to differentiate these pages by 
their intent,” advises Schmeerbauch. “For pages 
that are buyer-facing, make sure to optimize for 
a buyer-facing search term, such as ‘buyer’s agent 
[city]’ or ‘homes for sale [city].’”

Technology

Also optimize against your competition,  
suggests Schmeerbauch. “There’s low-hanging 
fruit many traditional agents fail to capitalize 
on,” he says. “These are niche competitors, such 
as ibuyers and flat-fee firms. Creating pages that 
compare the benefits of your service versus each 
of the services in your area increases your chance 
of ranking for those terms in search results.

“It also offers an opportunity to capture qualified 
leads that may have been looking for a different 
listing solution altogether,” says Schmeerbauch. 
“In either case, it presents an opportunity for  
you to make your case.

“For instance, flat-fee services often advertise 
consumers can save a full commission, but they 
typically fail to mention that a buyer’s agent 
commission still applies and that sellers will take 
on responsibilities to get their home sold,” he 
states. “Traditional agents can talk about ‘hidden 
fees,’ increased commissions, and ‘lowball 
offers.’ Then, if you’ve optimized these pages 
correctly on your website, you’ll have a chance 
to display for searches like ‘flat-fee mls [city]’ or 
‘webuyhouses [city].’”

3. Don’t flub the basics. 
 “Focus on getting the simple things right—
mobile responsiveness and clear calls to action,” 
advises Robbie Sherrard, a web developer who 
operates Robbie’s Dev Shop in Brooklyn, N.Y. 
“More than half of today’s web traffic comes  
from mobile devices, so your site needs to be 
clear and functional on mobile devices.
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when looking to buy or what to prepare to sell 
their own property.

“Make sure when you upload the video to 
YouTube, you turn on closed captioning,” adds 
Lovrecich. “Guess what? That also gets picked 
up by search engines. Also create a section on 
your website for video, and embed your videos 
on your own site with titles explaining what each 
video is about and a description of the content 
that’s at least 350 characters long.

“You can also create a podcast,” says Lovrecich. 
“Start by using a super-simple service like 
Anchor, which is free to start your podcast, and 
embed it in a section on your site. To get started, 
I’d put together a list of the most frequently asked 
questions and answer them on an episode of its 
own, even if it’s only 5 to 10 minutes long.

“All of this will get picked up by search engines 
if you add a short, detailed description about 
the content for each episode,” says Lovrecich. 
“And platforms like Anchor will distribute your 
content on every single podcast platform out 
there, from iTunes and Google Play to Spotify.”

Technology

8. Build trust by with regular,  
    hyper-local updates.  
“The biggest obstacle you must overcome is 
establishing trust with prospective buyers,” 
asserts David Erickson, principal of e-Strategy 
Media in Minneapolis-St. Paul. “One way to 
establish that trust is by publishing a blog  
that’s focused on your community.

“But rather than exclusively discussing the 
properties for sale, discuss everything that’s  
great about your community,” he adds. “Buyers 
want to know whether they’ll be happy living in  
a given community. Tell them everything about 
it, from the obvious to the obscure.

“Tell them about the school system, the public 
transit, and the lovely parks, but also talk 
about the batting cages just down the road, 
the independently-owned coffee shop, and the 
romantic view of the city at night,” recommends 
Erickson. “Discuss local landmarks and 
institutions that are likely to be of interest to 
existing residents as well as newcomers. The 
idea is to establish yourself as an expert on the 
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 STEP 3
STEP 1 
Tell your agents that the second word included 
with the G.A.S. acronym stands for attitude. 
Having the right and proper attitude makes all the 
difference in the world. Tell the following story: 

There was a Greek poet named Hermesianex  
who lived approximately 400 years before Jesus 
Christ. Unfortunately, there’s not much known 
about this man except a four-word phrase he  
used quite often: “As within, so without.” In  
other words, he was saying this: The attitude  
you possess within determines external 
attractions. Or what you possess within  
yourself will normally equate to the quality 
of your life.”

The real question for everyone is this: How do we 
get the right attitude? Positive speech and quotes 

are one way. Many times we can say something, 
but in our hearts, we don’t believe it.

Provide Handout 2-A to your team to review the 
following “Success Quotes.” Encourage your group 
to read these success quotes on a daily basis.

You might also use this time for agents to on why 
they’re successful as real estate professionals and 
suggest they carry their affirmations with them 
and review them daily.

Your agents need to understand and realize that 
speaking positive words on a regular basis will 
help them develop the right attitude.

Note: The success quotes are also loaded on  
the website under the “Bonus Resources” section 
if you need to print them out in the future for  
your sales team.
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Handout 2-A
Success Quotes

“Try not to be a man of success, but rather to be a man of value.”                                                                                      —Albert Einstein
 
“Motivation will almost always beat mere talent.”                                                                                                      —Norman R. Augustine
   
“Unless a man undertakes more than he possibly can do, he will never do all that he can.”                                 —Henry Drummond
                                                                                                                                                        
“They may forget what you said, but they will never forget how you make them feel.”                                                  —Carol Buchner

“Footprints on the sands of time are not made by sitting down.”                                                                                                 —Unknown

“Greatness lies not in being strong, but in the right use of strength.”                                                                      —Henry Ward Beecher

“A mind troubled by doubt cannot focus on the course to victory.”                                                                                   —Arthur Golden

“Nothing will ever be attempted if all possible objections must first be overcome.”                                                     —Samuel Johnson

“Do what you can, with what you have, where you are.”                                                                                               —Theodore Roosevelt

“It is time for us to stand and cheer for the doer, the achiever, the one who recognizes  
  the challenge and does something about it.”                                                                                                                          —Vince Lombardi
      
“One never notices what has been done; one can only see what remains to be done.”                                                     —Marie Currie

“Any coward can fight a battle when he’s sure of winning; but give me the man who has the pluck to fight  
 when he’s sure of losing.”                                                                                                                                                                    —George Eliot 

“Many of life’s failures are people who did not realize how close they were to success when they gave up.”            —Thomas Edison                                                                                                        

“A leader is one who knows the way, goes the way, and shows the way.”                                                                        —John C. Maxwell

“The art of being wise is knowing what to overlook.”                                                                                                             —William James

“Obstacles are those frightful things you see when you take your eyes off your goal.”                                                         —Henry Ford

“After the game, the king and the pawn go into the same box.”                                                                                           —Italian Proverb

“Character is like a tree and reputation like its shadow. The shadow is what we think of it; the tree is the real thing.”                                                                                                                   
                                                                                                                                                                                                        —Abraham Lincoln

“What would you attempt to do if you knew you would not fail?”                                                                                    —Robert Schuller

“We never know how far reaching something we may think, say or do today will affect the lives of millions tomorrow.”                                                                                       
                                                                                                                                                                                                                    —B.J. Palmer

“The superior man is modest in his speech, but exceeds in his actions.”                                                                                   —Confucius

“What comes out of you when you are squeezed is what is inside you.”                                                                                —Wayne Dyer

“Empowerment is all about letting go so that others can get going.”                                                                          —Kenneth Blanchard

“Too many people overvalue what they are not and undervalue what they are.”                                                          —Malcolm Forbes

“Anger makes you smaller, while forgiveness forces you to grow beyond what you were.”                                  —Cherie Carter-Scott

“The tragedy in life doesn’t lie in not reaching your goal. The tragedy lies in having no goal to reach.”                  —Benjamin Mays

“Victory belongs to the most persevering.”                                                                                                                                        —Napoleon

“Success is never final. Failure is never fatal. Courage is what counts.”                                                                 —Sir Winston Churchill 

“To make our way, we must have firm resolve, persistence, tenacity. We must gear ourselves to work hard all the way.  
  We can never let up.”                                                                                                                                                                        —Ralph Bunche

“Though no one can go back and make a brand new start, anyone can start from now and make a brand new ending.”                                                         
                                                                                                                                                                                                                  —Anonymous
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