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We’re going to continue to have strong  
demand with critically low inventory, so  
the question for agents is: How are you  
changing your tactics to generate more  
sellers? You can’t just hang around waiting  
for listings to appear.

It’s like what I do in my practice. We reach 
out to brokers all over the country, telling 
them what the market is like and asking: If 
you were going to sell your firm, what would 
you be looking for?

So I suggest to agents: Get in touch with  
your database of homeowners and ask: The 
market is very strong; have you considered 
downsizing or selling and moving? If you 
were going to do that, where would you  
move, and what you would be looking for?

That way, agents could keep their eyes out  
for what potential sellers are looking for. As 
soon as they find it, they can take sellers to 
see it. Today, you have to find what sellers 
are going to move to before they’ll decide 
they’re ready to move from where they are.

For Real Estate Professionals 2021  Jan/Feb 11
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they were held in person. These leaders are reaching more people more 
frequently than ever before. None of them believe they’re going to go 
100 percent back to what they used to do.

Of course, in-person events will come back. But organizations will find 
a better way to reach larger groups than to have everybody get in their 
cars and drive someplace. I have a conference, the Gathering of Eagles, 
at the end of June. We all want to get together and be with each other to 
say hello. Does that mean people will go to five or six of those events a 
year? No, that’s not going to happen again.

I think there are some fundamental things that clearly have changed, 
and we’re not going back to 100 percent to the way things used to be.

Agents are going to need to present and connect with potential clients 
better in an online environment. They’re not connecting with people  
on a deeper level.

Often, depending on people’s personality type, they’ll be guarded in a first 
meeting on video. So agents will have superficial conversations with them. 
Agents have to be better at getting people to open up. It’s easy to make 
eye contact if you’re sitting in a meeting, but when you’re on video, it’s a 
whole new animal. You may have to give consumers light encouragement: 
“Hey, guys, you can see me, and I’d really like to see you. None of us have 
makeup on!” Some consumers will turn on video if you ask.

More than that, how to speak and connect with potential clients 
is something I’ve been working on. I’ve been taking all my calls 
through Zoom, and you have to have the lighting prepared, the right 
background, and a professional environment. Dogs barking in the 
background may or may not work well for a consumer.

Job HaMMond 

CRB, SRS, C-RETS, RENE 

BROKER ASSOCIATE

Dash Realty
Austin, Tex.
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I’m using AI to determine who’s going to sell their house in the next 6-12 
months. It’s all based on publicly available information.

Today’s tech will tell you who’s considering moving. I tested this with friends 
asking who’s going to sell next; am I right or wrong? It’s incredible. I’m using 
a company called Remine. The Austin Board of REALTORS® gave it to 
members like me for free.

With any cool tool or technology, many people aren’t going to use it. But if 
agents aren’t flexible in the way they approach their business, they’ll die like 
the dinosaurs. You’ve got to change. That’s why I’m involved in the industry 
at a state, local, and national level, so I can understand the trends. With that 
information, I can plan for my own business and move my business quickly 
when needed.

It jumped to 15 percent in 2020, so one in six buyers have been purchasing  
a multigenerational home during the pandemic.

There are a lot of reasons behind that trend. The main reason we’re seeing 
is for aging adult relatives to live with their family. Part of that could be 
due to child care issues, concern over nursing homes, or the loneliness of 
independent living.

Homes will have to be remodeled to accommodate this trend because 
the current housing stock doesn’t accommodate it. More builders 
are addressing this. One in particular has added what’s essentially an 
attached apartment to its new homes. There’s no stove in the unit; there’s 

2021  Jan/Feb              15
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Video can have a higher conversion rate than meeting face to face 
because people feel they know you through video. As a result, video  
will probably be your highest-converting funnel if you’re doing it right. 

You’re going see more TikTok-type video, with some type of word 
overlay because more people listen without the audio on. Also, in 
August, Instagram came out with Reel, and I definitely think it  
should be a focus for agents. It’s a way to leverage all your listing  
and community photos.

There are essentially six different feeds, which means six different  
places you can put information. Here’s what’s interesting. Consumers 
pick which feed they want to focus on, so you have to test your  
posts. The beautiful thing is that any time you post something to 
Instagram, you can instantly share to other platforms, so there’s a  
sort of automating taking place.

Also, agents need to start focusing on vertical video. It’s the fastest-
growing form content on the internet. I’m 50, and we come out of a 
world of landscape videos. But today’s users, because they’re consuming 
so much information from the palm of their hand, prefer vertical to 
horizontal content.

Every step of the real estate process needs to have a virtual component 
today—whether that’s a buyer consultation, a listing consultation, or 
closing the loan. We’re going to see further changes in that. For instance, 
it’s easy to manipulate cameras, so I don’t know if we’re going to be using 
a retina scan to ensure the person on the other side of the camera is who 
they say they are.

MARKI LEMONS RYHAL

MBA, ABR, CRS, SRS 

 

GLOBAL VIRTUAL KEYNOTE SPEAKER AND PODCASTER

ReMarkiTable. LLC

Chicago, Ill.
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That way, if there’s a private office you work 
in, we can have it cleaned. That comes back 
to mutual respect.”

Another change is to explicitly offer the 
opportunity to work remotely so that those 
who might feel ill don’t worry about losing 
work or pay if they stay home. “So many of us

 

were afraid of working remotely,” says Glosson. 
“Many didn’t know how to do it, and we didn’t 
think we had the tech in place. Now we know 
that many people who have a runny nose, a 
cough, or sneezes can say, ‘I’m going stay at 
home, but I can be equally productive as if I 
were in the office.’

“I’m hopeful that with these policy changes, 
we’ll see more people be more conscious of 
their health and choose to stay home when 
they’re not feeling well,” he notes. “The health 
and safety portion of our manual is going to be 
the biggest change.”

GREG GLOSSON,

ABR®, AHWD®, CIPS, 

CRB, C-RETS, CRS, 

E-PRO®, GREEN, MASTER 

GRI, MRP, PMN, PSA, 

RENE, RSPS, SFR®, 

SRES®, SRS 

 

MANAGING BROKER   
Fast Track Realty  
Memphis, Tenn.  

When we spoke to Greg Glosson, the first 
thing he pointed out was that his company’s 
policies and procedures manual was at 
that very moment being reviewed by their 
corporate attorney. The goal was to have a 
revised manual for the new year.

Glosson, who is the managing broker at the 
24-agent Fast Track Realty in Memphis and 
who holds the ABR®, AHWD®, CIPS, CRB, 
C-RETS, CRS, e-PRO®, GREEN, Master GRI, 
MRP, PMN, PSA, RENE, RSPS, SFR®, SRES®, 
and SRS designations or certifications, is  
one of the experts who teaches the CRB  
course on how to create company policies,  
The Firm Rules.

“Because we’re a smaller, family-owned firm, 
we’ve always had a company culture that’s 
important to us,” he says. “Our company 
values have focused on mutual respect for 
agents. That’s a big part of who we are.

“So one thing we’ve done for 2021 is to add a 
broad-based section to our manual on health 
and safety,” explains Glosson. “We didn’t want 
to address anything very specifically related 
to COVID-19 because two years from now, 
that section would look funny—at least I’m 
hopeful it’ll look funny.

“To capitalize on that culture of mutual 
respect, we’re now saying that if you’re not 
feeling well, we ask you not to come into 
the office,” he states. “Let’s use the flu as an 
example. We’re saying that if you’ve contracted 
the flu, you can report that to us confidentially. 

Health  
and safety 
at the fore
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“Vaccineland” 

dilemmas

The emergence of a COVID-19 vaccine is 
creating a new issue for brokers, and that’s 
whether they can or should require agents or 
staff to show proof of having been vaccinated.

That’s a complicated question, says Deanne 
Rymarowicz, Chicago-based NAR associate 
counsel, and one made more complex because 
most agents are independent contractors, not 
employees. “This will continue to highlight 
that distinction between who’s an employee 
and who’s an independent contractor, 
particularly what a broker can require of 
an independent contractor and still remain 
compliant with state law, IRS code, and so on,” 
she states.

“On the employee side, yes, an employer 
is able to require employees to get the 
vaccine,” says Rymarowicz. “That’s as long 
as they have flexibility and make reasonable 
accommodations for medical or religious 

reasons. The Equal Employment Opportunity 
Commission has come out with guidance 
related to vaccines, and NAR has issued 
its own guidance with takeaways from the 
EEOC’s guidance.”

When it comes to whether you can require 
that of agents, NAR’s guidance is to apply any 
vaccination requirements you adopt on the 
basis of the risk of exposure at the site or your 
office and not on worker classifications. “In 
other words, you could require that anyone 
coming into the office to work provide proof 
of vaccination,” says Rymarowicz. “The 
important thing is to apply and enforce a 
vaccine mandate consistently based on the 
exposure risk.”

Early in the pandemic, NAR issued guidelines
that covered a broad range of topics, including 
showing properties. It also issued guidance 
for employers.

As a result of NAR’s showing guidance, many 
brokerages adopted questionnaires they asked 
consumers to complete in which consumers 
were asked to disclose whether they had 
symptoms or a diagnosis of COVID-19. So 
what about the vaccine for consumers? Could 
a broker ever ask clients to show proof of 
vaccinations?

DEANNE RYMAROWICZ

 

ASSOCIATE COUNSEL   
National Association  
of REALTORS®

Chicago, Ill.  
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“Probably not,” says Rymarowicz. “We’re 
looking into a crystal ball here, but a 
potential lingering effect of the pandemic 
could be the continued use of health 
questionnaires for those who are currently 
being shown properties or coming into the 
office. That’s as long as, for fair housing 
reasons, the policy is consistently applied, 
and every client is asked every time. Also, 
reasonable accommodations need to be 
made when requested.

“I can’t imagine brokers asking clients 
if they’ve been vaccinated,” she admits. 
“But nine months ago, we couldn’t have 
imagined brokers asking consumers: Do 
you have a cough or fever? There could 
be interesting potential lingering effects, 
and guidance from the Centers for Disease 
Control and the EEOC will help calm 
concerns over these issues.

“Today, so much is conjecture and fear 
based,” says Rymarowicz. “Once we’re 
deeper into vaccineland, let’s call it, and  
we know more, a lot of the questions  
will naturally find answers. As that 
information comes out, NAR will be 
updating its guidance for employers  
and for REALTORS®.”

Operations  
to update

While you’re reviewing your policies and 
and procedures, you should give another set  
of policies a once over. “Check your 
insurance policies so that as you adopt 
virtual options, those options are covered by 
your insurance policy,” suggests Rymarowicz. 
“As anyone in the insurance industry will 
tell you, sometimes the coverage lags behind 
what’s happening. Keep in touch with your 
insurance broker to make sure what you’re 
doing is still covered under your policies.”

The emergence of remote transactions has 
also raised operational challenges, and 
Rymarowicz suggests you keep an eye on 
your state’s law to ensure you can still work 
remotely without hiccups. “One of the things 
COVID has shined a light on is completely 
virtual transactions,” she states. “Brokers 
may need to consider permanently using 
virtual options, and they should keep up 
to date on things like their state’s remote 
notarization status. Or if their state or county 
approved things like electronic recording, 
brokers will need to stay abreast on all those 
virtual issues.”

Once we’re deeper into vaccineland, let’s  

call it, and we know more, a lot of the 

questions will naturally find answers. As  

that information comes out, NAR will be 

updating its guidance for employers  

and for REALTORS®.  

                      

             — Deanne Rymarowicz
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The most important shifts brokers should 
consider, says Carroll, are those related to what she 
calls “NAR’s bold action at the board of directors 
meeting.” She’s referring to NAR policy adopted in 
November that allows disciplinary action under 
the Code of Ethics against REALTORS® who 
engage in hate speech or discriminatory conduct 
even outside their business.

Article 10 of the Code of Ethics prohibits 
REALTORS® from discriminating on the basis of 
race, color, religion, sex, handicap, familial status, 
national origin, sexual orientation, or gender 
identity. Standard of Practice 10-5 has been 
amended to state: “REALTORS® must not use 
harassing speech, hate speech, epithets, or slurs” 
against persons within those protected classes.

“We’ve decided to finally put our money where 
our mouth is in protecting our brand,” states 
Carroll. “Raising the bar is more than lip 
service—it’s tangible. If brokerages follow suit, 
they’ll be able to monitor the use of their brand 
in more operational parameters. That strengthens 
the ability of a brokerage, without creating an 
employer-employee relationship, to say, ‘That’s  
not conduct that’s appropriate here.’

“Now NAR is saying, ‘This is who we are’ and 
actually meaning it,” says Carroll. “I think that 
gives brokerages the opportunity to say who they 
are and actually mean it, as well. They might 
reshape their social media policies, for example. 
They could say, ‘As a member of our firm, we 
don’t do this or that.’ Or, ‘When we post, we’re 

Building on 
“NAR’s bold 

action”

respectful of all the protected classes.’ I think 
brokers should be thinking about these issues 
because their brand is a precious commodity.”

Carroll also believes NAR’s move will allow  
brokers to have a broader effect on professionalism 
in their community. “There’s another thing I 
think is intriguing,” she explains. “Let’s say I have 
company core values, and someone doesn’t live  
up to those. I always have the ability to remove 
them from our roster, but another broker down 
the street can pick up that agent.

“But if someone compromises our brand under 
Standard of Practice 10-5, I can also file a 
grievance against them,” says Carroll. “That’s  
now something that has to be addressed by that 
agent, and it’s not so easy for them to go down 
the street.” Whatever policies you adopt or tweak, 
Rymarowicz suggests you continue with the 

increased level of communication so many  
brokers adopted during the pandemic. “Brokers 
have become the hub of information for their 
agents and employees on things beyond just real 
estate,” she explains. “I think 2020 sharpened the 
broker’s role, and I think brokers can continue  
to be that hub of information.

“Brokers have become more important than  
ever,” she states, “and they’ve been forced to up 
their game.”

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

You know the interview questions everybody asks.  

Here are ones you might not have heard before.

Recruitment

Interviewing is an art, not a science. Everybody 
relies on different questions they believe force 
candidates to reveal their true selves, and every 
candidate has unique needs they ask about 
before joining a team.

At the same time, interview questions can get 
stale. Either you’ve asked them so frequently 
that you’re starting to bore even yourself, or 
you’ve heard the same answers over and over, 
and you find yourself tuning out.

To help you take a fresh approach, your 
colleagues offered up these tips on the questions 
they suggest asking before adding a member 
to your team, along with the questions recruits 
should ask before joining a team.

Early birds make an impression

As a team leader, some of my favorite questions 
are what a recruit’s morning routine is, what 
time they wake up, and so on. If recruits tell 
me they wake up late or don’t start the day with 
something productive, that tells me they may 
not be as hard a worker as I prefer or may not 
have habits good enough to join my team.

If it’s a sales job I’m hiring for, I’ll also role play 
different buyer and seller scenarios to gauge 
recruits’ sales instincts. I then give feedback 
on how the role play went to determine how 
coachable recruits are.

Recruits looking to join a team should ask the 
team leader what the leader’s expectations are, 
how performance will be measured, and where 
leads will come from.—Matt Rostosky, owner, 
Cashofferky.com, Louisville
 

How would others describe you?

I often ask how a recruit’s friends would 
describe them and, if they were an animal, 
which they’d be and why. I also want to know 
the work environment recruits find to be most 
and least supportive, along with what recruits 
believe they personally need to improve on  
the most.

Recruits should ask what it’s like working for 
me and how I motivate others. They should also 
inquire about the specific resources and training 
I offer to help them sell. Another good question 
recruits should ask is how I’d describe members 
of my team and how they’d describe me. 
—Peter Gray, president, Pyramid Real Estate 
Group, Stamford, Conn.

Get a feel for the person

A few of my favorite questions to ask people I’m 
interviewing to hire to my team are how they 
balance their work and personal life so the two 
are in harmony, along with the biggest mistake 
they’ve made since starting in real estate. I also  
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Recruitment

like to hear about their proudest or best 
moment in real estate. There are loads of other 
appropriate questions to ask, but I think these 
give me a good idea of the person.

If you’re looking to get hired, I think it’s in your 
best interest to get an organic conversation 
going without preloaded questions. Let the 
person doing the hiring know you’re personable 
and sharp. One thing that always impresses 
me is when recruits ask about my long-term 
goals because it shows they’re in the canoe 
for the long haul.—Johell Aponte, owner, 
MoveOnHouseBuyers.com, Houston

Why would you walk?

I like asking in-depth questions to draw out 
what I want to know about recruits. I ask: 
What would make you quit? Asking recruits 
what would make them stay is easier to answer, 
especially because recruits still have that gut and 
determination to be part of your company; thus, 
asking the question that way might provide only 
clichéd answers. Asking recruits what would 
make them quit is not only intimidating and 
tricky, but it also allows you to learn about their 
strengths and weaknesses without them directly 
telling you about those.—Tal Shelef, co-founder, 
Condo Wizard, Burlington, Ontario
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Recruitment

Go back to childhood

Want an unconventional question that asks 
candidates to be vulnerable? Try: Tell me about 
a difficult experience from your childhood.  
This is important because an ability to be   
vulnerable helps agents connect with 
homebuyers who may not be perfect themselves. 
That, in turn, helps consumers relate to agents 
and develop the trust that will allow the  
buying process to move along smoothly. 
—John Romito, founder,  
Heart & Home Real Estate, Eugene, Ore

Describe your ideal core values

We’ve got a list of questions we’ve asked  
recruits who’ve joined the team in the past.  
We ask their plan for the next three to five  
years, along with the resources they need  
from the team, such as leads, technology,  
and administrative support. We also ask the 
core values their ideal team would embody.

We recommend recruits ask about the 
commission split breakdown, including  
whether the commission is different for  
deals involving family members, friends,  
and for personal deals, meaning any lead 
that doesn’t come from the team.

They should also ask what resources the team 
offers beyond what the brokerage offers and 
where team leads come from. Recruits should 
also find out if they can work with sellers from 
day one and whether they’ll own their own  
lead database or whether that becomes the 
property of the team leader. 
—Josh Steppling, broker associate,  
Josh Steppling Group at EXP Realty, Stuart, Fla.

Do you have a hunter mentality?

When interviewing recruits, we ask what 
drives them. I like this because it’s very open 
ended, and you can get a variety of answers. I’m 
looking for ambition, a passion for real estate, 
and a hunter mentality. I also ask recruits what 
they think it takes to be a top producer and why.

Another question I ask is: What is your why? 
This is similar to what drives them, but I want 
to know how it relates to their life. Why do  
you want to do this?

How recruits prefer to be managed and the  
kind of support they need from the manager  
are also important questions.

Among the questions recruits should ask team 
leaders, my favorite is when recruits ask me 
what I think it takes to be a top producer. 
—Ryan Dosenberry, broker-owner,  
Lakeshore Home Buyer, Grand Haven, Mich.

Enough about you; what about me?

The number-one thing, by far, recruits should 
be asking team leaders is: What are you going  
to do for me?

If you join a brokerage as a standalone agent, 
you’re going to get better economics, so you 
need a reason to join a team. That can be 
experience, training, leads, credibility, or a 
number of other things, but there needs to be  
at least one reason. If the team leader can’t 
clearly explain the benefit of being on the  
team, you should probably look elsewhere. 
—James McGrath, broker/co-founder,  
Yoreevo, New York City
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Unless you’re an early adopter of every shiny, 
new technology that’s released, you probably 
want to do all you can to make the tech 
you rely on last much longer. That would 
certainly save you money—not to mention 
the headaches that come with fixing devices 
or from replacing devices and migrating all 
the data from one to another.

It’s a new year, so it’s also a great time to 
implement new tactics to achieve that goal. 
Here are 9 you can begin following today.  

1. Take basic protective measures. 

For laptops, start with the obvious, advises  
Oleg Deneka, founder of TechPriceCrunch in 
Lviv, Ukraine. If you’re going to carry it with 
you everywhere you go, you must get it in a 
padded case. Even a fall from not so high could 
result in a shattered screen or dead hard drive. 
Every few months, use a can of compressed air 
to blow dust out of the vents that could cause 
your laptop to overheat. Another excellent tip 
for laptop users who regularly work at a desk is 
to take out the battery and let the laptop work 
directly on AC power.

Smartphones are a bit easier to take care of, 
says Deneka. Just protect them with a screen 
shield and an anti-shock case, and their 

hardware should be completely secure.  
As for software, the best thing to extend  
your smartphone’s life is to install antivirus 
software and avoid installing apps from 
unknown sources. 

2. Go easy on the battery. 

For tablets and smartphones, don’t fully charge 
or fully drain the battery, suggests Deneka.  
The stress of high voltages can wear your 
battery down and cause it to die sooner. 
Draining your battery entirely also ages it  
by increasing the total number of “cycles”  
the battery goes through.

Stewart Dunlop, CEO of PPCGenious.io in 
Edinburgh, Scotland, is on the same page.  
He says the best time to charge your device  
is when it’s about to run out of power. 
He advises against charging overnight; 
overcharging maximizes the possibility  
of damaging the battery.

That’s also true for desktops and laptops. Avoid 
keeping your device plugged in, recommends 
Omair Khan, an outreach consultant at 
Gigworker in Islamabad, Pakistan. It’s easy to 
overload a laptop’s battery or ruin its life by 
keeping the machine plugged in most of the 
time. The better approach is to stay plugged 
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in until your battery is fully charged and then 
unplug the charger to allow the battery to 
drain normally. 

3. Embrace the cloud.

The number of real estate companies moving 
their data and other key resources to the cloud 
has spiked in recent years, says Burton Kelso, 
chief tech expert at Integral! in Kansas City, 
Mo., who’s also a real estate speaker. There are 
many benefits, but one is to reduce your IT 
expenses so that you’re not always needing to 
buy the latest and greatest hardware to support 
your software.

4. Pay attention to device security.

This helps protect your device and your 
company’s bottom line, says Kelso. Using 

strong passwords, making sure you’re not 
using the same passwords for all your 
online accounts, and adopting two-factor 
authentication so that you’re alerted when 
there’s unauthorized access are all steps 
to protect against ransomware, malware, 
credential stuffing, and phishing. Automatic 
cloud-based backups for your computers also 
help protect against ransomware attacks, and 
taking the time to encrypt your devices will 
keep information safe if your devices  
are stolen.

 Security includes keeping your devices and 
software up to date, adds Kelso. That annoying 
security patch that wants to install when you 
shut down your computer or device can save 
you from a data breach or nasty virus. When 
an update appears on a device, download it. 
Also, make sure you have the latest operating 
system on your devices.
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5. Don’t bog down your device. 

The easiest and cheapest way to extend the life 
of a desktop or laptop computer is to avoid 
software bloat, insists Neil Roach, owner 
of Boxroom Office in Dublin, Ireland. This 
basically means avoiding free trial software, 
declining to install software out of curiosity, 
and most definitely not downloading any  
type of pirated software.

Every single program you install adds to the 
overall size of your operating system, says 
Roach. Even when you uninstall unused 
programs, there are still fragments left 
behind. That’s why a brand new computer 
feels so fast—there’s literally no software 
installed on it.

So to avoid having your computer slow to 
a crawl, limit the number of programs you 
install or download. The same logic applies to 
smartphones and tablets. Keep them running 
lean, says Roach, and they’ll last longer.

6. Give them a break. 

Chris Kirshenboim, CEO/owner of Chris Buys 
Homes in St. Louis, purchased two matching 
laptops and two matching smartphones a while 
back—one for personal use and the other for 
work. He says he used to turn off his work 
laptop and smartphone at the end of every  
day, but he barely ever turned off the devices 
he used in his personal life, even at night.

Kirshenboim reports that his personal devices 
burned out and started causing him trouble 
months and months before his work devices 
did. His advice? Turn off your devices when 
you’re not using them to extend their life.

7. Don’t cheap out on tech.  

Kelso believes you get what you pay for. While 
you’ll save money in the short term by buying 
a cheap computer, you’ll pay for it in time, 
frustration, and ultimately money when you 
have to fix or replace it. Expect to spend at 
least $600 on a new business-class computer. 
Kelso’s opinion is that Dell and Apple make 
the best computers, and Apple and Samsung 
make the best phones. If you’re smart in your 
purchases, Kelso says your office equipment 
can last five to seven years.

8. Make sure your IT pro has your back.

In Kelso’s experience, real estate agents 
are often taken advantage of because of 
the perception that you’re making a lot of 
money and can afford to pay for expensive 
services. Truth be told, computers and other 
technology are pretty darned reliable, and 
you shouldn’t be experiencing problems other 
than the occasional fix. If your computers and 
network are set up properly, you shouldn’t 
have to deal with many calls to your IT person. 
Get references from other real estate pros,  
and make sure the IT expert has an 
established business.

9. If all else fails, prepare for the worst.

Luke Smith, founder of We Buy Property in 
Kentucky in Louisville, purchases warranties 
on his devices. He considers that simple and 
effective as long as you keep track of your 
warranty information. Smith’s opinion comes 
from experience. He had a one-year-old laptop 
that got doused with a glass of water. Apple 
replaced the device, which for Smith was much 
less expensive than buying a new machine.

Technology
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SalesStrategies

Six Fundamentals of Success

Category: Success 

Materials Needed: Flip chart, handouts 
included with the meeting, 3x5 index cards  
or the templates included with this meeting, 
and strips of paper
 
Estimated Time: 15-20 minutes

PowerPoint Available: No

Meeting Objective: To help your team 
members identify the six fundamentals to 
achieve success as a real estate professional.

INTRODUCTION TO TODAY'S MEETING 

Explain to your team that today’s meeting 

comes from The Six Fundamentals of 

Success by Stuart R. Levine.

 STEP 1
 
Distribute the 3x5 index cards to your team 
and ask them to list their top three to five 
ideas on what they believe is essential for 
success as a real estate professional.

Allow a few minutes for your group to write 
down their responses. Debrief with your 
team, and write responses on a flip chart  

or a device connected to your projector  
or monitor.

 STEP 2

Encourage your team to use the handouts 
to record the six fundamentals as you go 
through each point from Levine’s book.

Fundamental 1: Make sure you add value 

Ask your team to think about a purchase they 
made over the last year. Is there something 
they were absolutely astonished by in terms of 
the value for their money? Or can they recall 

John D. Mayfield 
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a purchase where they felt like they didn’t get 
what they paid for?

Allow a few moments for responses.

Discuss and debrief with your group using 
these sample follow-up questions:

 • What made you feel the way you felt   
  about your purchase?
 • What could the company have done  
  differently to build in more value for  
  your purchase?
 • Did you tell others about your    
  experience?

Ask: Do you agree or disagree with the 
following from Levine’s book:

“Adding value to an organization means you 
increase its worth and its capacity to serve  
its customers.”

Ask: How can this statement help our company?

Remind your group that when each agent 
creates value for their customer or client, 
the added value helps the organization as a 
whole. When the organization’s value goes up, 
more consumers in our local marketplace will 
seek out our services, creating a win-win for 
everyone in our company.

 STEP 3

Fundamental 2: Communicate up and 

down and inside out

Remind your team that communication to 
your customers and clients is probably one 
of the best ways they can help increase value.

Fundamental 3:  

Know how to deliver results
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Handout 1-A

Provide one list to each team member.

The Six Fundamentals of Success

Notes

The Six Fundamentals of Success

Notes

1. 

2.

3.

4.

5.

6. 

1. 

2.

3.

4.

5.

6. 
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