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CEO’s 
Message

Now More Than Ever Now More Than Ever 

I was on a call recently with a member who earned her CRB designation 
more than a decade ago. She commented that she didn’t realize how 
the education and corresponding designation would impact her 
professional life as well as her vision of the real estate business.  
She added that it saved her years of going it alone or attending  
SHK; otherwise known as the School of Hard Knocks.

Our latest initiatives, such as the redevelopment of the Web site,  
a new Learning Center, and the increased educational offerings,  
including interactive webinars, e-Learning as well as a growing 
“Resource Library” are a testament to REBI’s commitment to its 
membership and the profession as a whole.

While many staples of the business remain unchanged, consumer 
expectations are requiring us to relinquish our cozy comfort zone  
and forcing us to embrace unfamiliar marketing strategies. It’s no  
secret that management styles have also changed to reflect a shift in  
inner-office cultures in direct response to emerging markets, remote 
practitioners, technology and the increasing number of agent teams. 
When we add the ups and downs of the market, it would seem that 
change is our faithful and constant companion. Though we might  
not master it, we can embrace it. Make it your goal for 2022:  
Embrace change!

Without a doubt, timely education and the cutting-edge information 
provided by REBI can help us achieve this goal. We are committed  
to spreading the word of change. I hope you will join us!

What better place to join the conversation than at the Midyear 
Legislative Meetings this May. REBI will conduct its governance 
meetings at the same time. If you’ll be there, check out our schedule  
and listen in at a committee meeting.

Take a peek at our new look. It’s an opportune time to make sure  
your profile on our website is current, and to tour some of the  
tools and resources available that you may not know are there! 

New REBI Website:    www.REBInstitute.com

New REBI Learning Center: www.Learn.REBInstitute.com

Ginny Shipe

CAE, AHWD, C-RETS, RENE

https://www.rebinstitute.com/
https://www.learn.rebinstitute.com/
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Evan Fuchs
aBR, ahWD, cRB, cRs, 

c-RETs, e-PRO, GRI, Psa, 
REnE, RsPs, sFR, sRs

DEsIGnaTED BROkER/OWnER

Bullhead Laughlin Realty

Bullhead City, Ariz.

  1  

Stop winging it. 
 

While having a long-term plan may not seem like an actual step you can take today to make more 
money tomorrow, it’s one of the most important steps you can take to improve your profitability.

“I like to focus on the long-game approach, pivoting as needed without chasing the latest shiny 
object,” says Evan Fuchs, ABR, AHWD, CRB, CRS, C-RETS, e-PRO, GRI, PSA, RENE, RSPS, SFR, 
SRS, designated broker and owner of Bullhead Laughlin Realty, in Bullhead City, Ariz. “In my 
experience, it’s very common for people to look for the next best thing when they have fundamental 
holes in their business that are leaking profit.”

Fuchs stresses the difference between top-line and bottom-line profits. “In real estate, we’ve  
had this tradition for decades of being top-line focused, such as being a million-dollar producer,”  
he explains. “The bottom-line number is when you take the cost of doing business from the  
top-line revenue.”

“For example, increasing your revenue doesn’t necessarily increase your profits,” notes Fuchs.  
“A lot of times with brokerages, they have their eye on recruiting and getting more agents. That’s  
a top-line number—‘the more I bring in, the more those agents will generate.’ But you need to look 
at the cost of attracting those agents and the cost of converting them, so to speak.”

“Sometimes, talking about what you should do now, what’s everybody doing differently, and what’s 
the latest and greatest doesn’t take into account the bottom line so much,” says Fuchs. “Real estate  
is a relationship business, and when you’re pivoting too much, you’re sometimes taking your eye  
off the ball long term.”

The solution is strategic and business planning. “Some people turn off when they hear those words,” 
admits Fuchs. “It can be daunting, icky, or mind numbing. But it’s about having a bigger idea of 
what you’re trying to accomplish, and then you have to have metrics to be able to measure what 
you’re trying to accomplish.”



https://www.rebinstitute.com/REBInstitute/Education/Creating_A_Profitable_RE_Company.aspx
https://www.rebinstitute.com/
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BO BlackWEll 
cRB, MRP, sRs

BROkER-OWnER 

Blackwell  
Realty Inc.  

Daphne, Ala. 
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scheduled during that outreach,” he says. “We also do a lot of mailings, and if people respond from a 
certain neighborhood we’re not calling, that tells us it’s likely from the mailings. Then we track those 
numbers—those turn into X number of listings and X number of closings. You can also have a special 
callback number for marketing or certain coding on mailers that can help you track responses.”

  4  

Do a line-by-line analysis of your  
expenses—seriously, line by line. 

“One good way to increase profitability is to reduce expenses,” says Bo Blackwell, CRB, MRP, SRS, 
broker-owner of Blackwell Realty Inc. in Daphne, Ala. “Every year, when I get my profit and loss 
statement and balance sheet from my accountant, I request to see all my individual ledgers. This  
will break down all the expense, and I can see what might need to be cut.”

Darren Kittleson, CRB, SRS, RENE, operating principal at Keller Williams Realty in Madison, Wis., 
couldn’t agree more. “It’s expense creep, and it’s easy to let in,” he reports. “And it’s the little things  
that add up.

“This isn’t easy, and most people in the company leadership role don’t like this—it’s not how they’re 
wired,” explains Kittleson. “But you need to look at every expense for the brokerage, line item by line 
item, and ask: Is this something we need, something nice to have, or something we don’t need?”

Kittleson’s recent find was jugs of filtered water in his company’s lobby. “It started at $15 a month, 
and then it bumped up in price and really added up. It was costing us $45 a month, and that times 
12 was about $500 a year. Then the question is: Where else is that happening? That’s the exercise we 
suggest—taking a look at a full year of your expenses. If you find 10 of those situations of expense 
creep, then you’re at $5,000 in savings.”

Blackwell suggests doing the same with your credit card statements. Don’t let those get filed without 
you reviewing them carefully. “Take a good look at your credit card bills for charges you may not 
remember are there,” he advises. “We tend to put things on our credit cards and forget to remove 
them if the service isn’t profitable.”
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  7 

 
Watch your subscriptions and autopaid services. 

“I make sure anything I have on autopay gets turned off once a year,” says Kittleson. “Otherwise, you might  
not realize you’re still getting something you don’t need or want anymore.

Avallon agrees. “Sometimes, we can get caught up spending on new subscriptions to different services,” he says.  
“As time goes by, we can forget which subscriptions we’re actually paying for. Keep tabs on which subscription 
services you get monthly, and remove anything you’re not using or isn’t necessary to run your business.”

For Avallon, that happened with ManyChat. “I signed up for a Facebook marketing campaign I was trying out,” 
he recalls. “I think I stopped using it after two or three months, but then I still paid for it for another two months 
before I cancelled it. I was sort of waiting to cancel just in case I wanted to revisit the marketing. But if you cancel 
your account, they don’t delete it. You can easily reactivate it. So I finally cancelled it.”

Avallon also suggests keeping an eye on insurance payments. “If you change to a new insurer or policy and don’t 
cancel, you can get double-billed,” he says.

 

  8  

Get serious about shrinking your brick-and-mortar space. 

A lot of experts have been suggesting this for a few years, but when you’re in a lease that doesn’t end for several 
years, is there much you can do? Kittleson is working on that issue right now, and he’s hoping he’ll see some 
savings soon.

“I don’t know the answer, but I think the amount of brick-and-mortar space isn’t going to be the same in the  
real estate industry,” he says. “So now is the time to cut down on space or to get subleases for the space you’re 
locked into. The argument against that is: Has there been enough time to adjust to the pandemic? People are 
asking: What does a real estate office look like post-pandemic?

“All I know is that I have way too much square footage in one of my offices,” notes Kittleson. “We renovated  
the office three years ago, and it looks fabulous. But today, we need only a training facility, a broadcast booth 
because we do training from there, a few conference and client presentation rooms, and place for key players. 
We need significantly less space than we currently have.

“We’re 4 years into a 10-year lease, but we can sublet,” he explains. “And that’s what we’re trying to do to offset  
expenses right now. The space is sitting there vacant, and I don’t think we’re going to need that type of space again.”

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

Team Leader?  

Broker?

You probably got into real estate because you knew the profession  

offered you a chance to write your own ticket. Excellent choice.

Now for your next decision: If you’re currently a solo agent,  

should you stay in that role? You can’t possibly have missed  

the voices from every corner of the industry asserting that  

agents must create a team to be more successful.

What if you’re a team leader? Should you consider  

opening your own brokerage?

And how about this one: If you’re a broker,  

should you shift to being a team leader?  

That’s a new idea that seems to be  

gaining traction.

Decisions, decisions.

18 Mar/Apr 2022 www.REBInstitute.com
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A NATURAL PROGRESSION MAY NOT BE

There are two really common moves real estate professionals make. First, many agents 
believe that the logical next step in their career is to launch their own team. And second, 
many successful top producers believe the natural progression is to step “up” from that 
position into opening a brokerage. 

“I see a lot of agents saying they’ve got to  
create a team,”says Jim Kirvin, broker/CEO  
of Keyes’ Platinum Properties in Jupiter, Fla.  
“But I don’t see a lot wanting to run out and  
open a brokerage.” 

John D. Mayfield, owner of Global Real Estate  
School in nine states and the broker-associate  
of the Mayfield Real Estate Team at eXp Realty  
in St. Louis, has. “I’ve heard both,” he reports.  
“And I’ve seen this over the years, that agents  
who are very successful and who are already  
getting a huge split say, ‘I think I’ll open my  
own office.’ There’s nothing wrong with starting  
your own brokerage, but it has its challenges.”

Deborah Bacarella, AHWD, GRI, PMN, RENE,  
an agent at RE/MAX Advantage Plus in Boca  
Raton, Fla., and a career coach who has been  
an agent, team leader, and broker, couldn’t agree  
more. “Those are very logical assumptions,”  
she says. “When I opened my own office,  
I was that agent who was doing great  
and had my own team going. But being  
an agent, team leader, and broker are  
totally different animals.” 

Jim Kirvin

Broker/Ceo 

Keyes’ Platinum 
Properties

Jupiter, Fla.

Deborah bacarella
AHWD, GRI, PMN, RENE
Agent 

RE/MAX  
Advantage Plus

Boca Raton, Fla.
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Mayfield says he’s seeing more and more brokers 
encourage agents to team up, though it’s not 
clear who’s leading, which could backfire. 
“Rather than being encouraged to be a team 
leader, I’m seeing brokers encouraging groups  
of agents to form a team,” he says. “A broker 
may say to Suzy and Cindy, ‘You’d be a really 
good team.’ But then Suzy and Cindy don’t 
create a game plan saying, ‘If we do form this 
team, who’s going to do what and how are we 
going to create the systems we need?’”

Rather than encouraging agents to start their 
own team, Mayfield is suggesting that to 
company owners. “I’ve been talking to three or 
four brokers who run boutique offices—friends 
who have 14, 20, 45 agents—and they’re burned 
out running their own company,” he explains. 
“But they love their agents and are staying open 
more because of their agents. I’m suggesting they 
bring those agents into a brokerage as a team.

“I see that as a trend,” adds Mayfield. “I had to 
get over the sentimental side of being a broker 
in charge when I became a team leader. But I 
love it now, and I tell my friends who are in  
the same boat I was running a company.” 

If I’m considering a team or brokerage,  
do I have the resources? 

“In my experience, the resources are the most 
important factor to consider,” says Deborah  
Ann Spence, AHWD, CRS, e-PRO, GREEN, 
RENE, broker-owner of Fierce Realty and Fierce 
Settlement in Philadelphia. “Determine  
whether you have enough money, manpower, 
equipment, and expertise to work as a solo 
agent, to lead a team, or to run a brokerage.”

That requires some planning. “You have to do a 
budget and list out your expenses,” she explains. 
“For example, the expenses for opening your 
own brokerage are totally different from being 
a top-producing agent, especially if your 
brokerage is going to cover a lot of your agents’ 
expenses. Let’s say you have six agents. You’ll 
have to pay MLS dues for six people, create 
marketing leads for six people, pay for E&O 
insurance for six people. It goes on and on.”

Can’t you just plan to have your agents pick up 
most of those costs? “You won’t have a team or 
company for very long,” predicts Spence. “You’ll 
see constant turnover. If you don’t make your 
team happy and aren’t providing things they 
would get as individual agents, why join your 
team or brokerage?”

Mayfield agrees that you really need to run  
some calculations with a bunch of what-ifs.  
“Do a pro forma statement,” he suggests. “Figure 
out what you’re making now and run some 
scenarios. If I do go on my own and bring three 
or four agents with me, how much additional 
revenue can I make? You need to know how 
much you have to make to generate a profit.”

Deborah ann Spence 
ahWD, crS, e-pro,  
Green, rene
Broker-owner 

Fierce Realty and  
Fierce Settlement 

Philadelphia, Penn.
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“I was hooked,” adds Spence. “I researched real 
estate and realized I could not only sell property, 
but I could have my own company. That was my 
end goal. I want my company to be something 
passed down to my kids or nephews—anyone 
in the family who’s interested. And most 
important, it was for my boys to know my  
life mattered, that I’d left something for  
them and made the world a better place.”

Mayfield believes his mother had a similarly 
intangible motivation when she opened her 
brokerage. “My mom worked for a company 
before she opened her own brokerage, and her 
reason for leaving was the culture of the office,” 
he says. “It was 1975, and she didn’t like some  
of the things some of the men were doing in  
the office. The broker didn’t do anything  

8

about it. She wanted to create a culture where 
women would be respected.

“I’ve seen that a lot,” adds Mayfield. “You are a 
very successful agent in a company, yet the agent 
is struggling because of the culture. Or you want 
to build something to show your family, maybe 
your children, ‘Hey, I can do this.’”

Is this the best move for me now? 

Remember that today’s decision doesn’t have 
to be set in stone. Mayfield’s career has shifted 
a number of times, and Bacarella’s career has 
included similar pivots.

Bacarella opened her own brokerage in 1990, 
and then others offered her a bunch of money 
to open a separate brokerage for them. That 
company was later sold, at which point, 
Bacarella became a solo broker again. Later,  
she moved into the role of a team leader.  
Today, she’s selling and coaching.

“It’s about what works at whatever period of 
your life you’re in,” she says. “Flexibility is key. 
What worked for me in the past may not work 
today given my current state of affairs.”

Also be patient. “Whatever you decide, do 
it slowly,” advises Spence. “It’s a big decision 
whether to stay solo, to join a team, and 
especially to launch a brokerage because  
a lot of people will be depending on you.  
Don’t rush into it.” 

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

These real estate pros are saving money and time outsourcing 

tasks thousands of miles away—but not without challenges.

Technology

The next time you need to delegate any of the 
many, many functions you oversee, will you 
turn to a professional in a foreign country? 
Agents, brokers, and team leaders share how 
they’ve have done that and report that their 
experiences have produced mostly good 
results, though glitches and hiccups have 
arisen along the way.

Set your systems, then seek help

Fortunately, I’ve had the opportunity to grow 
with my virtual assistant for almost 10 years. 
She has been a big part of our success and is an 
intricate part of the team. Now we’re even doing 
charitable work together.

From a business perspective, outsourcing 
makes a lot of sense when you’re hiring overseas 
because the dollar goes a lot further in countries 
like the Philippines, for example. I’ve found that 
there are some good, hardworking people who 
are willing to work for a lot less simply because 
the standard of living is much different.

However, hiring successfully doesn’t come 
without frustration. It’s best to start off hiring 
for administrative tasks, such as data input, 
data mining, skip tracing, and similar tasks. 

This is what we did to start. You can certainly 
outsource sales and other high-functioning, 
skilled work, but I’ve always believed that 
customer-facing positions were my and my 
partners’ responsibility.

Also, while there are good, honest, hardworking 
people out there, you still have to be patient 
to find the right fit. This can take a little bit of 
time, but it’s well worth the effort. I’ve learned 
that the success of your worker will depend 
largely on your operating systems. If you stick 
someone into a system that’s broken or expect 
them to come up with your system, you should 
only expect failure.

You have to develop training guides and videos 
for a system already spelled out so that anybody 
can do it. Keeping things as simple and detailed 
as possible is the best way to ensure your worker 
is set up for success. 
—Jonathan Faccone, managing member, 
HaloHomebuyers, Bridgewater, N.J.

Build in time for adjustments

Successful outsourcing has been an ongoing 
issue in my business. I’ve outsourced virtual 
assistants on freelance marketplace websites 

https://www.rebinstitute.com/
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Technology

and had very bad experiences. I’ve learned that 
for any new system you implement into your 
business, you have to add time for a learning 
curve and adjustments.

As my business rapidly expanded, my error was 
not allocating that time for adjustment. After 
a few months of trial and error, I successfully 
added a virtual assistant overseas who was able 
to add value instead of headaches.

My advice for finding the right fit is to definitely 
go off references. Online reviews aren’t enough 
because they can doctored. Getting references 
and actually speaking to potential assistants 
before you make any hiring decisions makes 
all the difference.—Tanya Vanterpool, agent, 
Macken Realty, Fort Lauderdale, Fla.

It’s about better focus
I’ve been leading a business for quite some time, 
and I can easily say that outsourcing some of 
the functions has streamlined my business. It 
has enabled me to work on other parts of the 
company that are helping me expand it further.

I outsource my accounting responsibilities to 
an offshore resource with daily trust account 
reconciliations and many other activities, 
including accounts receivable and payable. 
This way, my sales staff and property managers 
can focus on building the business rather than 
chasing payments. My accountant is more 
engaged with business strategy and higher-level 
accounting needs.
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Technology

I also rely heavily on marketing coordinators  
to keep me on top of each channel with  
property listings across so many digital and 
print media. Not only are my agents able to 
focus on developing new client relationships, 
but office administrators and receptionists 
can also focus on providing customer service 
rather than becoming bogged down in all the 
advertising details.

The different teams that are handling some of 
my business functions, such as marketing, have 
been with me from early on. I did my research 
on them, and they were the best out there, with 
lots of excellent reviews. Plus, I have a good 
network with fellow business owners, and they 
gave me some great recommendations.

My advice is to identify which part of your 
business needs to be outsourced so that you can 
focus on efficient growth. Ask your peers for 
recommendations, and, most importantly, do 
your research. You can find the best services out 
there through an internet search.—Corey Tyner, 
founder/president, Buy Yo Dirt, Phoenix, Ariz.

Simplicity equals success

I’ve previously outsourced design work for 
advertising and marketing to professionals 
in other countries using websites like Elance 
or Updraft and found the experiences to be 
positive overall. Language wasn’t a major 
problem, although you have to be very clear  
and try to keep things simple.

I had the best results when I asked for only 
one or two action items per request—for 
example, move this picture here or make this 
font bigger—rather than sending a long email 
with many to-do items. The time difference 

also meant that a new draft or the final product 
would often be ready for me by the morning. 
—Rich Tao, agent, Refined Realty Group,  

Keller Williams Greater Seattle, Wash.

Pick and choose your tasks

If there’s something I like to outsource from my 
business, it’s marketing collateral. I don’t have 
an eye for design even though I can recognize 
a good product when I see one, and that’s why 
it’s best if I just leave this to a graphic designer 
to do. Luckily, I’ve had good experiences with 
talent located overseas. They can work on their 
own timeline and still follow up with me to see 
if we’re going in the right direction.

The truth is that a lot of the work can be done 
by a graphic designer here in the United States, 
but it costs significantly more. This isn’t to say 
these professionals don’t deserve to get paid 
for their work—they absolutely do since they 
probably took years to perfect their craft. But for 
that reason, I usually outsource internationally 
to complete the work I need.

https://www.rebinstitute.com/
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This isn’t true for other jobs like marketing and 
online ads, however. Because I need someone 
who’s not only well versed in real estate but also 
up to date with the current market and 
 

 
marketing trends, for those tasks, I need 
someone local. In the end, outsourcing can  
be great for your business if you choose the 
correct task to assign to someone who might 
live across the globe.—Nicky Taveras, owner,  
DNT Home Buyers, Woodbridge, N.J.

Booking services a bust
I briefly outsourced my booking and  
scheduling services, and it ended up being  
a complete disaster. We didn’t have clear  
lines of communication between our home 
office, the schedulers, and interested buyers, 
and that led to several double bookings and 
unexpected cancellations.

We tried our outsourcing solution for about a 
month before we realized there were problems, 

Technology

and then we tried to make it work for one more 
month. I won’t necessarily say never again to 
outsourcing this aspect of my business. But we 
certainly didn’t have a good experience with 
it, and we’ve found a way to automate a lot of 
those functions since then.—Leonard Ang, CEO, 
iPropertyManagment Leasing, San Diego, Calif.

Four assistants and counting
When you start a business, doing everything on 
your own seems manageable at first. But as your 
company progresses, doing the minimal tasks is 
very time-consuming. I currently have four virtual 
assistants from different countries, one doing 
the admin tasks, one for cold calls, one for lead 
generation, and the other for managing leads. 

The advantages of hiring a virtual assistant are 
increased efficiency and improved productivity 
since these people provide back-office support 
while I focus on core tasks. Hiring a virtual 
assistant from a foreign country is more 
economical than hiring a full-time in-house 
worker. We work following United States time, 
with short meetings and updates every day.

My advice: Video conferencing plays a vital 
role. Communication is key. Have a common 
goal to achieve. Encourage participation and 
promote discussion. Sure, you can run into 
problems with language fluency and accents, 
but those can be manageable. Demonstrating 
empathy fosters motivation and virtual assistant 
retention.—Warner Quiroga, president/owner, 
Prestige Home Buyers, Long Island, N.Y.
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Recruiting in real estate isn’t quite like 
recruiting in other industries. Real estate  
takes a certain type of person, even for 
nonsales positions, and your recruiting 
activities need to shift to reflect that. Does 
that mean you shouldn’t use sites like Monster, 
Indeed, ZipRecruiter, or something else to 
recruit? Here, two real estate pros explain  
what has worked and hasn’t worked for them 
in the online recruiting universe.

A post and a boost did the trick

LinkedIn is one stop for Justin Paulhamus,  
the broker at 4J Real Estate in Washington, 
D.C., Virginia, and Maryland. “I’ve used it 
to recruit agents just because so many agents 
follow our business LinkedIn profile  
(4JRealEstate), as well as my personal  
profile (JustinPaulhamus),” he says.

 Paulhamus has also had success with 
WizeHire, which he says syndicates to Monster, 
ZipRecruiter, Indeed, and a host of other job 
sites. “There’s a fee to post, and you can also 
boost your post for an additional cost,” he 
explains. “I just hired our new office manager 
through WireHire, and he’s the perfect fit 

for the job. I previously hired a social media 
manager through the site as well.”

 As Paulhamus noted, you can pay extra to get 
a job post better visibility. He paid $100 for 
a month to do that during his search for his 
company’s just-hired office manager.

 “I received 46 applicants in just 3 days,” he 
reports. “I boosted with that hire because I 
needed to find someone quickly and hoped I’d 
get some great candidates. I included screening 
questions, so WizeHire was able to push folks 
into categories, such as ‘great fit,’ ‘good fit,’ ‘bad 
fit,’ and so on.

 “In my experience, WizeHire makes it 
super easy, and it’s set up specifically for 
various professions, including real estate,” 
notes Paulhamus. “It has templates for job 
descriptions, including most for real estate 
brokerages. It also has sample interview guides, 
references, initial phone calls, and so on.

 “You can add screening questions or use 
questions from WizeHire’s templates, and I did 
a combination for the office manager search,” 
he notes. “I needed someone with experience, 

RecruitingStrategies

Where Online Recruiting Works

Two real estate pros explain the online tools they’re using to  

find the best and brightest for their open positions.

https://www.linkedin.com/company/fourjay-properties/
https://www.linkedin.com/in/justinpaulhamus/
https://www.rebinstitute.com/
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so I added a few questions I knew would  
weed out rookies.”

Indeed, it worked reasonably well

For Erin Fogel, hiring manager and client 
coordinator at Slate Realty in Toronto, 
Indeed.com has come through, though not 
without significant legwork on her part. “Our 
brokerage uses Indeed to hire not only agents 
but also back-office staff,” she explains. “We’ve 

used it to find a variety of professionals, 
including deal administrators, bookkeepers, 
and social media marketers. We pay to sponsor 
our job ads for a couple of weeks at a time, so 
the ads are highlighted to potential recruits.”

 Fogel says the site has performed “relatively 
well” for her company’s needs, but it’s not 
a perfect fit. “One of the biggest drawbacks 
is that we get slammed with hundreds of 
applications for each job posting,” she notes. 
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“Although Indeed does have a built-in, 
automatic-screening feature, of course  
nothing compares to human interaction.  
So like any other hiring effort, we spend 
countless hours screening dozens of people 
who appear promising.”

 Not all promising candidates get a screening 
call. “Instead, I’ll send an online message 
through Indeed so I can first see what their 
written communication is like when they 
respond,” says Fogel. “If that looks good,  
that’s when I’ll ask for a phone call. If on the 
phone they sound articulate and professional, 
that’s when I’ll schedule a video meeting.”

 Because the process is time consuming, 
Fogel says her company is investigating other 
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options. “Due to the amount of time we 
spend screening applicants, this spring, our 
brokerage will be testing out a different online 
platform to recruit new agents,” she explains. 
“We’ll be using a company that specializes 
only in finding agents for our region. But 
we’ll continue to use Indeed for hiring 
administrative and operational staff.”

 Are you using online platforms to find 
employees or agents? We want to hear the  
sites you’ve found helpful and not, along  
with your tips on how to maximize these 
online tools. Email gfilisko@outlook.com  
to share your experiences and insights.

mailto:gfilisko@outlook.com
https://www.rebinstitute.com/
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CRB and SRS designees are networking with peers, discovering new business
opportunities, and learning through interactive discussion -- all in The SOURCE!

VIRTUAL communities

Connect with your peers. Find, connect, and expand your business with designees 
worldwide.

Talk shop. Utilize your fellow designees as a sounding board for business questions, 
challenges, and discussion.

Cut through the clutter. Content in The SOURCE is tailored to you and transcends the 
chaos of other networking platforms to allow for rich and engaging professional 
interactions with your designated peers only.

Never miss a beat. Stay current on the latest news, events, and reminders from REBI.

The Referral Network, exclusively for CRB and SRS designees, is your go-to place for 
exchanging referrals around the world! The network helps expand your business 
opportunities and show case your individual expertise.

REFERRAL network

Search capabilities. We know that specialties help define your expertise, language is 
vital for client communication, and that your market is more than your zip code. That's 
why The SOURCE allows you to search by specialty, language, and geographical area.

Put your clients in good hands. Search capabilities ensure that you find an agent or 
broker that's tailored to your client's unique needs.

Head over to The Source today and update your profile
so you don't miss an opportunity! Visit TheSOURCE.REBInstitute.com.

https://thesource.rebinstitute.com/home
https://www.thesource.rebinstitute.com/
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Using Stories in Your Sales Career

Category: Professional Development

Materials needed: Handouts included with 
meeting materials, flip chart, 3x5 index cards

Estimated time: 15-20 minutes

PowerPoint available: Yes

Meeting objective: To help your team members 
identify how using stories during the sales 
transaction can help build trust, create 
relationships, and close more transactions.

INTRODUCTION TO TODAY’S MEETING 

Share this quote from an unknown author: 
“Those who tell the stories rule the world.”

Then explain to your group that today’s meeting 
is about storytelling. Distribute the 3x5 index 
cards to everyone.

 STEP 1

Ask the group to write a synopsis of a 
transaction that might be a good story to  
share with future buyers or sellers. Explain 
to your team that the goal of this exercise is 
to recall a situation during a transaction that 
prospective buyers or sellers should be aware  
of and that could either benefit or negatively 
affect a transaction.

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

e-Pro, GRIsm, RENE, SRS

For example, I had a client who put down  
a large—yes, substantial—earnest money  
deposit, which was the critical factor in our 
offer being accepted.

Allow a few moments for your team to write 
down their stories.

Ask volunteers to share their synopsis and, if 
possible, tell the group how this happened, as  
if they were telling this story to friends.

 STEP 2

Ask your group: Why do you believe stories are 
essential for agents when working with buyers  
and sellers?

Allow a few moments for your group to write 
down their responses. Then ask for volunteers 
to share their ideas. Be sure to thank each 
volunteer and to allow everyone to add 
comments or suggestions.

 STEP 3

Share the following information from “Why 
Storytelling Is Becoming the #1 Sales Skill to 
Master” (Yatharth Marketing Solutions):

1. Stories help create genuine relationships. 
Storytelling is a great way to build and maintain 

https://www.yatharthmarketing.com/
https://www.rebinstitute.com/
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trust. We tend to intrinsically trust people we know 
(unless they’ve given us a reason not to). We’re  
more likely not to trust people we don’t know.

Ask: How do you make prospects decide they 
know you personally?

Allow for answers, then share from the 
article: When you tell a story, it reveals a 
highly personal view of your life. When you 
hear someone share their story, it establishes a 
connection between you. This is because you 
think you know some of their stories, so you 
know something personal about them.

2. Storytelling directly addresses the decision-
making center in the brain.

Share from the article: Sales training in some 
countries seems to overlook this fact. Our 
understanding of cognitive science tells us 
that, though we may think we’re very rational, 
it’s often not true. We arrive at decisions, 
sometimes subconsciously, through emotional 
and often irrational triggers. We later rationalize 
the decision as something else entirely. This 
is true for all of us, and understanding this is 
crucial for salespeople.



https://www.dropbox.com/s/ot435f9urx44z4b/Storytelling%20Sales%20Meeting.pptx?dl=0
https://www.easysalesmeetings.com/
https://www.rebinstitute.com/
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