
The

Cutting 
Edge



Welcome To 
A Course Creators Presentation



Welcome to the World of 

Course Creators

• Experential Journey in Learning

• Brand NEW Classes

• Lots of Discussions

• Creation of Skill Based Learning 
Modules

• Collective Power & Theme to It All



Out On The Cutting Edge 

of Education



Your Treasure Hunt 

Results

Saturday

Morning



Get On Board!

Trends in Real Estate



The

2011

TAR

Cruise



With Course Creators



A Tremendous Resource



NAR Association 

Executives Task Force



The
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The NAR Member Profile

Access the Profile 
at

Realtor.Org



Latest From 

ADRE

• Active – 60,856

• Inactive – 25,921

(Up 20%)

• Grace Period 1,941

• 350 New Monthly
(75% are New Sales)



Legends & Myths



So What Have You Heard 

About What’s Out There?



Myths of the Seas

1. We Control the Information

2. Advertising & Marketing Are the Same

3. Being On the Internet is the Same as Being 
In the Internet

4. Education is Power

5. Creation & Access to Tools is Enough

6. Believing that what worked in the past will 
work in the future



The Age of 

Professionalism and 

Online Ratings1



Our Fundamental 

Obligations of R4-28-1101



Consumers Trust?

14% 78%



Online Integrated 

Reputation Building



Ratings & Rankings of Real 

Estate Agents



The 

Rewards 

of

Good 

Reviews 









The Ship is Sailing!



Don’t Miss the Boat

1. Develop Online Profiles

2. Set a Google Alert for your 
name

3. Encourage your clients to 
review you

4. Track your online reviews

– Trulia

– Zillow

– Ratemyagent.Com



The Age of Production

2



Profit, People 

& Production





2010 Agent 

Production

Total Tucson MLS Subscribers - 5674

• 0 Transactions       - 2607 45.9%

• 1 Transaction            -710     12.5%      

• 2-5 Transactions   - 1150      20.3%

• 6-10 Transactions   - 584      10.3%

• 11+ Transactions     - 623      11% 0-1
Transactions

58.4%



Non-Production Not Limited 

to New Agents

69% of the 
REALTORS® 
have been 
in business 
6 years or 
more!



Broker Must Supervise 

the Activity of all 

Licensees



Where Do We Go Now?
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Personality Testing in 

Recruitment

• Reduces Turnover 50%

• Increases Productivity 
48%

• 38% Who Did Not Meet 
Set Criteria Left the 
Company After a Short 
Period of Time

•Dominance 
•Influence 
•Steadiness 
•Conscientiousness



Personality Testing / DISC 

Profiles



Real Estate & DISC

• 65 percent of agents with High D’s are 
extremely successful

• 58 percent of agents with High I’s are 
extremely successful

• 42 percent of agents with High S’s are 
extremely successful

• 28 percent of agents with High C’s are 
extremely successful. 



Next Level Thinking

DISC Usage By Agents



The Ship is Sailing!



Don’t Miss the Boat

1. Take a DISC Profile

2. Get a Production Plan in 
Place

3. Master the Numbers

4. Take Courses That 
Increase Your Business

• Implementation

• Integration



Consumer Centric & 

Collaborative 

Business Models3





Business Models

Brokerage 

Centric

Agent 

Centric

Consumer 

Centric



The Leprosy Factors



Mind Blocks to 

Progress



Inside the Culture 

of Fear



Culture Shock

• Collaborative 
Environments

• Fun & Exciting
• High Tech Meeting 

Areas
• Less Space, More 

Agents
• Interactive, 

Brainstorming 
Venues



Another successful company that has 
broken the chain of events I described 
earlier is @properties in Chicago. 
Mike Golden, president of 
@properties, had this to say about 
why his company has vaulted to 
number one market share in Chicago 
in less than eight years: “In order to 
be effective with change, you have to 
have the infrastructure to support 
change. Otherwise, you’re just 
floundering.”

Culture Busters



Gino Blefari, founder, CEO 
and president of Intero 
Real Estate Services in 
Silicon Valley, believes that 
culture and accountability 
are central to the success 
his company has 
experienced since 2002. 
Without a single 
acquisition, Intero 
captured number one 
market share in Silicon 
Valley by 2009.

Culture Busters



Repurposing the 

Corporate Office

Over 70% of 
Agents 

Maintain a 
Home Office
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The Inverted 

Branding Pyramid

Broker

Agent

Services

Broker

Agent

Consumer

Experience



the New Brand
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The Ship is Sailing!



Don’t Miss the Boat

1. Brand the Experience

2. Create Collaboration

1. With Other Agents

2. With Consumers

3. With Clients 

3.  Think Joint Ventures & 
Partnerships



Welcome the 

Millenials
4



The 

Millenials

• 2nd largest generation in U.S. 
History

• Almost 6 in 10 employed 
Millennials say they already 
have switched careers at least 
once

• About 37% of 18- to 29-year-
olds have been 
underemployed or out of 
work
(Highest in Over 30 Years)

• Only 1/3 of Millennials say 
their current job is their 
career



Socialcruiting

73.3% of 
Companies 
are using 
Social 
Networks for 
Recruiting



Companies Using Social 

Media to Recruit



The Ship is Sailing!



Don’t Miss the Boat

1. Get Tech Savvy NOW!

2. Join Forces

3. Explore How Their 
Mindsets May Be 
Different



The Integrated 

Layering of Education
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Double I Gap

% of Agents 
Closing the 
Majority of 

Transactions

20%

15%

10%

Required Expertise to Match Client Expectations & Demands

Gap Created 

By Failure of 

Education to 

Inspire & 

Integrate





Alchemy in Education

ADRE
Statutory

& Regulatory 
Education

AGENT
Production & 

Client 
Interaction

BROKER
Compliance, 
Branding & 

Systems
The GOLD

Standard of
Education



Integrated Layering

The Call For “In House”

• Every Company has its 
own set of tools

• No two companies are 
the same

• You cannot brand the 
experience with “Hands 
Off” independent agents

• Powerful education 
integrates & implements



And It Causes This!



And 

This!!



A Stunning Example



The New Post Licensing 

Requirement

• Within the initial 
two year licensure 
period

• 24 Hours

• That address the 
practical application 
of real estate

SB #1292



The Total  

Immersion 

Fast Track 

Program

Arizona

Post

Licensing



What Education Class 

Offerings Look Like to 

Licensees



Skill Based 

Ladder Mastery Training

Seller Experience
Mastery

Handling 
Objections

FSBO’s and 
Expireds

The Listing 
Presentation

Prospecting

Buyer Experience
Mastery

Managing the 
Transaction

Open Houses

Educating the 
Buyer

Prospecting

Technology 
Experience

Mastery

Search Databases

Linkedin

Facebook

YouTube & Videos



5 Top Technological Training 

Needs in 2011

1. Listing Databases

• Zillow & Trulia

• Linkedin

• Facebook

• YouTube

2. Integration & Implementation

3. Marketing Outside of Real Estate

4. Setting Tone & Overcoming Objections



The Ship is Sailing!



Don’t Miss the Boat

1. Take a Tech Class

2. Brush Up On Technical 
Skills

1. YouTube

2. Zillow

3. Trulia

4. Linked

5. Facebook

3. Identify and 
Strengthen Skill Sets



The New 

Applications of 

Mobility
6



Mobility Applications



Mobi Tags & QR Codes



Google URL Shortener









Layar’s Augmented 

Reality



The
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Edge



The Ship is Sailing!



Don’t Miss the Boat

1. Get Mobile Now

2. Access Your Info From 
a Phone

3. You Need a Smart 
Phone

4. Use The New 
Technology

1. URL Shorteners

2. QR Codes

3. MobiTags



Splinternet Marketing 

with Technology
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Multi-Venue Marketing

Splintered Marketing Plans



Beware the Rules

ADRE
Rule R4-28-502





Brand 
New 

Abilities 
to Target 
Market





The Ship is Sailing!



Don’t Miss the Boat

1. Go Where Your Clients 
Are

2. Create Multi-Venue 
Marketing Campaigns

3. Target Market Like 
Never Before

4. Broaden the Avenues 
of Your Messages



The Age of Teams 

& Specialization
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Teams & 

Collaboration



Stay in Your Area of 

Expertise

ADRE
Rule R4-28-

1101(H)



Increasing Locality of 

Real Estate

(Neighborhood Specialists)



The Ship is Sailing!



Don’t Miss the Boat

1. Get Specialized

2. Add Niches 

3. Own a 
Neighborhood, 
Remember Geo-
Farming

4. Build a Team



Globalization 

Comes of Age
9



Globalization



International Opportunities

Three US markets San Jose, San 
Francisco, and New York hit the 
top 10 list of most expensive 
office markets worldwide in 
2000, thanks to the dot-com 
bubble and related financial 
boom. But by 2006, Mumbai 
and New Delhi had moved onto 
the top 10 list, while every US 
market had dropped off of it.





Get Linkedin





Arizona Compensation 

Statutes

• Compensation to Only 
Licensees

• Be Watchful of MARS 
Rules

• Relos & Referrals 
Need a License

• Zero Tolerance on 
Non-Licensee Referral 
Fees



Largest Independent Broker 

in Illinois

Separate drop down menu for languages



Fair Housing in a 

Global World



The Ship is Sailing!



Don’t Miss the Boat

1. Don’t pay fees to non-
licensees

2. Broaden Your Sphere of 
Influence

– Across Countries

– Across Languages

– Across Cultures

3. Create systems to treat 
all clients equally





The

Cutting 
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