
Tuesday meeting March 12th, 2019 

Attendees:  Jens, Carrie, Brian, John G, Lindy, Donna, Heather, Mark, Eva, Michelle, Cheryl, JoJo, Tina, Jeff, Julie, 

Scott, Nehad 

Host:  Diana Harvey – Van Dyke Mortgage 

Real Estate Power Hour – tomorrow, March 13, 2019 at 10am, 1875 Belleair Rd, Belleair, FL  33756 

Will review Homeowners Insurance, Wind Mit, 4 Point, etc. ,  Pitch Session, Mobility RE App 

 

Review from Jens: (some items were not completely discussed, however, please read the following) 

Welcome All Walk-Ins 

1. Walk-In's Seller or Buyer - work the lead, LISTEN 

1.1. If rental Inquiry - Verify you cannot convert them into a Buyer, then refer them to a rental agent - give them their 

card and phone number 

1.2. If delivery person - please sign and put item in appropriate place 

1.3. If someone is dropping off paperwork for someone else in the office, please put in appropriate place: 

1.3.1. in CWB office – glass desk in front of Carrie’s office 

1.3.2. in the SK office - in the mail holder by agent desk 

1.4. If someone comes in for a closing, offer them a seat, glass of water/coffee, etc....again show them we are a team 

of professionals and are happy to take care of each other’s customers. And again, it could be your customers! 

1.5. Do NEVER let the customers file out ANY form by themselves. You are not a DISCOUNT or SELFSERVE agent 

(there is one form your customer that by then is a client must complete by themselves: PROPERTY 

DISCLOSURE  

1.6. This is where you have a conversation and LISTEN to your customer 

1.7. The PERSONAL service and your KNOWLEDGE is what is setting you apart from all the others 

2. Working floor, is a great opportunity to get your name out to the people outside. Put out your flyers, brochures, etc 

and talk to people, offer to share your App if they seem reluctant to come inside. 

3. Make sure you keep an eye on potential new customers that are looking at flyers in the window. Don’t just sit there 

and wait for them to come in the office. Go outside and talk to them. We have several stories where buyers didn’t 

want to come inside and commit but were happy to engage in conversation outside!  If they do not want to log any 

print-out along try and see if they would want your free app. Remember no name is needed just a cell phone number, 

that is it! Remember all the great advantages that your app has over other apps that are not directly connected to our 

MLS or are not GPS enabled. Again, it is free, and no sign-up is ever needed. 

4. If you have any questions about your app, we are happy to help you out. And Diana is in the Clearwater office every 

Wednesday at 2 PM. 

5. Reminding that if they want to meet with customers at the CWB office to use the conference room and large TV, all 

you have to do is literally plug the HDMI cable into your laptop. Nothing else is needed, demonstrate if necessary. 

There is a similar setup in the Sand Key back office that can be used on request. 

6. In general, do not do anything in the last minute. Make sure you are proficient in doing searches on MLS in your app. 

Make sure you know have to complete listings, contracts or any other forms you might need.  That includes using 

Authentisign and how to explain to new customers how to use it. 



7. Education: 

7.1. Who has taken a MLS, PRO or LeadingRE class this year? I am not talking the 14 hour continued education 

requirements. 

7.2. I happened to listen in on a MLS webinar the other day, so what is the difference between a cart and a search in 

MLS? 

7.2.1. Cart is used a save a listing 

7.2.2. Search is used for search criteria not for a particular listing. 

8. There are hundreds of online classes available to you from LeadingRE. 

8.1. LeadingRE was ranked #1 on the 2018 Training Magazine Top 125, which recognizes the organizations with the 

most successful learning and development programs in the world. The only real estate network named to this 

year’s Top 125. 

9. New forms from Simplicity on March 19: 
9.1. Wire Fraud Prevention Notice - edited 

9.2. Lead-based Paint Warning Statement for Rental Housing - updated 

9.3. Extension of Exclusive Property Management Agreement - new form 

9.4. Release and Cancellation of Contract – updated 

9.5. Please do NOT use any “old” forms that you might have in your files!!!! 

 

All this technology might seem overwhelming to you, but remember we are in the SERVICE industry! 

Our strength is the personal connection. We cannot ignore the technology, but nor should we let it paralyze us. Use 

technology when you feel it can help you or have somebody help you make the technology work for you. The INTERNET 

is turning 30 YEARS today!!! 

10. INTERNET: 

10.1. Now talking about the internet. The other day Eva reminded me that the internet is not just one network 

and the same all over the world. 

10.2. We have all heard of the dark internet. That is where our names, bank accounts and SOCIAL SECURITY 

NUMBER are being traded if we are not careful. 

10.3. But more areas of the world are restricting the internet or building their own internet. Take China, they 

own more than 1/3 of the US debt, but they also are the biggest foreign owner of US commercial real estate. 

They are also buying up residential real estate at a very fast grooving rate as they feel that is a safe investment. 

10.4. The Chinese internet is NOT open for outside advertising, BUT LeadingRE has servers inside China. 

That gives us and the clients that list with us a huge advantage! (tip for listing presentation). 

11. Introducing Customer registration Form. 
11.1. This form will replace the former Buyer Inquiry Form. 

11.2. This form you will complete, as talked about earlier. 

11.3. The form is emailed to the email at the bottom at the form. 

11.4. This information is absolutely confidential and only serves to protect you. 
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