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Upcoming Upcoming 

EventsEvents  
January 30th - Celebrating 

40 Years as RE/MAX 

February 18th—Presidents 

Day - Office will be open. 

February 25-28 

RE/MAX R4 @ Las Vegas 

 

 

Sales RallySales Rally  
Bountiful: 

February 12th @ 9:30 am 

Layton: 

February 19th @10:30am 

South Ogden: 

February 20th @10:30am 

It all began as a dream and a plan on a 
pad of paper. Dave Liniger had a          
controversial idea to build a real estate 
powerhouse where experienced,           
productive agents would keep more of 
their commissions and enjoy the freedom 
to run their business as they saw fit. You 
want to read more, right? Remax.com has 
an amazing timeline of the RE/MAX history and four decades of success. 
We'll be featuring snippets of the history throughout the year. Stay 
tuned: http://www.remax.com/c/about/history-of-remax 

To get the new 40th anniversary logo log into WOLFconnect > Files > Company 
Files> Office Docs > Logos > REMAX _40year(choose from png or jpg). 

Celebrating RE/MAX’s 40th Anniversary 

The Difference Is About Five Minutes 

The difference between the stars in selling and the mediocre performers is 
about five minutes. The stars in selling spend five minutes more planning their activ-
ity and preparing their presentations. They invest five minutes more in research and 
study. They put five minutes more in prospecting and contacting potential clients. 
They are self-disciplined and this quality makes the difference. 

Disciplined salespeople are: 

ENTHUSIASTIC - They employ the magic of 
enthusiasm to inspire others to believe in them 
and to buy from them. They sell with a sparkle 
in their eye. They speak with a note of          
confidence in their voice. 

RESOURCEFUL - They have imagination,    
initiative and fresh ideas. They are students 
who are always looking for the better way. 

PREDICTABLE AND DEPENDABLE - Their 
word is their bond and their acceptance of a challenge is always a forerunner of a job 
well done. They can always be counted on, never counted out. 

COURAGEOUS - They stand for what they believe to be right, even in the midst of 
conflict and criticism. They dare to be an individual whose honor and integrity are   
respected and admired by all who know them. 

PERSISTENT - They believe that “failure comes from following the line of least        
persistence.” 

OPTIMISTIC - They have a reason for every success, not an excuse for every failure. 
Continually, they turn the impossible into the possible.  

DEDICATED - They make a habit of being punctual and following through. Their    
motto is, “Let me help. How can I serve you?” They are conscientious but never     
contentious; determined but not dictatorial; dedicated but not demanding. 

Source: Lance Poulson 

http://www.buyahomeinutah.com/
http://www.facebook.com/remaxmetroutah
https://plus.google.com/u/0/b/107918609995180485828/107918609995180485828/posts
http://www.linkedin.com/profile/view?id=33989733&trk=tab_pro
http://pinterest.com/remaxmetroutah/
https://twitter.com/#!/remaxmetro
http://www.youtube.com/remaxmetroutah
http://blog.remaxmetroutah.com/
http://www.remax.com/c/about/history-of-remax


Many agents mistakenly feel that the best way to differentiate themselves from others in the  market is by focusing 

on why they're so good at their job. The traditional approach to a listing presentation involves a lot of this kind of 

"agent centric" language: 

- I have a unique marketing approach. 

- I am the top producer in my office. 

- I know the inventory and how to price competitively. 

These days, the "I's" rarely have it. If you want to land the listing and make your 

client feel they have an active role in the sale of their home, you need to 

change up your pronouns to focus on "YOU." 

By turning your attention to your clients rather than yourself, you'll best express 

your interest in helping them sell their home. 

Sellers who feel they are actively involved in the decision making process, ra-

ther than either approving or rejecting their agents' proposals are more likely to be satisfied with the process.  

The theory behind this is explained a bit in an article by Tammy Lenski on the topic about how giving advice is a 

problem solving crutch:  

Use "you"-based questions to drive conversations and discuss the process with clients. 

- How do you think your property should be positioned relative to similar properties in the area? 

- When you envision the sales process, what would you like to see happen? 

- What is really motivating you to sell this home? 

- What have been your favorite features of your house? 

Through the sales process, focus on providing your clients with facts, and then ask them how they would like to 

proceed. Hold back on dispensing with your own perspective until you've ascertained what they think should hap-

pen next. By inviting collaboration, you'll ensure your clients feel included in the process and not "dragged along" by 

their agent. 

Make your clients feel empowered during the sale. 

Photo credit: Victor1558 Article by: Scott Levitt - Oakley Signs & Graphics 

 

Language for a Collaborative Sale 

February BirthdaysFebruary Birthdays  
  

February 5th - Dave Voros 801-381-3613  DaveVoros@gmail.com 
February 6th - Jill Kirkham 801-774-1604  UtahHouseDoctors@gmail.com 
February 12th - Lisa Brooks 801-458-3201  LisaBrooks3@msn.com 
February 23rd - Cari Thompson 801-774-1600  CravenREMAX@gmail.com 
February 24th - Henry Ihrig  801-336-7333  HenryIhrig@remax.net 

Lucky ‘13 Years 

So here's what I advise for this Lucky '13 year: Do what you think is right, and work your business the way you 

think it makes sense. But also work to put yourself in situations where chance 

can apply its magic. Incorporate a little randomness in your life. Go against 

some of your habits and see what develops. Create those crucial gaps for     

surprising good fortune. 

Do so, and I'm confident you'll remain agile and resilient in your pursuits. Don't 

lock yourself down too tightly... there may be options with huge upsides you'll 

want to jump on when they present themselves. 

- Scott Levitt, Oakley Signs & Graphics 
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