REAL ESTATE BROKERAGE
MANAGEMENT

Presented by John Wu
CIPS, CRB Instrutor
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ABOUT JOHN WU

R FHIAERSAL N & B BEAR E E (CIPS) #
Instructor, Certified International Property Specialist (CIPS) National
Association of REALTORS®

2o KRS N @ KA SE DR G (CRB) il
Instructor, Certified Real Estate Brokerage Manager (CRB)

ZRFHERR AL S HE R 20112014
National Association of REALTORS(R) President Liaison to Taiwan
20112014

3 WUTIERRT LIS X OB R
Chairman, San Gabriel City Valley Blvd Stakeholders Group

A TR R R RS B
LR Facilities Master Plan Oversight Committee member, SG Unified
School District

S R A AT A 6 R B 201060
International Committee Chair, West San Gabriel Valley Association
of REALTORS(R)

HET 7 M 20094
President, Chinese American Real Estate Professionals Association
(CAREPA)

6% B — MBI £ 38 5 7 20 1 = 2009
Captain, OCAC Taiwan Real Estate Surveying Trip

HPH 55 R 0 A B (CAR) R B T 6 o o
Invited Panelist with topic - International Commercial Investments
and analysis, California Association of REALTORS®
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BiHtEMRN ASIEEERRE

Recruiter & Community Liaison

Marketing

Community Online & Admin.
Content & Social Media |

Research Buyer Specialist(s)

| |
Customer Service Customer Connection

Seller Specialist(s)

EitEP N A FIEERLEE

CEO / President

GENERAL
MANAGER [E%R(&)

!

CONSTRUCTION FINANCIAL SALES & MARKETING 1.T. DEPARTMENT LEGAL SEA ACTIVITIES
DEPARTMENT

QUALITY CONTROL l l l H.R. DEPARTMENT
DEPARTMENT
REAL ESTATE MAGAZINE RENT

l DEPARTMENT DEPARTMENT DEPARTMENT

SUPERVISION
DEPARTMENT

BHEMNT A EEERRE

© Randy Glasbergen / glasbergen.com -
#48 A Broker

ONE MAN REAL B Salesperson
ESTATE R

%17 Receptionist
TFEER4EE I.T Manager
&5 Legal Consultant
T i5ER4EE Marketing Director
BATK Treasurer

TBE Secretary

4ZI8 Manager

“You’re in luck. We just listed a lovely - -
3 bedroom, split-level Tupperware!” BRI Maid




EEMN AT EIEEBZo4E Structure E4E%E 5 Facing the Challenge of Change

Broker Manager &4 A EEA
Broker Owner [E&R
General Manager 424518

BE(EFS: Mission: 24285 Facing the Challenge of Change
EEHZE Management Skills

7838 Communications

4455248 Structuring Organization

AASEE Budgeting & Financing Management

E¥E%EF Facing the Challenge of Change EIEMF Management Skills

ZHRAJS Your view of Big Picture Management Styles B IR

oy
[Bi=p AR 1 The NeXihiage BN AT EEETHD T Managerial Behavior

F8HI7R2K Predict the Future
¥&# Dictatorial Style

FHERIAE Role of Technology = A Styl
utocratic Style

HEMHIAE Role of MLS
2 Participatory Style

AASE : ;
RRAFHEHN A BEME? Where will the real Estate office be? MOE Laisscr-Faire Style

R+ HEE/AE] Who will be leading the company in next 10 years?

REEFRIER » 52 EIRF? What will industry regulations look like?




SE38 Communications S&3i8 Communications

188 Oral Communication

E£E Writing Communication
HE¥IE Face-to-Face Communication \%:‘! \/%'/
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Broker Manager to Sales employees [ER/[EREHES

Salesperson to Clients SHEASEEF

Broker manager to Broker Manager 4332 A #14518 A

s&38 Communications

&3 Communications

£M@ Writing Communication

[188 Oral Communication £13F :
1. AIDA: Attentionj£E /] ~ Interest5|ZEH + DesirefiEHE + Action¥REVTE)

I8 Facial Expression
FXBEEN1E Body Language 2. EmEBLEORBEERAER °
3R Voice & Tone EEEETEIENEIE:
Email, LINE, Wechat, Text, Clouds, Attachments

Responsibility: 2R F&

Double Check before sending message EHXFHFHAIB=IERAS
Grammar & Spelling Check 3 iESEFIEBERMRERZEN

Way to show your professionalism EE&RERIAEENLSE

ORAL COMMUNICATION




RS MR B S AN BFHNNAE

Recruiting, choosing and hiring your

team members

RIS B EL A MBI NN B Recruiting,
choosing and hiring your team members

Employment Process ERTEF

Recruiting 85
Prescreen B B 1E{R
Formal Interview IEZVEEE
Selection #iE

Hire EF

BT MR S A AN B A NN 4R

Recruiting, choosing and hiring your

team members

RS EESB L A B F M B Recruiting,
choosing and hiring your team members

Recruiting HBERERF

Recruiting is the process of assembling a pool of candidates/applicants for
consideration.
The greater the pool, the greater choices the company has.

FriE A% > B —HARNAEEERNAES
RASBEARRBEAABTRAZTHIBIE
NEZ » REMBAERIEE
BEFESRINE -




BE T me g S AR 7 XN 4B Recruiting,

choosing and hiring your team members

Recruiting 1BEREF

The current workers, managers, Agents can be best recruiting
ambassadors.

AEREET ~ EHGE LA BRI SRENATHES

Major tools for external recruiting today

HIMBSHWEZRR

Advertisement on Newspaper and Media EF 5 FHEiHEE

Mailing Post cards or recruiting letters BRFREES
From local associations i3 A & R

Hosting Career Seminars SR 8BS

RS M BB AL AMBH M 4B Recruiting,

choosing and hiring your team members

Formal Interview 1EZE%

Broker Manager to prepare the interview: HE#kHIZEH

Introduction: To break the ice BEN 48 ASIN 4R (BK)

gettyimages’
Bormarvis

BEFme iR gL AR 7 XM &8 Recruiting,

choosing and hiring your team members

Prescreen RIBER

Prescreening is to decide if the applicant meet s the minimum
requirements for position.

MR EER) TUEREL ML ERERENASN FEAR k-
Can be done with: TEIE#{R1 AEBTIITFETMH

* Application form B FHiEE

* Resume BEXR

* A phone conversation E5EERE

- Video Conference conversation {8z &=

* Brief Face-to-Face meeting f& %2R0 1 H 35

Warning: Must focus on topics related to job only, do not violate the employment Law.

AR EERANRIERE - WATENETFERIRERE > 2ERETE -

R MBS B AL AMBH T B Recruiting,

choosing and hiring your team members

Formal Interview IET{EER

(CCIM3

ey
meRE

Work Experience ERiEERI TIEARER
Reason to make a change HE/A S HIIRH
Education BEH SR
Job related skills Bt Z BRI TIE%AE
Performance ¥4&

Certification :RRERTZ

BRI FEIRER, CIPSEIRREIERERR, CRBIEREREBEA » CRIBEEEER)

Community Involvement 2 EittEEFS




RSN ELAMBH M B Recruiting,

choosing and hiring your team members

Selection & Hire BEiZ & ER

Hire Quality, Don’t hire Quota B8

BEFme S A B B RN 4B Recruiting,
choosing and hiring your team members
HnEEEH

Pros {8
More resource EiREZ
Better Image X R &IF
Stronger Team EIFXE1E
Better Network 4AER43 %%
More Reliable E {518
Larger Referral Pool T E %
Cons %
Cost more i ASE =S
More Regulations }R&E %
Less Flexibility ZFEE

BB ELAMBH T B Recruiting,
choosing and hiring your team members
MBS XNE
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and more...

RS EESB L A B F M B Recruiting,
choosing and hiring your team members
AN EH

Desk Fee Only: ¥ &

A desk fee is part of a payment agreement between a real
estate agent and their broker.

Desk Fee Combined with Commission: R F&+{HE 2%
An alternative model to splitting the commission between
the agent and the broker

No Desk Fee, Based on Commission split : 48{HE 9 A%




B MBS A MBE B M 4B Recruiting,
choosing and hiring your team members

Desk Fee Only: &
Real estate agent who chooses Desk Fee only: 2#iZDFOMA :

Very Experienced in real estate professionalism but no Broker License

EHNMFREEREEER  ERBAECAPRE

Brand new real estate professionals currently have clients and resources

AT > BRIFLEERRRERRERE °

Lousy Agent doesn’t care much about reputation

FREEHNAXESRENHEE

In-Home-Office Real Estate Agent
TEARATERIERS

RIS B EL A MBI NN B Recruiting,
choosing and hiring your team members

No Desk Fee, Based on Commission split : #Eff& 5 A%

New Agents joining the Firm for getting reimbursements of training & tuition.

FATEERN > BEIMALBDESINRARNBIIRZREER

More conservative on business, prefer less financial pressure.

HRREMENTREERT > BB S HMFEEN

Need an office, desk and facilities such as computer, copy machines, legal etc

FRECAMAE - RFREBACRMBUER - I « AFHEIE -

Experienced real estate professionals who has good commission split w/Broker

BIERIMET » FITESESLHNASE

RSB AL A MBA B M 48 Recruiting,
choosing and hiring your team members

Desk Fee Combined with Commission: £ F&+{f& 79 %

An alternative model to splitting the commission between the agent and the broker

EFE+HAEIH 8 MEESRL S5 -8R

Experienced real estate professionals but need a nice looking office and facilities

RERNENEEEEFTEERERMAZMARAIRIE

Confidence on Transactions Volume

HRBECHRZBEEREERLE

Need partial supports and resources from office; Legal, Accountant, Receptions.

FEQRHNS S ER » HIINER - EFtiRRE

RS MEAELAMB L NN B Recruiting,
choosing and hiring your team members

Relationship of Commission and Experience : {A& &S EEALERRZE

list summarize demonstrate explain formulate recommend




RSB ELCAMALN

Recruiting, choosing and hiring your team members

Commission Plans Based on $200,000 Home Sale 3% Split

Commission Monthly |Error & 3% Real Estate| Broker Agent
Plans Fees | ission | Recein Recei

20/80% | $0 $50 [$6000 | $1200| $4800

Start Commission

10/90% Y] $50 |$6000 | $600 | $5400

Commission

After 1 Million Sales

50/50% | $0 $50 ($6000 | $3000 | $3000

In House Referrals

Pt $0 $50 ($6000 | $3000 | $3000

* Real estate agents can have 100% Commission Plan with a $99 Monthly Fee.

Resource : realtorsexpert.com

RENREXENEROOICHER
Distribution and management of resources for
Broker, Broker Associate Salesperson

The following may considered as Resources in Real Estate
Brokerage Films RIFIABEEMNTATHER:
Tools & platforms help Broker/Agent to develop sources of Business

ARBREEFNIARTS

Phone calls from potential customer (Seller/Buyer) though Advertisement

BER @RS BEER (BAHER)
Floor time opportunity (1% FERF )

Training Courses (FIl4R:RTE)

BIEAREFRENE RS ICHESE

RENREEXBNE RO OICEAER
Distribution and management of resources for
Broker, Broker Associate Salesperson

The following may considered as Resources in Real Estate
Brokerage Films RIFIAREEMNT AR ER:

Good Team workers (Door Knocking) 3FHIEI %
Legal Advisors i&1E1#Bh
Hardwares and facilities fEE8 M & A Sl 5% 15

Awards Program #ZEl#IE




B ANEEENE RS ICHEE
Distribution and management of resources for
Broker, Broker Associate Salesperson

Tools & platforms help Broker/Agent to develop sources of Business
AR EEFNIARTE
Official Website for sales associates AS){BIHEBEARE

[ Tie v =

LOS ANGELES

BEANREFRENE RS ICHER
Distribution and management of resources for
Broker, Broker Associate Salesperson
Tools & platforms help Broker/Agent to develop sources of Business
AR EFNIARTS
Video Templates E58& A

Jeff Fields
480-948-5554
602-526-3835

FindHomesArizona.com
Jeff@FindHomesArizona.com

B ANEEENE RS ICHAEE
Distribution and management of resources for

Broker, Broker Associate Salesperson

Tools & platforms help Broker/Agent to develop sources of Business

AIHEREEFNIARTER
Mass Mailing & Post Cards prospecting system EBE /& A4

PIXELSPRINFED.COM

RENREEXBNE RO OICEAER
Distribution and management of resources for
Broker, Broker Associate Salesperson

Phone calls from potential customer (Seller/Buyer) though Advertisement

RS RS IBEER (EANER)




B ANEEENE RS ICHEE
Distribution and management of resources for
Broker, Broker Associate Salesperson

Floor time opportunity (& FERFE)

A
(Mon) Sep 17,2007
06:00-18:00
06:00-18:00
06:00-18:00
08:00-15:30
05:00-16:30
06:00-16:30
07:00-19:00
07:00-19:00
07:00-1800
07:00-17:30
07:007:30
07:00-17:30
14:00-01:15
14:00-01:15
14:00-01:15
15000215
15000215
1500-02:15
16:30-000
16:30-000
16:30-03.00
17:30-0600
17:30-0600
17:30-0800
18:00-06:00
18:00-06:00
18:00-06:00
18:00-07:00
12:00-07:00
18:00-07:00
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B AREEENE RS ICHEEE

Distribution and management of resources for

Broker, Broker Associate Salesperson
Training Courses (FII4R:RTE)

Cold Calling Technique BE#%I5
Door knocking Skills &%P9$%15
Contracts Refreshment EHABEIR

New Laws and regulations effecting business A SL¥IFEERE

B ANEEENE RS ICHAEE
Distribution and management of resources for
Broker, Broker Associate Salesperson

Training Courses (FI4R:RTE)

BIUEAREFEENE R, HEER
Distribution and management of resources for
Broker, Broker Associate Salesperson
Training Courses (3I4R:272)

Door knocking Skills BEFF$£15




B ANEEENE RS ICHEE
Distribution and management of resources for
Broker, Broker Associate Salesperson

Training Courses (FII4R:RTE)

Door knocking Skills B%P9$%15

® @ %

Real Estate Safety Matters:
Safe Business = Smart Business

RENREXENEROOICHER
Distribution and management of resources for
Broker, Broker Associate Salesperson
Good Team workers (Door Knocking) 47H9EIBx
Similar Background & S BRI

Sharing common value on business FEII#IME(E
Cover each other fRIL{RE

How to
Door Knock

B ANEEENE RS ICHAEE
Distribution and management of resources for
Broker, Broker Associate Salesperson

Training Courses (FI4R:RTE)

Door knocking Skills E%F9%I5

ISSIG REALTOR FOUND DEAD

lewiorr
—

When asked why he chose to rob and murder Real Estate Agent Beverly Carter.

[E8& Broker Owner/[E4E¥8 Broker
managerfI BB H 5




[EE Broker Owner/|E 488 Broker
managerf & EEAFRTS

Recruit the RIGHT and HIGH quality, High productive salesperson
BESRE  SEENATABASRETMHT

Be assessable

RERF AT LARASEIA

Resolve the dispute internal or external

RENERR A S WER R IR
Professional Training and development Z3/l|%k
Organizing Conference and Sales Meeting SBi# &%

Supervising Sales associates ethics and integrity Es#EiE MM IHEEEE

[E8R Broker Owner/|E4& Broker
managerfI B BT

Content of Real Estate film Policy Manual

AEIBERIRIAEERAS

Introduction of the Company
RERERNTE

Define the independent Contractor / Employee
BENEARNABKER

Confirm the independent contractor follow code of ethics
BB RIS ER AR R A ZEBRE

Office Hours A 5] AR BF R
Use of Office A S{ERREE

Dress Code FREBEAER

[EE Broker Owner/|E4Z¥8 Broker
managerfI & EEA R

Policy Manual A S]BERRIAE

T 8 TRYE HAGIIAR




T & TRYE HAGIIAR

The purpose of Training EHAFIGREIE I
What should be included in Training? #lI4R:RF2RIIEE
Who will be the trainer? g2 3I4RE?

Any educational resources from Local Association(s)?

FBtEFHEASRMBETER -

T 8 THYEHAEIAR

What should be included in Training? sIl4f:RFZHIIEE

Sales Training and sharing $HE SRR ERDE

Loan Class B R

Tech Class Bl%aRT2

Script Practice &5azlI4R

Purchase Agreement/ Listing Agreement $H&/E & 54934k
Group Coaching BEI#E3/I4R

Business Development #1274k

Escrow Seminars f{& (B 1) 8 EE

Dialing for Dollars $$$ T/ &5

Others Hifth

IET 8 TR EHAG)I%R

The purpose of Training EHAEISREY B #Y
Keep the knife SHARP {R$5 8 T¥HM M EFAIEERE KIBHE °
Self-regulated paced Routine 13& 8 THIE2

Make sure the employees follow the company culture
BESTIREASNXIE

Create better relationships with colleague

HREIEZIIEFRIR (%

Motivate employees to work harder HEIE TR HE EERE

1E T & TrYE BAG)IAR
Who will be the trainer? s 2 aIl#RE?
Broker Owner / Broker manager [E&R/[E&
Hire the professionals 7M£:EET
Affiliates RFE A1
Legal Professionals (Contractor) j&{EE 7"
Computer Specialists (Contractor) E&EAR]

Staffs and agents B & T Elfh 7




T & TRYE HAGIIAR

Any educational resources from Local Association(s)?

FiBitEASELASRHEBEER -

Tuesday, November 27th

DOMINATE YOUR
MARKET

Dominate Your Market

When:
Tuesday, November 27, 2018
10AM to 11AM

P — [ SEIEE RN ARRERENT A

" S | Click here to register
zipForm® Plus Training EREE P Tialnine

When:
Monday, November 19, 2018
9:30AM to 12:30PM

Topics include: zipForm® Plus Templates,
Checklists, Toolbar Functions, Digital
Signatures/Esign, Forms Tutor, Forms
Advisor and more!

Click here to register

EFERRE—AHERLEEA
Certified Real Estate Brokerage Manager (CRB)

CRB

R A ENEFE AR About the CRB
CERTIFIED REAL ESTATE
reen BROKERAGEMANAGER | The Certified Real Estate Brokerage Manager (CRB)
| Ui Groen Desigration. | designation is designed for experienced owners,

CONSULTANTS; . . .
TEATTORT tARS nsUrSTe brokers, managers, and supervisors to raise professional

N standards, strengthen individual and office performance,
CIPS™ - - and sharpen expertise in brokerage management. Since
— 1968, CRB has represented the highest level of
professional achievement in real estate brokerage
management. You do not need a broker's license to earn
the CRB designation.

AT HOME WITH
DIVERSITY"

CRB

CERTIFIED REAL ESTATE
BROKERAGE MANAGER SHORT SALES &
FORECLOSURE
RESOURCE




EEIEIPREEE — A ENEELEAEA
Certified Real Estate Brokerage Manager (CRB)

C®B

CERTIFIED REAL ESTATE
BROKERAGE MANAGER

FEEREADERENRRYER
BRAERNAHERER
FEEMNELATIER
HESNBASZER  £E

FERABFKE  BIEEAFYE - RE QAR
FEEMN AT EEE -

CRB £S5 HILiW505F » AREFHERRERRRE
SEENa

EEEEE—AHERLEEA
Certified Real Estate Brokerage Manager (CRB)

CRB

CERTIFIED REAL ESTATE
BROKERAGE MANAGER

REFHELLAEAERNES

N ES ~ $EAEERE - CRBERILSLA » FHEWRA
= IFCRBEZLSLCA146%
RAISHI IS E R R RHESE
B{EEEFRAIETZ S (Sustain your business) » {RIFHR
FE71(Remain Competitive) °
EEEEREGSRUNETEEE » RIKFEBESLLE
R RAE3%NE M EEAEERICRBIREBRAT ZBE
NRGEIREK ©

EEIEIPREEE — A EEELEAEA
Certified Real Estate Brokerage Manager (CRB)

C R B ESTHEELAEEAERAIES What You Gain

CERTIFIED REAL ESTATE 5
BROKERAGE MANAGER from CRB'

* Increased profitability, productivity, and performance
- the median gross income of a CRB is 146% higher
than that of a non-CRB designee.

- Placement ahead of the information and knowledge
curve.

- Strengthened ability to sustain your business and
remain competitive.

+ Recognition as a member of an elite, worldwide
community of industry leaders — only 3% of
REALTORS® have met the designation’s advanced
eligibility and training requirements.

EFERRE—AHERLEEA
Certified Real Estate Brokerage Manager (CRB)

‘ R B The CRB Designation Program is all NEW!

CERTIFIED REAL ESTATE For more information, visit www.REBInstitute.com.
BROKERAGE MANAGER

New 1-day CRB Courses

Recruiting for Success: Creating a Vibrant Real Estate Organization
REIEE RIEEN RN AEEES
= Creating a Profitable Real Estate Company
= AIEEANRIFNABEMRNAE
Show Me the Money — Compensation Planning
SR SERA - FAEHIEARE
= Performance Leadership — Coach, Manage & Mentor
ARERE WS - EERIEE




ZEIFRRE—FEELKLEFAEA
Certified Real Estate Brokerage Manager (CRB)

‘ ( R B The CRB Designation Program is all NEW!

CERTIFIED REAL ESTATE For more information, visit www.REBInstitute.com.
BROKERAGE MANAGER

New 1-day CRB Courses
= The Firm Rules — Company Policies to Mitigate Risk
= AEHIE - REREHNASBER
= Managing a Multi-Generational Business
= SHAAFNAEER
= Building a Business Plan that Gets Results
= HIEREE AR E
= HR Solutions for Today’s Real Estate Company
» SHSHABEATNANERBRAAE
= Exit Strategies for Real Estate Brokerage Owners REIE /1A SR IS H#E]

EEEEE—AHERLEEA
Certified Real Estate Brokerage Manager (CRB)

CRB

CERTIFIED REAL ESTATE
BROKERAGE MANAGER

RRINES-BISEIFE MR A EN E B
BERIRITIS AT :

[ AAATBEHAIEHES
(v B BBRIERAE

v B REENNATLIL

(@ BHEWFBBERAT
v NARABATBENBHDTF

ZEERRE—FEERKLEEA
Certified Real Estate Brokerage Manager (CRB)

C®RB

CERTIFIED REAL ESTATE

BROKERAGE MANAGER HR?%CRB?*%

(1) SERX3FICRBERTZ

(3) IRRCRBIZEHAEE R BRI E
(2) A —EM L EEEES

(4) B3 CRBiZEHAEEA

EFERRE—AHERLEEA
Certified Real Estate Brokerage Manager (CRB)

CRB

CERTIFIED REAL ESTATE
BROKERAGE MANAGER

RRE-mE  EERIEE
RERRITIGERE :

> BREAPELRESNRREBAR (> BLEHEEBMRIXBAS MBS
> KEEEREERY - HEUBEREAL  © AELETADEERABER
(> SRR - BEBRCR2REEE




ZEIFRRE—FEELKLEFAEA
Certified Real Estate Brokerage Manager (CRB)

C®B

CERTIFIED REAL ESTATE
BROKERAGE MANAGER

RISERN RISHASEMNT AT

PERIRITIGHERE :

> ERMBEERERRS (v BEIEEANERNEERMRS
v RERSMENRREES (v REMHRE - BERERRT
v MBERE AT BRI E




