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By Shelley Frost Updated July 25, 2018 You have studied hard to pass your real estate licensing exam, so you have practical knowledge to succeed. But what about the soft skills that enter the career? Real estate is a very interpersonal field that requires certain personality traits that build
trust and form relationships with your clients. Quick self-assessment can help you determine which skills you need to be a broker are already skilled and this can help you succeed. As a real estate agent, you communicate almost constantly. If you don't talk to customers, talk to colleagues,
negotiate a deal, or work with your network to find new leads. You need effective communication skills, but that involves much more than talking. Of course, you should be able to make yourself clear. But effective communication is much more complicated. Active listening is a huge part of
communication. You need to listen to your customers to find out exactly what they want. You also have to listen to what they don't say through their body language. You may notice that the customer seems nervous when talking about negotiating an offer for the house or financing the home.
This may indicate that the customer is not resisting these aspects or is worried that the deal will not pass. You can calm those concerns if you recognize them. Asking questions about building what your customers say is also important. If you ignore what they say or make assumptions about
what they want, you are less likely to satisfy their needs. Show your customers that you are listening by maintaining eye contact and allowing them to complete their thoughts without interrupting them. Repeating what they say to make sure you understand is another effective strategy.
Another aspect of communication is to adapt to how you interact with different people. When talking to colleagues or credit officers, you can use business words and terminology without explaining. When talking to a customer, you need to explain real estate themes in a way that they
understand. Different types of customers may require different types of communication. A young first-time home buyer may need more support and explanation from a retired couple buying a holiday home. Cultural differences can also affect communication. Take social cues and adjust your
communication to get into the situation to develop stronger relationships. If you already work in real estate, you know how much it goes on sale. Documentation, closing planning, coordinating funding: all this requires the organization to monitor the transaction. You also need an effective way
to keep track of your potential clients to grow your real estate business. If you are not an individual, take the time to put some simple organisational systems in place, such as applications, software programs and desk organizational tools. Some houses sell themselves. Others require a little
more creativity to sell. Sell. buyers may have unrealistic expectations or situations that make it difficult to find a home. If you are a problem that solves, you may be good at dealing with very difficult situations that arise when buying and selling properties. A big part of this is having strong
negotiating skills. Let's say your client loves a house that needs a little TLC, but the budget does not allow extensive repairs. You may be able to negotiate an allowance for some of the repairs or a lower sale price to make it work. Real estate clients want someone who is honest and who
also shows integrity. You have to be successful, but to succeed, you have to follow ethical practices in all your trades to earn a reputation as a reliable and honest agent. Never fool customers or try to persuade them to buy more house than they can afford. Offer sincere advice to help your
customers make decisions they're happy with in the end. While you should always be honest, you should avoid being brutally honest to the point that they offend customers or business contacts. That's where the tactical one comes in. Let's say you have a client with a budget of $200,000
and $700,000. Maybe you'd like to say: You're out of your mind? How in the world do you think you can get all this in a first-class neighborhood when the budget is so low? But you know you can't say it out loud if you want to keep the client. If you're having trouble filtering out what you're
saying, you're deliberately practicing more tactfully when responding to people. You can say: Thank you for giving me so many details about what you're looking for. However, I must warn you that we may need to adjust your criteria or expand the search area to stay within your budget. The
potential for high revenues attracts many people who enter the real estate field. But it requires hard work and consistency to reach the highest status of the real estate agent. Because your income relies on commissions from the properties you sell, your salary is never guaranteed. If you
want to work in this area, you need to self-make up to work hard, even when you've just started or when sales are at a low. Top-producer agents track all leads to get as many sales as possible. They work strategically, identifying which strategies work best for them and consistently
implementing these strategies. They remain relevant in the local market and adjust the strategies needed to fit into this market. These types of advanced skills help you stay competitive. Being a real estate agent often means that you will put in many hours in advance and work at least some
time outside the normal working day. Hustling to build your real estate business in the early stages gives you more in the future. After reading his book, I was pleased to discover that the Gift of Loss of Job was none of these things. This really isn't another career book ... it is far more
powerful. I met Michael when he was head of international strategic planning. Planning. Metlife. He was born in Germany and was a Student McKinsey, with an MBA from the University of Texas and a Doctor of Finance from the University of Trier in Germany, among other degrees. He
speaks four languages and has worked on three continents. Despite his obvious horsepower and intelligence, Michael found himself out of work after 15 years in the fast hemisphere. Michael turned to the challenge of dealing with job losses, and this book, with only a Doctorate-MBA-
McKinsey with 15 years of solving complex financial problems can. Its unique analytical perspective provides a fresh and deep look of a well-travelled theme. It evokes at least three basic beliefs that we tend to associate with job losses: 1.Time: we ignore the overall picture. As Michael said:
We tend to underestimate the long-term risk; we do not think about life for decades, actually train not to think for decades, but to think much shorter steps. And if you think about the long-term, then going out of work for three months really does not change the big picture. It's just a long
vacation. To add to the heat of the fire, in his classes he asks how many people expect to live to their full life expectancy. Almost everyone does. Then he asks, how many people know a loved one who died before their time? Almost 40% of people raise their hands. The question is, now it's
time to take a look from your feet and look at the horizon, think long-term, think about the unpredictability of life and that the ends of this period will be smoothed by the winds of time, so make the most of your time ... Enjoy!2.Money: You have more than you think. It's rarely as scarce as
people think. We have 401(k), some savings, we will turn away from compensation, and if you look at it realistically, you see that it is not so bad. You probably have a three-month buffer and can extend this by saving and investing your time intelligently. Going to the gym, for example, is a
cheap investment in your health that will pay off for the long term. If you want to go to Paris, think instead of Buenos Aires, where you can experience Parisian architecture at a much lower cost. He also points out that if you want to learn Spanish while on vacation, you can go to Guatemala,
spend a week living with your family, and get 20 hours per lesson, at a total cost of $ 240 per week. That's exactly what he did with the runoff of his time.3.In the résumé: the prospect of a gap in our CVs sometimes sees us as a huge bottomless cleavage. But in fact, he has found, people
are quite intrigued when you do something interesting with your time. If you do something exciting and valuable with a holiday, employers will respect you for it. You learned a new language?! You traveled the world?! Are these much better answers than You sat in Kinko's and printed
summaries? So, at the end of the day, what does all this mean? ... relax, go back, think about how the loss of work fits into the active and rewarding gray. Even if you are not forced to come across this holiday with fired, considering that one now. I know someone who takes a five-year break
and another who retires from three weeks each year. When you start thinking intelligently about the time, money and hole in the résumé, you may find that losing a job may actually be the biggest gift you were too scared to give. Yourself.
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