


No matter where you live and work, most real estate professionals share similar business
challenges and can brainstorm solutions and best practices. There is no “magic potion” to fix all
the issues agents may face. It comes down to doing the activities you need to do in order to be
successful and the fundamentals of having the best system, practices, and habits in place. 
 
Here are some ways to maximize your success:

Set t ling vs. Foundat ion Issues: What  to Look for in a Home

Cracks in Walls:��This is one of the primary indicators
that your foundation has been compromised. A jagged
crack running off at a forty-five-degree angle is a sure
sign that your foundation is seriously shifting and has
resulted in actually tearing the sheetrock apart.
St icking or Gapping Doors or Windows:��Inspect all of
your doors and windows. If you have doors or windows
that consistently stick for no apparent reason, or are
gapping at the top, these can be a sign of your
foundation shifting. This happens because the door or
window frame twists out of balance as the foundation
moves.
Cracks Forming Above the Windows:��You might
assume that any foundation issues would be most
obvious near the ground – but the opposite is actually
true. When a foundation has been compromised, the
most obvious signs of damage will be near the top of
your house rather than the bottom. Carefully inspect
the top story of your home from the outside using a
ladder. Look for cracks that appear above window
frames – this is the most common place for damage to
become visible. If you have a brick home, look for a
stair-stepping crack in the veneer of the brick.
Cracks in the Foundation:��Of course damage can be
visible within the foundation itself as well. Look for
horizontal cracks in the actual foundation. A horizontal
crack is a sign of hydrostatic pressure, or too much
water pressure building up behind the foundation.

A home is your number one most valuable investment—so it makes sense to ensure that the foundation of a home being considered for purchase is strong.
When the structural integrity of a house has been compromised, a variety of unpleasant problems can occur. But how can you tell the difference between
normal wear and a problem that needs immediate attention?
 
How to Distinguish Foundation Problems from Settling
 
Settling is a term used to describe the natural changes that will take place in a foundation due to time and weathering. Over time, a new home will very
gradually sink down further into the ground. The biggest contributor to settling is soil expansion and contraction. Even though a bit of soil expansion is to be
expected, this naturally occurring settlement of the foundation can lead to problems. In order to diagnose a true foundation problem, you’ll need to look for
more warning signs than just visible cracks in your foundation. Visible cracks in the foundation can be the first sign of a problem, but they can also be a sign of
non-threatening settlement. A real foundation problem will have a combination of other signs. 
 
Look for these signs of foundation damage:

1. Master one tool at a time.��Agents talked about the importance of learning one lead generation
tool at a time and using weekly sales meetings to be accountable for individual success and
discuss prospecting tactics that are working. Agents need to understand the difference between
prospecting and marketing. Prospecting is for the now, and marketing is for the future. Agents
need to do a combination of both—an infinite loop. And as you are going to each lead generation
source, such as your sphere of influence, it’s about having that loop and what gives you business
now and keeps it coming.
 
2. Explain your value to consumers.��It is important that agents are able to explain to buyers and
sellers what they bring to the table that other agents don’t. For example, agents should always tell
clients about the REALTOR® Code of Ethics and how it ensures that you will protect their
interests. Agents need to understand their value proposition and be able to articulate to a client
what services they are providing,
 
3. Hold yourself accountable. It’s vital for agents to hold themselves accountable, especially when
it comes to time management. One great tactic in doing so is using Sunday nights to plan out
your upcoming week in detail. Trust in a friend or coach to hold you accountable and make sure
that you’re following systems and keeping transactions on track. It’s also vital to attend
networking events and follow up with contacts and leads.
 
4. Stick to a schedule.��For time management, agents should have a calendar that’s consistent
every morning. That will help you establish regular intervals for lead generation activity. Agents
like to do things that make them feel good but neglect some necessary business-generating tasks
because they’re not particularly enjoyable. But you have to do some of those uncomfortable
activities if you want to grow your business, whether that means cold-calling or going to
networking events to meet people and drum up new business. You have to do more than just the
things that make you feel like you did something that day.
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