Speaker 1 (00:00): 
You are watching Drive with NAR, the REALTOR® to REALTOR® series, powered by REALTOR® Magazine. Tune in as real estate professionals talk tools of the trade and share stories of inspiration. Get ready to step up your business. I'm your host, Marky Lemon Drive. We'd like to thank NAR Center for REALTOR® Development for sponsoring this month's episode. You've worked hard to earn one or more's professional real estate designations or certifications, and you should feel proud. They're worthy achievements, but what's in it for your clients? You need to demonstrate that the expertise you gained is in their best interest and it's more than you bragging on yourself. Today I'm joined by two real estate professionals and combined we have 88 designations and certifications earned. We're getting into why marketing your expertise matters, and the best ways to do it. We have Jay Quigley, the broker associate with Florida Executive Realty in Tampa, Florida. Hi Jay. 
Speaker 2 (01:06): 
Hey, Markie. It's great to be here. 
Speaker 1 (01:08): 
We are elated to have you and Charlene. Rob is a broker owner of Lada Creek Real Estate in Springfield, Ohio. 
Speaker 3 (01:18): 
Thanks for having me. 
Speaker 1 (01:19): 
Thank you for joining us. Charlene. First, tell our listeners why they might want to consider earning an NAR designation or certification. What have your designations done for you? Have they helped you sell more homes, Charlene? 
Speaker 3 (01:36): 
Well, I first started getting designations right after I got my real estate license because I really didn't have anybody that was helping teach me. So I took the GRI designation first, which is an amazing designation that teaches you pretty much everything you need to do for selling real estate. But I didn't feel that was enough, so I kept going on and do have 17 designations. The A BR designation without a doubt helps you with buyers and it makes it a lot easier to get you extra education and keep you on top of what's happening. 
Speaker 1 (02:05): 
Jay? 
Speaker 2 (02:07): 
Yeah, just like Charlene said, I was brand new into the business and I didn't really have a lot of work. I didn't have a lot of clients, so I thought that was the perfect time to put some tools in my toolbox. And really, the GRI was the first one that I accomplished. And back in the olden days before virtual classes, you had to travel all over the state to catch a few hours here, a few hours there. But once I completed the GRI really felt like a professional. 
Speaker 1 (02:41): 
You know what my first designation earned was the A BRI was brand new to the business and quickly realized that the pre-license course did not teach us how to sell real estate. And because I earned that A BR my first full-time year selling real estate, I was able to close $12 million in productivity. So I attribute my real estate success to earning the A BR because it actually taught me how to practice real estate. Beefing up your buyer representation. Knowledge is top of mind right now. Can you share an example of a moment in your business when your buyer training came into play and helped your client close a deal, Jay? 
Speaker 2 (03:27): 
Yeah, for sure. After I got the A BR designation, it was amazing because I was comfortable using the buyer brokerage agreement. And at the time, about five years ago, I didn't have anybody in my office that was really using it, so I couldn't pick their brain on, okay, do you always make a buyer sign one of these? Well, absolutely. After getting through that class, I realized that that's how we formalized our relationship with our customer or our client. And when all of this came down in August, I really didn't skip a beat because I had been using the buyer brokerage agreement the whole time. And so in doing so, what I have found is that doing the buyer consultation leads naturally to the buyer broker agreement. And at that point, the whole foundation for the relationship, what it is they're looking for, why they're looking for what they're looking for, all of those things come to the table during that very important buyer consultation. And that's one of the things that I really picked up the importance of having a proper buyer consultation. 
Speaker 3 (04:50): 
Charlene, 
(04:52): 
Mine was a little bit different. I took the A BR designation a long time ago, but nobody in our area was using the buyer broker agreements. So I kind of took pieces and parts from the A BR designation and used those to help me with my buyer consultation to make sure that I was touching on the different points that the buyers needed to know, learn how to build rapport, the communication. But still with all of that background from the A BR class, when this came around and we had to use buyer broker agreements, really there was no issue. It's a matter of just communicating. And that's what it's truly designed to do is make sure that we communicate with our clients and I have no issue using it, and I think it's really good for the industry. It makes everybody have to be on the same level playing field and having their conversations and informing the public of what needs to be done. 
Speaker 1 (05:42): 
One of the bigger takeaways I got from the A BR, what your value add, and so if I was to go back to 2007, actually March of 2007, my husband drove me up to Appleton, Wisconsin in a blizzard nine months, so I could then earn the SFR, the short sale foreclosure resource, which of course we trended towards foreclosure short sale markets. Right now, we've had the opportunity to meet with one of the commissioners here in the city of Chicago who stated that due to an increase in real estate taxes, we might see an increase in notice of defaults. And so some of these designations and certifications might not serve you immediately. However, you can always go back to that knowledge in the future when the real estate markets start to shift. We know the real estate market is changing every day, which makes education and training for members even more important. How has the education you received through designations and certification courses help you stay ahead of the curve? 
Speaker 3 (06:46): 
I think the biggest thing is that it keeps us on top of what's happening. By taking each one of the designations, you learn something different, but the underlying thing is it gives you people to communicate with each class that I've taken. There's other people that I can fall back on like Jay. I didn't have a bunch of help when I got my license initially, so I started taking the designations so that I could bounce ideas off of other people. And a lot of times they're not even from your area, so they're willing to share more. But I think the designations have made it possible for me to be extra educated, be able to tell my clients that when I go out and meet with a client, I can tell them that I have multiple designations and that they keep me on top of what's going on in the community, what's going on with the law, what's going on nationally. And I think clients like that. They want to know that you're dedicated and that you're professional and you're working towards your career every day. 
Speaker 1 (07:38): 
Jay, 
Speaker 2 (07:39): 
I agree completely with Charlene. The designations and certifications are very important, and when you have 10 or 12 of them, I do think that it's important that we tailor it for the client that we're meeting with for. And it might even also be a situation where you're working with a baby boomer or somebody of that era, and that's when I will use the SRES slick to share with them what that training is going to do to help them achieve their goal, whether it's age in place, downsize, or move to another location. 
Speaker 3 (08:19): 
I agree with you getting ther, the short sale foreclosure resource, I was the same thing. I got mine back or when we had issues with the real estate market then, and I do foresee as well that it will be able to use that designation again. And I don't think everybody realizes that there's so many different ways to sell real estate, whether how to tailor it to each person. Unless you pick a niche, you can't always help everybody. But if you have multiple designations, you can take the different education that you got from each one and be able to use that for that particular client. Just as Jay said, I agree completely. 
Speaker 1 (08:52): 
Well before NAR developed the PA, the pricing strategy advisor, there was the BPOR, which definitely numerous licensees took that and were able to create an additional niche. But when I think about the PSA, every time we are pricing a property, I'm utilizing the acronyms SBA subject better add to comp and CBS comp better subtract from comp, which allows us to actually price properties to sell. So there are little things that you can learn inside of each of the designations and certifications that will allow you to stand out, but to bring more value to every single real estate transaction, elevate your career with the A BR designation course offered at no cost until December the 31st, 2024. Distinguish yourself as a home buyer advocate with benefits to boost your brand, business and network visit become ABR REALTOR®. To enroll today, I mentioned before that real estate professionals need to demonstrate how their education serve the best interest of their client. How do you have that conversation with clients and what are you telling them, Charlene? 
Speaker 3 (10:11): 
Well, in my case, having multiple designations, I have more designations and certifications than anybody else in my area in Clark and Champaign counties. So when I'm able to walk in and talk to the clients about the designations that I have and where I've obtained them and the education that I've gotten, I think that it shows again, the dedication and professionalism that I have to this business and being able to pull different things out of each one of the designations. I think the customers appreciate that they don't want to get into any trouble any more than we do. So being able to stay on top of each one of those things, it still is great for the clients, and I still continue to educate myself to this day. I just got another designation last week. So I truly believe that the education puts us on top. It gives us the better chance than other agents with the customers and clients. 
Speaker 2 (11:03): 
Using the designations and certifications to educate our potential clients has been key for me and my little catchphrase or slogan or whatever it is that we call it in our businesses, experience, education and excellence. And when I talk about the educational component, I have 100 times out of a hundred. The clients do not roll their eyes about that. In fact, they lean in on it. They want to hear what that's about and how it's going to benefit them. For example, being able to share that with them and how I'm going to be able to help them get to their ultimate objective faster and more efficiently than the next person. I think that absolutely gives us a leg up on the competition. 
Speaker 1 (11:55): 
The RENE just teaches us how to truly negotiate on behalf of the person in which we are working with. Do you use social media or any of the marketing platforms to showcase your designations, and how do you do that in a way that connects with clients and doesn't sound like you're tooting your own horn? 
Speaker 2 (12:19): 
That's a good one. I need to improve in that area. Quite honestly. I have a problem with social media because I don't really like bragging. I really, and you can see it a million miles away, five closing, bam, who's next? That is just tough. I do think that sometimes when we try to showcase our skills or some of our accomplishments, it can come across less. It can come across tough. And so that's an area that I want to get better at. And I do know that with some of these designations and certifications, you get social media opportunities. There's posts that can be done for you. I believe the A BR has that capability where you can select your different social channels and based on a schedule you can have postings sent. But as far as going out there and really educating people on social media about it, that is something I need to do a better job at. 
Speaker 1 (13:22): 
Charlene. 
Speaker 3 (13:23): 
I agree with Jay. It's interesting. Sometimes we continue to learn and social media is not somewhere that I've spent an exuberant amount of time either. I know it's the up and coming. I know it's here, I know it's not going to go away. So I too need to do more with social media. But I think in all of our marketing, mostly I let people know that I have it. I keep it on my signature line. I do share it with each individual. But as far as any mass marketing with my designations, not really. I don't want to brag too much. I do have an advantage that my husband works in real estate with me, so he does the bragging, which works out great for me. Then I don't have to be doing it. He can tell everybody about the designations or at least tells them that I have them all and leaves it to me to explain what they are. But to have somebody else to be able to brag for you makes it nice because I don't have to brag. Instead, I can explain what I've learned and show them the skills and help them to ultimately get their goal of home ownership, which is what most people are looking for. 
Speaker 1 (14:23): 
Well, I am affectionately known as the world's greatest, and so I consistently put out exactly what it is that I do, sometimes bragging, but oftentimes letting people know how much money I've been able to save clients. So an example we've currently been using, we have one agent, 28 years old, who has actually negotiated over $150,000 in down payment assistance and closing cost credits this year. So we're leveraging that to demonstrate to other buyers, one, we have more money, but this is what has already been done for clients in the Chicago land area. There is a prompt that one can use leveraging artificial intelligence, and it is called W-I-I-F-T, what's in it for them? So taking what might appear to be bragging, but turning it around into a consumer benefit will help every real estate agent to bring more visibility to the designations and certifications in which they've earned. What role do brokers play in connecting their agents to education they need to further their business? Charlene, as a broker, what are you doing with your agents? 
Speaker 3 (15:39): 
Absolutely. So right now, the National Association of REALTORS® is offering the A BR designation at no cost. So without a doubt, I'm encouraging all of my agents that they should take it, because if they don't take it now while it's free, they're not going to take it at all. So I'm encouraging all of them to take that right now, especially with all the changes that have come from the lawsuit. But in my case, my office has a lot of newer agents. They don't have a lot of experience behind them. We do a lot of training in our office. So one of the marketing materials that we put together is a marketing book that tells that they can give to their clients and tells them all the marketing we're doing, but we also put a page in there about me so that they can go out on their listing appointments, show them that their broker that they have is standing behind them, has the designations, has the education to make it possible for them to be able to get the answers that they need for their clients immediately. So we're trying to continuously teach our agents, have them get education and encourage the designation so that they can have that knowledge themselves and take it out to use it with their clients. 
Speaker 1 (16:39): 
One thing we do consistently is tell all of our agents about the tools that are available plus the training in which we provide. What I love about the training in which we provide is that we encourage in a non recruiting environment that all agents in the Chicago land market come and take classes with us. Because what I've realized over the past couple of decades is the more that everyone knows, the better that each future transaction will become. Jay and Charlene, thank you for being our guest today. I appreciate you sharing how marketing our expertise can be a powerful tool and showing our value to our clients. Everyone, thanks for tuning in. Thank you for joining us at Drive with NAR, the REALTOR® to REALTOR® series. Tune in every month at magazine.realtor/drive or subscribe wherever you watch your podcast. Find more tips to boost your business at Magazine.REALTOR®. 
 

