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Speaker 1 (00:00):
You're tuning into Drive Within NAR, the Safety Series powered by Realtor Magazine. In partnership with the Realtor Safety Program, hear harrowing stories from real estate professionals who have faced danger in the field and expert advice on how to work safely. Get more safety tips at N ar.realtor/safety. While real estate pros know the importance of crafting a business plan if you consider creating a safety plan to mitigate their risk while on the job. But like a business plan, a safety plan is fundamental to your bottom line. After all, if something happens to you or your client, then you can't conduct business and you can't make money. Today I am joined by two real estate professionals who will share tips on creating and maintaining safety plans that have helped their businesses thrive. Miguel Carino is a broker with Allen Tate, realtors in High Point, North Carolina, and Susan Mertz is an agent with Keller Williams Capital Properties in Washington, DC and Tampa, Florida. Thank you both so much for joining me today. It's a pleasure. Thank you so much. Okay, let's start by asking the basic question, what is a safety plan? And tell me in each of your own words, why is it necessary for business? Let's start with you, Susan.
Speaker 2 (01:14):
A safety plan for me, Tracy has always been to have someone else on my team know where I am so that I am never really at an appointment alone. If that person on my team isn't available, I generally as well have a family member or a close friend who knows where I am, especially if I'm meeting somebody for the first time. And then I also have kind of a code that I can text either of those folks to let them know if I'm in a dangerous situation that it's a little less obvious than making a phone call directly. That has always tend to work for me. Got it. And how about
Speaker 1 (01:54):
You, Miguel? What's a safety plan to you?
Speaker 3 (01:56):
Well, to have a safety plan is very crucial for any business and in our real estate world, definitely because we need to take care of our own clients, we need to reduce those risks for them. And at the same time, for us, that's what I usually get in process when I am in the market showing properties. And today, for us it's very important no matter who you are, no matter if you're a male, no matter if you're a female, sometimes we think that we are male, we don't have that, but it's very important as a person, as a human being
Speaker 1 (02:36):
Understood. And I am excited about today's program because I've been teaching real estate agents how to work safely forever. Well, it seems like forever for about 29 years. And one thing that I always talk about is having a safety plan. And a safety plan is like a business plan. It's a roadmap, it's a guide. And with the start of a new term or a new year, it's a perfect time for Asians, whether you're new or seasoned, to sit down and say, here's what my safety plan looks like. Now we want to talk a little bit about some of the most important items in a safety plan. So let's start out with the first part of any safety planning. Let's talk about that first meeting. What does your safety plan look like when you're talking about that first meeting, Susan?
Speaker 2 (03:21):
For a first meeting, I generally, it used to be a phone call first and then after the Covid and Zooms became such a popular way to meet people, a lot of times I'll do a phone call and a Zoom meeting, just especially if we've never met and it's say a cold lead versus a warm referral lead just so that we can feel like we've had that face-to-face meeting. So when we're meeting, whether it's generally for me in the office or a public space, like a restaurant of some sort or coffee shop so that there's other folks around so that we have kind of a rapport before we actually sit down and meet in person. And I also feel I don't meet anyone at a property first. We have an in-person meeting first, and then after that we can go straight to looking at homes. But I feel it's best for me and generally most real estate professionals to do something similar. So you don't get yourself in a situation where you're in a strange house with people that you don't really know.
Speaker 1 (04:26):
Okay. So it sounds like one part of your safety plan is that free the pre-show meeting. So that means you need to have a location. Are you meeting in the office? Are you meeting in a public place? Are you meeting virtually? Correct. One thing that I always remind agents about is if it's at a coffee shop, the whole point is to increase witness potential. That's the safety part of it. So if it's a super busy coffee shop and they don't know you, that defeats the purpose. So it needs to be a coffee shop where you are known. And that way the person who you're meeting with, just in case there maybe would be perpetrator, they know that they can be recognized. And I always stress that we all have industry partners who will happily allow you to use their conference room or their space to meet. Have you ever had to do that?
Speaker 2 (05:12):
Yes. So I've used several other offices share their space, and that's always greatly appreciated. So that again, you have that feeling of being in the office. The only caveat I'll say with that is that if you're meeting someone for the first time on the weekend, there's not generally a lot of people in some of our offices. So again, I would prefer a coffee shop. I do understand the importance of going to somewhere local where they know you. And if you can't do that, then what you could possibly do is when you go to order your coffee for you and your guest or whatever, just introduce yourself to that person and say, Hey Jenny, so nice to see you today. We're here for a meeting. Could you get us a couple of coffees? Just to give that sense that they know you.
Speaker 1 (05:58):
Exactly. I like it. Okay. So Miguel, what about you? What is something that's in your safety plan, one of the first steps that you take when meeting either with a seller or a buyer?
Speaker 3 (06:10):
Definitely it's going to be in place my communication protocols and also have my emergency contact. The communication protocols is because when we start meeting with the client, where it's going to be, definitely it's going to be my office and least I already know the people by phone or be in contact with them for many times. But that's the first thing. And the emergency contact is who is the people I'm going to call in case on a real emergency or risk that I going to be thus is going, gave me message the next follow steps in order to talk more safety with my clients.
Speaker 1 (06:57):
Okay, and that makes a lot of sense. Now, Miguel, tell me, do you use any kind of app or any technology at any point during the sales process?
Speaker 3 (07:05):
Yes. In our region, we got a few apps through our MLS system. One is showing time that we had a beacon o that we can actually start the beacon when we are in someplace remote place to show the property. And also we have a for is a new app that we have available and we recommend it in our side for safety purpose. So those are the apps that we recommend and most people is using it today.
Speaker 1 (07:40):
Right. Keep in mind that NAR does not endorse any or recommend any specific product or tool, but you're to use one that you're comfortable with and one that you know about. And you can certainly go to n.realtor/safety to get more information. And using a tool like for worn is a great way to do a background check, criminal background check. If you do it for one, do it for everyone. For
Speaker 3 (08:03):
Everyone,
Speaker 1 (08:04):
Right? So that makes it part of your safety plan anyway. Every single client, Susan, sounds like you're familiar with that one.
Speaker 2 (08:11):
Yes, we use it here often. I love it just because we get so many phone numbers and phone calls and so it really helps me ensure that the person who is in contact with me is actually using a number that's associated with them. And it is sometimes, especially as a woman going and meeting, say if I'm just meeting a man versus a couple or a family, I like to just see the criminal background, but I do do it on everyone that is not part of my regular database, just especially if we're brand new meeting, whether they were referred to me by another client or met at an open house or something along those lines. Just for me, it just gives me that little bit of extra peace of mind to know that we're not walking into an unsure situation.
Speaker 1 (09:01):
Exactly. And keep in mind what forewarn does is you enter an email address or phone number and it's going to give you a lot of data points including whether or not there have been any criminal convictions. But keep in mind that sometimes criminals can commit up to what 11 crimes before they're convicted. So just keep that in mind. And all convictions aren't created equally. Some of those convictions could be traffic related, so use the data and really study it and understand how to use it properly so that you stay out of trouble. And it also verifies, like you said, Susan, that it's a real phone number and it's tied to that person and not a burner phone, which would raise a red flag when we're talking about criminals. Criminals come in both genders, they do. So often we get comfortable. We think it's a couple, they're okay, or it's a lady, she's okay. I just say, remember Bonnie and Clyde? Okay. So always keep in mind that everyone needs to be checked out. And also let's talk a little bit about going to the properties. Miguel, what is your protocol when you arrive at a property to show and does it differ if it's a foreclosure or a distressed property as opposed to a regular residential property? What's your safety practice when you're showing clients?
Speaker 3 (10:11):
Definitely I'm going earliest 15, 20 minutes early and work around the property. I open the doors and lock any doors, any back doors, make sure everything looks safe, especially when it's foreclosures or vacant houses. If the house are open, usually I have to check if they have video cameras in the house to mention with my clients too. That's the best. And another, definitely another thing I check for my cell phone connection. If you have connection in that area in case an emergency, that's what always do.
Speaker 1 (10:53):
You cover all of the bases. And it sounds like it would be great if your fellow agents had a checklist so they could remember these items. Now, Susan, Miguel talked a little bit about his safety plan when dealing, when he's showing a property to buyers. Talk to us about your safety plan when dealing with sellers. Do you do anything different when you show up to that seller's house?
Speaker 2 (11:15):
Well, prior to showing up to the seller's house, I will just verify that they're the actual owners. So I'll do my due diligence in the tax records and the MLS just to make sure that the actual owner's able to sell the property. I will also check the forewarn app or whatever app you have available to you just again. And then if it's a neighborhood for some reason I'm not familiar with, I'll go and drive through the neighborhood because I feel that's also good practice just so that you understand the area that you're talking about. But that's typically what I'll do prior to a listing appointment. As I mentioned before, generally there's somebody else either on my team or personally that knows where I am. A lot of times we will do listing appointments and buy our appointments in groups. So I'll either have another agent with me who goes along as well. So there is safety and numbers. So especially if at any time you feel uncomfortable but still want to hold the appointment, I always encourage bringing a fellow, a real estate professional with you just so that you know that there's safety in numbers.
Speaker 1 (12:26):
You literally took the words out of my mouth. I was going to say there's safety in numbers and there truly are. It truly is because when I look back, and I've been doing this a long time and I study crimes against agents, you rarely hear about a crime against two agents at a property. So definitely part of your safety plan should be assembling a team around you, whether it's someone who will accompany you during showings and like you said, someone on your team or a new agent. Speaking of which, let's talk a little bit about your safety plan for open houses. Now I know that's kind of a debatable topic in the real estate industry and I follow a lot of conversations on social media and some people are saying, open houses don't sell houses. It's just for lead generation. Other people are saying the more eyes that are on a house, the better. So Miguel, what are your thoughts about open houses and what is your safety plan when conducting one?
Speaker 3 (13:19):
The first thing, again, it's the same. I coming early, I walk around the house and open all the doors, the back doors are unlock it, all the life has owned. And usually if the house don't have any kind of video camera security system, I bring my own laptop, put music, and between the music I had the camera on and a big room when we can see everything, sometimes depending on who is coming, I let everyone know that the house has a camera. And again, also I have to check for phone connection. That's always a basis for me. Definitely.
Speaker 1 (14:01):
Right, and I agree that should be on the list and so often agents don't think about it. Susan, talk to me about your open house safety plan. What does that look like?
Speaker 2 (14:10):
So for me in particular, I like to tour the home prior to doing the open house, just so I'm familiar with the property, whether it's vacant or occupied. I also, again, do a lot of open houses with another agent. There's always agents who are looking just to gain experience. So it's a great time to have someone shadow you as well as just have a partner there. I also, prior to the open house, invite the neighbors typically, so I'll let the neighbors know sometimes just out of courtesy, if it's a smaller tight neighborhood that oh, there's going to be a lot of traffic coming in and out of here. Let's say if it's a townhouse or a condo community, please forgive if somebody parks in your spot. That way the neighbors know that there are other things going on prior to just the signage being out.
(14:58):
So you kind of feel like, oh, people know I'm here and I typically hold mine in the middle of the daytime hours so that it's not worrisome. We do occasionally do an evening open house and there's always somebody with you for those that you're never alone. And then for me, I don't typically bring my laptop, but I'll have my phone. So if there isn't a recording device in the house and I'm saying I feel uncomfortable with say the person that is in the house, I'll pick up my phone and be like, oh, so sorry, excuse me. I have to take this call whether someone's on the other side or not, just so that they realize I'm on the phone and that it'll be less likely to do something strange or questionable.
Speaker 1 (15:44):
Yep. See that's that, what do I call it? The fake phone call strategy, right? Yeah, true. And it's actually, it's brilliant whether you're hosting an open house or you're showing a property and you feel uncomfortable, it's called creating a witness. So you jump on that phone call and you can give directions. Hey, you're right around the corner, you're almost here. Or I'm here alone just waiting for you to get here, or whatever it takes to get the impression that you're not alone. So that's just another tool. Let's talk a little bit about the consultations as part of your safety plan, having a conversation with the sellers as well as the buyers right up front to let them know your expectations. I know both of you have had to deal with this whole buyer agent agreement that agents are now required to have to get the buyers to the table to sign.
(16:29):
I'm saying roll your safety conversation into that agreement. Buyers, I need you to come in. Let's talk about the process. I want to make sure that you're not a victim of wire fraud or any kind of scams. So let's have the conversation. And by the way, here's how we're going to work together. Here's the buyer agreement. We've just touched on the tip of the iceberg of creating a safety plan. And I get to, again, talk to a lot of agents across the country and I hear them, especially new agents saying, we don't know what to do. We just got with a new brokerage, we don't know what to do. I see the scenarios on social media. I'm uncomfortable with this person. What do I do? Or This makes me uncomfortable. What should I do? I say that the broker managers and owners need to have the conversation and they need to be the ones to lead the conversations because it's overwhelming for agents. So each of you, what's your advice for either brokers, managers, and owners who have agents either new or seasoned who are not sure safety practices and protocols? Susan, what do you say to the leadership?
Speaker 2 (17:31):
For us, for our leadership, they actually, both the offices on men take a lot of care with this. So both offices have mentor programs. So if you're a new agent, whether you're an individual or on a team, you have a mentor on your team or within the office so that you have the opportunity to ask an experienced agent, what's going on, what should my procedures and protocols be? Just because as a new agent, you have so many overwhelming questions. I also find it's important for them to know that they have resources within an AR to go to, and there's checklists for everything so that they can print those checklists out and then adapt them to what works for them, but they don't have to reinvent the wheel. So as real estate professionals, we have a lot of things that are already provided for us, and a lot of times your broker will have those as well, what they like their safety process to be when you're showing a house, when you're meeting with a client. So I think it's best to just always have direct communication with your broker because that's what they want. They're there to help you and make sure you're safe and succeed. So I guess my advice would be just not to be afraid to ask the question and make sure you have a mentor who's there to help you.
Speaker 1 (18:46):
Okay. Miguel, I want to hear from you before I ask both of you about how your safety plan has helped you in some circumstance. Miguel, what is your advice to your fellow agents who feel overwhelmed when they're thinking, we're just trying to earn a commission and put food on the table. Now you're telling me I need a safety plan. That's just one more thing on the list. What do you say to them about being overwhelmed and how to handle that?
Speaker 3 (19:07):
Well, companies like Keller Williams and Allen T where we actually belongs, they already have in place safety plans. I mean, we always recommend and trying to get into our leadership to just give more education. I always said education, education and our local association, we pretty much 60 70% of those are, or small companies, no big companies, probably one or two agents. That's the people that really probably would like to have more information about that. That will depend on our local association,
Speaker 1 (19:47):
And that's why I believe in making safety part of your business building plan. So when you're having that conversation with the sellers and buyers, you're showing your value, keeping you safe during this process, it's important to me and let me show you how I can do it. So that's helping your bottom line. And I also agree that associations and boards are a great resource, and that's who I speak to mostly. And Susan, you great about up a great resource in ar, realtor slash safety, almost anything and everything you could think about safety is online from the toolkits to the articles, and I've written some of them to the podcast, we started back in July of 2023. So you may have to binge watch a lot of podcasts, but we cover so many episodes, so many topics on each of the episodes. So before we wrap, I want each of you to talk to me about how your safety plan might've saved you in a certain circumstance or why you were happy you had one. Susan, can you think of a time?
Speaker 2 (20:44):
Sure. Actually, it was this year, I went to see a property for an investor, and I was a little unfamiliar with the area, so I did get there early and as soon as I drove up to the area, I knew it wasn't an area I shouldn't be at by myself. And the home was in really bad shape. So essentially when I got there, I made sure I was on the phone before I got out of my car. That's how uncomfortable I felt. And then from there, I actually FaceTimed my investor and had them on the phone on FaceTime. So I was speaking on speakerphone, so anybody walking by or seeing me could see that I was talking to another person, that I wasn't by myself. And I stayed on the phone until I actually got back in the car so that I was again giving that impression, which I was never alone. And I was very glad that I thought fast and did that because typically with an investor, you may just go and eyeball the property on your own just because that's what they're trusting you to do. But since I knew immediately I felt uncomfortable, I put them on the phone with me so that we weren't alone.
Speaker 1 (21:54):
Good for you. And you bought up the number one safety tool for your safety plan, your gut, your intuition, instinct, six sense flight or flight, spidey sense, whatever you want to call it. That should be number one on your safety plan is listen to your gut. Miguel, what about you? Has your safety plan saved you in any situation or you were glad to have it? Well,
Speaker 3 (22:16):
In my earliest years real estate professional, I was so excited to start my own business that I always invite my clients to drive with me. That was bad. Where I start planning later on one, two years in the business and trying to understand better the process, that's what I realized the big mistake I was committing. So I fixed that. I don't drive any more with them. I invited to follow me. That's the best way and never happens bad to me. But I believe just reading more and learning more about safety protocols allow me not to engage in that way or drive with any clients at all. At least it's an emergency. But other than that, I recommend not to do that.
Speaker 1 (23:10):
Oh, wow. Okay. So both of you have strong safety plans. And again, we've covered having a safety plan from the beginning, the pre-meeting with the client, previewing the properties, open houses, safe showings, and the benefits of having a safety plan. Here's what I want you each to do now, I want you to give your fellow agents marching orders. I want you to tell them one thing that they need to start doing today to get a safety plan in place. Let's start with you, Susan.
Speaker 2 (23:38):
The number one thing they should do is go to the NAR site and just print out that tips and tricks. The guide is right there, and like I said, they can change it to fit what their lifestyle is like, but that's going to be the easiest way for them to start because it's going to highlight basically anything and everything you should think about,
Speaker 1 (23:57):
Right? The resources are there. And don't forget the brokerage. Go to leadership. They should hopefully have your plan in place.
Speaker 2 (24:04):
Your office should have a plan in place. And I firmly believe if you're unsure or just uncomfortable, you should always bring a buddy and a fellow agent, nevermind is going along. They would rather you feel safe and comfortable.
Speaker 1 (24:17):
And that industry partner, I guarantee you, a mortgage broker will do backflips to co-host that open house with you. So you're right, there's never an excuse to be loan. Miguel, what are your orders, your actionable marching orders for your fellow real estate agents who may be hesitating to create a safety plan?
Speaker 3 (24:32):
Definitely I'm going to ask them to sign in four if they didn't, because most people just see the four app is already there, but nobody sign in. It's not going to happen. So I will ask him, go check the app and see all the information that you can get also from the Nerf safety website. So that's the two things definitely probably I going to talk to my local association again to make sure we actually communicate through our website, our social media pages that we have to make our people go and check again for safety plan.
Speaker 1 (25:18):
Right? And you brought up the technology and you said forewarn again, and you also mentioned showing time. Keep in mind that Century Lock your lockbox has a safety tool. So the safety tools are there. So part of your safety plan should be to research the tools and know what's there. And keep in mind, you all mentioned, both of you mentioned your local association n ar mandates that all associations and boards must have some kind of safety education. So every association will have somewhere for you to go to get your education, so the resources are there. So I want to thank both you, Miguel and Susan so much for sharing your insights and tips, and I encourage agents to develop a safety plan. Your fellow agents have told you how to do it in an actionable way, how to use it to build your business, and also keep in mind that it helps to keep you safe when you're showing.
(26:08):
And it also helps keep your consumer safe and build your business now and in the future. Everybody stay safe. Thank you for joining us on Drive Within ar, the Safety series. New episodes drop every month at magazine realtor slash drive or wherever you get. Your podcast members are encouraged to use only those safety tools in which they're properly trained. Additionally, the views, opinions, and concepts described on this podcast are for informational purposes only and should not be construed as legal advice on any subject matter. We encourage listeners to consult with their own legal counsel, find more safety resources at n.realtor/safety.
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