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Speaker 1 (00:00):
You're tuning in to “Drive With 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 nar.realtor/safety. Demonstrating your knowledge of how to keep clients and transactions safe is an important way to show your value as a real estate professional. But which is more important, physical safety while on a home tour or cybersecurity fend off scammers? It's not an either-or question. Today, my guest will help you succinctly communicate all aspects of real estate safety so that you can show what you know and build your book of business. Chris Garrett is the 2025 chair of NAR’s REALTOR® Safety Advisory Committee and the 2025 president-elect for the Tennessee REALTORS. And Chris Atwell is the 2025 vice chair of the Safety Advisory Committee. Since we have two Chris’s, I'm going to call you Chris A. and Chris G., is that okay?
Speaker 2 (01:05):
That's fine.
Speaker 1 (01:06):
Okay. Thank you both so much for joining today.
Speaker 3 (01:09):
Thank you. 

Speaker 3
Glad to be here.
Speaker 1 (01:11):
There are three main opportunities to demonstrate your safety knowledge as a real estate professional: when you're working with buyers, when you're working with sellers, and when you're trying to convert FSBOs. So, let's start by discussing the buyer situation. Last year, something different happened. Real estate agents were required to start meeting buyers upfront to have the buyer agreement signed. So, that opened the door for a buyer consultation. Chris A., talk to me about how you add safety to the conversation when you're talking to buyers in that first meeting.
Speaker 3 (01:44):
Sure. When talking with buyers, you have to immediately first identify, is this buyer legitimate? What is their ability to purchase, to keep yourself face, and are they who they say they are? There's tons of tools and opportunities out there for real estate professionals to utilize, to verify and vet their perspective buyers and the buyers they're working with. When it comes to working with the consultation, Tracey, I think it's most important after you've gone through that identification step to set the boundaries and set the example of how you're going to conduct yourself during that transaction. And that speaks both subconsciously and consciously to the buyer, demonstrating that you're a true real estate professional. You're not going to, you know, do things and setting the expectation. You're going to show at certain times of day, so to not go to showings late at night or in the afternoon, that could quickly turn into evening. These types of different steps will help not only set good expectations with your buyers, but also keep you physically safe as a real estate professional.
Speaker 1 (02:57):
Okay, I like that because that adds professionalism right up front. It lets them know that you are safety aware. Now, Chris G., how do you get the buyers to understand the value of the buyer consultation by using safety?
Speaker 2 (03:10):
Well, I've always thought that safety equals professionalism, so I love what Chris A. said about meeting them first. I think not only does it make them safer, but it also, to his point, it starts to set the expectation. The buyer consult is so important because there's a lot of things that can go wrong in a transaction, and if you meet upfront and discuss those scenarios, they're better prepared, you're better prepared. You're setting a framework for how that transaction is going to move forward. So, safe and professional, it really is going to help lead to a more successful closed transaction so you're happier and your client's happier.
Speaker 1 (03:55):
And what listeners may not realize is both of you all are former law enforcement, so I know you have great background in this. What about when the buyer says, “Is this a good neighborhood? Is that a safe neighborhood?” Do you think the consultation is an opportunity for you to share resources when you're talking to them about how to determine that since you technically cannot answer that question? What do you think?
Speaker 2 (04:18):
I think you're right. You can get it into a rabbit hole of trying to answer certain questions that aren't in our purview. So, really directing them to the right resources so they can make a determination if that neighborhood is right for them.
Speaker 3 (04:34):
I agree. And sometimes I'll even throw in a little humor in there, which I'll just say, “You know what? I'm not in law enforcement anymore, I couldn't tell you directly, but I know who can,” and direct them in the direction of whether it's local or state or even federal data that's available to them, oftentimes through just a quick Google search and redirect to the correct webpage.
Speaker 1 (04:58):
Excellent. And that's another way that you're being a resource. You're showing your value by being a resource. Also, there is an article in REALTOR® Magazine about consumers saying that the real estate professionals are not educating them on frauds and scams. As a matter of fact, according to a certified D survey, 60% of the consumers that's buyers and sellers are saying that the real estate professional did not have a conversation with them about fraud and scams and dangers in the real estate industry. Do either of you have a conversation about wire fraud or anything right up front with your buyers?
Speaker 3 (05:32):
Have that conversation with all parties of the transaction right up front and often early and often reminding them that, look, this is a transaction where a large sum of money is going to be transferred, and you are a target. I let them know about the exponential increase in wire fraud and scams. Let them know about emails. I personally, my broker, nobody attached to me directly will ever ask for a change of wire instructions or things like that or request any type of money be diverted to a different account via email. And I always go with this two-step, the multifactor authentication method. Okay, I got an email from somebody that I know, now I'm going to call them to find out if this is legit and have them verify it.
Speaker 1 (06:25):
So, that's part of your conversation during the buyer consultation. Here is the phone number to call if you see any email or get a phone call or even a text message that's questionable. So, I like that, that's part of your process, your conversation. Now, Chris G., that same survey said that 22% of the emails look like they come from the agent. So, these wire fraud emails are purporting to be from the real estate agent, therefore it increases the liability because consumers said that if they're going to sue someone, they're suing everyone, even the agent. How do you weave that into the conversation during the buyer consultation to let them know how serious this is?
Speaker 2 (07:03):
Absolutely. I think one of the things that we've done in Tennessee is we actually have a wire fraud disclosure, a warning disclosure, and that actually takes that client through what the potential pitfalls, they initial it, they sign it. So we're really going a step further so we can actually show here's how we talked about it and here was the outcome. I think to his point, the key is to know that we're not ever going to be the carrier of information that includes wiring instructions or anything to do with your wire and to verify it, to call that source and make sure. I had a situation to where we actually had an email come and it looked like it was from the title company—had all of the logos, everything was perfect except the address. The email address was incorrect, and it had some stuff on the end of it that caused it to be fraudulent and then not from the source that they said it was from. They were actually in line and almost wired $17,000. But luckily, the other agent and myself had a conversation just in time. They did not wire the money and we resolved it, but that's how close it can happen because it looks legitimate.
Speaker 1 (08:21):
Wow. So that's an important conversation to have, so thank you for sharing that story. Now, Chris G., talk to your fellow broker owners. Why is it important for them to encourage their agents to have these kind of safety conversations along with the buyer consultation?
Speaker 2 (08:37):
Well, having a systematic way that we discuss these is the only way that we can ensure that these conversations are happening every time. If you just leave it up to chance, then we're only going to talk about it when we remember it, right? These things are so important because it's not something that the consumer and the client are really normally looking out for. They're excited. They're excited about their new home. They're getting all of these emails, they're being bombarded by all this information. They're getting contacted by the title company, insurance company, the lender, and they're sending documents out. So, it's not uncommon for them to see something that looks like it's a part of the flow of the transaction, and that's how the scammers really take advantage of those situations. So we have to really take that on ourselves to teach our agents for them to be really acute and acutely aware of what is out there in the danger, and then make sure they're talking to the clients about it.
Speaker 1 (09:36):
Excellent advice. And Chris A., on the nar.realtor website, there is a template for an email, and it talks about wire fraud, so that's a warning.
Speaker 3 (09:47):
Yeah, absolutely. And I encourage broker owners to communicate with each other. If you see something that's suspicious, share that information with the other people in your community. We've seen that be helpful in Florida in particular with vacant land fraud and other different things that were more community or regional specific.
Speaker 1 (10:07):
And I like that—communication is key, speaking and talking to one another. So, let's talk a little bit about working with sellers. Now, when you're going on a listing appointment, Chris G., how can you add safety to that conversation to give you an edge with that seller?
Speaker 2 (10:23):
I think it really starts in the listing presentation. There's a few ways that you keep the sellers safe. Their data is one way, the home, how you stage the home, because criminals are looking for, you have family photos up. A lot of times we've talked about removing family photos off the wall because we want to neutralize the property. But another reason is for a safety reason, because oftentimes criminals will watch and they know if you have children in your photos, well, there's most likely electronics in the home. So they'll gauge the level of interest in a home based on sometimes the photos, because they can probably imagine that they're going to be the types of things that they want to steal in that home when a home is not occupied. Not using the word vacant in your listing. We have started staging a lot of our homes that are not occupied. They look better. Buyers buy own emotion when they walk in. If the house feels good, it's warm, it's homey. So, I think they sell for more, they sell quicker, but they also, I believe, keep the home safe because a lot of times the criminal will look, the house has a bed, it has a table, it has living room furniture, has pictures on the wall—hard to tell if someone lives there or doesn't live there. So it's a lot harder to immediately know that that's a home. It's vacant, and that's maybe a target for them to stage a showing to then do harm to an agent. That's more about the harm to the agent, less about going and instilling valuables. Really talking through where to put valuables: drugs, the pill, oxycodone, those types of pills have been very rampant and being stolen, making sure that they're not in easily reached places. So, getting those locked away, getting weapons in the home locked away, personal information. So just really going through, again, as I said earlier, most buyers and sellers don't do this very often, so they don't understand how they need to have the house prepared in order to keep it safe and to make it look its very, very best.
Speaker 3 (12:38):
And, Tracey, if I can add just one other thing. One of the things that I bring up from, particularly going back to Chris Garrett's vacant home concept. A lot of times, depending on the community that I'm in, I'll actually, I'll reach out to local law enforcement. And if a house is going to be vacant for an extended period of time, in addition to not posting those things online and putting it out there for criminals to see that it's vacant, I'll let the local law enforcement partners know that, “Hey, this house is going to be vacant for an extended period of time and just keep an eye.” So, if they're doing extra patrols or going around that area and suddenly they see a car or they see somebody walking around the house and police work, we used to call that a clue, a clue that something may be wrong.
Speaker 1 (13:27):
And that's another way to add value. That's something you're telling the sellers and even buyers that they had never even thought about. Chris A., you said something that's a little different. You said that your first meeting with the sellers is at your office. And so often real estate agents, and this day and age of safety, we talk about not meeting your buyers, go to a public place, have them meet in the office to increase witness potential. But no one ever really talks about going to the seller's house. And our sister podcast host, Marki Lemons Ryhal, she is the one who said to me that real estate agents will go to a stranger's house, ring the doorbell, go inside and close and lock the door behind them. So you said have them meet at the office. Talk a little bit about that because that's totally different from what most agents know.
Speaker 3 (14:18):
Yeah, the office, the point is just like you, I think even most real estate practitioners or most people that I know wouldn't sell something on Facebook marketplace or Craigslist just straight out of their house. So kind of using that same logic, go to a public place, particularly if it's not a warm connection, that's a judgment call and something that the individual, a real estate practitioner, is going to have to make and decide, set those boundaries for themselves. But I definitely encourage people, it's always there to be on the side of safety. And if your office is too far away from the property, find a coffee shop. I'm a huge advocate personally of local coffee. Go find a local coffee shop and consider it a seven-, eight-dollar insurance policy to meet with that seller for the first time in a coffee shop or another public place. I always encourage them to keep that safety top of mind and bring the consumer out from their own environment.
Speaker 1 (15:17):
Right, and so if their gut, their instinct, intuition, sixth sense fight-or-flight spidey sense is saying danger, then that's when they do the research. Look up the property records. Okay, so we've talked about ways to add value to the relationship with the buyers, with the sellers, how to lead with safety. Now let's talk a little bit about FSBOs, or some people call them, unrepresented sellers. So, FSBOs are for sale by owners, and they're the ones who think that “This is easy, we can do this on our own.” They don't often know some of the dangers that you have educated the buyers and sellers about. So how do you approach the FSBO, Chris A., and let them know that you are here to help them, and that safety is important?
Speaker 3 (15:58):
So, typically with for sale by owners, it's either a poor experience that they've had with another real estate professional, perhaps a conflict of personalities or just a perceived lack of value. So, I think coming to them with these things about safety being top of mind, whether it's buyer fraud or physical safety, asking them prompting questions: “Hey, out of curiosity, I noticed you wrote your own Zillow listing. Great job on the description, but by the way, you know why you may not want to put houses vacant, come or go show in Zillow?” and get them to think about it as to why. Well, then you get to take the conversation to the place of, this is the value that I bring to the table. I do this every day for a living. I think I use the example a lot of times, “Are you going to do your own root canal because you don't value your dentist?” No, everybody understands the value of a good dentist, particularly anybody that's ever had a tooth pain, right? So, letting the FSBO know that your value and a cornerstone of that value is rooted in a safety awareness can often help you stimulate a conversation that converts them into being a true customer or client.
Speaker 1 (17:14):
And what I like about that is that you weren't being rude. You weren't insulting them for trying to sell their own home. You were truly sharing information and you didn't try to list it or sell it. So I think that they appreciate that. Now, Chris G., one thing that I did years ago is I wrote an article about how to convert FSBOs for REALTOR® Magazine. I included a FSBO safety-tip sheet and thousands upon thousands of your fellow agents downloaded that I tell them to staple their business card to the back, mail it, hand it to a FSBO or stick it in their doorknob. But do not talk about listing. Don't say, “I have a buyer.” What I had to do recently is I had to update it, and I had to include deepfakes and AI scams and frauds that weren't an issue years ago. I'm talking to them about what you talk to the sellers about getting valuables out of sight. Can you talk about ways to use any tools or what your conversation is if you get a FSBO and you get an opportunity to possibly convert them using safety?
Speaker 2 (18:10):
I think the main thing is, oftentimes, it's a loved one that's left to hold the door open for a stranger to come into their home. I think, I don't know what the value of the life is of your family, but to me it means everything. So, knowing who is coming into the home, one of the things we do so well. We know who we're bringing into the home. We know that they've met with a lender, or we have a proof of funds letter, we know they're qualified to buy the home. So, what method do these FSBOs use in order to determine the qualification of that buyer, or even that they're a real buyer? So, a lot of times, and that's where we do a good job of taking the emotion out of that process, because sometimes it's you feel a little bit afraid, like you're almost confrontational when it's you against them, right. They call, “I want to see your house. It looks lovely.” And you're like, “Great, hey, are you prequalified before I let you in my door, right?” So, they don't understand how they have those qualifications. So, a lot of times the way we would handle it is like, “Hey, has anyone taken the time to work with you on your prequalification? Are you working with the mortgage company? Are you planning on paying cash?” And then you can just ask those questions in a very nice way. That's oftentimes really tough when you're two of the parties that are directly talking to each other because of the emotions involved. I think alluding back to what you said is knowing how to stage the home. Really even beyond safety, is knowing how to price the home, knowing how to negotiate through all of the pitfalls that you have throughout the process. But you could really take safety and make that almost the number one. Understanding who you're dealing with, you know, knowing that we have years of experience, the relationships we built, the experiences that we have, and you're able to bring that wealth of knowledge to that one particular seller. Really hard for a seller to have that kind of knowledge and bring that into their listing when they just don't understand that marketplace. And it's not from ignorance, it's just not something they do every day. It's just like, I watch YouTube, but I'm not ready to do a root canal, right? I'm around it, but I'm not doing that. I'm going to leave that to my dentist. So, I think that's just them understanding where the value, I think Chris A said this earlier, where's the value in what we bring? And I think this is a great conversation because so oftentimes we're upset because someone's not using us as a real estate professional. But I think you've hit the nail on the head. It's the value that we bring through man keeping you're and your family safe. And then how do you guard safeguard sometimes people's largest asset.
Speaker 1 (20:56):
Got it. And before we wrap up with a call to action, the fellow real estate agents can either one of you talk about an example or a situation where you shared your safety knowledge and it made a difference during the transaction?
Speaker 2 (21:09):
We recently had someone call one of our agents. A female agent was adamant on her showing the property. She wasn't able to show it at the time. She tried to defer to another agent, and the proposed buyer was not having it. Well, it really sent up a red flag. So she had called me and said, I don't know what to do. I want to make sure that I'm representing the home to the seller. I'm getting everyone in that needs to be in. And so they ran this person through forewarn and come to find out was not who they purported to be. So really, by having a conversation with their leadership inside the office, and we were also in touch with the broker, we're able to avoid potentially a bad situation. And I teach this the REALTOR® Safety Matters safety course to the local associations around Tennessee. And that is a course that's actually created by the National Association of REALTORS® and available for the members. And it's a wonderful course because it really takes someone through the everyday way that you set up your business and make it safer. Even agents that have done it 20 years, I remember this for 20 years, and you know how many times I've been in situations that I now realize we probably could have ended my life and thank you for this. So, I think that's the real win here, is if we can have a conversation that one person can walk away and go, “Hey, I didn't lose my life because I did something really that I didn't have to do in order to try to get a home sold and I can go home to my family,”—that's worth it.
Speaker 1 (22:51):
And let's give you proper credit here. Weren't you one of the original creators of the NAR Safety Matters course?
Speaker 2 (22:58):
Yes, in 2015, got a chance to go to Chicago and help write the course. It was an honor. It was a blast to do
Speaker 1 (23:06):
Wonderful, and thank you for doing that. And both of you serve on the safety committee, so that's great. Okay. Here's the time that you get to tell your fellow real estate professionals what they need to do, an action step that they need to take going forward when serving the buyer sellers, and even FSBOs, and adding value to the relationship. Let's start with you, Chris. A.
Speaker 3 (23:25):
Yeah. I think the first thing is you have to mentally commit and realize part of being a professional is you're going to need to be aware of safety, and it might be counterintuitive. Chris Garrett and I talked one time about the innate kind of fear of disappointing somebody by setting a boundary. Inherently, customers will appreciate a professional who has safety and puts safety out there as something that's top of mind for them. But the first step is you have to really mentally commit to being a safer, more professional real estate practitioner.
Speaker 1 (24:05):
Got it. Okay, Chris G., what say you?
Speaker 2 (24:08):
Three words: process, process, process. I think you have to have a process for everything. You need a buyer intake process. You need a seller intake process. You need to have a way that you do this business that we do every day the same way. And you have to build safety into that process. And I think it is going to make you more professional. It'll save you money. It'll save you time. You'll be happier because you're able to vet a buyer because how many times these new, especially a new agent, they're often desperate for that first deal. So, they'll make decisions that some other agents that may not be so desperate would make. So, just take a moment and take your time and do it right. And because what happens is when you set a process up and people keep bumping against your guardrails at some point, that's a red flag, right? Because it's either someone that is meaning to do you harm, or that's someone that's just a jerk. And sometimes you just don't want to work with someone that's just hard to work with, right? They're just not going to listen to your advice when you're talking to them. And it may just be a decision that you make as, “Hey, we're just not a good fit.” But having that process, not only guardrails for that, but it also keeps you safe and it keeps you professional, and you're more likely to have more closings while doing that.
Speaker 1 (25:31):
Makes sense. Now, keep in mind that we talked about a couple of companies and resources. NAR does not endorse any specific product or service, and we advise you to actually go to the nar.realtor/safety website to look up resources. I want to thank Chris and Chris, both of you, for showing up today, sharing your knowledge and your insights, and telling your fellow real estate agents how to work safely, how to add value to the relationship with the consumers, and how to lead with safety. Thank you both so much.
Speaker 2 (26:00):
Thank you. Thank you so much. 
Speaker 3
Thank you, Tracey.
Speaker 1 (26:02):
I want to thank you all so much, and everyone stay safe. Thank you for joining us on “Drive With NAR,” the Safety series. New episodes drop every month at magazine.realtor/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 nar.realtor/safety.
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