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Ben: We are live. Live, live, live.  
 
Debbie: Hello everyone. Welcome to our webinar today: How To Thrive In Chaos. I just want to thank all 
of you for joining. I got up super early this morning, Ben and I were strategizing ideas and thoughts for 
you. So, I want to start off as we’re getting ready to dive in here today with some good ideas for you. 
And I want to read you what I wrote down for you this morning. So, our goal today is to give you ideas to 
maximize your productivity in this strange next month or two. Obviously, we have more time that we’re 
going to be recovering from the situation, but Ben and I feel that the next 30 to 60 days are probably 
going to be the weirdest. So, we want to navigate that and be productive.  
 
Also, we have a big webinar planned for today. It’s probably going to last about an hour and a half. And 
so, just in case you cannot stay, I wanted to announce right upfront some benefits that we’re adding 
here for you at Forward Coaching. The first thing I want to do is I want to make sure that each and every 
one of you have my cell phone number. So, please write it down. This is not a fake cell phone. This is my 
real cell phone. I will have it with me at all times. So, my number is 714-313-3077. Now, obviously I’m on 
webinars and calls often during the day, so if you need me, might be best to text me. I may not have all 
of you in my phone, so let me know who you are, that you need me, and the moment I have a break, I 
will give you a call back. I will be here for you.  
 
Now, the same thing goes for your coaches. So, effective immediately, all of your coaches have 
lightened their personal schedules and they are on standby for you. So, in between coaching calls, if you 
have an issue, a question, a situation, they know that you may be reaching out and they are 100% 
committed to being there for you.  
 
Now, if you have a longer issue, you want to send me an email. Here is my personal and direct email – 
it’s debbiedegrote@gmail.com. That comes straight to me. And I actually am in the office by 6:00 AM 
Pacific Time, never later than that. So, if you send me something over the evening, you’re going to get 
an answer back from me the next morning.  
 
Also, Ben and I decided that for the foreseeable future, instead of doing our Tuesday calls three times a 
month, we are going to have a Tuesday call every single Tuesday. So, in March for an example, that 
means you have two more Tuesdays. We have something great planned for you next week. Pete 
Mitchell, who was my marketing guru for years and helps Ben and I with projects, he’s going to do next 
Tuesday’s call to give you advice on simple technologies to create opportunities to connect with your 
clients virtually. So, we will be reminding you, we will be posting those topics, and as soon as Pete 
finishes with you, beginning the following Tuesday, Ben and I together are going to take turns launching 
and hosting for you a Listing Specialist course, because we figured right now it’s a great time to dive into 
new ways to get listing opportunities and new skills that you’re going to need.  
 
And I think one of the things I’m so excited about to have Ben as my partner… My family is a real estate 
family. My husband Don has been in the business for 30 plus years, my daughters are licensed. Ben has 
hundreds of agents that he works with and connects with every day. So, unlike some of those coaching 
companies out there that give you theories, we’re going to give you real-time ideas on this Listing 
Specialist course. So, that will be starting the end of March. And again, we will record them if you cannot 
join them live, and we will post them on the Forward website. 
 
Now also, we are launching tomorrow a Forward Coaching Facebook group. Now, I’m going to ask you 
guys a favor. This is a positive group. This is not a group where I want you discussing the virus. I want 
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you discussing success stories – how you’ve helped your clients achieve opportunity in this market, the 
things that you personally are doing that are innovative and out of the box. Ben and I will also be 
constantly contributing to that Facebook group and have good ideas, videos, all kinds of cool things for 
you. By the way, guys, right now, we just need to stick together, because we are a really smart group. In 
fact, when I look at our database of clients, they truly are some of the best in the nation. So if I don’t 
think of it, if Ben doesn’t think of it, one of you might think of it, and we’re going to share it. And please 
remember, make sure you have joined the referral network. This is a time where we want to refer 
business to each other, because again, together we can all thrive. 
 
Now, coming soon – and I’ll give you more info in the future – Ben and I came up with this really cool 
idea to do a five-day production workshop that is done virtually. We start it in the morning, it’s about a 
three-hour class. And then you go in the afternoon and do your assignments from that class. So, we are 
in the process of putting that together; that will be coming soon, and something you can do virtually.  
 
So, speaking of investment of time in learning and growing – remember, you are your best investment. 
You need our community now more than ever. As Gary Keller said in a message a few days ago, “Now is 
the time to lean hard into coaching, be more attentive, be more prepared for your calls, use all of the 
benefits.” And we are going to remind you. In fact, I’m going to have Patricia call you every 30 days to 
check on you and remind you. This is a shift, and anytime there is a shift, the top 10% will do 90% of the 
business. And our goal is to keep you in that top 10%. So, guess what, guys? We are powerful. We are 
entrepreneurs. This is America; we are tough. We will find ways to show up for our clients every day, to 
show up and earn the money we need to earn.  
 
Some of us here have gone through many cycles – stock market crashes, 9/11… And guess what? People 
still need to buy and sell homes, and they need someone like you to help them. So, we’re going to do 
our best. We are here for you. Ben, you want to take it from there because I know this is something you 
and I talk about a lot, about the opportunities inside of chaos?  
 
Ben: There’s never been a time that our clients are going to need us more than they actually need us 
today. They are fearful of the stock market, many people are being laid off. This is an opportunity for us 
to shine as the people that help our database manage their wealth in real estate.  
 
Debbie: And it’s going to get weird, right? It already is a little weird. I know some of you… I see Joe 
Capone – he says he’s stranded at home. Also, I know some of our friends in San Francisco, the Bay Area, 
you guys are a little bit on lockdown. Guess what though? And I mean this sincerely – your clients are 
sitting at home as well, or they’re not going out on the weekend, or they’re not going out in the evening. 
They are bored and they are confused. They will look forward to hearing from you.  
 
Ben: I saw somebody online the other day, Debbie, post, “Two things are going to happen during this 
crisis. People are going to be making babies, and searching for real estate.” It cracked me up, but it is so 
true.  
 
Debbie: Yeah, it is so true. So, what does this mean for your business? It really depends on you. Guys, 
Ben and I are just real people, we’re super transparent. Yeah, this sucks, right? It sucks for you, it sucks 
for us. And what we’re doing is we’re doing, “Okay, let’s look at this. What do we need to rebuild? 
Where do we need to retool? How do we help our people succeed?” Sometimes, out of things like this 
comes tremendous change and growth. And really, I don’t think we’re going to be hearing a lot right 
now about, “How low will you go on commission?” This is the time when people think, “Wow, I need 
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that community expert. I need that top agent to help me navigate through this.” So, right now you have 
total control. You have control of your daily activities. And Ben, I know you have so many agents that 
you’re working with in your group. Tell them a little bit about what you’re recommending they do on 
their daily activities.  
 
Ben: Well, I know that if we hunker down for a month or two, that’s going to dramatically affect our 
incomes and it’s going to set us up for three to six months of hell. If we double down on our activities 
today, if we do 10 times the amount of things that we’ve ever committed to doing prior, we’re going to 
come through this as a shining star. And we need to do it. We need to double down on the amount of 
sphere contacts. We’ve got a double down on the amount of prospecting. We have to find alternative 
ways to do open houses, and we’ll talk a lot about that today.  
 
Debbie: You do have total control to choose what you focus on, and here’s what I mean by that, guys. 
You can watch the news all day and it’s going to freak out. You can spend time focusing on your phone 
to see what people are posting about the virus. Most of them are completely uninformed. Or you can 
choose to focus on connecting and establishing the business prospecting goals that you have, so that 
you can control your business. But right now, you’ve got to control your mindset. It’s super important.  
 
And here’s the thing; you guys know this is true. If you look at the, quote, “average real estate agent” 
out there that might sell three or four homes a year – the part-timers, the people who have spouses 
that make plenty of money, so they just scoop a few deals off the market – right now, you know what 
they’re going to do – they’re going to stay home. And I’ve seen this before – it’s going to take them 12 to 
18 months to venture back into the real estate business. So, maybe opportunity is a little reduced; so 
will be those small competitors that scrap so many pieces of business out of your market. This is your 
chance. So, limit yourself to a very small media budget, try to look at a reliable source.  
 
Someone in our family who’s in the medical business recommended to me that the World Health 
Organization is a pretty good source. But guys, I think we kind of know that we just need to keep 
distance and go to safe places and sanitize and get rest and keep ourselves healthy. That’s kind of the 
summary of it, right? Just be safe. And stay away from negative people. In fact, I’m even doing this with 
friends and family – if the conversation comes up, I just tell them, “You know what? I really don’t want 
to talk about it. Let’s talk about something else.” Because I don’t want to spend my mental energy 
talking about stuff that we can’t do anything about.  
 
So, I’d encourage you to start your day with a positive routine, whatever inspires you. Read, pray, 
journal, do your daily gratitudes. And here’s one, Ben, that I’ve recommended over the years to clients. 
At the end of each day, have a little scratch pad next to your desk and just write down what were your 
wins that day. Because psychologically, there’s something about having that “win” in your mind as you 
go to sleep. You wake up naturally in a better place in the morning. Ben, you want to jump in here? 
 
Ben: Yeah, I think if things get bad and we get stuck at our houses, or we get quarantined for a while, or 
you just have nowhere to go – it’s really important to get up, get showered, get dressed for work. I’ll put 
on my makeup and my mascara, and I’ll be sitting in my best ready to go, because now is the time to 
show up like you’re ready to work. It changes your mentality and it changes your energy, just by doing 
that. And then if you have to jump on a Zoom with a listing presentation, or jump on a video call with a 
customer, or you have to go open a door, you’re ready to work. Let’s try to be ready to work for the 
upcoming months; not sitting around in pajamas with that mindset that’s dragging us down, that there’s 
no work to be done.  
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Debbie: Yes. And by the way, guys, we see all your great comments there, and we are going to go 
through I think addressing a lot of them through the webinar. But if not, we will absolutely circle back to 
them. So, I see John says, “Ben, you finally look good where no one can see you.” The makeup and 
mascara was helpful. Alright, so here’s a suggestion I have for you guys. I personally have always found 
this very helpful. In fact, I went through this exercise with my husband just the other day.  
 
I know you all have big goals, and there is no reason that you should give up on those goals. What I think 
might help you though is if you sit down and you break down, “What actually do I need to earn per 
month to keep my household and to keep my business moving forward?” You’re probably not going to 
go to the movies or concerts or eating dinner out. You’re going to certainly save some money there. But 
sit down and figure out what exactly is your absolute minimum standard to earn. Start the month 
saying, “As quickly as possible, I’m going to go after that number.” Now, if I hit that number on the 10th, 
or I hit that number on the 15th, then at that point, yay! I can breathe and I can be excited and I can 
hunt my goal, my stretch number, if you will, and I can hunt that the rest of the month. 
 
But I know that some of you really don’t have any idea of what that monthly number is, which I think 
makes it a bit more frightening for you. Or maybe you have a spouse that manages the money and you 
don’t know. So, sit down and do this exercise tonight. And of course you’re going to look for spending 
that you can cut, frivolous things that you don’t need. And I’m going to say this right up front, straight 
out to you guys. I get it that one of the things you’re going to think about cutting is, “Maybe I can cut 
coaching because I can save some money.” I need to share with you though, we are going to be your 
lifeline. We are going to be your support. We are going to keep you out of the weeds. And by the time 
you look at that small investment that you make, you write that off on your taxes, you will get all the 
benefits and services we’re adding. I really hope you’ll remember you are your best investment. You are 
the best investment. Nothing else you can do, nothing else you can buy is going to replace you staying at 
the top of your game. So, hit your minimum standard. Go ahead, Ben. 
 
Ben: We’ve never needed accountability more than we’re going to need it for the next month or two. 
And we need somebody to force us to become that potential person. As far as it goes to expenses, you 
guys can go to WinMakeGive.com, go to “Resources”, click “Download”. We have some budget and 
expense worksheets in there that you can use for free. If you guys need access to figuring out what your 
required expenses are and what some of your other things that you could cut, use the worksheets. It will 
help you out.  
 
Debbie: Okay, good. Okay, perfect the morning routine. “All the money is made before noon” is an old 
saying in the business. And yet, it really is valid because when you wake up you’re at your energy peak, 
and if you’ve got that great morning routine and you roll right into making those power calls that you 
need to make, and get all of the prospecting, client servicing, everything done before noon – you’re 
going to feel so good about yourself. And then as the day wears on and maybe some of the deal issues 
start to bog you down, your energy is going to wane. That’s why the morning routine is going to be so 
critical. In fact, share with your clients that…  
 

I’m here for you. And yet, I want to share with you, the best time to reach me is going to be in 
the afternoon, because I dedicate my morning to helping my buyers find homes, to helping my 
sellers find buyers, and to negotiating their transactions.  
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So, lock it down guys, and make that morning routine perfect. Now Ben, I’d love you to talk a little bit 
about this too, because here’s where I’m a little worried, and maybe you can help them through this. So, 
when they get on the phone with a client and they say, “What’s going on?” and, “How’s the market?” 
and, “What am I going to do?” – that’s just such a big, complicated conversation right now. I feel if they 
know that homes are being sold and they can share, “We saw 350 homes go pending this month” or… 
What would you encourage them to talk about?  
 
Ben: Yeah, I think you have it right on the slide, Deb. We need to know our market stats and have 
positive stories to tell people. Here’s for instance. We still had 20, 40 and 60 groups through open 
houses last weekend. They’re now not allowed to be advertised in our area. We can still host them. 
We’re now calling them things like “scheduled showing times”. So, we’re opening the doors for people 
to come in and out. But we’ve got to have stories to tell our customers. It’s interesting that we’re seeing 
some effects. Now, what it means is we’ve only got eight offers on the property, instead of 11. We’re 
still getting multiple offers because inventory is still really low.  
 
And we should have that conversation with our clients, that this is a unique opportunity for their 
property to stand out because there’s very few choices, and many people more than ever now have to 
move or make changes to their housing situation. For buyers, we have the interest rate story. We’ll see 
where that actually goes, but there’ll be times when interest rates drop and there’ll be times when 
interest rates rise very quickly. Here’s what I’m advising everybody. I’m advising everybody, Debbie, to 
get pre-approved now and to leave the lock open, because rates are going to change. They need to be 
ready to call that day and lock in a rate, so that they can purchase. 
 
Debbie: You know, Ben, I was just thinking about something. We’re thinking about conversations with 
our clients and also really stepping in as the wise advisor and owning that space. I believe – and I should 
know this – but I believe we have a press release for when they join Forward Coaching. But I’m going to 
look at that press release and I’m going to make sure that we rewrite that, Ben, so that when they’re 
talking to a seller or a buyer, they can say, “I am a member of one of the most elite coaching groups”, 
because honestly, guys, you truly. Our average client at Forward Coaching is 13 plus years in the 
business and anywhere from 30 million to 650 million in volume. So, I want to put a press release 
together that says you’re strategizing, constantly connecting with other top agents across the country to 
bring new strategies to your buyers and sellers, because we want to show the value of all that you do. 
So Ben, I hear you talking about this one a lot. They’re tired of hearing about it from me, so I’m going to 
let you beat up on them for a minute here.  
 
Ben: Yeah, I’m very serious. And you guys need to know that my income comes 100% from the 
successful sale of real estate from our agents at our brokerages and the agents on our sales teams. And 
we understand that many of our real estate agents cannot weather a long period of time without 
paychecks or closings. So instead of telling people to hunker down, I’m telling people to multiply their 
activities like they’ve never done before. We need to reach out to our sphere and have conversations 
about the opportunities in the market, about low inventory for sellers, and about low interest rates. You 
need to understand that for every 1% that interest rates drop, it actually reduces the cost of a home by 
10%. That’s 10% savings for buyers when rates drop significantly, and we have to get that message out.  
 
Now, we’re going to have to show homes a little bit differently and be a little bit safer and we’re going 
to have a lot of Clorox wipes in our cars, but business is still going to go on. Even at the downturn of 
2008, home sales dropped to 4 million. They didn’t drop to zero. The all-time low was like 4.1 million 
sales from an all-time high of 5.2. We had a 20% reduction in sales. The top agents took more market 
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share during that time, because the available number of sales dropped. And as the market started to 
pick up, the top agents maintained that market share. This is our opportunity to gobble up market share, 
to find agents for our teams, and to find ready and willing buyers and sellers. What we’re going to count 
on is that 80% of the real estate agents are going to be hiding at home while you guys, your 20%, us, in 
our group, we’re going to be 10 X-ing our activities. 
 
Debbie: So I see some conversation. I want to stop for a minute because it’s not in our slide deck today 
and I want to make sure to address this. So Ben, as you know, probably 40% of our coaching clients are 
in the luxury markets, and that could be everything from higher-end, looking at people like Ernie 
Carswell that does the double digit luxury. We’ve got a lot of resort luxury people that are in our 
coaching because we’re pretty strong in that area. And so, guys, here’s the thing that I do know. I 
understand everything that you’re saying – that some of those buyers, Ron, are pulling back because 
their stock portfolios have dried up and they’re being ultra cautious.  
 
See, I have coached and lived through this before, both as an agent and as a coach, and some of the 
agents like Sean Stanfield who really gained his strength and power in his market – he did it in a crashing 
market cycle. See, what happens in a shifting cycle is the agents who were dabbling and picking off these 
higher-end or luxury properties, they jump ship and they try to go to what’s easy, which leads to bigger 
opportunity for agents to go in and list these expired luxury properties.  
 
Now Ron, I remember coaching a top agent through one of the worst cycles in history, and she was in 
Naples, Florida. And what we did is we just decided on the length of the listings we need to take – in 
some cases one to two years. We wanted to be conservative and assume that potentially, at that time, 
that only 30% of her listings would sell. And so, how many more did we need to take? We set up very 
strategic counseling sessions with the sellers, and guess what? She got over 85% of them sold.  
 
Now, did they sell as fast as she was hoping for? No. Will you have to do a lot of handholding with your 
sellers? Yes. And their stock portfolios will rebound. I mean, it’s just a freaky moment right now. So we 
just need to counsel our sellers. We just need to stay the course, because we only need one right buyer. 
And wouldn’t it be a shame if we were not on the market when that one right buyer came along? And I 
don’t even think people are going to be concerned about, “Oh, there’s more days on market.” They’re 
going to kind of think, “Of course there is.” So, if they want to sell, it’s not going to help them not to 
have it on the market. 
 
And in the resort markets, by the way, guys – I am actually seeing clients tell me that people who would 
have maybe put more money in the stock market are saying, “You know what? I’m going to buy that 
vacation home I’ve wanted.” We have a vacation home in Coeur d’Alene, Idaho. It is already booked 
through May, June, July, August and September. Now, will they maybe cancel their bookings? Maybe, 
but most of them are driving in and I think it’s going to be like, “Wow, I’m not going to go to Europe 
right now. I’m going to go rent these vacation homes.” So, the high end is going to be a good 
opportunity. It just will take some strategy, and I will help you guys. Just reach out to me.  
 
Have your lender update you daily, so you have great things to talk about. We talked about that. Call 
people. Here’s a thought, Ben. I think a lot of the past clients and sphere that will be at work during the 
day – why not, guys, if you want to, do your great calling in the morning, take a little bit of a break 
midday, and then get back on the phone from 5:00 to 7:00 PM? I’ve had agents tell me that they found 
Saturday morning from 9:00 to 11:00 was great. Sunday afternoon from 2:00 to 5:00 was great. They’ve 
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just been able to catch so many people at home, and those that they’re not catching at home are calling 
them back, because they want to talk to you.  
 
Ben: Let’s just talk about, maybe, Deb, what are we going to say to these people?  
 
Debbie: Yes. 
 
Ben: Now is not a time to use a Brian Buffini script of “Oh, by the way, who do you know that I should 
know?” stuff with your Irish accent. What we need to do is we need to call our database, every single 
one of them, and we need to say…  
 

I was thinking about you this morning, and I thought I would reach out and ask you, how are you 
doing? Are any of these things affecting you? What can I do to be a resource? I know a lot of 
people and I can get answers or get access to resources if you need anything. I understand that 
a lot of people in my database are reaching out with questions about their home’s value, 
because they’re getting put into a position where they have to make tougher decisions. Others 
are thinking about pulling their money out of the stock market and investing it in real estate. I 
want you to know if you have any real estate related questions or any real estate related plans, 
I’m here to help you make the right decision during these interesting times. 

 
Our message needs to be sincere and caring, and we need to deliver on that promise that we make 
when we say, “We’re here to help you and to make connections.” What would you add to that?  
 
Debbie: If the conversation is going great, guys, and you’re being super helpful, there’s something called 
the “theory of reciprocity”. Psychologically, when you are going out of your way to do something to be 
helpful for others, they want to help you. So, I think depending on the conversation, it is certainly 
appropriate as you’re wrapping up to say…  
 

I’m always here. Call me day or night, I’ll be happy to help. I’m going to keep you posted. I’m 
going to call you frequently. And by the way, I really would appreciate at this time more than 
ever, if there’s any friends or family that I can be of assistance to, I appreciate that connection. 
We all have to stick together. 

 
But it comes first from service, “What can I offer?”, “What can I do for you?” And now, in closing, “Call 
me day or night.” You’re giving them all your time and attention. “If by chance there’s anyone I can help, 
I will step right in, even if it’s just a phone call for advice.” So, come from service, guys, absolutely. And 
by the way, I do see some great questions here and I’m going to let you guys know… I was just looking at 
my schedule. I do not have another call until noon. So, after we end this, I’m going to stay with you guys 
and Ben and I will just answer all your questions. So, no worries. 
 
Ben: Debbie, I’ve got a comment to make because a lot of people are asking for my script and your 
script. Here’s what I’m going to do. If you guys feel like Debbie’s words and my words are valuable to 
you at this time, let us know. We will post scripts – audio, video, and written scripts in the new Facebook 
group that we’re going to give you access to by tomorrow. And then anytime you have a request or an 
objection that you’re running into, we will put it in that group as a resource for you. I’ll be watching that 
personally and we’ll make sure that we get the best tools available based on how things are changing, 
and they’re changing quickly. We are now making plans 24 hours at a time. We’re no longer making 
long-term plans. So, we’ll make that as a value prop to you guys at Forward Coaching. 
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Debbie: And you know what? Just write to me on my email – debbiedegrote@gmail.com, and say, “I 
need a script for X”, because if you need it, odds are, others need it too. Now, on the Forward Coaching 
members site, there are 80 pages of scripts, matching audio. These though will be timely, fresh, and 
we’ll get those posted on the Facebook and then we’ll make sure that we also post them over on the 
members site. Ben, Danay asked a great question. Her question was…  
 

Do you feel that it’s appropriate to also call Expireds, to call For Sale By Owners, to do circle 
prospecting in a neighborhood right now, or should we just be focusing on our sphere?  

 
So, what are your thoughts on that?  
 
Ben: I think we have to do all of it. I think our competition’s going to lay off of that, and this is an 
opportunity for us to be a resource to the community. I think that you cannot be using your Mike Ferry 
“roll them over and beat them down” scripts. We need to come to every conversation with a higher 
level of empathy than we ever have. And I want you guys to hear that – we’re coming from a spot of 
caring and taking care of our community, and being a resource, and helping those who truly have to sell 
now sell, and helping those that truly have to buy now buy. 
 
Debbie: And as you’re talking about being a resource, I know some of you have been doing – before all 
of this happened – some really great things in your community, around your geographic farm, where 
you’ve reached out to local small business owners and you’ve offered to network with them. Some of 
the clients, Ben, are doing something that I think is a great idea.  
 
So, in our Lifestyle Advisor newsletter that we provide every month, guys, that you can take it, print it, 
mail it, you can adjust the articles that you don’t like – so they’re deleting an article and they’re 
interviewing a local business owner of the month. And they’re just simply asking that business owner, 
“Will you cover the postage if I write the article and get you out to my group?’ But it just made me think 
about when we are now free to roam again out in the communities, who is going to need your help, and 
who knows a lot of people? We are all going through this together. So, really think about that. How can 
you leverage the power of your influence, the joint venture connections, those business owners in your 
community? Because when you support them now, they will not forget you later. Now, Ben, a client 
shared this; it’s a great idea. They said…  
 

As I’m going through, I’m looking at each person who I’m reaching out to and I see how the 
conversation goes. But if they’re receptive and they are open to it, I talk to them about their real 
estate situation and I offer to do a virtual planning conversation. I’m setting it up just like the 
doctor is in – I do a 2:00 o’clock, a 3:00 o’clock, a 4:00 o’clock. And this is to talk them through 
whether they want to sell, they want to buy, they’re trying to help their children buy a house 
before rates go crazy someday down the road.  

 
I thought that was pretty cool, because we can do a lot of stuff with technology – thank goodness for 
that! – that people will be happy to participate in. 
 
Ben: Yeah, I think we need to double down on the amount of virtual listing presentations and 
conversations that we can have, or calling Canceled/Expireds. We should offer that as an option… 
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Would it be okay if we got on a video call on your computer and we had a discussion face-to-
face about what you’re going through and how we could potentially help?  

 
I think we could offer virtual classes – selling in tough time, buying now, taking advantage of this, how to 
invest in a market like this, looking at current inventory. Do a video call with your clients on the 10 best 
priced properties in town. Be creative, invite people to join. And if you get one person there, that’s 
amazing. If you get 10, awesome. If you get 100, that’s incredible. But let’s just get face-to-face with all 
the people that are sitting home bored, making babies and searching for real estate.  
 
Debbie: Yeah. If you want to make some babies in the evening, go ahead. Just work in the day. Hey, Ron 
brought up a great point, which ties to this slide – that the low inventory falls on deaf ears if you happen 
to be in a market, especially a higher-end market, where properties are sitting a little bit longer. See, 
guys, what I’m saying on the slide here though is, legitimate ways to spark urgency.  
 
What I might do, Ron, is I might talk with them about the fact that even though properties are sitting a 
bit longer, there are buyers out there with cash, who do not want to put it in the stock market. We only 
need that one right buyer. So, why not put their home on the market? Why not have the opportunity to 
potentially grab a cash buyer? But then also I would probably look at it and say, as President Trump said 
today, this morning – there’s probably going to be pent-up demand that will unleash once the weirdness 
passes. So, there could be a lot of sellers who are sitting on the sidelines thinking, “I want to sell my 
house, but I’m going to wait two or three or four months.” 
 

Well, if you, Mr. Seller, are out there first, and you’re out there when buyers are potentially out 
there – although they may be fewer, they may be more serious.  

 
So, you really do have to craft your message to what is honest, what is true, what you can prove with 
supporting data. 
 
Ben: I think your slide right now that says “Use data to create legitimate ways to spark urgency” – we 
should be sharing with our agents in our brokerages, and our staff, and our customers… 
 

This home still got multiple offers. We still got 20 people through this open house. Here’s 17 
homes that sold in the last week in our market.  

 
We have to show people that real estate is going forward, and you use data to do that. Even if it’s not 
your sales, it’s just coming from the MLS – let’s give them the data so they feel like there’s still hope, 
because there is. 
 
Debbie: Right. I’m laughing. We have a comment here: “I’m 45, so I’m going to quarantine myself from 
my husband. No more babies for me. More time for prospecting!” You go, girl! Ben, here’s an interesting 
question from Jeremy…  
 

I’m in a military market. Any initial thoughts on how to sell with the “hold in place” order from 
the DOD?  

 
I don’t know too much about that. So, do you want to suggest on that, Ben? 
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Ben: Yeah, I think there’s going to be segments of our market where they are not going to be doing 
anything. And what we might be doing is we might just be filling our funnel, so when this lets up in two 
weeks or four weeks, we can take advantage of all that business. If that’s our option, then that’s what 
we do. Otherwise, we may have to focus on other markets or other neighborhoods or other areas that 
can potentially sell. I know for some of you, in the areas right now where we’re locked at home, there’s 
going to be no business done for two weeks. But we can fill up the funnel for when this lets go, that we 
have 10 or 20 people that are ready to rock and roll. 
 
Debbie: By the way, Kristen, I see your message and you and I will talk later. So thank you for that. Joe, 
we’re going to talk about the open houses in just a minute. We’ll be coming to that. Now, here’s a 
thought – this, guys, is exactly what we should be doing all the time, and we often do not. So, as you’re 
doing a great job for your active buyers and sellers, helping them achieve their goals, get their 
transactions closed, I know you’re going to go above and beyond. And let’s go back to that theory of 
reciprocity. They’re going to be thanking you, they’re going to be complimenting you. And when they do 
that, that is the perfect moment to say… 
 

I am delighted to help. I’m so glad you’re happy. Could you do a small favor for me?  
 

Sure, anything. 
 

Well, as you imagine, business right now is challenging, and I would really appreciate the 
opportunity to serve your friends and family. Can you think of one person I might be able to 
help? 

 
And you know what, guys? Each time throughout that transaction, up until when it closes – when they 
are happy, when they are thanking you – that is the perfect moment to say… 
 

By the way, have you thought of anyone that I should reach out to? 
 
I think that’s just a good reminder. They get in the process and they get distracted, but that’s also when 
they’re talking to their friends and family about real estate. And that’s a great chance for you to actually 
have some opportunity for additional referrals.  
 
Talk to your vendors and affiliates. Now, I don’t think it’s fair to think that your lender or your title rep 
can supply a bunch of buyers or sellers to you. Although if you look at all of the vendors and affiliates 
that you work with – everything from a handyman to a plumber – everyone right now is going to lean on 
each other. So, I think it’s perfectly reasonable to ask if they can try to find one connection a month for 
you – a conversation, an introduction, a lead. And let them know that it’s not their fault if the lead 
doesn’t turn into a transaction. You will just appreciate the effort. 
 
So, Ben, we were going to get into the virtual pieces a little bit here – safe showing listing program. And 
that text that you sent me today that we’re going to post on the Facebook group – do you want to walk 
them through some of those recommendations really quick?  
 
Ben: Yeah. In fact, it’s a message that we sent out to our entire office and agents in our office. I’ll just 
read you part of it. Is that okay, Debbie?  
 
Debbie: Yep, please do. 
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Ben: “The situation is tricky. You have a fiduciary duty to your sellers, but you also have a duty to your 
community. We get the you’re hired to help your clients buy and sell homes, and that some sellers and 
buyers are okay with having and attending open houses. We also get that the MLS and state 
governments are asking us to put a pause on this. We recommend you put precautionary measures in 
place and offering a few alternatives to open houses at this time. First of all, consider doing a virtual 
Zoom open house. We will show you how to do this, blah, blah, blah. Open houses need to look 
different for the next few weeks through the end of the month. While virtual is a great alternative, we 
want you to have as many showings at your listings as possible. So in lieu of open houses, we 
recommend showing hours. This way we have control over how our listings are shown and can limit the 
amount of people in the home in any given time. We recommend you set blocks of time where you ask 
buyers and prospects to walk through a house individually or in groups of two, in order to observe social 
distancing. Please consider asking parents to take turns coming through and to hold their children in 
their arms. We feel that this actually creates more physical distance than a private one-on-one showing. 
It also allows more realtors to stay home as they can just send their buyer clients who are willing to 
make an appointment. Consider offering to your colleagues, the selling agents who are representing 
buyers who want to view your listing, that they can say home. Assure them that we will honor the 
buyer’s agency relationships. Sanitize everyone with Purell as they walk in. Ask everyone to remove their 
shoes and wear booties. Ask people to observe social distancing. We recommend the listing agent or 
host agent keeps the house as ventilated as possible, and that they keep all the interior doors and 
closets open during these controlled showing hours, in order to avoid doorknob touching. Listing agents, 
host agents – please wipe all surfaces that have been touched when you leave the property. There’s no 
reason you can’t have 50 showings during showing hours block of time, including your sign calls and 
Internet leads. And actually, this potentially gives you more one-on-one time with them. We highly 
recommend the parties register with their contact information, so you can contact them afterwards. 
Admittedly, this is uncharted territory, and we’re doing our best to serve our clients and our 
community.”  
 
That was written by one of my leaders who’s the general manager of our brokerages. That is a strategy 
that you could use instead of open houses. We are called it “controlled showing hours”. 
 
Debbie: And we’re going to post that tomorrow – right, Ben? – on the Facebook group. I know some of 
you are asking how you will get a copy of that. And our coach Dave Clark is asking how everyone will be 
invited to the Facebook group, Ben. 
 
Ben: We will send out a link for them to join it shortly.  
 
Debbie: Okay, good. Alright, listing presentations via Zoom or some other virtual platform, if the seller 
prefers. Honestly, guys, this is not a new thing. I’ve coached people over the years the last few years, 
who, even when they were local, they did a lot of their listing presentations on a platform like Zoom, 
because they knew the properties, maybe they had even sold the property to that previous owner. And 
they would arrange a viewing, owner would hide or leave the key. They’d go walk through the property 
during the day, get everything ready, pull the CMA together and get on a Zoom presentation. And just 
like we have here, they could see each other, they had their PowerPoint going of their presentation 
materials. So yeah, it’s definitely something if that seller does not want to meet with you in person, 
absolutely. Whether it’s listing, price reductions, contract negotiations, it’s pretty easy. Right, Ben? Any 
suggestions you’d have here?  
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Ben: Nope. In fact, we’ll do a demo example of a Zoom listing presentation this month for our Forward 
Coaching clients.  
 
Debbie: Okay, awesome. Now, you can even set up a virtual showing process. Let’s think about it. Let’s 
say that your buyer says, “I don’t really want to be out running around going through houses.” Well, why 
not put together a route that they could get in their car and drive by on their own, which will give them 
something to do? And why couldn’t you actually go tour those homes for them potentially? Or if you 
think about this, for years we’ve sold rental properties by making an offer contingent upon interior 
inspection. With some of the properties today, they can drive by the outside, they can see a virtual tour, 
they can flip through photos. I think they kind of know if that would be one they’d potentially be 
interested in. I always say to Taylor, my daughter who’s the president of Forward Coaching – I say, 
“Don’t think problem. Think solution.” Because if someone really wants to buy a home or sell a home, 
we just have to do it in a way that keeps you safe, keeps them safe, and makes them happy. So Ben, 
anything you want to add to that? 
 
Ben: No. 
 
Debbie: Virtual open houses. I am not at all a tech wizard; so if I can understand this, so can you. I did a 
lot of research on this and a lot of our agents shared some really great ideas. They talked about, if you’re 
going to have a virtual open house, get one of those selfie sticks to stabilize your phone. And you show 
up in front of the house that you’re holding open, you have it staged the way you would for a traditional 
open house. You do a little dress rehearsal, so you’ve got your friends and buddies out there checking to 
make sure everything looks good and tell you what needs to be adjusted. You can advertise it on 
Facebook – you give basically the time and info. And Ben, I think an easy way to do this is really to 
stream it through Facebook Live, right?  
 
Ben: Yeah, Facebook Live, or if they’re doing one-on-ones, they can just do a video call, FaceTime call 
with somebody.  
 
Debbie: Yeah. And test the best time of day. What I found interesting when I did some research with 
agents – they said they’re actually finding that Wednesday, Thursday, Friday at the lunch hour has been 
really good. By the way, this is something that agents have been doing for a while, not just because of 
the circumstance. But creative, innovative agents have already been testing and doing this with really 
good success. So, you can try it at the lunch hour, you could try it on the weekend. Experiment with it. I 
mean, pretty easy. And their point was, just talk to the camera as if you were talking to them, as if they 
were attending live. Smile, be engaging, encourage them to comment.  
 
And because you will not be able to have them sign in like you would if you were there live, you’re going 
to need a way to capture them. So, offer an item of value and ask that they send their email to you, so 
that you can send it to them. Now, once you send that item of value, you could also send any other 
helpful info, digital magazine, whatever you think might be interesting to them. Some of you who are 
Brivity customers – the CRM that Ben’s company provides – you could also maybe use some of the cool 
tools that you have in Brivity, market reports. Be creative, send them items of value. And then you could 
even ask…  
 

Would you like to have me text you hot buys? And if so, may I have your cell phone? 
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So, going to get a little creative. Once they email you back, ask them if they would like to be text notified 
of new listings or future open houses. And then of course, guys, we’re going to plan on these ongoing 
drip campaigns, and it should say, sorry, “innovative messages” – we were doing this late last night – to 
continue to nurture those relationships. And then, basically, with the buyers we could use the same 
techniques as for open house, except as Ben said, it will be more personal because you’ll be interacting 
with just that one buyer, potentially on FaceTime or however you choose to do that. Ben, anything else 
you want to comment on that before we move on? 
 
Ben: Nope. I did put the link to join the Facebook group inside the chat. For those of you that are on a 
computer you can see that. 
 
Debbie: Okay, perfect. Guys, Tay is really firing that up for tomorrow, but we’ll just fire it up for today. 
So, I will let her know that… 
 
Ben: My bad. 
 
Debbie: That’s alright, we’re going to get that on there. So, what they asked for will be up. Okay, we’ve 
already talked about this, I think – schedule a live tour. Here’s what’s an interesting idea. Somebody told 
me that they are in a resort market, so actually even before this all happened, they had a little protocol 
where they would do a virtual buyers’ showing for their people who are out of state and could not fly in 
to see the homes. And they said that they actually had their teenage son riding with them, so that while 
they’re driving in the car, they’re talking to the buyer and they’re saying… 
 

Let me point out some things about this community. Let me tell you about the offer process 
here in our market. Okay, now we’re pulling into this neighborhood. I want you to notice this 
and that. 

 
So, they are actually giving this amazing tour from the moment they leave the office, all the way through 
the properties, and then getting the buyer on the phone and saying, “Okay, now which of these 
properties would you like to submit a bid on?” So, I thought that was kind of a cool tip, and it just 
reminded me where there’s a will, there’s a way. 
 
Ben: Since none of our kids can go to school, we could finally have a use for them in the passenger seat. 
They can record the neighborhood while we’re driving. 
 
Debbie: They can record the neighborhood, absolutely. Okay, I think we talked about listing the home 
virtually. I guess the point I would like to make before we move off of this – and we’ll have more ideas 
like this for you guys coming soon – when you do a listing appointment via Zoom or via a conference 
call, what I have found for years as I worked with resort market clients, is that sometimes they were a 
little bit too loose, a little unstructured. So, think of it just as if you were sitting in front of them. You 
would have sent the pre-listing materials. You would have some pieces to demonstrate who you are and 
what you do. You would take them through the data. You would have that transition over to the close, 
to get that contract signed. You’re going to want to work to formalize this process, including having all 
parties participating, not just one spouse or one partner. So, we can formalize this process and you 
might discover that it works so well for you that even when we get past this danger zone, if you will, it 
might be something that makes it easier to do your business in the future.  
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Ben: I’ve done that for a long time, Debbie, because I used to target out-of-area sellers and my only 
option was to do a webinar with those customers to talk through why they should list with us. And it 
was very, very successful and very effective.  
 
Debbie: Yeah, very effective. And I think this has all been answered in that message Ben read, so we’ll 
get that posted for you guys today. Let’s just move on, virtual educational events. I know that some of 
you were super sad because you had some great events planned, and you said, “I have to cancel those 
events.” Well, guys, this is an event; you’re here with us. Easy enough to do. And in the Forward 
Coaching members website we have posted there for you, I think, eight or nine community connection 
events, four educational events. So there is a Move Up, a Downsize, a Rent Versus Own, and also an 
Investor event. We have the marketing for you, but I also did a basic PowerPoint for each of those 
events. And we have a consumer guide that you could give as a takeaway, or could actually even 
become part of your script for the event.  
 
Now, obviously you’ll want to look through that slide deck. You may want to add or tweak a few things 
based on our situation. You may want to add or tweak a few things based on your market. But people 
are going to be bored, so why not? Why not post it on your social media? Why not send out an email 
blast to your database and do one of these educational events? You could even spend a little bit of 
money and run some targeted Facebook ads. And it wouldn’t stop you from joint venturing with great 
partners who have your ideal client in their list. They promote it, you promote it, you get more people 
joining that event.  
 
I think, Ben, I shared with you that because you and I are considered to be… Well, I’ll tell you what one 
broker said yesterday – “You guys are the real deal, so I need a webinar for you to talk to my agents.” 
See, all of our live events got cancelled, but our webinars are exploding. I think we had 15 brokers alone 
yesterday request webinars within the next seven days. So, I’m going to be a little busy. Why not do 
likewise? Right, guys? Why not do some of these events? You can, if you prefer, invite them to a 
conference call. FreeConferenceCall.com – you can invite them there. Zoom. Ben, I don’t know. They 
wouldn’t need a Zoom account that was huge; probably something that would hold 50 people or so. 
What would that cost per month?  
 
Ben: Well, they can do free for up to 30 minutes or an hour, I think. If it goes after that, they have to pay 
for it. But we’re talking $50 or $99 for probably an account that would do what they need.  
 
Debbie: Okay, and I see Jacqueline’s saying, “Free goes up to 40 people for 40 minutes.”  
 
Ben: Thank you, Jacqueline. 
 
Debbie: Okay, so I think we covered that, invite the database. Handwritten letters. So, I recently had a 
great client, and boy, he is an outstanding rock star, high-end agent in Manhattan. New York obviously is 
one of the most aggressive markets probably in the nation. And he shared with me that he’s been doing 
something lately, where he had someone in his team that had great handwriting handwrite a few 
different letters to sellers in a particular building. He then took that – if I’m relaying the story right; I 
think I am – took that to a printer with some decent stationary, had them printed. So, even though they 
weren’t technically handwritten, they had that nice handwritten look. He folded them up, put them in 
an envelope, not branded to real estate, and actually hand addressed the envelope. No return address, 
didn’t use a postage meter, didn’t use an American flag stamp because that looks too business. Got 
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some kind of pretty stamps, even put them on crooked so it looked more organic, and mailed them out 
to this particular building. And he said that the response was two outreaches per 25 letters.  
 
Now, is he saying that everybody bought and sold that reached out? Not at all. But how easy would it be 
to do that kind of little project as you’re sitting at home, targeting areas that your buyers would like to 
live or places that you would like to have additional listings?  
 
So, Ben, some of our clients have shared with me that they’re going to use this time as a reason to 
upgrade everything they do. They’re going to do their prospecting in the morning, and then in the 
afternoon they’re going to work on upgrading their listing presentation. By the way, guys, on the 
Forward Coaching members site, you will see a sample of Ben’s listing presentation. So, feel free to go 
and check that out. They’re going to stay consistent with their marketing. This is not the time to back 
down.  
 
I was thinking of something this morning, guys. You remember Wrigley chewing gum, right? You guys 
remember that company. In fact, they own Catalina Island, basically. That was how that all came about. 
But I remember reading that in the Depression everyone else pulled back on their marketing, where 
Wrigley stayed aggressive and consistent in bringing value to the customers and keeping his marketing 
going. And I had an opportunity several years ago to stay at the Wrigley Mansion. I don’t know if they’re 
doing it now, but it was a little inn, and you could stay. Actually, Don and I slept in the bedroom that 
Wrigley used to sleep in when he had that mansion. It was our hotel room, if you will.  
 
And they had a library, and in that library they had photocopies of pages out of Wrigley’s journal as he 
was this growing, thriving businessman. And I stayed up really late one night, reading this journal. 
Because when we see successful business people, sometimes we think, “How lucky”, or we forget that in 
great triumphs in business there is always pain. And from Wrigley’s journals, how he was talking about 
the tough decisions… He had things written in the margins, like, “I can choose to be powerful”, “I can 
make this is a great day”, “I will seize this opportunity.” See, he had to manage himself just like we do, 
and step into those opportunities. So, it is not the time to be timid. Use this time to catch up on your 
projects. Update, upgrade, maximize your use of all of our resources. 
 
So, speaking of your database, be sure they’re properly tagged and flagged in your CRM. I know some of 
you have been saying, “It’s a mess. I need to get it organized, but I just never have the time.” Well, this 
might just be the gift that keeps on giving, the time you sit down and get that organized.  
 
Ben: There’s never been a more important time to have all of our customers on marker reports. 
Everybody – our past clients, our database. We need to be sending them out what’s going on in the 
market, and we need buyers to be getting listing alerts. If you do those two things, if you spend the next 
two weeks getting everybody you know on both of those, you’re going to walk out of this winning.  
 
Debbie: So Ben, I want to throw this out there to get your opinion, because you are a master marketer. I 
know that some clients might be buying some of those services, were they will send automated drips to 
your people – things like “Hey, it’s spring and it’s time to clean your gutters”, and some of those fluffy 
things. I’m wondering if we need to be a little cautious right now about what email content is going out 
on these drips.  
 
Ben: Yeah. Our message matters right now. We don’t want to spam them. Everybody’s reading a bunch 
of junk. I got 44 different coronavirus emails from every company I’ve ever done business with 
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yesterday. We need to be more authentic and empathetic, and more personalized. Aside from what we 
do for a living, which is market reports and listing alerts, everything should be about… 
 

How are you doing? I was thinking about you. When can we connect for a minute? 
 
Debbie: And Richard, I see your question, “Will The Lifestyle Advisor newsletter be adjusted for current 
conditions?” We’re going to talk about that and work on that. It’s a fine line, because they’re going to 
get sick of hearing the negativity. So, we want to be careful and sensitive. You don’t want to be talking 
about “hold a block party” right now. We want to be sensitive, but I want Ben and I to really put our 
heads together on what would be most appropriate content. So, what about videos, Ben? We’re going 
to do a lot of this for them on our Facebook group, where you and I make these little organic videos with 
ideas and post it for them. Any thoughts that you might have here? 
 
Ben: Yeah, maybe we post once a day a video of a property that’s for sale to show people that we’re out 
there looking at homes. Maybe we’re doing video conversations about neighborhoods, or we’re 
connecting them to other companies that could really use customers right now. I think it’s a good 
medium when so many people are going to be sitting at home, making babies and searching for real 
estate. 
 
Debbie: By the way, you might be thinking, “But I’m not good at this.” They’re not expecting you to be. 
In fact, just be yourself. Obviously, you know Ben – he’s a more casual guy. I’m a really serious person. 
Find your way to connect and communicate. It’s interesting that the things you avoid most – as a coach 
what I often find – those are the things that would provide for you the best opportunity. I’m just going 
to say that right now you cannot avoid anything because it’s not quite your personality or it’s not quite 
your zone. Just go for it. You know the old saying, “Get comfortable being uncomfortable.” You will 
impress and amaze yourself. 
 
By the way, I see a couple of questions. Lifestyle Advisor – that’s a newsletter we provide for you guys 
every month on the Forward Coaching members site. You can adjust it, tweak it, print it, mail it to your 
clients. And on the resources on the Forward Coaching members site, there is an “I Have a Buyer” letter, 
so you can check that out. Ben, tips on engaging on social media, because I know there could be a lot of 
weird stuff flying around that they’re seeing on their social media. Any thoughts here?  
 
Ben: I would say there’s a lot of posts going out there. Why don’t we do all the advice that we already 
gave today, but why don’t we do more one-on-one communications with social media? Send them a 
Facebook direct message, a LinkedIn message. Let’s just be empathetic and just ask them…  
 

How are you doing? Is any of this chaos affecting you? What can I do for you? Do you have any 
questions?  

 
Let’s make it personal for the next couple of weeks, and it will make a difference to your business.  
 
Debbie: Demonstrate your expertise and support – I think we’ve made that message loud and clear. 
You’ve got to let your light shine, guys. You’ve got to be part of, I call it “the few, the proud and the 
brave” who are going to take action. And at the end of it all, you truly will help a lot of people; most of 
all your family. Ben, it’s interesting. I had a little pep talk with my team today, and I know you have with 
your team as well, about we’re going to get in motion, we’re going to do everything we can, we’re going 
to work overtime, we’ll work weekends, we’ll do what we need to do. And I reminded them there’s not 
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a lot of other job opportunities out there at the moment. Quite frankly, guys, even if you could find 
another job, it’s not going to provide what this business can provide, what it’s always been able to 
provide.  
 
Some of you don’t know this story; I will share it only because I was talking to my husband Don about 
this last night. So, after I left the Mike Ferry organization, I had a two-year non-compete; I honored that 
flawlessly to the letter. And on the very day I launched my company legally, without prospecting any of 
his people, Mike filed a lawsuit. A very malicious, very aggressive lawsuit. It took me a year to win. It 
cost me $400,000. The good news is it cost him about triple that. And I beat him. But there were dark 
moments, man. And I said to Don last night I feel that having gone through that prepared me for the fact 
that we are all going to have those moments in business. But if we believe in what we do, we fight our 
way through that.  
 
So, do I regret that, that eight years ago I had to fight that brutal battle and spend $400,000? I’d like to 
have my money back. But guess what? It made me stronger. It made me better. I’m not bitter, I’m not 
angry. He did what he thinks he needs to do, whatever. But it made me determined that I believed in my 
mission, my passion to provide high-quality coaching for a select group of the best agents in the country. 
Without fighting through that, I don’t know, maybe I wouldn’t have been as determined.  
 
So, this is your job. You guys are good at it and you are going to be so proud of yourself. I promise you 
we are going to be here every step of the way. This is going to be the best investment you’ve ever made. 
Ben and I agreed that every single day we are going to innovate, advise, and keep you guys moving 
forward. We are going to do this together.  
 
Just to remind you if you weren’t with us in the beginning, the new benefits we’re adding – our 
Facebook group going live today. Lots of good stuff. Please share ideas, share success stories. Feel free 
to email me direct if you have a question – debbiedegrote@gmail.com. That is my personal email. Feel 
free to text me on my personal cell – 714-313-3077. Your coaches are going to be standing by for extra 
support in between your calls. Patricia on our team is going to call through our list and talk to you every 
30 days to see what you need. And we have our every Tuesday of the month call. So, every single 
Tuesday we’re going to have something terrific for you. Next week will be about technology questions to 
do these virtual things. And then Ben and I will launch our Listing Specialist course. 
 
Amy, my cell again is 714-313-3077. Ben, we’ll stay on with them and answer some questions. Jeremy is 
asking… Hold on. You might be able to answer him. He’s asking if he gets a special badge so that when 
the Facebook blows up they get celebrity status. I love that. I love that question.  
 
Ben: Yeah, absolutely.  
 
Debbie: I’m just looking down the list here. I’m trying to make sure we answered everything. Ben, here’s 
something that Rob said. He’s had a little bit of flak from people on social media attacking him for 
continuing to show and sell property. What would we suggest he do? 
 
Ben: I’ve heard that from a lot of agents and I think that we need to continue doing it, and we need to 
go back and be sharing this is how we’re safely helping people through this time. We’re doing virtual 
open houses, we’re doing virtual showings, we’re doing safe showings that respect the social distancing 
that’s required. We’re here to keep people healthy and we’re here to continue to help people with their 
housing needs, because they’ve never needed us more than they do now. Share that message and get 
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people out there seeing that you’re doing all the above. We’re still working and we’re keeping people 
healthy and safety. They think it’s an “either/or” situation, and it’s not. 
 
Debbie: I see Danielle raised her hand, Ben. Can you see that question from Danielle? I’ll let you look at 
that. While you’re doing that, Jonathan, I see you shared a home equity letter that you sent out, and it 
looks like you guys are having some conversations about the letter Jonathan shared with you. Jonathan, 
that would be an awesome example, if you’re willing, of something to post on our Facebook members 
site. 
 
Ben: Yeah. So, I think take your questions, feel free to post them into our Facebook group because you 
guys are getting approved. I’m approving people myself right now, as long as you’re answering the 
questions as asked. And we’ll do our best to answer those in a timely manner going forward.  
 
Debbie: Alright, guys. I really appreciate you being here. And here’s my commitment to you: My project 
this afternoon is I’m going to be taking all of these strategies and I’m going to be putting together 
recommended topics; not pre-scripted, because you guys are unique, and as you know, we promised 
custom coaching to you. But I’m going to be putting together suggested topics that the coaches will 
examine to present to you as appropriate, so that we make sure that we’re following through that these 
are not just great ideas, but they actually become action steps.  
 
And I guess I would just share with you, keep yourself busy with good things. So, listen to the great stuff 
we have for you on the Forward Coaching website. Join those Tuesday conversations that we have every 
week. Learn new things. If you keep busy and purposeful and in action, this will pass more quickly, you’ll 
be more successful, and you’ll be happy.  
 
So, last thing I’ll sign off with – and Ben, if you want to say a final thing too – when I was going through 
that process I shared with you – the whole lawsuit and everything – I remember at one point when I got 
a legal bill for $90,000 in one month, I was laying curled up on the couch in the fetal position, sobbing 
that I just couldn’t do it. And my daughter Taylor, who is now the president of the company said, “Mom, 
knock it off. Get up. Get to work.” Because Taylor knew, even though she was in college at that time, 
that this was a business she wanted to be involved in.  
 
So, you guys do what you do. You do it for your family, you do it for yourself, you do it for your future. 
And at that time the coach that I had gave me a book called Grow Rich! With Peace of Mind, by 
Napoleon Hill. And here’s what’s interesting: My first broker gave me a book, Think and Grow Rich by 
Napoleon Hill when interest rates hit 18% years ago. And he said, “You’re going to need to read this 
book every day, a little bit each day, to get through this.”  
 
Well, interestingly enough, my next coach gave me Grow Rich! With Peace of Mind. Very interesting 
book. Napoleon Hill was in his 80s and he was reflecting back on all the ups and downs of his life 
experiences. And there were a lot of downs. And then he talked about how he turned that around and 
how in hindsight, looking back, he just wished that even in those tougher times, he would have made 
sure to enjoy life, because life is short. And he said something I will never forget, because I think of it 
often; I thought of it yesterday. He said, “Just remember, a hundred years from now, none of this will 
matter.” 
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Now, he didn’t say that in a way like, “Why bother?” His point was, live, do, try new things, be wild, be 
crazy, take a risk, have an adventure. Because this is it, guys. This is it. So, game on, right? We can do it. 
Check out the book, I think you’ll like it. Ben, any last thing you want to say? 
 
Ben: We’re making decisions and we’re making plans 24 hours in advance from today forward until we 
get through this. We’re here to help you make those decisions. Please reach out if you have questions or 
concerns or things you’re struggling with. And we’ll keep you up to date with what we know and how 
we can move forward and succeed in this changing market. Thank you, everybody, for being here. It’s 
been a great call. 
 
Debbie: Bye bye, guys! Have a great day! 


