
 

Becoming Cowgirl Update 
 

By end of  year one competing,  
with goal to win a buckle.  



May 
2014 
Luke 



After 5 Days 













Why I did not Win 



I Did Not Win Because 

My ability was below 
what was required to 
WIN.  

 



68.5 73 66.5 

Rudy 



1. Layne 
2. Bobbi 
3. Elaine 
4. Shell/Rudy 

I also have:  



Who or What is Your Rudy? 

How Do You Deal With It? 



Calls I get, It’s Not Fair 

•  She underbids me.  

•  She knew an agent when she started and he 
gave her all his business.  

•  Her husband works, so she can afford to do 
it for less.  



Circumstances are not 
fair when you feel 

inferior to the 
circumstance.  

Shell Brodnax 



When you are confident 
in your own abilities, it 

doesn’t matter what your 
competition does. 

Shell Brodnax 



Another Look 

•  She underbids me.  

•  She knew an agent 
when she started 
and he gave her all 
his business.  

•  Her husband works, 
so she can afford to 
do it for less.  

•  Lack of  confidence 

•  Great! How 
awesome is that! 

•  Excuses, lack of  
confidence, 
focusing on others 



When Life Is Not Fair   
Up Your Game 

 
Focus on YOU! 

Shell Brodnax 



How to Become a Respected 
Expert on Your Local Level 

 



2 Key Elements to Becoming a Respected 
Expert on Your Local Level 

 

Get Involved and Mean It 

 

Do Something to be 
Considered an Expert 



1st Step 
 

Join or start a  
RESA Chapter  

  



What Do RESA Chapters Do? 

• Monthly Meetings - Focusing 
on education and skills 

• Charity Events – Raise 
awareness, PR opportunities 

• Educate Agents  



Advantages 
of RESA Chapters 

•  Referrals  

•  Increased Efficiency 

•  Increased Stability 

•  Access to Quality 
Services 

•  Becoming the Expert 

•  Name Recognition  

•  Connections 

•  Raising Your Profile 

•  Positive Influence 

•  Increased Confidence 

•  Education for Yourself  

•  Educating Agents 



Public Perception Benefits  

Companies have a 
more positive image 
and are more likely to 
garner trust & loyalty 
from consumers when 
they are perceived to 
be doing good in the 
community.   

Cone Communications’ global CSR study 

Promote Yourself: 

•  Press releases 

•  Website 

•  Clients   



4 Simple Steps 

•  Build a team aka: CHAPTER  

•  Define your goals 

•  Determine what events you will have 
monthly as well as an annual fundraiser  

•  Decide who is going to do what 

Go do it 



Take a position that uses  
your skill sets 

This is all you need 

• President 

• Secretary 

• Treasurer 



Define Your Goals 

1.  One major fundraiser 

2.  One donation based project 

3.  Building a relationship with the local REALTOR 
association for chapter members to teach the Staging To 
Sell What Every Agent Should Know real estate course 

4.  Monthly meetings 

5.  Attending other events as a group 

6.  Chapters should join the REALTOR association as an 
affiliate company membership 



Event Project 
Manager 

Head of  
Committee #1 

Committee 
members 

Committee 
members 

Head of  

Committee #2 

Committee 
members 

Head of  
Committee #3 

Head of  

Committee 

#4 

Committee 
members 

Committee 
members 

Major Events Don’t 
Have to Be Difficult 



 
Kitchener Waterloo 

   

Families of  
battered women 
and children 
who are in need 



Kitchener Waterloo   

Presented to the local real estate board: 

$25.00 off  consult for every toy an agent 
brings in to donate to kid in need.  

10 consults booked 

2 new clients 



Victoria Island 
 

Gave a  
Women’s Home  

a Complete 
Makeover 



Portland 
Non-profit organization that provides families escaping domestic violence with 

emergency shelter, ongoing housing support and many other vital services. 
 

•  16 Staging Companies from the Chapter donated and/or 
participated  

•  Can now comfortably refer staging projects to each other 
since we worked together so successfully on this project. 

•  We showed other local home stagers that RESA is a 
strong organization whose members cooperate with each 
other, for the common good of  all -- and we now have 
several new members as a result. 

•  NO PUBLICITY  















Alzheimer's Ontario 

Using RESA videos 
ALL YEAR LONG 



Jillian Summers 

•  Met a vendor.  

•  Used vendor to 
complete an order on 
new client job.  

•  Now has a great 
resource with great 
pricing.  



Colleen Donovan 

•  Bought a $700.00 table.  

•  Invited clients 

•  She can now take 
photos, post on 
website and looks 
amazingly successful 
to new and potential 
clients.  



Lisa McIntee 

An agent had been 
following her on 
Facebook for a 
while. He saw her 
Alzheimer’s video 
and reached out.   



RESA Canada's Alzheimer's Awareness Gala 



If  you want to be viewed as an expert, then you must 
get more visibility on a regular basis 

RESA Chapters get involved with:  
 

•  Women’s Council of  Realtors 

•  Local real estate board 

•  Attend fundraisers, networking and social 

events that are hosted by real estate boards, 

WCR etc.  

 



Do Something To Be 
An Expert 

RESA Approved Instructor 
 

Staging to Sell, What Every Agent 
Should Know  



The Benefits of Teaching the Course 

•   Position yourself as an expert in your field 

•   Market yourself as an expert in your field 

•   Educate potential clients  

•   Grow your business 
 
•  Directly influence the climate of the real estate 

industry on your local level 
 



How It Works 



Approved States 
•  CA 2 Hours 

•  CT 3 Hours 

•  CO 2 Hours 

•  GA 3 Hours 

•  IA  2 Hours 

•  NJ 1 Hour 

•  NC 4 Hours 
 
•  OH 2 Hours 

•  TX 3 Hours 
 
•  TN 2 Hours 

•  WA 2 Hours 
 



What the Course Covers 

•  What is home staging and what is included in home 
staging 

•  The cost and value of home staging, ROI factors  

•  Importance of leveraging marketing efforts with 
staging, photos and Internet presence 

•  How buyers think and how staging influences them to 
buy  



What the Course Covers 

•  Home staging statistics and facts 

•  Why sellers respond better to professional stagers 
advice vs. agents 

•  Why agents shouldn’t stage 

•  How to collaborate with a home stager 

•  How to present home staging to your clients and 
overcome objections 



Why Educate Agents? 

•  Some agents are uneducated or educated incorrectly on the 
facts and benefits of  home staging 

•  Many agents are unable to communicate and sell the 
benefits of  home staging to their clients 

•  Educating them provides them with the correct information 
so they can give this information to their clients   

 



Get Strategic 

Associations are HAPPY to  
partner with RESA.  



•  Instructors are are paid by MetroTex to teach  

•  This year we saw a large increase in attendance which 
resulted in up to $500 for 2 hours for teaching per class 

•  Marketing by MetroTex is FREE to over 15K agents  

•  Instructors have received new business 

 



Texas 

Dallas News Talk Radio Show Mike & Tim Show featured 
RESA members twice on a syndicated broadcast, but also our 
membership with MetroTex as an affiliate company/chapter 

 



Blogging on MetroTex website. Karen Otto #1 

 





Texas 



Big Picture 

•  Educated agents hire stagers and add staging to their 
marketing program 

•  One stager can’t service everyone. It’s important to 
have qualified stagers in your network 

•  The more stagers working successfully means more 
work for everyone 

•  Educating agents helps to further legitimize home 
staging  



If  You Want to be an Expert, 
Do What They Do! 

Karen Eubank Karen Otto 

Gemma Hobbs 

Amy George 

Amy Fedosky 


