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Speaker 1 (00:00):
You are watching Drive With NAR, the REALTOR® to REALTOR® series powered by REALTOR® Magazine. Tune in as real estate professionals talk twos of the trade and share stories of inspiration. Get ready to step up your business. I'm your host, Marki Lemons Ryhal. The difference between working with a REALTOR® who is a member of the National Association of REALTORS® and a generic real estate agent can be huge. NAR members have access to tools, resources, education, and data that aren't available to other real estate professionals. The question is how do you help the consumer understand how that works to their advantage? Today I'm joined by two members who will explain how emphasizing your status as an agent who is a REALTOR® can help you explain your value to buyers and sellers and beat out your competition for more business. Matt Difanis is the broker owner of Max Realty Associates in Champaign, Illinois. And Christina Pappas is the president of the Kais Company in Miami. Welcome, Matt and Christina, thank you for joining me today.
Speaker 2 (01:14):
Hey Marki, thanks for having us.
Speaker 3 (01:17):
Thank you so much for having us, Marki. Great to be with you.
Speaker 1 (01:19):
Well, we are elated to have you. Let's jump right in. What benefits do consumer enjoy if they choose to work with an agent who is a REALTOR®, Matt?
Speaker 2 (01:32):
Well, as somebody who's had the privilege of serving as the chair of the Professional Standards Committee at the National Association, which, we're the keepers of the code, the code of ethics is near and dear to me and is way up high, if not at the top of the list of differentiating factors. The National Association of REALTORS® for several years had an ad campaign that said part of what makes us different we're REALTORS®. We live by the code. We voluntarily hold ourselves to a higher standard, and that really means something. And as somebody who's gotten to have a front row seat to revising and interpreting that code of ethics—that's a big deal. That is a higher standard that no matter where you are in the country, if you are a member of the National Association of REALTORS®, you are saying I am promising to hold myself to that higher standard, which includes higher standards for consumer protection. And I'm promising to do it in all facets of my life, not just when I'm clocked in.
Speaker 3 (02:29):
Christina, I absolutely agree with Matt. Being an agent who is a REALTOR® is absolutely held to a code of ethics, and that's all throughout our lives and I think that's so important to consumers. Additionally, being from Florida and being, unfortunately having a lot of our consumers affected by natural disasters, one, I think one of the biggest resources I believe our consumers have access to is the REALTOR® Relief Foundation, and that provides rent and mortgage relief to those who have been affected by natural disasters. And while a consumer doesn't necessarily have to use an agent who is a REALTOR® to get access to that, the agents who are REALTORS® know about it. And that has been a really great way for us to connect with our consumers and help them understand the benefits of working with those agents. Additionally, we do a lot of commercial real estate here in Florida and that providing that 1031 exchange to our consumers has been incredibly important and a really great resource. The 1031 exchange will allow a consumer to sell a building and buy a kind building while deferring the tax required to be paid at closing, deferring that tax to the future by buying a like kind property and the REALTOR® party every single year lobbies to protect that 1031 exchange proposition and to allow them to defer that tax. And it's been an incredible way for us agents who are REALTORS® to connect with our commercial consumers who find that benefit extra important.
Speaker 1 (03:57):
What would you say are the top benefits of being an NAR member that have a direct impact on consumers and how do you communicate that? Christina, you mentioned the 1031 exchange. What other benefits are you seeing?
Speaker 3 (04:13):
I am extremely passionate about the REALTOR® party work that we do in Washington D.C. I come from a large brokerage, and I truly believe that one of the greatest things that we have as NAR is that we are better together on the hill, and we are able to lobby for some incredible wins. 1031 exchange is one of them. Here in the Florida, we've absolutely lobbied for some really great things, but outside of just lobbying, I think consumers also win from some of our trainings. For our agents such as Fairhaven, we have some incredible training available direct for our agents. It's going to focus on fair housing issues that they see in the area. Fairhaven is an actual class that you can take that is interactive. It can show us how you communicate and work with the consumer. Then how we respond as agents and get better at what we do and ensure that we are in front of everything that we do and held to that higher level of ethics. I think some of the additional tools are C two EX training, another training that our agents have access to that really makes sure that our agents are taking it to the next level when it comes to training and not just going and checking a box for their training. 

Speaker 1
Max?
Speaker 2 (05:25):
I really can't say enough positive about NAR's training and professional development resources. The National Association of REALTORS® has an entire subsidiary center for REALTOR® development that, and I'm privileged, you and I are both privileged to know a lot of the people that make that run and who make the content and who painstakingly certify the instructors to make sure the very best quality content, and by quality I mean content that is going to make those real estate professionals better to serve the needs and the interest and to protect the interest of consumers out in the streets. And a testament to a lot of the quality of this stuff is our state license laws are at the state level. So, we've got all of these different state license laws and a great many of these resources that NAR has developed and promulgates have been certified for continuing education across many, many, many different states. So NAR has established itself as setting what truly is the gold standard. Many of us will refer somewhat derisively to sort of the CE mills, these online schools that yeah, they'll check a box. Yeah, it'll be whatever the minimum is needed to keep your license for a renewal cycle, but it's not necessarily going to really make you a better practitioner and somebody who is meaningfully better equipped to actually address the needs and protect the interests of our consumers.
Speaker 1 (06:53):
You add KP people all the time, the pre-license course does not teach you how to sell real estate. And the National Association of REALTORS® taught me how to sell real estate with my first credential being the ABR. In the past year, I became a certified probate specialist and addition an EAH instructor, the Employee assisted housing program. And so they're keeping us up to date, but more importantly, having the ability to pivot with where the industry is right now and will be in the future. The value of being a N member has an impact on every transaction. But can you identify a recent real estate deal in which some aspect of your NAR membership was particularly helpful in getting you to the closing table? Matt?
Speaker 2 (07:44):
So, Christina did a great job talking about some aspects of our lobbying efforts. One that she didn't mention is flood insurance that affects a diverse array of markets all over the country, and we've got stuff that would easily just be taken for granted. Well, of course, if there's a property that happens to be in a floodplain, of course I can still get a buyer who can close on it. No, not necessarily, but for our perennial lobbying efforts in D.C. we wouldn't have this backstop that makes it possible to finance properties that are in flood hazard areas. And so even though I'm in central Illinois, I'm not in an area that people think of when you think a flood hazard. And yet we do have occasional properties that do show up in floodplains and one of the members of my team just got something under contract that's in a floodplain just in the last few days that would literally not be possible if it weren't for NAR’s efforts to make sure that this program, which always gets renewed for impossibly short periods of time, doesn't get forgotten about and cause a hard and immediate stop to transactions all over the country.
Speaker 1 (08:56):
We've also been able to help veterans. When we think about the changes that have occurred in the past year, there was a time in which a veteran could not compensate their buyer representative and now they're able to do so per the closing process. Christina
Speaker 3 (09:13):
Marki, you took one of my examples. We represent a lot of veterans down in Homestead actually, and we had a recent buyer wanting to compensate our buyer's agent, who's also a REALTOR® and wanted to make sure they were compensated. And there was a lot of back and forth about what's the best way to do this, can we call them a consultant because we're not allowed to? And in the middle of these conversations and working actually going to NAR legal and asking, is there any legal way for them to compensate our agent, they actually were announcing the fact that now they're actually able to do that at the closing. And so it was kind of in the middle of my agent going, help me. I want to get paid and they want to pay me. How do we get this done? And it's an incredible opportunity to see really NAR at work and how quickly we move.
(10:03):
The other one though, I have to say, what gets me into listings and what gets our agents into listings is the REALTOR® property resource. It is one of our number one tools used at our company. It is one of the number one most used, most utilized, and it's utilized for so many different reasons. The seller report or a mini property report really give the most robust information about someone's property, a full comps overview. And I can literally be at the park with my daughter and someone will be asking how the market is and what do you think my house is worth? And I live around the corner and I pull up my app, I open it, and I'm able to give them quick overview of the market of potentially their property and tell them information they may not even know about the schools in there, everything you want to know, walking distance to certain things, anything that you want about the property.
(10:58):
On top of that, it also has helped many of my agents create videos about market stats. It has a market stat area, and it will actually help them create, an AI writer will create the video script for them. And so, I always feel when my associates and agents don't know what to do, I send them directly to REALTOR® property resource, pull up the market stats in area, go out, take a quick video, post it, share it. And that has been an incredible only value just for being a member of National Association of REALTORS®, an incredible resource for our company.
Speaker 1 (11:33):
The last resource that I used, Christina, is RPR, and I used it as the federal political coordinator to go in and pull the information just from my congressional district. And because you mentioned artificial intelligence, I was able to feed that and come up with multiple vertical videos to share in one minute or less snippets about the value because artificial intelligence wrote the report from the RPR report. So we have all of the tools that we need in order to be successful. It is an important time for the real estate industry with the practice changes that went into effect last August. What was helpful to you when you were getting prepared for the practice changes and how is it going now?
Speaker 3 (12:20):
So we prepared close to 3,500 agents for these practice changes, and it felt like it was going to be the Y 2K of the real estate industry. I referred to August 17th as the Y 2K date, but the light stayed on and a lot of the reasons the light stayed on and we didn't lose power in the internet, didn't go out in the real estate agent world is truly because some of the training, the video training that was rolled out by National Association of REALTORS®, the consumer guides that we were able to provide, but truly just, sorry, truly just the fax REALTOR® website that I knew was going to be consistently updated no matter what time of day it was with information that was pertinent for my agents to be able work with and for brokers. And additionally rolled out resources from a transaction brokerage perspective, which is how we practice real estate here in Florida.
(13:16):
We are not an agency estate, and that is very confusing when we're rolling out buyer agent conversations. And so NAR pivoted helped our Floridians down here understand how transaction brokerage was affected and ensuring that we truly had a way forward through this. On top of that National Association of REALTORS® providing the free course to become an accredited buyer representative was absolutely a game changer. It provided the confidence for my agents to go out and work alongside buyers. We often say that competence builds confidence and by providing the education and tools and building their competence, they felt confident in getting through those practice changes.
Speaker 1 (14:01):
Mac,
Speaker 2 (14:03):
The practice changes that got implemented last August illustrated just how agile and nimble such a big organization could be and proved to be. I mean, I vividly remember exactly what departure gate at what airport I was at when the first news of the settlement broke, right? I mean, those of us who are in the trenches are like, there's the news and it's like, oh my gosh, what do we do? What do we do? What do we do? And we had only a few months to go from breaking news with so much information vacuum to fully ready or full-fledged implementation just a very few months later. And the National Association of REALTORS® was not able to protect the overwhelming majority of its members with that settlement. It really amounted to NAR putting a shield over the overwhelming majority of us, while also creating a pathway for people that weren't explicitly covered right up front to have a pathway to being covered.
(15:10):
So I think most of our members don't realize just how valuable that was. So we didn't have each of us brokerage by brokerage doing legal battles that we literally couldn't afford. That would've put us out of business. So there was that, but then there was, okay, so how do we adapt for these settlement changes, settlement mandated changes, and the speed with which educational resources were developed and updated to make sure that in contrast to the CE mills, you had things like that accredited buyers representative curriculum that got a complete reworking to make sure that it reflected the absolute state of the industry as of August 17th, and then make it available, take out every barrier to our agent population having access. If you were a member, if you're an NAR member, as Christina alluded to, you had that available for free up to date, completely revamped a hundred percent current and no added cost.
Speaker 1 (16:13):
Tell me how having access to education through NAR has helped you up your game. Have you and your agents use specialized NAR training to develop a business niche or expand your brokerage? Matt, what are you doing downstate Illinois?
Speaker 2 (16:31):
Well, something that's really near and dear to me is I've become a huge fair housing evangelist and N a's resources are just unparalleled when it comes to not just having sort of academic course content about fair housing and what the law says, but rather, NAR took this really amazing step a few years ago of collaborating with a Mind Science Research Institute to develop a curriculum that focuses on the mind science behind implicit bias.
Speaker 1 (17:07):
It happened to me, I was so bad because I'm thinking to myself, I know better and simply I asked one person three questions, another person five questions. Why didn't I ask both people the same amount of questions? And so you definitely have to look inward when you take that training. Christina, what about down in Florida?
Speaker 3 (17:28):
I would agree with Matt that the fair housing bias override and at home with diversity have to be some of the top tier training that we have at National Association of REALTORS® and how it does help separate our agents from others and truly understanding their unconscious bias. Even here in a, where we always say, we come from a very diverse city, how could we have these things? And we service so many diverse customers and we have all, and yet still to watch many of our agents go through those courses and realize they’re—they're potentially just asking not enough questions of everybody and not treating everyone fairly I think is so important. Additionally, the Center for Financial Wellness, we are a family-owned company. We have been around for close to a hundred years next year, and the saddest thing to me has been to help families bury real estate agents who have been with us for 30 years and made incredible livings, and yet were unable to invest correctly, to be able to live their best life to the end.
(18:40):
And so we have truly embraced that Center for Financial Wellness program to launch throughout all of our real estate agents. As new members come in and as new agents come in, they all want that financial freedom and peace, and yet we all feel we got into real estate to make a lot of money and had a lot of freedom, and yet we feel we have to work until we die because we don't know how to manage our money properly. We don't know where to invest or how or the best ways to do it. And so our company has tied a lot of our company programs into that financial wellness program. And then it helps change their mindset on how to approach customers and consumers because consumers ultimately are investing in real estate to get that financial freedom as well and to believe it's something they're going to pass on to their kids and how do we help them invest appropriately. The last piece, that one that changed our game back in oh eight and oh nine was the, and I'm going to say the whole name, which is the broker price opinion resource, and that was a game changer for us in 2008, 2009. We saw some of that of BPOs, the broker price opinions being requested from banks, come back a little bit through the COVID era.
Speaker 1 (19:52):
Last question. How would you say members can effectively showcase the value of working with an agent who is a REALTOR®? Christina?
Speaker 3 (20:01):
So I think many of the education and resources and tools that we mentioned today can help our agents effectively communicate. I think one of the most important thing is what Matt started with today, which is I am held to a code of ethics and I adhere to that and repeat that adherence. It's not something and not an oath I take and not something that I look at right when I joined National Association of REALTORS® and then throw it away. And I think if a consumer wants somebody at the highest level of their game, that's the best way to convey to them how you are going to get the best of the best when you are a member of the National Association of REALTORS®. Alternatively, I also feel we do this with new agents coming into the business and looking at joining a company that's a part of National Association of REALTORS® and one that's not, and I am able to effectively show them their REALTOR® property resource.
(20:59):
One of the ones I hadn't talked about actually is all the safety resources that our National Association of REALTORS® have. Anybody actually coming into the business that wants to feel safe in the way they practice. NAR has so many resources on ways to do that, best practices, tips, and different ways to make sure that they do feel safe. And so just having our brokerage be a member of National Association of REALTORS® helps me up my gain in recruiting agents and being able to show them the tools, the resources, the additional training that I believe it actually differentiates us and our business as well.
Speaker 1 (21:34):
Thank you, Matt.
Speaker 2 (21:37):
There's an old adage in our industry that's also backed up with empirical evidence, which is the more you learn, the more you earn. And one of the best showcases is get those NAR recognized designations and certifications. Certifications like at home with diversity, you pay once and you've got it forever designations you have to pay for on an ongoing basis. However, however, the reason to continue paying that renewal bill every year is related to what Christina was talking about. You're going to continue to get a constant flow of updated new information so that it doesn't get, it's not something you learn once and then allow it to collect dust on a shelf and allow your skills to become obsolete. So when I look at the way to competitively market yourself with an advantage over your peers, by all means don't just load up your business card with alphabet soup, explain what those designations are and why that makes you a better choice for actually being able to service the needs and protect the interests of public and of your clientele. But NAR recognized designations, most of which in most jurisdictions also can be used for CE are a huge competitive advantage.
Speaker 1 (22:57):
Definitely. I want to thank both of you for your time today and to our audience, thank you for tuning in.
Speaker 2 (23:05):
Thanks for having us, Marki. It's been a blast.
Speaker 3 (23:07):
Thank you, Marki. 

Speaker 1
Thank you, Matt. Honored to be alongside of you two today.
Speaker 1 (23:12):
Thank you for joining us at Drive with NAR, the REALTOR® to REALTOR® series. Tune in every month at magazine.realtor/drive or subscribe wherever you watch your podcast. Find more tips to boost your business at magazine.realtor.
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