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E- 
HABITS AND METHODS TO SUPERCHARGE YOUR 

PRODUCTIVITY 
 

By Andrew Syrios 

SINGLE-TASK 
I don’t know how many times 
I’ve heard people say that 
they are good at multitasking. 
Quite frankly, there is simply 
no such thing as multitasking. 
As Gary Keller notes in his 
book The ONE Thing:  

“Every time we try to do two 
or more things at once, we’re 
simply dividing up our focus 
and dumbing down all of the 
outcomes in the process. 
[And to] bounce between one 

activity and another you lose 
time as your brain reorients 
to the new task. Those 
milliseconds add up. 
Researchers estimate that we 
lose 28 percent of an average 
workday to multitasking 
ineffectiveness” (Keller 50). 

The solution is, of course, to 
single-task. This may sound 
simple, but it’s amazing how 
tempting the siren of 
multitasking can be. Make it a 
priority to focus on only one 

thing at a time and fight the 
urge to switch to something 
else when you hit a bit of a 
roadblock in whatever you 
are currently working on.  

WEEKLY GOALS 
Short-term goals help us 
clarify what we actually need 
to achieve so we actually 
perform what needs to be 
done. It could be something 
specific such as “analyze and 
make offer on the Gladstone 
Apartments,” or it could be 
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***Rehab Bus Tour*** 
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just keeping to a routine such 
as “work out five times 
this week.” 

Long-term goals are great 
too, but there is a tendency 
for the time it takes to 
complete a project to expand 
to meet the amount of time 
you allotted to that project in 
the first place. This article is 
about productivity, so the 
focus is on short-term goals 
to keep you on task. 

PARETO’S PRINCIPAL AND 
AVOIDING QUADRANT 3 
AND 4 
Pareto’s principal is also 
known as the 80/20 rule. 
Or in other words, it states 
that 80 percent of your 
results will come from 20 
percent of your work.  

So how do you figure out 
what activity falls into the 20 
percent and what falls into the 
80? I believe the best method 
is through the prism Stephen 
Covey laid out in his great 
book The 7 Habits of Highly 
Effective People . Namely, he 
divides activities into four 
groups: 

Quadrant 1: Urgent and 
Important 

Quadrant 2: Not Urgent 
But Important 

Quadrant 3: Urgent But 
Not Important 

Quadrant 4: Not Urgent 
and Not Important 

Much of his discussion is 
about Quadrant 2 and how 
easy it is to ignore. But here I 
want to focus on isolating 
what activities you 
consistently do that fall into 
Quadrant 3 and 4. Candy 
Crush and junk email fall into 
Quadrant 4, but Quadrant 3 
can be more deceptive. 

Quadrant 3 is the one to look 
out for. Yes, it may feel 
urgent to go look at that deal 
that wholesaler has been 
hounding you about, but 
given you’re almost certain 
it’s junk, it really isn’t 
important. 

One good way to evaluate 
this is to keep track of your 
daily activities for a week on a 
time card of sorts. Then 
review this at the end of the 
week and try to isolate the 
activities that really were 
important and those that 
were just busy work. 

DELEGATION 
Learning to let go and 
delegate is critical to growing 
your business and increasing 
your productivity. This could 
mean hiring an employee or 
perhaps getting a virtual 
assistant for either business or 
even just for helping you with 
personal tasks. Or it could be 
done by granting an employee 
or partner more authority. If 
it’s about giving more 
authority to someone, this 
comes with risk but also a 
huge upside. Yes, you will 
need to train and then 
monitor them, but if you can 
teach them to do part of what 
you are doing, you’ve 
basically replicated yourself. 

And what could be more 
productive than that? 

Summing up the iBuyer Landscape 

by Realtor, Erin Spradlin  

WHAT IS AN IBUYER? 
An iBuyer is a real estate 
entity with technology behind 
it. Right now, the big iBuyers 
are Zillow, Offerpad, and 
Opendoor. They are using 
scale to purchase homes, and 
then selling them at a 
markup. Much like other 
disruptors (Airbnb, Lyft, 
ClassPass), the assumption is 
that iBuyers may soon blow 
up real estate norms and 
make the experience cheaper 
and better for the end users: 
buyers and sellers.  

So, let’s look at the three 
basics:  

When would it make sense to use 
an iBuyer? 
At this point, iBuyers are 
supporting and targeting 
sellers more than they are 
targeting buyers. Most 
iBuyers are interested in 
single family homes that are 

relatively new builds. This 
would mean they were built 
between now and 1960-ish, 
which may not seem that 
new.  

I still don’t think it’s a good 
deal for sellers but there is 
one occasion where it might 
make sense. It could make 
sense to use an iBuyer if you 
are more concerned with 
convenience than money.  

We might see this if you sell 
your house but still haven’t 
picked somewhere to move. 
Rather than move out, 
temporarily get an apartment, 
and then move again when 
time allows, a lot of these 
iBuyers will allow you to stay 
in your place for an additional 
two months while you find 
your new place.  

Likewise, if lifestyle demands 
a quick change (e.g., job out 
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of state, ailing health), an 
iBuyer could make sense 
because of the speed of the 
process. 

Is using an iBuyer cheaper than 
using an agent? 
iBuyers cost sellers more to 
use and sell for less than a 
traditional agent. The 
standard right now is that 
sellers pay both commissions 
(the buyer’s agent’s 
commission and the seller’s 
agent’s commission). The 
cost of those commissions is 
usually between 5.6 and 6 
percent (total) of the cost of 
the house.  

iBuyers don’t call them 
“commissions,” but they are 
charging a rate between 7 and 
7.5 percent and calling it an 
experience charge or a seller 
credit. The use of the word 
“credit” is confusing because 
it makes it sound like money 
back in your pocket. But in 
reality, it is money out. 

iBuyers make their money on 

the spread between what they 
buy your house for and 
subsequently turn around and 
sell it for. So, they want you 
to sell your place as cheaply as 
possible. To the contrary, a 
traditional agent’s 
commission is tied directly to 
how much you sell your place 
for, so they are motivated to 
get you top dollar (because 
then they get top dollar). 

What is the future of iBuyers? 
As an agent, I’ll admit I’m 
afraid of iBuyers. It feels like 
in the next five to 10 years, 
they could clear the field of 
agents. They are currently 
making moves to do as such, 
but I don’t think they are 
there yet.  

The value proposition they 
offer is not strong enough or 
thorough enough (yet) to do 
that, but it’s reasonable to 
assume it is coming. 

Google pay-per-click ads 
from the Google AdWords 
platform, and these ads will 
show up across hundreds and 
hundreds of websites in the 
Google network.  

An investor in Austin, TX 
recently ran a campaign that 
automatically integrated 
Google ads, Facebook ads and 
Instagram ads with 
their yellow postcard 
campaign. 

They started seeing 
exponentially more exposure 
and repetition within their 
target market (family 
homeowners 30+ days late 
on their mortgage). Here are 
the raw numbers from their 
campaign: 

 13,218 yellow postcards 
mailed 

 530,000 Google ad 
impressions 

 1,158 clicks on those 
Google ads  

 27,900 social media ad 
impressions  

 79 social media ad clicks 

 405 tracked phone calls 

 295 qualified leads total 

Smart Marketing Strategies for REIs  

by Joy Gendusa 

With so many trendy 
marketing tactics popping up, 
what’s actually worth your 
investment as an REI? 

1. Retargeting — it can 

increase your marketing 
response by 400% 

Ever notice this phenomenon? 
You visit a website and then 
for some reason, you leave 
without taking action. 

Later, you see ads from that 
company popping up all over 
the internet on various other 
websites. You’ll even see 
these ads pop up in your 
Facebook and Instagram feeds 
— it’s like this company is 
suddenly everywhere! 

This is called retargeting. 
Retargeting is how you re-
advertise to people who’ve 
already expressed some 
interest in your business (like 
visiting your website), and it 
can increase your marketing 
response by 400%. 

So how do you do it? You run 
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That's more than enough 
leads to keep you busy. 

2. Facebook — 68% of 

U.S adults (your 
prospects) use it daily 

Yup, I’m talking about 
Facebook — love it or hate 
it, your prospects likely spend 
time on it! Not only do 68% 

of all U.S adults use Facebook 
(so, millions of people), but 
51% of Facebook users log in 
several times per day. 

That’s why running targeted 
ads from the Facebook 
Business Manager can't hurt. 
You can simultaneously run 
your Facebook ad on 
Instagram too, reaching 

prospects on this popular, 
visual mobile app. 

Facebook retargeting ads (like 
I mentioned above) are an 
amazing option for affordable 
follow up and repetition, but 
Facebook's paid ad platform 
will give you even more 
flexibility to reach new 
prospects. 

Granted, the targeting won't 
be what you're used to if you 
send direct mail often, but 
real estate-related content 
usually does pretty well on 
social media, since it's a topic 
that people are naturally 
curious about. 

Enter Facebook's pay-to-play 
game with caution and set 
your budget well ahead of 
time — oh and be sure to 
TRACK so you know 
whether or not it's paying off 
for you. 

3. Direct mail — the 

majority of Americans 
(81%) prefer it and the 

mailbox is almost empty 

When it comes to generating 
qualified leads for your real 
estate investment business, 
marketing to people via direct 
mail flat-out works. 

For REIs, your mailing list is 
going to be the bread and 
butter of your campaign. 
Many REIs have success 
targeting these demographics 
with direct mail: 

 Zip codes 

 Income range 

 Single-family dwelling 
unit vs. multi-unit dwelling 
unit 

 Number of years 

someone’s resided in the 
house 

 Married vs. single 

 Credit score 

 Recently divorced 

 Homeowners vs. renters 

You can build on direct mail's 
advantage (the mailing list) by 
running the coordinated 
retargeting ads I mentioned 
above. This will continue to 
increase your exposure at a 
fraction of the cost of 
continuing to reach these 
people by mail. 
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