
Sales Meeting
BROCKPORT OFFICE – 12/1/21





Agenda
• 1st Priority 

• Office Notes 

• Market Conditions 

• Award Ceremony 

• Holiday Gathering 

• New Fee Structure for Howard Hanna 

• Miscellaneous 



1st Priority 
MARY MARONE



Office Notes
• In Office 

• Business planning - 1 on 1 

• Technology assistance (AuthentiSign 2.0, Engage, Boost, Hanna Presentations) 

• Calendars or Mailers 
• Eileen is available to facilitate procurement and/or label/mail 

• Floor time & Phone Leads 

• Renovation 

• Coverage



Market Conditions – November – Brockport Office
Year Listings Written Closed

‘18 7 1,324,300 1,946,400
‘19 10 1,407,480 3,379,650
‘20 12 3,695,700 3,132,650
‘21 5 1,506,000 3,780,400

7 Mile Radius

23 Active (Residential, Condo/Twn)
5 Price Drops

46 DOM (Average)
32 DOM (Median)



Market Conditions
• Still competitive? 

• Appraisal Issues? 

• Survey & Title Delays 

• Freshen Listings (Update remarks, new photos, etc.) 

• What do you have coming up?



Awards Ceremony 2021
• February Prior to HannaCon 

• In-Person, Virtual, Hybrid



Holiday Celebration

We are doing one! 

Time, Date, Place - TBD



New Fee Structure

Option Description Pro/Con

1 $1,300 paid upfront for all of 2022. *Must 
be paid prior to 1/1/22

• Savings of $200 annually 
• Large upfront cost

2 $375 paid each quarter (1/1, 4/1, 7/1, 10/1) • Same Cost 
• Allows time for earnings

3 $250 per transaction for first 6 transactions 
prior to 8/31 (Balance to be charged at that 
point)

• Same Cost 
• Cost born with 

transactions 
• Large Payment if under 6 

transactions before 8/31

4 $125 paid each month (current plan) 
(All new hires to use this plan for first year to guarantee 4 
free months)

• Same Cost 
• Regular payment no 

matter activity. 



Miscellaneous 
• Smoke Detectors and Carbon Monoxide Detectors provided by sellers for every listing 

• Check updated forms in GRAR (Delayed Showing/Neg.) 

• Code of Ethics Training due 12/31/21 

• Winterization 

• Success Letter 

• “Only as good as the agent on the other side” 

• Be the agent you want on the other side





Success Letter
• Information on Market Conditions and Appreciation 

• Number of sales you had and volume  

• Did you hit your goal?  

• Thank everyone for their business over the years and ask for referrals 

• Share your 2022 goal – They will help you get there  

• Any Personal or Family updates  

• These people like you and want to help you succeed! All you have to do is stay top of 
mind, thank them and ask for the business!



Thank you for being here today!


