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Learn how to attract your ideal clients through video marketing using YouTube.
NATIONAL BOOK AWARD FINALIST • NATIONAL BESTSELLER • An audacious, darkly glittering novel set in the eerie
days of civilization’s collapse—the spellbinding story of a Hollywood star, his would-be savior, and a nomadic group of
actors roaming the scattered outposts of the Great Lakes region, risking everything for art and humanity. Now an original
series on HBO Max. Kirsten Raymonde will never forget the night Arthur Leander, the famous Hollywood actor, had a
heart attack on stage during a production of King Lear. That was the night when a devastating flu pandemic arrived in the
city, and within weeks, civilization as we know it came to an end. Twenty years later, Kirsten moves between the
settlements of the altered world with a small troupe of actors and musicians. They call themselves The Traveling
Symphony, and they have dedicated themselves to keeping the remnants of art and humanity alive. But when they arrive
in St. Deborah by the Water, they encounter a violent prophet who will threaten the tiny band’s existence. And as the
story takes off, moving back and forth in time, and vividly depicting life before and after the pandemic, the strange twist of
fate that connects them all will be revealed. Look for Emily St. John Mandel’s new novel, Sea of Tranquility, coming in
April 2022!
Mark Ferguson "describes exactly how he has made it big in real estate and what to expect as a real estate agent. Mark
breaks down how much money real estate agents can really make as well as how much work an agent will have to do. ...
real estate can be a wonderful business if you treat it as a business and plan accordingly. There are many things an
agent can do to be successful, which Mark details in this book. ... Choosing the right broker; Getting off to a fast start
selling houses; Finding the right lead sources; Where to spend your money; Where not to spend your money; The best
ways to network; How to build a business, not create a job; How to make your real estate agent business a sell-able
asset..."--Amazon.com.
What if you were able to quit your job today and make six figures in 12 months or less? Would you take the chance and
go for it? Flip Your Future is the step by step guide on how to achieve your dreams through flipping houses! In this book,
you'll learn every aspect of the flip: How to buy a home without using your own money! Where to look for deals! How to
get other people to find deals for you! How to determine rehab costs! Where to find great contractors! How to market
effectively! How to safely analyze deals and maximize profits! Ryan Pineda will share his methods for turning $10,000
into more than $1,000,000 in just three years. Flip Your Future is for anyone wanting to break free from the nine to five
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and live the life of their dreams. Whether you're new or experienced in real estate investing, Flip Your Future will teach
you everything you need to know about flipping houses to ensure maximum profitability--and security for your future.
In Exactly What To Say for Real Estate Agents, Phil M. Jones, Chris Smith, and Jimmy Mackin provide 30 Magic Words
to help with the most common, critical, and difficult conversations real estate agents have today. If you are open-minded
to a better way of selling, this book is for you.
Selling a house can be easy, but selling 100 houses per year is not. So, Is it possible? Except for working hard and being
agile in all situations, you need to know how to use tools to communicate with each other around you. This book is useful
for anyone working in real estate. Read and practice the methods that are offered by the book. This book guide step by
step and show you how to: -Close over 90% of your listing presentations before you even walk in the door. -Generate
legitimate leads while you sleep. -Use the secrets of Fortune 500 companies to build an active and loyal client base. -Use
socialized marketing to gain your community's respect and become the go-to Community Market Leader(R) in your area.
-Make over 100 deals per year (or whatever your goal is) using the power of social media and technology. -Create a
business model that fits your desired lifestyle and gives you true-time flexibility. -Build a sustainable business with a
consistent, reliable income stream-- no matter what the market is doing!
President Donald J. Trump lays out his professional and personal worldview in this classic work—a firsthand account of
the rise of America’s foremost deal-maker. “I like thinking big. I always have. To me it’s very simple: If you’re going to
be thinking anyway, you might as well think big.”—Donald J. Trump Here is Trump in action—how he runs his organization
and how he runs his life—as he meets the people he needs to meet, chats with family and friends, clashes with enemies,
and challenges conventional thinking. But even a maverick plays by rules, and Trump has formulated time-tested
guidelines for success. He isolates the common elements in his greatest accomplishments; he shatters myths; he names
names, spells out the zeros, and fully reveals the deal-maker’s art. And throughout, Trump talks—really talks—about how
he does it. Trump: The Art of the Deal is an unguarded look at the mind of a brilliant entrepreneur—the ultimate read for
anyone interested in the man behind the spotlight. Praise for Trump: The Art of the Deal “Trump makes one believe for a
moment in the American dream again.”—The New York Times “Donald Trump is a deal maker. He is a deal maker the
way lions are carnivores and water is wet.”—Chicago Tribune “Fascinating . . . wholly absorbing . . . conveys Trump’s
larger-than-life demeanor so vibrantly that the reader’s attention is instantly and fully claimed.”—Boston Herald “A chatty,
generous, chutzpa-filled autobiography.”—New York Post
A country house is unhappy when the city, with all its buildings and traffic, grows up around her.
According to the National Association of REALTORS(R) there are over 1.3 million real estate agent or broker members in the
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United States. The publisher selected seven top real estate agents and brokers from around the county to contribute to this book.
Mortgage lenders are a critical component of most real estate transactions. The publisher also selected three top mortgage
company executives and loan officers to contribute to the book to describe lending strategies for successful real estate
transactions. The authors include: Kathy May-Martin, Robin Lemon, Gus Pasquale, Christine Rich, Frank Bennett, Josh Vernon,
Jamey Reynolds, Brad Roche, Jason Perlow, and Troy Olson.Each of the contributors has a high volume of completed
transactions, is highly rated by their clients, and is an advocate for their clients success. The contributors are spread out
geographically across the United States. Each contributor has provided their insights for home buyers and/or sellers in their
respective area and with strategies that can work anywhere in the country. We hope that this book will become a useful reference
for consumers interested in buying or selling homes around the United States.
THE #1 NEW YORK TIMES BESTSELLER IS NOW A MAJOR-MOTION PICTURE DIRECTED BY RON HOWARD AND
STARRING AMY ADAMS, GLENN CLOSE, AND GABRIEL BASSO "You will not read a more important book about America this
year."—The Economist "A riveting book."—The Wall Street Journal "Essential reading."—David Brooks, New York Times Hillbilly
Elegy is a passionate and personal analysis of a culture in crisis—that of white working-class Americans. The disintegration of this
group, a process that has been slowly occurring now for more than forty years, has been reported with growing frequency and
alarm, but has never before been written about as searingly from the inside. J. D. Vance tells the true story of what a social,
regional, and class decline feels like when you were born with it hung around your neck. The Vance family story begins hopefully
in postwar America. J. D.’s grandparents were “dirt poor and in love,” and moved north from Kentucky’s Appalachia region to
Ohio in the hopes of escaping the dreadful poverty around them. They raised a middle-class family, and eventually one of their
grandchildren would graduate from Yale Law School, a conventional marker of success in achieving generational upward mobility.
But as the family saga of Hillbilly Elegy plays out, we learn that J.D.'s grandparents, aunt, uncle, sister, and, most of all, his mother
struggled profoundly with the demands of their new middle-class life, never fully escaping the legacy of abuse, alcoholism, poverty,
and trauma so characteristic of their part of America. With piercing honesty, Vance shows how he himself still carries around the
demons of his chaotic family history. A deeply moving memoir, with its share of humor and vividly colorful figures, Hillbilly Elegy is
the story of how upward mobility really feels. And it is an urgent and troubling meditation on the loss of the American dream for a
large segment of this country.
Take charge of your finances and achieve financial independence – the Clever Girl way Join the ranks of thousands of smart and
savvy women who have turned to money expert and author Bola Sokunbi for guidance on ditching debt, saving money, and
building real wealth. Sokunbi, the force behind the hugely popular Clever Girl Finance website, draws on her personal money
mistakes and financial redemption to educate and empower a new generation of women on their journey to financial freedom.
Lighthearted and accessible, Clever Girl Finance encourages women to talk about money and financial wellness and shows them
how to navigate their own murky financial waters and come out afloat on the other side. Monitor your expenses, build a budget,
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and stick with it Make the most of a modest salary and still have money to spare Keep your credit in check and clean up credit
card chaos Start and succeed at your side hustle Build a nest egg and invest in your future Transform your money mindset and be
accountable for your financial well-being Feel the power of real-world stories from other “clever girls” Put yourself on the path to
financial success with the valuable lessons learned from Clever Girl Finance.
Strategies for creating real estate wealth by star ting small--and always making the right moves Nationally known real estate
expert John Schaub learned his craft in the best way possible--on the job, and through every kind of market. Over three decades,
he learned to bank consistent profits as he built an impressive real estate mini-empire. Building Wealth One House at a Time
reveals how virtually anyone can accumulate one million dollars worth of houses debtfree and earn a steady cash flow for life.
Unique in that it focuses on buying houses in good-quality neighborhoods, Schaub's nine-step program includes: Renting to longterm tenants, with financial incentives to pay on time Avoiding the temptation of bigger deals, which invariably include bigger
problems A 10-year plan to pay off debt and own houses free and clear
With Success with Listings, Knolly Williams articulates the real estate listings process in a format that is easy to understand and
implement. This book will serve as your complete guide and Success Manual for your entire listings career.
Best-selling author Chris Guillebeau presents a full-color ideabook featuring 100 stories of regular people launching successful
side businesses that almost anyone can do. This unique guide features the startup stories of regular people launching side
businesses that almost anyone can do: an urban tour guide, an artist inspired by maps, a travel site founder, an ice pop maker, a
confetti photographer, a group of friends who sell hammocks to support local economies, and many more. In 100 Side Hustles,
best-selling author of The $100 Startup Chris Guillebeau presents a colorful "idea book" filled with inspiration for your next big
idea. Distilled from Guillebeau's popular Side Hustle School podcast, these case studies feature teachers, artists, coders, and
even entire families who've found ways to create new sources of income. With insights, takeaways, and photography that reveals
the human element behind the hustles, this playbook covers every important step of launching a side hustle, from identifying
underserved markets to crafting unique products and services that spring from your passions. Soon you'll find yourself joining the
ranks of these innovative entrepreneurs--making money on the side while living your best life.
Are you in the unfamiliar position of having a California house to sell and aren't sure where to start? According to the National
Association of Realtors, the average homeowner has their home ten years before moving. Ten! When it comes to real estate, a lot
can change over ten years. Too much is at stake when it comes to selling your house to get it wrong.This book will show you
exactly what top producing real estate agents do to sell their client's homes for top dollar, how to ensure your home sells fast, and
what goes on behind the curtain of real estate sales.In this book, you'll learn:-The top ten myths bad agents tell potential clients to
get listings (and how you can avoid falling prey to them)-Negotiating tactics top agents use to net their clients more money-Tactical
tips to remove leverage from buyers before going into contract-How to price your home to get the maximum exposure from buyersHow to position your home to be the best available option in its price range-How to stage your home to be in the best shape
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possible-Tips for saving massive money on home repairs-The difference between a salesperson and an agent-How to ensure a
smoother escrow and enjoy the home selling process-How to read, identify, and verify a Comparative Market Analysis-How to
make sure you did everything possible to net top dollar on your home!Our job is to protect and serve the interests of our clients. As
a top producing agent with a background in real estate investing, I'll use the same techniques to sell your home I've learned selling
my own. There is a lot of bad information floating around about what sells a home. This book cuts through the fluff and gets right to
the core of what works to sell a home, how to maximize top dollar profit potential, and how we can work together as a team to
make that happen.David Greene is a top producing real estate agent with Keller Williams Realty. David is the co-host of the
BiggerPockets podcast, author of the best selling "Long Distance Real Estate Investing: How to Buy, Rehab, and Manage Out of
State Rental Property", and is a nationally recognized authority on real estate. David has been featured on CNN, Forbes,
BiggerPockets, Entrepreneur on Fire, and HGTV's "House Hunters". Follow David's work at www.GreeneIncome.com and on
social media @DavidGreene24
“Guides readers toward the road less consumptive, offering practical advice and moral support while making a convincing case
that individual actions . . . do matter.” —Elizabeth Royte, author, Garbage Land and Bottlemania Like many people, Beth Terry
didn’t think an individual could have much impact on the environment. But while laid up after surgery, she read an article about the
staggering amount of plastic polluting the oceans, and decided then and there to kick her plastic habit. In Plastic-Free, she shows
you how you can too, providing personal anecdotes, stats about the environmental and health problems related to plastic, and
individual solutions and tips on how to limit your plastic footprint. Presenting both beginner and advanced steps, Terry includes
handy checklists and tables for easy reference, ways to get involved in larger community actions, and profiles of
individuals—Plastic-Free Heroes—who have gone beyond personal solutions to create change on a larger scale. Fully updated for
the paperback edition, Plastic-Free also includes sections on letting go of eco-guilt, strategies for coping with overwhelming
problems, and ways to relate to other people who aren’t as far along on the plastic-free path. Both a practical guide and the story
of a personal journey from helplessness to empowerment, Plastic-Free is a must-read for those concerned about the ongoing
health and happiness of themselves, their children, and the planet.
Presents practical advice on selling strategies and techniques that can be implemented to successfully sell real estate and achieve
financial independence.
#1 Best-Seller on Amazon! According to recent surveys the average real estate agent makes less than $10,000 a year and close
to 90% of new agents will not last more than two years in the business. Fewer than 10% of agents will make over $100,000 and
the majority that do have been in the business for decades. The average real estate agent sells 12 homes a year and for agents
that are just starting out that number is less than four. In 2012 Dan Lesniak used a unique strategy to upend the industry trends. In
his first year in real estate Dan had over 36 transactions totaling over $22 million in sold volume, making him one of the most
successful rookie real estate agents ever on his way to taking over one of the most competitive market areas in the country, that
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had previously been dominated by agents with over 10 years experience. In The HyperLocal, Hyper Fast Real Estate Agent, Dan
tells how he used the Segmentation, Targeting and Positioning (STP) framework to identify potential markets, choose which ones
to go after and how to add massive value to the consumers in that market. This book will teach you how to use the STP framework
to enter new markets or increase market share in your existing markets by adding more value to your potential clients and
communicating your value proposition to the market. Whether you are a new agent getting started or a veteran agent looking for
more growth this book will show you how to do it using examples of how Dan did it in the hyper competitive Arlington, VA (Greater
Washington DC) market. What Other Industry Leaders Have Said About the Book "I have been coaching realtors for 22 years. Dan
is the best business man who sells real estate that I've ever seen. He has great systems, structures, and processes. That is what
separates him from the rest!" -Rick Ruby - Core Head Coach One of my favorite sayings is "follow the yellow brick road." In this
book, Dan clearly lays out the path to the Emerald City, avoiding all the dangers of creating your own way. In Dan's first year, he
closed over $22 million in sales, a feat matched by only the tiniest fraction of real estate agents-regardless of experience. If you
are looking for a step-by-step plan from someone who has done it, this is the book for you! -Pam O'Bryant, Chief Engagement
Officer for Keller Williams Capital Properties, Contributor to Gary Keller's The Millionaire Real Estate Agent book There is no
greater opportunity right now in the real estate industry than there is in the expansion market. This will require you to grow in your
existing market and know how to expand in new ones. This book is a great example of how to rapidly expand in any market and is
a must read for expansion team leaders. -Noah Ostroff, Chief Executive Officer of Global Living and Top Selling Keller Williams
Agent Dan Lesniak is the real deal. He runs the most profitable real estate team I know of, hands down. If you want to compress
time to achieve your goals, listen to this guy and take action now! -Jeff Latham, President of Latham Realty Unlimited with 275
homes sold annually Dan and I first met when he was just getting started in the business, and I have been blown away at how he
was able to grow his brand so rapidly in a very competitive market. Dan's creative approach and tenacity has served him well, and
he is a great example of how to commit and succeed as a young real estate agent. -Thad Wise, Senior Vice President with First
Savings Mortgage Corporation and $100 Million Loan Officer Dan Lesniak is by far one of the brightest and highest-skilled real
estate agents I have had the pleasure of working with; his strategies for his clients are brilliant! Dan has succeeded in one of the
most competitive markets in the country, while also growing his brokerage and giving back to the community. -Elysia Stobbe, Real
Estate RockStar and #1 Best Selling Author of How To Get Approved for the Best Mortgage Without Sticking a Fork in Your Eye
Whether you've been in real estate for 18 days or 18 years, if you haven't achieved the success you really want, you need to read
this book. You entered real estate for the upside: interesting work, flexible hours, and the potential to make good money, right? But
the median gross income for the 1.2 million REALTORS(R) in the United States is just over $42,000 per year! That's about $21 per
hour (if you only work 40 hours per week) with no paid vacation, no paid sick leave, and rarely any company health insurance plan.
Is this what you signed up for? You're a goal-setter and a go-getter. You work hard and you're smart. You've learned the business
and put long hours into it. Yet, it still seems like a struggle. Always chasing your next client, listing, or commission check. Spending
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weekends and evenings on work, not with family. Getting tossed around by a market you can't control. You've done everything
you've been taught, but it's still not enough. What's the secret? Doing things differently than you've ever been taught. Krista
Mashore says, "I've been in the Top 1% of all Realtors nationally for 15 years, not because I'm smarter or work harder than
everyone else. It's because I research and implement specific techniques that catapult me to where I am." In this book, Krista
Mashore will give you step by step instructions and show you how to: - Close over 90% of your listing presentations before you
even walk in the door. - Generate legitimate leads while you sleep. - Use the secrets of Fortune 500 companies to build an active
and loyal client base. - Use socialized marketing to gain your community's respect and become the go-to Community Market
Leader(R) in your area. - Make over 100 deals per year (or whatever your goal is) using the power of social media and technology.
- Create a business model that fits your desired lifestyle and gives you true time flexibility. - Build a sustainable business with a
consistent, reliable income stream- no matter what the market is doing! "If you implement even 50% of what I recommend in this
book, I know your business will at least double within the first eighteen months." - Krista Mashore Based in Northern California,
Realtor(R) Krista Mashore sold 69 homes in her first year and has personally sold over 100 homes every year since. On track to
sell 200 homes this year, Krista now also coaches and trains brokers and agents throughout the U.S. on cutting edge real estate
techniques and technologies.
An exploration of why people all over the world love to engage in pain on purpose--from dominatrices, religious ascetics, and
ultramarathoners to ballerinas, icy ocean bathers, and sideshow performers Masochism is sexy, human, reviled, worshipped, and
can be delightfully bizarre. Deliberate and consensual pain has been with us for millennia, encompassing everyone from Black
Plague flagellants to ballerinas dancing on broken bones to competitive eaters choking down hot peppers while they cry.
Masochism is a part of us. It lives inside workaholics, tattoo enthusiasts, and all manner of garden variety pain-seekers. At its core,
masochism is about feeling bad, then better—a phenomenon that is long overdue for a heartfelt and hilarious investigation. And
Leigh Cowart would know: they are not just a researcher and science writer—they’re an inveterate, high-sensation seeking
masochist. And they have a few questions: Why do people engage in masochism? What are the benefits and the costs? And what
does masochism have to say about the human experience? By participating in many of these activities themselves, and through
conversations with psychologists, fellow scientists, and people who seek pain for pleasure, Cowart unveils how our minds and
bodies find meaning and relief in pain—a quirk in our programming that drives discipline and innovation even as it threatens to
swallow us whole.
A Millions Most Anticipated Book of 2021 Real Estate is the third and final installment in three-time Booker Prize nominated
Deborah Levy's Living Autobiography series: an exhilarating, thought-provoking and boldly intimate meditation on home and the
specters that haunt it in our patriarchal society. “Three bicycles. Seven ghosts. A crumbling apartment block on the hill. Fame.
Tenderness. The statue of Peter Pan. Silk. Melancholy. The banana tree. A love story.” Virginia Woolf wrote that in order to be a
writer, a woman needs a room of one's own. Now, in Real Estate, acclaimed author Deborah Levy concludes her ground-breaking
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trilogy of living autobiographies with an exhilarating, boldly intimate meditation on home and the specters that haunt it. In this
vibrant memoir, Levy employs her characteristic indelible writing, sharp wit, and acute insights to craft a searing examination of
womanhood and ownership. Her inventory of possessions, real and imagined, pushes readers to question our cultural
understanding of belonging and belongings and to consider the value of a woman's intellectual and personal life. Blending
personal history, gender politics, philosophy, and literary theory, Real Estate is a brilliant, compulsively readable narrative.
87% of real estate agents fail within the first five years. Don't become another casualty According to the National Association of
REALTORS(R), real estate agents with less than two years' experience have a median gross income of $9,300, while real estate
agents with 16 years experience have a median gross income of $71,000. What if there was a better, more efficient way to build
your real estate business without waiting 15 years or more? Six-Figure Real Estate Agent gives both new and seasoned real
estate agents a practical and proven guide to get more clients, generate more sales, and earn higher commissions. Bestselling
author, investor, and top-producing real estate agent, David Greene, shares the exact systems and processes that he used to
scale his own real estate agent business, from solo agent to a thriving funnel and referral system with repeat business. This book
will teach you an easy-to-implement system that will grow your real estate business quickly--without having to waste your time
door knocking, calling FSBOs and expireds, or spending all your money chasing after paid-for internet leads. Inside, you'll
discover: Why most agents don't succeed, and how to overcome those common hurdles How to inhabit the mindset of a topproducing agent Steps to build a massive sales funnel that always replenishes itself Tips, tools, and proven strategies for moving
clients down the sales funnel How to master the art of the close Ten lead generation strategies (that you'll actually enjoy ) Lead
follow-up techniques that will keep you clients coming back How to build a thriving database And so much more
What if you could sell 500 homes a year AND still have the time, money and freedom to live the life you want? If that's you, then
this book was written for you. This is NOT a book for people who are just looking to sell a few homes as an agent or looking for a
"get rich quick" plan in real estate. It's for those that are looking to EXPLODE their business to profitability, so that they can
experience the freedom that life offers. In Explode, seasoned real estate pro Rhyan Finch shares with you exactly how to: -Sell
500 homes a year -Build an empire that gives you time, freedom and BALANCE (so you can spend more time with your friends
and family) -Avoid the key mistakes that most new and seasoned real estate professionals make (that can literally cost them
everything) -How to systemize your business so that it runs without you (instead of running you) -The fastest and most profitable
way to grow your team (without pulling your hair out) -And much MORE! Scroll up and purchase your copy today!
From New York Times bestselling author and nationally syndicated talk radio host Dave Ramsey comes the secret to how he grew
a multimillion dollar company from a card table in his living room. If you’re at all responsible for your company’s success, you
can’t just be a hard-charging entrepreneur or a motivating, encouraging leader. You have to be both! Dave Ramsey, America’s
trusted voice on money and business, reveals the keys that grew his company from a one-man show to a multimillion-dollar
business—with no debt, low turnover, and a company culture that earns it the “Best Place to Work” award year after year. This
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book presents Dave’s playbook for creating work that matters; building an incredible group of passionate, empowered team
members; and winning the race with steady momentum that will roll over any obstacle. Regardless of your business goals, you’ll
discover that anyone can lead any venture to unbelievable growth and prosperity through Dave’s common sense, counterculture,
EntreLeadership principles!
Your successful career in real estate starts here! The first 365 days of working in real estate can be one of the most tumultuous
times in your career - full of hard lessons, heart breaks and hard work. Just because you have a license, doesn’t mean you have a
business. But if you get the important stuff right, a great future is yours for the taking. This honest, eye-opening and completely
practical insider's guide shows you how to get where you want to be - even if you're starting from nothing. Author and successful
real estate agent Shelley Zavitz reveals in unprecedented detail: - what to expect the first year of your career - how to implement
systems that will impact your business in the next 90 days - how to build a marketing plan in a digital world - how to work your
contacts to start your referral pipeline - how mindset can make or break your business and what to do about it - why surrounding
yourself with the right people is essential. Shelley shares her own story as a new real estate agent - including how she built a
brand starting with a network of just four people in a totally new city. The book also comes complete with worksheets, hot lists and
examples of great branding so that you can catapult your business into the fast lane right now. Your First 365 Days in Real Estate
is the number-one resource for new agents in the industry - don't miss out on your potential as a realtor without it.
Can this one book Really help me sell more homes?The answer is YES!This book is the very essence of what top producing real
estate agents businesses look like. And I should know, because: 1) For six consecutive years, I sold 100 or more homes. 2) I
created what I called 'The Game'. The rules were simple: I didn't have to see the seller, I didn't have to see the home, I took the
listing at full commission and at a price I chose in advance but positioned it as if they did, and Had them love me for it (40 % of the
listings I took in my last 2 years before retirement as an active and aggressive real estate agent were as a result of The Game)
and 3) I routinely hung out with Top Producing Agents from throughout North America where we compared notes, shared victories
and pushed & encouraged each other to reach ever higher levels of achievement.There's no fluff in this outline. Inside you'll
discover:The 8 Elements of the 'Sell 100 Homes a Year' planThe Number 1 Thing EVERY Super Successful Real Estate Agent
Has & Does Daily!A Key Component of ALL Successful Businesses - Even Real Estate!The Two, and only Two, parts of ANY and
ALL For-Profit and Non-Profit Businesses & even the Government!12 proven ways to generate income for any Real Estate Agent
andHow to Retire EARLY! (hint: you're already trained to do it!)Beware: What's inside this book is What You Need To Hear, Not
What You Want To Hear!
With over 1,000 successful real estate deals between them, the authors combine the science of negotiation with real world
experience to dive into all aspects of the real estate negotiation process -- from the first interaction with a buyer or seller, to
renegotiating the contract after unexpected issues arise, to last-minute concessions at closing. Aimed at real estate investors and
agents at any level, this book not only covers all aspects of negotiating real estate deals, but also contains dozens of true-life
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stories that highlight how strong negotiation can result in more and better deals, as well as dialogue that will teach you what to say
and how to say it, strengthening your ability to close profitable transactions.
Transform your real estate business into a sales powerhouse In The High-Performing Real Estate Team, experienced real estate
coach Brian Icenhower shares the systems and secrets of top real estate agents and brokerages. The book offers actionable
systems and processes that can be immediately implemented to take you, your fellow agents, and your team or brokerage to the
next level. Focusing on the 20% of activities that drive expansion, this book shows you how to create renewed enthusiasm,
productivity, engagement, and exponential growth at your real estate team. With this book, you will: Discover how to create a viral
goal that spreads throughout your team and drives change Learn to focus on core activities that result in the majority of your
growth and productivity Cultivate personal responsibility with public accountability and accelerate growth with a custom team
dashboard that measures metrics for success Written for real estate agents, teams, brokerages and franchise owners, The HighPerforming Real Estate Team is an indispensable resource that will guide you toward growth while providing you with the
resources and downloadable materials to reach your goals faster.
A Wall Street Journal Business Bestseller: This "vivid" inside story of WeWork and its CEO tells the remarkable saga of one of the most
audacious, and improbable, rises and falls in American business history (Ken Auletta). ?Christened a potential savior of Silicon Valley's
startup culture, Adam Neumann was set to take WeWork, his office share company disrupting the commercial real estate market, public, cash
out on the company's forty-seven billion dollar valuation, and break the string of major startups unable to deliver to shareholders. But as
employees knew, and investors soon found out, WeWork's capital was built on promises that the company was more than a real estate
purveyor, that in fact it was a transformational technology company. Veteran journalist Reeves Weideman dives deep into WeWork and it
CEO's astronomical rise, from the marijuana and tequila-filled board rooms to cult-like company summer camps and consciousness-raising
with Anthony Kiedis. Billion Dollar Loser is a character-driven business narrative that captures, through the fascinating psyche of a billionaire
founder and his wife and co-founder, the slippery state of global capitalism. A Wall Street Journal Business Bestseller “Vivid, carefully
reported drama that readers will gulp down as if it were a fast-paced novel” (Ken Auletta)
Eleven-year-old Isabella’s blended family is more divided than ever in this “timely but genuine” (Publishers Weekly) story about divorce and
racial identity from the award-winning and New York Times bestselling author of Out of My Mind, Sharon M. Draper. Eleven-year-old
Isabella’s parents are divorced, so she has to switch lives every week: One week she’s Isabella with her dad, his girlfriend Anastasia, and
her son Darren living in a fancy house where they are one of the only black families in the neighborhood. The next week she’s Izzy with her
mom and her boyfriend John-Mark in a small, not-so-fancy house that she loves. Because of this, Isabella has always felt pulled between two
worlds. And now that her parents are divorced, it seems their fights are even worse, and they’re always about HER. Isabella feels completely
stuck in the middle, split and divided between them more than ever. And she is beginning to realize that being split between Mom and Dad
involves more than switching houses, switching nicknames, switching backpacks: it’s also about switching identities. Her dad is black, her
mom is white, and strangers are always commenting: “You’re so exotic!” “You look so unusual.” “But what are you really?” She knows
what they’re really saying: “You don’t look like your parents.” “You’re different.” “What race are you really?” And when her parents, who
both get engaged at the same time, get in their biggest fight ever, Isabella doesn’t just feel divided, she feels ripped in two. What does it
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mean to be half white or half black? To belong to half mom and half dad? And if you’re only seen as half of this and half of that, how can you
ever feel whole? It seems like nothing can bring Isabella’s family together again—until the worst thing happens. Isabella and Darren are
stopped by the police. A cell phone is mistaken for a gun. And shots are fired.
From the most trusted name in real estate, a new and fully updated edition of the indispensable guide that helps first-time buyers land the
home of their dreams What does "location, location, location" really mean? How do I decide what to offer on a house? What exactly is the
closing? Buying a home is one of the most important decisions in any person's life. It will be the place where you plant your roots, come home
after a long day, raise a family, or make a successful investment. But how, with everything from student loans and an uncertain marketplace
stacked against you, do you get to that idyllic future? In 100 Questions Every First-Time Home Buyer Should Ask, Ilyce Glink, one of the most
trusted names in real estate, answers all of your questions about home buying--and some you didn't know you had--and takes you on a
personal journey from open houses to moving day. Weaving together advice from top brokers around the country with illustrative stories and
her own unparalleled expertise, 100 Questions is a one-stop shop to getting the home of your dreams.
This national bestseller is a lively and practical guide on how to sell anything and achieve long-term success in business. Ryan Serhant was a
shy, jobless hand model when he entered the real estate business in 2008 at a time the country was on the verge of economic collapse. Just
nine years later, he has emerged as one of the top realtors in the world and an authority on the art of selling. Sell It Like Serhant is a smart, at
times hilarious, and always essential playbook to build confidence, generate results, and sell just about anything. You'll find tips like: The
Seven Stages of Selling How to Find Your Hook; Negotiating Like A BOSS; How to Be a Time Manager, Not a Time Stealer; and much more!
Through useful lessons, lively stories, and vivid examples, this book shows you how to employ Serhant's principles to increase profits and
achieve success. Your measure of a good day will no longer depend on one deal or one client, wondering what comes next; the next deal is
already happening. And Serhant's practical guidance will show you how to juggle multiple deals at once and close all of them EVERY.
SINGLE. TIME. Whatever your business or expertise, Sell It Like Serhant will make anyone a master at sales. Ready, set, GO! Sell It Like
Serhant is a USA Today Bestseller, Los Angeles Times Bestseller, and Wall Street Journal Bestseller.
An upcoming book to be published by Penguin Random House.
Finally, a book that busts the myths of the real estate sales industry. It reveals the reasons why you will always leave money on the table
regardless of which agent you sell with. Thankfully, it gives a much better alternative to achieving the highest sale price for your home for a
fraction of the cost of an agent.
"First published in hardcover in Great Britain by Viking, an imprint of Penguin Books, a division of Penguin Random House Ltd.,
London"--Copyright page.
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