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TEXT 1 The Key to a Successful Referral Network

VOCABULARY

Like-minded colleagues - eTMHOMBIIITICHHUKH
Real estate - HeqBHKUMOCTD

Real estate broker - 6pokep 1Mo HeIBHKUMOCTH
Referral network - 6a3za manuabix

Referral resources - nonoaHuTebHas HHGOPMALUS
Sales volume - 06beM mpogak

To follow up with - caenuts 3a

To give referrals - mpegocTaBisiTh HHGOPMALIHIO
To keep in touch - nmogmepxuBaTh OTHOIICHUS

To make connections - co3naBath (HaJla)KUBaTh) CBSI3H
To up someone’s ante - mogHUMATh CTABKU

Read the text and do the following exercises:

Success is defined not only in terms of sales volume or the size of a brokerage,
but also in terms of your referral network. People often say: It’s not what you know,
but who you know.

With that in mind, a large referral network is the lifeblood of all successful real
estate brokerages. Even though you’ve already discussed this with your agents, it’s
important to continually remind them of the value of growing their referral network,
with clients and agents alike.

Agents are most likely to get referrals from those with first-hand experience of
their reputation, knowledge and professionalism. For this reason, past clients are a
natural source of referrals. Encourage your agents to maintain relationships with
clients beyond the transaction.

Recommend that agents follow up with clients soon after the sale, thanking them
for their business and checking in on how they’re settling into their new home. This
offers an organic opportunity to ask the client for recommendations of your services.
Continue to keep in touch through periodic mailings such as market reports, home
trends and cards on the anniversary of the clients’ home purchase.

Connecting with other agents, both locally and beyond, is also critical to building
a strong referral network. Your agents’ reputation in the industry will serve your firm
well. Education courses, industry meetings and social events hosted at the local, state
and national levels are all great avenues for you and your agents to make new
connections. These events provide opportunities to meet new colleagues while
learning about topics and skills that can help an agent’s businesS. Encourage your
agents to do their research ahead of time and arrive at the event with specific
networking goals. For example, perhaps they want to connect with people from a
certain geographic region, or area of expertise. This targeted approach to networking



will achieve results that are immediately useful. Also, remember that giving referrals
IS just as important as receiving them. Meeting other outstanding professionals in the
field means your agents will be prepared the next time someone asks for a
recommendation.

Since conventions offer an abundance of networking opportunities within a
relatively short time period, try to attend at least one a year. Many state associations,
brokerage firms and affiliate institutes offer conventions annually. If your agents are
ready to up their ante, the annual REALTORS® Conference & Expo is right around
the corner. Taking place in Orlando, Fla., this event offers education sessions, the
trade expo and a global networking center—ideal venues for networking with like-
minded colleagues from across the globe.

REBAC members have access to additional referral resources at REBAC.net,
such as developing a systematic referral strategy through the “Art of Referral”
webinar and connecting with fellow ABR® designees in exclusive networking
forums. If you’re attending this year’s annual Conference & Expo, be sure to stop by
the ABR® booth, join us at the ABR®, GREEN and SRES® Networking and Awards
Reception, or attend one of REBAC’s pre-convention courses. Hope to see you there!

Exercise 1. Insert the missing words and word combinations:

1. Success is defined not only in terms of sales volume, but also in terms of your

2. Past clients are of referrals.

3. Recommend that agents clients soon after the sale.
4. Continue through periodic mailings.

5. Education courses, social events hosted at the local, state and national levels are all

great avenues for you and your agents

6. Encourage your agents to arrive at the event Wlth

7. Also, remember that IS just as important as recelvmg them.

8. If your agents are ready , the annual REALTORS Conference and

expo is right around the corner.

9. This event offers education sessions, the trade expo and global networking center-
ideal venues for networking with from across the globe.

10. REBAC members have access to additional at REBAC.net.

Exercise 2. Translate the sentences from Exercise 1 into Russian.

Exercise 3. Answer the questions to the article:

1. Is success defined only in terms of sales volume? What is the lifeblood of all
successful real estate brokerages?

2. What is a natural source of referrals?

3. Through what can real estate brokerages continue to keep in touch with clients?

4. Give examples of great avenues for you and your agents to make new connections?

5. What is just as important as giving referrals?

6. Who offers conventions annually?



7. Where do the annual REALTORS® Conference & Expo take place?

8. What does REALTORS® Conference & Expo offer?

9. What webinar do REBAC members have access to?

10. Is taking part in conventions helpful to real estate agents? Why? (Give your
reasons)

Exercise 4. Render the content of the article in brief.



TEXT 2 The Power of Referrals
VOCABULARY

A small token — nHeGomnp1I0it 3HAK

An empty nest - (31.) may3a

A gentle reminder - BexMBO€ HaIIOMHUHAHKE, HAMEK

A pipeline - (31.) komaHa, OpraHU3aIUs

A token of appreciation - 3Hax mpU3HATEILHOCTH

Reliable leads - (31.) HagekHbBIC MOKyHaTEIN

Referrals - nuandopmarms

Referrer - moap3oBaTeb CUCTEMBI

Solid foundation - mpoussIii GyHIaMEHT

To build steady stream - co3naTh Ha HEPEPHIBHBIHN MTOTOK
To drive business - pasBuBaTh OH3HEC

To lean into smth - onupartkcs, moyaratbesi Ha YTO-JINOO
To start out to trust referrals - HauaTh 10BepATH JaHHBIM (MCTOYHUKAM HH()OPMAITUH )

Read the text and do the following exercises:

One of the goals of any real estate professional is to build a steady stream of
reliable leads. However, when many agents start out in the industry, they rely on
traditional methods to market their business and generate leads. Unfortunately, even
as they gain experience, they continue to rely on those unreliable traditional methods
of lead generation instead of tapping into their most valuable resource—their clients.
Although the transaction ends when your clients sign the papers, your relationship
with them doesn’t. When you continue to offer great service to your clients after the
transaction has closed, they’ll appreciate the value you provide, and, if asked, will
refer you to their family and friends. After all, they want to make sure the people they
care about are taken care of.

Think Like a Client

According to a study by Nielsen, 92 percent of consumers trust referrals from
people they know. If you’re looking for a good hairstylist, contractor or gardener,
don’t you usually ask your friends who they use? If your friends have had a great
experience with the service, you’ll trust that you’ll have a great experience as well.
The same is true for your clients. If they’re referred to you by someone they trust,
they’ll often extend that trust to you.

This is why referred leads are “warmer,” more reliable and often a higher quality
than leads received through traditional sales methods. Instead of starting at square
one, trying to explain your services and how you work, you can jump into building
the relationship and finding ways to help them achieve their real estate goals.



Focus on the Relationship

When you work by referral, your focus is on continuing to build a solid
foundation for the relationship. This means staying in touch, finding ways to serve
and looking for ways to connect them with other people or businesses in your
network. Your relationships drive your business. From those relationships come
referrals.

Give

Since high-quality service is your calling card, provide value and look for ways
to help. When you speak with clients, listen for a need. Are they thinking of
renovating a bathroom? Connect them with a contractor or plumber in your network.
Is their child applying to colleges out of state? Give them a book to help them cope
with having an empty nest. While these gestures seem small, they show your clients
that you care and that you’re looking out for their best interests.

Ask

Many agents think if they offer their clients great service, their clients will
automatically refer them. Not necessarily; sometimes they need a gentle reminder. At
the end of your conversations, remind them that you’re never too busy for their
referrals, or include a reminder at the bottom of your correspondence. This
suggestion will stay at the top of their mind, so if a family member or friend mentions
they’re thinking of buying or selling a home, they’ll think of you.

Receive

When you receive referrals, acknowledge and reward the referrer with a note
and a small token of appreciation, such as a gift card to a favorite restaurant or store.
Even if the referral doesn’t lead to a closed transaction right now, it may lead to more
referrals in the future. The intention is to reward the behavior, not the result.
If you want to enjoy a steady stream of reliable leads, lean into your relationships
with your clients and ask for referrals. Not only will you always have leads in your
pipeline, but you’ll also build a database of great people who you enjoy serving. And,
what’s more fun than helping people you genuinely like achieve their real estate
goals?

Exercise 1. Insert the missing words and word combinations:

1. One of the goals of any real estate professional is of reliable leads.
2. When many agents in the industry, they rely on traditional methods.
3. 92% of consumers from people they know.

4. Referred leads are *warmer’, more reliable than leads received through :

5. When you work by referral, your focus is on continuing for the
relationship.

6. High-quality service is your , provide value and look for ways to help.

7. Remind your clients that you’re never too busy for or include at

the bottom of your correspondence.



8. When you receive referrals, acknowledge and reward with a note and a
, such as gift card to a favorite restaurant or store.
9. If you want to enjoy of reliable leads, lean into your relationship with
your clients and

Exercise 2. Translate the sentences from Exercise 1 into Russian.
Exercise 3. Answer the questions to the article:

1. What is the main goal of any real estate professional?

2. What are reliable leads?

3. Why are referral leads “warmer” and more reliable?

4. Is it important to think like a client? Why?

5. How do our relationships drive our business?

6. What gestures may your client show?

7. What is a calling card?

8. In what way does a gentle reminder can help you?

9. What should you do to enjoy steady stream of reliable leads?

Exercise 4. Render the content of the article in brief.



TEXT 3 Stay Connected to Your Business When You’re on the Go

VOCABULARY

Calling card - Busutka

Real estate - HeABHXMMOCTH

To access the database - umeTs HocTym K 6a3e JaHHBIX

To build the relationship - mocTpouTs B3aMMOOTHOIICHHUS
To drive one’s success - pa3BUBaTh yCIEX

To pop in oNn - BEIACIUTD

To raise the bar - moxHsATE TIIAHKY

To stay on top of the tasks - octaBaTbCs Ha BepIIMHE 33129
TO SyNnC - CHHXpOHHU3UPOBATh

To track the activity - oTcieUTh MOIB30BATENBCKYO AKTHUBHOCTh
To update design - 0OHOBUTH JU3aiiH

To upload one’s contacts - 3arpy3uTh KOHTAKThI

Work by referrals - paborats ¢ qaHHBIME

Read the text and do the following exercises:

As a busy real estate professional, you’re likely most productive when you’re
away from your desk and out meeting with clients, showing homes and presenting
your home marketing plan to potential sellers. Luckily, technology has made it
possible to run your business from anywhere with the help of your smartphone or
tablet. Perhaps that’s why, according to NAR’s 2015 Member Profile, 91 percent of
real estate agents rely on their smartphones every day to help them stay connected to
their businesses and clients.

If you’re running your business from a smart device, a mobile-centric Client
Relationship Management (CRM) system is essential to build the relationships that
drive your success. After all, when you work by referral, your calling card is the great
service you offer your clients. Your CRM should allow you to raise the bar on the
services you offer while increasing your productivity.

Improve your client relationships

Relationships are built on trust and honesty and your relationships with your
clients are no different. A mobile-based CRM, like Referral Maker® Mobile, allows
you to upload your contacts in the field with one click, add notes about your clients to
file later and access their details quickly so you can refresh your memory before a big
meeting or appointment.

Stay on top of your tasks for the day
When you’re busy, it’s difficult to remember everything you have to get done. A
mobile-based CRM helps you manage your daily to-dos and see what’s on your
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agenda so you can stay organized. It also allows you to track your daily activities so
you know how close you are to reaching your goals.

Take advantage of down time

Although you may have days where you’re driving from one listing appointment
to the next, there’s surely some downtime in between meetings. A mobile-based
CRM lets you know who to contact each day, whether it’s by phone or in-person.
And, with the help of GPS, you can locate clients who live nearby and pop in on them
with a small, thoughtful gift.

Get more done, even when you don’t have an internet connection
When you’re on the road, your internet connection is sometimes spotty at best,
making it hard to get things done on an internet-based CRM. With a mobile-based
CRM, you can work offline and know that your data will automatically sync
when you’re online again.

We saw a need for a mobile CRM app that could help agents work more
efficiently by referral when away from the office. Available for iOS- and Android-
powered smartphones and tablets, we recently launched the Referral Maker® CRM
mobile app with an improved and more intuitive interface and a cleaner, updated
design. Access your database, as well as your daily lead-generating tasks, from
wherever you happen to be. You’ll always have your finger on the pulse of your
business, even when you’re away from your desk or office. We’re continuing to
update and improve the app so you can be more productive and provide your clients
the best service possible.

Exercise 1. Insert the missing words and word combinations:

1. As a busy professional, you’re likely most productive when you’re
away from your desk and out meeting with clients, and presenting
your to potential sellers.

2. If you are from a smart device, a mobile-centric Client Relationship

Management (CRM) system is essential to build the relationships that
your access.

3. are built on trust and honesty and your with your clients
are no different.

4. A helps you manage your daily to-dos and see what is on your
agenda so you can stay organized.

5. Although you may have days where you are one listing appointment
to the next, there is surely some In between meetings.

6. With a mobile-based CRM, you can and know that your data will
automatically when you are online again.
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7. , as well as your daily lead-generating tasks, from wherever you
happen to be.

8. We’re continuing and S0 you can be more productive
and provide your clients the best service possible.

Exercise 2. Translate the sentences from Exercise 1 into Russian.
Exercise 3. Answer the questions to the article:

. When is a real estate professional most productive?

. Where can you find your positional clients?

. What do you know about the Client Relationship Management?

. How can CRM help the real estate agent?

. How do we use this application for another activity? What are they?
. Is CRM free application?

. Can you use this app when you are offline?

. Can the application be modified? Give your reasons.

. Are there any other applications that are also so useful?

O© 00O NO Ol & WDN P

Exercise 4. Render the content of the article in brief.
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TEXT 4 What’s Your Role in REALTOR® Safety?

VOCABULARY

Agent itinerary - turan (elicTBHsI) areHTa

Awareness - nHpOpMUPOBAaHHOCTH

Empowerment - 10BepeHHOCTB/TIOJTHOMOYHE

Lockbox app - aGoHMpoBaHHBIN TOYTOBBIHN SAIIHK

Managing broker - pykoBosimii mocpeIHuK

No-cost educational tools - 6ecraTabie 00yUaroHe KypChl

Real estate brokerages — Opokepckre areHTCTBa 10 HEJBUKUMOCTH
Precautions - MepsI IPeI0CTOPOIKHOCTH

Slide and supplemental materials - ciaiifpl 1 BcrioMorareibHbIC MaTePHAIIbI
Vital leadership - rmo6ansHOE PyKOBOIACTBO

To brush the topic aside - uraopupoBath TeEMy

To deserve attention - 3acimyxuBaTh BHUMaHHS

To fit your needs - yoBiieTBOpsITH MOTPEOHOCTH

To promote the safety of agents - o6ecrieunTs 0€301aCHOCTH arCHTOB
To protect consumers - 3ammuinaTh KJIMEHTOB

To reflect upon - 3amymartbcst 00 ycmmsx

To stir up images - Bo30y»xaathb (co3aaBarb) oOpa3

Read the text and do the following exercises:

September i1s REALTOR® Safety Month, an important time to reflect upon our
efforts to promote the safety of you and your agents on the job, as well as the safety
of the clients we serve. Even though some agents brush the topic aside thinking, “It
won’t happen to me,” or “Our community is safe,” it’s a sad fact that according to
2015 research from the National Association of REALTORS® (NAR), four in 10 real
estate professionals say they’ve experienced a situation that made them fear for their
personal safety or the safety of their personal information.

Managing brokers play a vital leadership role in safety discussions, a topic that
may stir up images of violent crime, but should address other more common
occurrences, including accidents, pet attacks, health hazards, and the theft of valuable
possessions or personal information.

Institute a Safety Plan for Your Brokerage

Does your office have standard procedures for agent safety as well as for client
information? NAR’s 2015 safety survey found that less than half of real estate
brokerages (46 percent) have agent safety procedures, while 64 percent of offices
have standard procedures for safeguarding and properly disposing of sensitive client
information.

Obviously, the protection of client information is important, but the personal
safety of agents deserves equal attention. In its ongoing effort to help REALTORS®
understand the risks they face through knowledge, awareness and empowerment,
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NAR has numerous no-cost educational tools, resources and sample forms that can be
adapted to fit your needs, including:

* Recorded Webinars — “Incorporating Safety into Your Business,” one of many
webinars archived online, explores specific tools and advice for implementing safety
protocols. Register for NAR’s next webinar—September 14, 1 — 2 p.m. CST—by
visiting REALTOR.org/safety.

» Presentations — NAR’s three-hour Safety Training presentation covers safety at
the office, safety with clients, and safety at home. Download step-by-step
presentation instructions, slides and supplemental materials.

» Office Safety Tools — Including sample prospect and agent identification forms,
agent itinerary form and an office safety action plan.

Keep Safety Top-of-Mind

While an official plan is important, it’s equally vital to ensure that safety isn’t a
one-time discussion, but an ongoing conversation between brokers and their agents.
A few ways to do this:

Sales Meetings — Keep the conversation going by reviewing your safety plan on

a regular basis, or reviewing the philosophies and topics covered in NAR’s product,
“The Little Red Book: Safety Rules to Live By for REALTORS®.”

Safety Tips — Create an open dialogue about safety by regularly sharing weekly
safety tips (colorful infographics) on NAR’s social media platforms.

Tech Tools — Encourage your agents to explore available smartphone apps and
utilize the safety features coming soon on the SentriLock lockbox app.

Support Consumer Education

Even though meeting buyers in public and checking their ID before showings is
the safe plan, agents are often reluctant to take these and other safety steps. You can
support their efforts by making it a priority to educate consumers about your
policies—why they’re important in today’s world, where an agent’s every move may
be visible online—and how these procedures are also designed to protect consumers.
To support your efforts, NAR created a three-minute award-winning consumer video,
“Real Estate, Safety, and You,” which you can use to explain the need for such
precautions. This video and the aforementioned resources can help you and your
agents keep safety top-of-mind all year long.

Exercise 1. Insert the missing words and word combinations:

1. September is REALTOR® Safety Month, an important time to
our efforts to promote the safety of you and your agents on the job, as
well as the safety of the clients we serve.
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. It’s a sad fact that, four in 10 real estate professionals say they’ve experienced a
situation that made them fear for their or the safety of their personal
information.

play a vital leadership role in safety discussions.
. Does your office have standard procedures for as well as for
client information?

. In its ongoing effort to help REALTORS® understand the risks they face through
knowledge, and :

. NAR has numerous , resources and sample forms
that can be adapted to

. Download step-by-step presentation instructions, and

. Office Safety Tools includ sample prospect and agent identification forms,

form and an office safety action plan are office safety tools.

. You can support their efforts by making it a priority to consumers about

your policies.

10. To support your efforts, NAR created a three-minute consumer video to explain

the need for such

Exercise 2. Translate the sentences from Exercise 1 into Russian.

Exercise 3. Answer the questions to the article:

1
2

. What month is an important time to reflect upon realtors’ efforts?
. How many real estate professionals say that they’ve experienced a situation that

made them fear for their personal safety?

3
4
5
6
7
8
9

. What specialists play a vital leadership role in safety discussions?

. What common occurrences should managing brokers take into account?
. What is NAR?

. How many agent safety procedures do real estate brokerages have?

. What procedures do other 64% of offices have?

. What educational tools does NAR have? Are they free of charge?

. What tool has NAR created to support efforts?

10. What do you think about NAR and its activity?

Exercise 4. Render the content of the article in brief.
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TEXT 5 Five Focus Areas of Successful Brokers

VOCABULARY

Adding value - no6aBo4Hast CTOMMOCTb
Brainstorming - mo3roBas aTaka

Energized brokers - suepruutbie OpoKepsl
Listing presentation - nepeueHs npe3eHTaLINI
Retention tool - uacTpyMeHT coxpaHCHHS

Shape the offices - cdhopmupoBats odpuce
Stagnation - kpu3uc, 3acToi

Time management - yrnpaBiieHue BpeMEHEM

To recruit - HaHumaThb

To retain producers - coxpaHsTh MPOU3BOANUTEIICH
To set the bar high - ycranaBnuBath BBICOKYIO IIJIaHKY

Read the text and do the following exercises:

When smart, dynamic leaders get together and talk through challenges and
opportunities they encounter, patterns emerge. Even with different personalities,
backgrounds and opinions at the table, it becomes evident that successful people tend
to view the fundamentals in a similar way.

Here’s an example. Earlier this year, a few hundred top RE/MAX brokers gathered in
Scottsdale, Ariz., for several days of brainstorming, collaboration and feedback. It
was a fantastic event that left me encouraged and optimistic. It also revealed some
common areas in which today’s brokers shape their offices.

Here are five activities top brokers focus on:

Managing Time

In offices of any size, the demands on a broker’s time can be stifling. In fact, the
brokers in Scottsdale identified time management as one of their biggest challenges.
To make the most of each day, they delegate the small stuff, time-block and
concentrate on dollar-productive activities. Some have closed-door “power hours”
built into their daily routines. They all agree that prioritizing is essential, and the vast
majority of them do their most important work first thing in the morning.

Adding Value

Successful brokers understand that in order to attract and retain solid producers,
they need to provide irreplaceable value and be able to communicate it effectively. In
Scottsdale, 1 was impressed by how innovative and forward-thinking the brokers
were, especially about support services. They know stagnation is a recipe for failure.
Great brokers improve their offerings constantly, adding value for their agents and
creating a virtuous circle leading to even more sales, recruits and opportunities.
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Developing Agents

The best offices have an environment of constant, comprehensive agent
development. In fact, a broker’s ability to teach agents how to be more productive
and close more sales might be the greatest retention tool of all. Brokers who offer
systematic, relevant instruction in areas such as prospecting, listing presentations and
lead conversion develop better agents and build stronger connections at the same
time. One broker at the meeting put it this way: “I commit to the success of my
agents every single day.”

Growing Their Business

Many of the top brokers view recruiting as a process of becoming a resource for
agents and letting the relationship grow from that point. The approach is more
conversation, less presentation. They also realize that recruiting requires intentional,
sustained attention and action. The first step is defining objectives. The second is
designing a plan and sticking with it.

Leading by Example

Leaders generally reflect their organizations, and vice versa, so it’s no surprise
that professional, energized and productive brokers generally attract agents with the
same qualities. As a result, core values associated with those traits become embedded
in a firm’s culture, mission, vision and beliefs. It’s a winning formula. “Surround
yourself with great people, set the bar high and deliver,” one broker said.
Ultimately, being a broker in today’s ultracompetitive industry is difficult, and there
are no easy answers. From what | heard in Arizona, providing value that exceeds
expectations—and helps agents achieve maximum success—is clearly the best way to

go.

Exercise 1. Insert the missing words and word combinations:

1. A few hundred top brokers gathered in Scottsdale for several days of

2. It also revealed some common areas in which today’s brokers

3. The brokers in Scottsdale identified as one of their biggest
challenges.

4. Successful brokers need to provide and be able to communicate it
effectively.

5. Great brokers improve their offerings constantly, for their agents

and creating a virtuous circle.
6. A broker’s ability to teach agents how to be more productive and close more sales

might be the greatest of all.

7. Many of the , view as a process of becoming a
resource for agents and letting the relationship grow from that point.

8. So it’s no surprise that , and

brokers generally attract agents with the same qualities.
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9. “Surround yourself with great people, high and deliver”, one

broker said.
10. Providing value that exceeds expectations- and helps
- is clearly the best way to go.

Exercise 2. Translate the sentences from Exercise 1 into Russian.

Exercise 3. Answer the questions to the article:

. How do patterns of successful work emerge?

. What was the main goal of top brokers’ gathering in Scottsdale?
. What are five activities do brokers focus on?

. Why is the time management one of the biggest challenges?

. What is the adding value of successful brokers?

. Why is the developing of agents so important?

. What helps the brokers to grow their business?

. What agents’professional qualities attract top brokers?

. Is it easy to be a broker in today’s ultracompetitive industry?

OO ~NOOUITD~WDNPE

Exercise 4. Render the content of the article in brief.

agents
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TEXT 6 Five Ways Big Data Is Changing Real Estate

VOCABULARY

Affect insurance premiums —HeraTMBHO BJIHSATh Ha CTPaxOBOM B3HOC;
A risky loan — prckoBaHHBIH 3aeM;

Commercial property — komMepueckast COOCTBEHHOCTb,
Comprehensive insurance — mmojHoe CTpaxoBaHKE;

Data analysis - anamu3 JaHHBIX;

Data evaluation tools — uHCTpyMEHTBI OlLICHKH JaHHBIX.
Data surveys — nanssie orpoca (UCciae0oBaHue);
Mortgage lenders — unoTeuHbIii 3aMMOJaTEIb;

Realty investment — uaBecTUpOBaHKE B HEIBHIKUMOCTD;
To finalize transactions — 3akaH4MBaTh CICNKY;

To maintain the mortgage — noaaep>kuBaTh UIOTEKY;

Read the text and do the following exercises:

Every facet of the business world has been radically changed by the way data is

collected, analyzed and transmitted. So much so, that past models of how major
industries were run have now become largely obsolete. Data analysis is considered
the “gold standard” by which companies look at the future.
To some people, this approach seems cold or overly “corporate.” However, it gives
businesses and clients a direct advantage when finalizing transactions within an
increasingly short period of time. This is because much of this “big data” is collected
In response to issues as they occur.

Large amounts of information are compiled so that trends can be closely studied.
Facts and figures are dissected, as if they were subjects in a scientific experiment. At
that point, vital bits of information can be expertly chosen and designated for further
investigation.

Finance

In the world of finance, the use of big data has made a significant impact on the
methods in which purchases and investments are made. Nowhere is this more evident
than when financial institutions look into real estate investments. By surveying trends
as they form in data pools, decisions are made as to how banks can reduce their own
risk. With their own financial risk lessened, commercial banks are therefore able to
pass along favorable rates to their own clients.

Banking

Big data assists banks in understanding the needs of their customers. As data is
closely scrutinized, ideas often emerge, helping banks to better direct their marketing
efforts to groups that might otherwise be underserved by their financial institution.
This is true for their customers who merely want to open a basic checking account
without fees, as well as necessary for major clients who require additional tools to
manage their wealth.
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Sorting through this data also works so lenders can better adhere to state and
federal regulations. Experts in risk management are able to look at just how
customers use services not only in past endeavors, but in real-time transactions. This
analytical awareness of financial models is the key to reducing and eliminating
electronic fraud.

Real Estate

Banks are able to use this data wisely, especially when it comes to the purchase
of real estate and how it is insured. Data gives out distinctive clues as to how new
homebuyers, start-ups and business owners looking to purchase commercial property
will further their investments. This is crucial before extending a risky loan or in cases
where similar investments have failed in the past.

1) Insurance

It is possible to use big data tools when insuring a house, commercial space or
property as well. Every variety of insurance coverage now depends on information
gathered from digital data sources. While insurance companies are naturally looking
for methods in which to increase their own profits, they are also looking for how to
better serve their clientele.

To offer more comprehensive insurance policies for property owners, insurance
companies need to analyze data from large numbers of users. They study what types
of insurance are necessary for a particular geographic region or type of dwelling. This
can come down to offering earthquake, flood or hurricane insurance as a standard
part of their policies to attract new customers.

2) Investment

When looking at realty investment, this risk also extends to the gentrification of
once forlorn neighborhoods in urban areas. Using the results of data surveys,
insurance companies and financial institutions decide whether to involve themselves
in new real estate projects. Using risk analysis, they are better able to estimate what
future claims may occur now and in the distant future.

3) Statistics
Every homeowner knows that they must have homeowner’s insurance as a requisite
for maintaining their mortgage. This is based on banks and mortgage lenders using
data provided by insurance companies to protect their investments. While data alone
IS not able to ascertain whether a house at a certain address will suffer from calamity,
it is usually able to serve probable warning.

4) Liability

Consumers benefit from how this data analysis determines their insurance rates.
Current property values can both positively or negatively affect insurance premiums.
Data that is gathered from reliable sources allows insurance adjusters to see value in
properties that may not seem reliable on the surface. However after looking at long-
term data, such property or land investments may be worth a second look.

5) Risk
Investing in real estate has traditionally been seen as an educated gamble or
game of risk. No matter how well planned a purchase may be, there is always a
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chance that things could go seriously wrong. With proper data evaluation tools,
companies dealing in real estate sales, investment and insurance are better able to
offer reliable predictions. In addition to improving their own profits, they are now
able to better assist current and future clients.

Exercise 1. Insert the missing words and word combinations:

1.

2.

Is considered the “gold standard” by which companies look at

the future.
give out distinctive clues as to how new homebuyers, start-ups and
business owners looking to purchase will further their investments.

3. This is crucial before extending a or in cases where similar
investments have failed in the past.

4. To offer more policies for :
insurance companies need to analyze data from large numbers of users.

5. When looking at , this risk also extends to the
gentrification of once forlorn neighborhoods in urban areas.

6. Using the results of , Insurance companies and financial
institutions decide whether to involve themselves in new real estate projects.

7. Every homeowner knows that they must have as a
requisite for :

8. This is based on banks and using data provided by
insurance companies to protect their investments.

9. Current property values can both positively or negatively

10. With proper , companies dealing in real estate

sales, investment and insurance are better able to offer reliable predictions.

Exercise 2. Translate the sentences from Exercise 1 into Russian.

Exercise 3. Answer the questions to the article:

1.
2.

~N o o1~

What is considered the «gold standard» by which companies look at the future?
What does data analysis give businesses and clients in finance? Banking? Real
estate?

. How does data analysis help insurance companies to increase their own profits and

to better serve their clientele?

. Why does data help to avoid realty investment risk?

. What is a requisite for maintaining the homeowner’s mortgage?

. What do consumers benefit from data analysis?

. In what way do data evaluation tools help companies dealing in real estate sales,

investment and insurance?

Exercise 4. Render the content of the article in brief.
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TEXT 7 5 Tips to Halt Mortgage Fraud in Its Tracks
VOCABULARY

Condo conversion (condominium conversion) - mpeoOpa3oBaHUS KOHOOMUHUYMA™
Foreclosure - moteps (JumeHue) mpaBa BeIKyIIa

Fraud for (housing) - MoreHHIHYECTBO ¢ (KHIIbEM)

Legitimate actions - 3akoHHbIC TEHCTBHUS

Misstatement - oxHOE ITOKa3aHHE

Mortgage fraud - MOIIICHHHYECTBO C UITOTEKOM

Omission on a loan - HegOCKa3aHHOCTh O KPEIUTE

Predatory lending - xumnndeckoe (rpabUTeabCKOE) KPEAUTOBAHNE
Sophisticated in nature - cioHbIC 11O CBOCH MPHUPOIE

To halt - ocranaBnuBaTh

Tracks - HanpasieHus

To validate pricing - mist mpoBepKH LieH

Unsolicited - ne3anpammBaembie

Read the text and do the following exercises:

Predatory lending has declined sharply in the years since Dodd-Frank, but it, and
other types of mortgage fraud, still steep into housing even today and affect every
stage of the homeownership cycle.

Mortgage fraud, an umbrella term, is “a crime characterized by some type of
material misstatement, misrepresentation, or omission on a loan which is then relied
upon by a lender,” according to the FBI. It generally falls into one of two categories:
fraud for profit and fraud for housing. Fraud for profit crimes are typically committed
by those within the industry; fraud for housing crimes are committed by borrowers.

Mortgage fraud includes:
« Air Loans
« Builder Bailouts
 Condo Conversions
« Equity Skimming
« False Commercial Leases
« False Residential Loans
» Foreclosure Rescue Scams
« Fraudulent Appraisals on Flips
« HECM (Reverse Mortgage) Scams
« Loan Modification Scams
* “Silent Second” Mortgage Schemes
Many of these crimes are sophisticated in nature, and homeowners and
homebuyers easily mistake them for legitimate actions.
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Don’t become a statistic—avoid mortgage fraud with these 5 tips:

1. Ask your REALTOR® to refer you to a reputable lender. Consult your local
regulatory agency to confirm the lender’s licensing and other credentials.

2. Be honest and transparent when completing a loan application. Do not include
false information in the application, even if another party attempts to convince you
otherwise.

3. Read (and re-read) all mortgage documents before signing them, or have a
third party review them with you. Assess the information in the documents for
accuracy. Do not sign documents that are blank or incomplete.

4. Consult property records and review tax assessments and title history before
purchasing a home. Conduct your own research on comparable home sales in the
neighborhood to validate pricing.

5. Steer clear of too-good-to-be-true offers, like “no money down” loans or
claims to help homeowners profit or eliminate debt overnight. These offers, often
made with high-pressure sales tactics, can come in the form of unsolicited phone calls
and emails or online advertisements. Do not pay upfront or advanced fees for these
offers. Do not sign over the deed to your home, even if facing foreclosure.

Exercise 1. Insert the missing words and word combinations:

1. Mortgage fraud generally falls into one of two categories: and
2. Fraud for are typically committed by those within the industry.
3. Fraud for are committed by borrowers.

4. Consult your local regulatory agency to confirm the lender’s

5. Read all mortgage documents before them.

6. Do not sign documents that are blank or

Exercise 2. Translate the sentences from Exercise 1 into Russian.

Exercise 3. Answer the questions to the article:

1. What are the categories of mortgage fraud?

2. Who is fraud for housing committed by?

3. Why do homeowners and homebuyers easily confuse these crimes to legitimate
actions?

4. Why is it important to reread all mortgage documents?

5. Have you ever experienced a mortgage fraud?

Exercise 4. Render the content of the article in brief.
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TEXT 8 Five Tips to Make Your Brand Top of Mind

VOCABULARY

Awareness — 0CBeIOMJICHHOCTb

Brand authenticity — nogiuaHOCTS OpeHIa

Brand loyalty — nosibHOCTB K OpeHIy

Brand recall* — oroxxnecTBieHre ToBapa ¢ Ha3BaHUEM OpeH/Ia
Consistent engagement — rmocienoBaTeIbHOE B3aUMOCHCTBIE
Instant access — MrHOBEHHBIN AOCTYI

Marketing approach — ocoObIif MapKETHHTOBBIN TTOJIXO/T
Multiple network — pa3BeTBiICHHAS CETh

Reciprocate — oTBe4aTh B3aUMHOCTbHIO

Tailor post — amanTupoBaTh MOCT

To fit needs — yoBeTBOPATH MOTPEOHOCTH

To gain a new follower — mpupoCT HOBBIX MOANKUCYUKOB

Read the text and do the following exercises:

Staying ahead of the competition in real estate is all about building top-of-mind
awareness. Often, the more unique your approach, the better, as it sets you apart from
competitors. When it comes to building and maintaining your image across multiple
networks, it can be challenging to establish a strong identity and build trust with
buyers and sellers, as each platform offers a different user experience and requires a
distinct marketing approach.

The key to a strong branding strategy is to present a consistent tone, message
and image, as it allows consumers to verify the authenticity of your brand. This helps
to reinforce your identity, strengthens brand recall and drives positive sentiment.
Here are five tips to help you develop a solid brand identity across your social
channels, website, blogs, and more.

1. Get to know your audience
At this point in your career, you have an idea of the type of buyers and sellers
you typically work with and understand their wants and needs. Take a look at their
social channels to see what they’re posting and how you can create content that fits
their needs. By the same token, when you gain a new follower, reciprocate their
interaction. Engage with their posts where appropriate to show that you’re listening
and have a true interest in the relationship.

2. Develop consistent engagement
Post regularly on social media, but don’t overdo it, either. There’s a fine
balance, because if you post too often, you could risk losing your followers. Consider
the advantages of posting your content on multiple channels to reach a wider
audience, but be sure to tailor your posts to fit each site’s style.
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3. Offer helpful resources

Today, building brand loyalty is about giving buyers and sellers instant access to
valuable information. Since consumers can research and find anything online, agents
and brokers need to stand out with specific content that can help clients in their
selling or buying process. Developing blogs, videos, checklists and other content will
resonate with clients, distinguish you as an expert and keep you top of mind.
Homes.com offers a variety of brandable consumer resources that you can
personalize and share with your clients.

4. Build authentic connections

As a brand, agents should keep in mind that platforms like social media are
forms of socializing. You’re building relationships just as you would when
networking in person. Because of this, it’s important to establish and develop your
online voice. When engaging with your followers, relax, show your human side, and
be genuine. By creating a more relaxed identity, you’re showing that you’re more
than just a real estate service. To do this, post content you’re interested in that doesn’t
necessarily relate to real estate, such as your favorite decorating ideas, cute dog
videos, etc.

5. Consistency is a key

Consumers should recognize your brand regardless of the setting or platform. To
do so, be sure all of your images and colors are tied back to your business.
Remember, your brand style should be an extension of your business, so derive it
from existing materials, like your website, marketing materials, signage and business
cards. The goal is to seamlessly connect all of your platforms so prospects and clients
will recognize your work in every location. Customize your cover photos so that your
image has a consistent look and feel from one social network to the next. Remember
to tailor the graphics to each network’s size requirements, and use your logo where
possible, along with uniform colors, fonts and design style. For personal branding,
agents should use their professional headshot. Sharing that smiling face on all
networks will create a warm first impression.

Not sure you’re able to manage all of these moving social branding pieces?
Homes.com can help! With the release of Homes.com Social Fuel, we’ve created new
opportunities to ignite your social strategy. With specialized Facebook Ad targeting,
personalized social content for Facebook, Twitter, Google+ and LinkedIn, and an all-
in-one reputation manager, we offer content that is unique to your network and
designed to receive maximum engagement. Learn more about our new Social Fuel to
boost your brand and see how you can connect with more buyers and sellers today!

Exercise 1. Insert the missing words and word combinations:
1. Staying ahead of the competition is all about building top-of-mind

2. Each platform offers a different user experience and requires a distinct :
3. This helps your identity, strengthens and drives positive
sentiment.

25


http://connect.homes.com/learning/free-real-estate-guides/
http://connect.homes.com/agents/homescom-social/

4. their posts where appropriate to show that you’re listening and have a
true interest in the relationship.

5. Post regularly on social media, but don’t it.

6. Today Is about giving buyers and sellers to valuable
information.

7. When engaging your , relax, show your human side, and be genuine.

8. To do this, post content you’re interested in that doesn’t necessarily :

Q. should recognize your brand regardless of the setting or platform.

Exercise 2. Translate the sentences from Exercise 1 into Russian.

Exercise 3. Answer the questions to the article:
. Is staying ahead of the competition all about building top-of-mind awareness?

. What is the key to a strong branding strategy?

. What are the five tips to help you develop a solid brand?

. Is it necessary to know the type of buyers and sellers you typically work with?
. Should you develop consistent engagement?

. What is building brand loyalty?

. Why is it important to establish and develop your online voice?

. Is consistency key? (Give your reasons)

coNJNOoO OoTh~hwWN B

Exercise 4. Render the content of the article in brief.
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TEXT 9 4 Tips for Smart Negotiations

VOCABULARY

Buyer agent — arenT no 3akyrnke

Closing costs — pacxozp! Ha 3aBepIIeHUE (CISITKH)
Contingency — HenmpeaBUIACHHOE 00CTOSITEIHCTBO
Down payment — nepBbIif B3HOC, 3a1aTOK
Legitimate — 3akOHHBII

Listing agent — TMCTUHTOBBIM areHT

To anticipate — npeaBuaeTh

To liaise — mognep:kuBaTh CBSI3b

To trade-off — cObITH (3a51€3KaTBIC TOBAPHI)
Ultimate — oxoH4aTeIbHbIN, KOHEYHBIN

Wiggle room — npocTpaHCTBO ISl MaHEBpa

Read the text and do the following exercises:

Negotiation is about settling differences to reach an agreement, and every part of
the home-buying process is about doing precisely this. Your agents practice this skill
when they convert prospects into clients, help buyers prioritize needs while touring
homes, and when they liaise with the seller and listing agent to finalize the deal.
Negotiation is in everything you and your agents do. Read on for a few lessons in
negotiation to pass along to your team.

1. Negotiation is about understanding buyer motivations

It’s imperative that your agents truly understand buyers’ priorities and
motivations for purchasing so they can guide them through the decision-making
process before negotiation with the other parties begins. Is it most important that the
home is near a job, school, or public transportation? What’s the budget? Do the
buyers have special access needs? Are four bedrooms required? Do they require
assistance with closing costs? Help buyers define and prioritize needs early on so you
all understand which property to fight for when the time comes.

2. Negotiation is about navigating emotions

Remind your team that, sometimes, being a buyer agent is like being a therapist.
There’s a lot at stake, so clients will get emotional. In these instances, agents should
observe, ask questions and practice empathy to show that they understand buyers’
needs. Encourage your agents to acknowledge that the buyers’ emotions are
legitimate and to help clarify the situation. Sometimes buyers may want to vent;
agents should listen quietly, and then offer suggestions, alternatives and choices.
They can remind buyers that they have been in similar situations before, and that they
can offer guidance through the process.
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3. Negotiation is what you do for—and with—your buyers

Negotiation isn’t always practiced with the seller; sometimes buyer agents must
negotiate with clients, too. Remind buyers of the ultimate goal and respond to
objections with positive perspectives. If location is an objection, remind buyers that
there are cost benefits to investing in an area that isn’t yet fully established. If buyers
say the price is too high, remind them that an added $20,000 divided across the life of
a 30-year mortgage will add a negligible amount to the monthly payment. Determine
the root of the objection. If the real issue is that they have a limited down payment,
discuss asking the seller for closing costs. Encourage flexibility by offering a variety
of options to close the deal.

4. Negotiation is practiced throughout the transaction process.

When the right home is chosen, agents must balance buyers’ goals with sellers’
interests. To prepare for the offer process, they must identify minimum and
maximum price ranges, required contingencies, and whether there is wiggle room on
closing dates. When negotiating issues that arise in the inspection report, agents
should identify problems the seller must solve and those issues that the buyers are
willing to address. If it’s necessary to make a major concession, agents can offer a
trade-off that will benefit the buyer. All along, agents should anticipate seller
responses and arm their buyers with responses.

If negotiation is an art, tools of mastery include confidence, authority and
professionalism. As an ABR®, you have access to webinars, networking groups,
scripts and helpful buyer tools on REBAC.net to develop these traits, market your
brand of excellence to prospective clients, and get you and your agents in top
negotiating form.

Exercise 1. Insert the missing words and word combinations:

1. Negotiation is about to reach an agreement, and every part of the

home-buying process is about doing precisely this.

2. It’s imperative that your agents truly understand and motivations

for purchasing.

3. Do they require assistance with ?

4. Help buyers and needs early on so you all understand which

property to fight for when the time comes.

5. to acknowledge that the buyers’ emotions are and
to help clarify the situation.

6. Remind buyers of the and respond to objections with

7. If the real issue is that they have a limited , discuss asking the seller for

8. When the right home is chosen, agents must with sellers’ interests.

9. If it’s necessary to make a , agents can offer a that will

benefit the buyer.
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10. If IS an art, tools of mastery include confidence, authority and
professionalism.

Exercise 2. Translate the sentences from Exercise 1 into Russian.

Exercise 3. Answer the questions to the article:

1. What are four tips for smart negotiations?

2. What should you do to understand buyers’ motivations?

3. Why are agents considered to be therapists?

4. What should agents do to prepare for the offer process?

5. If negotiation is an art, what tools of mastery does it include?

Exercise 4. Render the content of the article in brief.
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TEXT 10 7 Steps to Building a Super Team in 2017

VOCABULARY

A Client Care Coordinator- koopauHatop 1o padoTte ¢ KIMeHTaMu
To burn out- Beiropats

Tool- cpenctBo, HHCTpYMEHT

Transaction- cnenka

Read the text and do the following exercises:

Having been around the industry for nearly 20 years, I’ve seen a lot of great
people succeed—and a lot of great people burn out. The amount of pressure
combined with straight commissions and the increasingly complicated nature of the
transaction means it’s getting harder to do any significant number of transactions
without getting some real help. When quality individuals begin to do real estate, they
build their business based on a set of values and an intended level of service. As they
grow, their service suffers, or their values are compromised. I believe that we’re not
on this earth to sell houses, but rather, to make a difference in the lives of our
families, and the people we touch in business, in that order. As we grow, both areas
suffer.

The Problem

| recently interviewed an agent who is doing $10 million a year in sales. While
this is a good business, she never sees her husband and misses all of her children’s
games and important events. Success to her used to be measured by selling houses
and being a great wife and mother. Today, she feels as though she’s failing at all
three. This is the underlying motivator that drives people to consider building a team.
As | consulted with her, my first assurance was to make sure she understood she
wasn’t alone in her feelings of being able to grow her business, but unwilling to have
her family suffer going forward.

The Solution

Step 1: Look at company-provided tools and take advantage of the tools and
resources available. These include marketing, transaction management, etc.

Step 2: Hire a Client Care Coordinator. This position can be full- or part-time,
but should be filled from day one. I don’t believe you can get to the place in your
business where you’re making $1,000 per hour if you spend 15 — 30 hours a week
doing $15 — $20 per hour tasks. You must delegate and follow a proven process for
hiring and training talent.

Step 3: Systematize everything. Automate your processes and systems to create
operational excellence. This includes systems for before, during and after every
transaction.

Step 4: Consider a buyer’s agent or showing assistant. We know through our
tracking systems and research that every listing should generate 1.5 buyer-side
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transactions. If you focus on listings and allow someone else on your team to show
and work with buyers, you can grow substantially.

Step 5: Cater to millennials. Millennials love working in groups and helping
each other be successful. This team environment is very difficult to achieve as a
group of agents. Team means something entirely different than group, and building a
team makes work more enjoyable, and, more importantly, gives you the ability to
have someone you like and trust handle your clients when you need time with your
family.

Step 6: Change your focus from agent to leader. Your focus should be on
business development and people development. As you help your team members
become successful, have great income and balance in their lives, your income and life
balance will improve.

Step 7: Don’t go it alone. Building a team is like climbing Mt. Everest; many
set the goal to reach the summit, but very few do. Your business, life and team
deserve expert advice and coaching to follow a proven route to success.

The bottom line is that agents want a life. They realize their lives will not be
measured by GCI or number of total units sold. Life has so much more to offer, and
building a successful team allows them to live life to its fullest.

Exercise 1. Insert the missing words and word combinations:

1. It’s getting harder to do any significant without getting some real help.

2. Success to her used to be measured by and being a great wife and
mother.

3. She wasn’t alone in her feelings of being able :

4. Look at company-provided tools and of the tools and resources
available.

5. You must a proven process for hiring and training talent.

6. and systems to create operational excellence.

7. If you and allow someone else on your team to show and

, You can grow substantially.
8. This team environment is very difficult to achieve as
9. And makes work more enjoyable, and, gives you the ability to have
someone you like.
10. Change your focus from
11. Your business, life and team deserve and coaching to follow
to success.

Exercise 2. Translate the Exercise 1 into Russian.

Exercise 3. Answer the questions to the article:

1. What do quality individuals build when they begin to do real estate?
2. How many steps should you make to build a super team?
3. What step is the most important in your opinion?
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4. What is the right motivator for people to create business teams?
5. What is the role of building a successful team in an agent’s professional life?

Exercise 4. Render the content of the article in brief.
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TEXT 11 Marketing: It’s Not Just Advertising

VOCABULARY

Home inspectors — HHCTIEKTOPBI 10 HEIBUKUMOCTH

Loan brokers — kpenutHbIe OpOKEPHI

Multi-faced approach — MHOTOTpaHHBIN TTOIXO/T
Promotional giveaways — pexiamMHbIe TOIAPKH

To adjust — xoppekTHpOBaThH

To hone — coBepmieHcTBOBATH

To generate leads — popMupoBaTh MOTEHITHAI TOKYTATECH
Title insurers — mpaBoBbIe CTPAXOBIIUKU

Read the text and do the following exercises:

We talk a lot about marketing in the real estate industry, but what exactly is it?
Isn’t marketing just advertising your product or service?
Not really. That’s rather like saying that cooking is just putting food on a plate. Sure,
advertising is part of any good marketing strategy, but minimal effort gets minimal
results. If you just purchase a few ads and sit back to wait for clients, you’re not
likely to succeed.

Advertising Is Just One Piece of the Marketing Puzzle

A strong marketing strategy involves a multi-faceted approach. Advertising has
its place, but it only delivers good results as part of a broader marketing campaign.
What’s more, many people confuse the term “marketing” with promoting a business.
In fact, promotion—the goal of advertising—is just one piece of the bigger picture.

The Basics of Real Estate Marketing

Many people have heard of the four Ps of marketing:

1. Product

2. Price

3. Place

4. Promotion

A good marketing strategy will find you standing out from your competitors in
one or more of the four Ps. If you’re not sure where to begin, check out the examples
below.

Product — Can you provide better service than your competitors? If so, that’s
excellent marketing. Try:

 Honing your negotiating skills to get your clients the best possible price

 Having a solid bank of qualified industry professionals to refer your clients to
(this includes loan brokers, home inspectors and title insurers)

« Writing strong listing descriptions that sell

Price — It’s a widely held belief that no agent should work for less than the
standard 6 percent split, and for good reason. You provide a specialized and valuable
service to both buyers and sellers. Still, you can beat other agents on price if you can
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get the highest possible price for your selling clients and negotiate lower prices for
your buyers. Both are excellent real estate marketing skills.

Place — Location is difficult to adjust; most of us prefer to work near home. That
said, a bit of local research can tell you whether it might be worthwhile to branch into
neighboring markets that may be underserved by qualified agents.

Promotion — Although it’s just one piece of the puzzle, this is what most people
actually mean when they use the term “marketing.” It’s also important to remember
that advertising isn’t the only form of promotion. Anything you do to generate leads,
make your name known and develop your brand can be considered promotion. This
includes:

* Business cards

 Mailers

* Print, radio or television ads

 Promotional giveaways

« Developing your internet and social media presence

Promote Your Way, but Don’t Forget Marketing Basics

Promotion, including advertising, is more flexible than the other pieces of the
marketing puzzle. Get the first three marketing basics in order before you begin
experimenting with the type of business promotion that delivers the best results for
you.

Exercise 1. Insert the missing words and word combinations:

1. A strong marketing strategy involves

2. Try your to get your clients the best p055|ble price.

3. A solid bank of qualified industry professionals includes :

and

4. Location is dlfflcult : most of us prefer to work

5. Anything you do to , make your name known and develop your brand

can be considered promotion.
Exercise 2. Translate the sentences from Exercise 1 into Russian.

Exercise 3. Answer the questions to the article:

1. What are the main basics of Real Estate Marketing?

2. How can good marketing strategy help you in the real estate industry?
3. What does promotion include?

4. What is the most flexible piece of the marketing puzzle?

Exercise 4. Render the content of the article in brief.
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TEXT 12 3 Reasons Why Personal Development Is Critical to Success

VOCABULARY

Frustration — pa3zodapoBanue, Hey1a4a

Self-reflection — camoananus

Thriving — mpornBeTaromnuii

To gain perspective — oTKpbIBaTh/TIOTy4YaTh MEPCIEKTHBEI

To handle the challenges — cnpaBnsTbes ¢ TpyqHOCTIME

To keep track of smth — cnieauts 3a yem-mu60

To overcome adversity — npeooieBaTh MPEMATCTBHUS, HEB3TO/IbI
To stagnate — mpuxoauTh B YIaJI0K, 3aCTOM

To strategize for success — HaleIMBaTbCsA Ha yCIex

To work by referral — paborats B 6a3e naHHBIX

Read the text and do the following exercises:

Are you as good today as you were a year ago? Think about that for a second - if
you have the same mindset, skills, knowledge and perspective you did last year,
you’re not improving. When you don’t improve, you’re unable to offer your clients
the best ‘you’—the best service, the best expertise and the best guidance. Even
worse—when you don’t improve, your business begins to stagnate, and you may
begin to feel frustrated and unmotivated as a result.

At Buffini & Company, we think personal development is so important that
we’ve built it into our system and into each event we plan. We’re all about goal
setting, constant improvement and strategizing for success. Continuous growth and
development motivates you to take control of your business, among other benefits,
such as:

You’ll serve your clients better. When you work by referral, the service you
offer your clients is your calling card. Keep your skills sharp and your knowledge on
the cutting edge by investing in seminars, training, classes, books, etc. The more you
learn, the better you’ll be to handle the challenges that come your way, whether it’s
tough negotiations with a seller or managing the expectations of your clients.

You’ll get inspired by the stories of others. Learning isn’t limited to the
classroom or events; you can learn from the experiences of other people as well. One
thing that most successful people have in common is that they had to overcome
adversity to get where they are, like a major setback or unexpected circumstances.
These inspirational people looked fear and difficulty in the face and carried on
despite it. They didn’t take the easy road and give up; instead, they mustered all of
their courage and kept going. We all have our challenges and struggles that we deal
with each and every day. While it’s easy to say “why me?”, successful people say
“What can I learn from this?”” and dig in.

You’ll gain perspective. A big part of personal development is self-reflection.
Journaling allows you to keep track of your progress and note both your frustrations
and victories. Not only are you less likely to repeat mistakes from the past, you’re
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also able to gain perspective, especially when you reread it later on. You’re able to
see how far you’ve come and get inspired by your own story.

You might be thinking, “This is all well and good, but I just don’t have time for
personal development.” You have to make time. Not just for personal development,
but for other important things in your life as well. What are your priorities?
Successful people know their priorities and schedule their days around them. Your
priorities should include lead generation. Your priorities must also include personal
development, even if it means 15-minutes of reading first thing in the morning or
listening to a motivational podcast on your drive to the office or to a listing
appointment. If it’s important, you make time for it.

When you make time for personal development, you’re investing in yourself and
your business. This makes you a true professional. Instead of spending each day
putting out fires, you’ll spend each day working toward your goals and leading a
thriving business. Remember, when you work on your business, each day is more
productive than that last. We love to watch our clients succeed and hear their success
stories.

Exercise 1. Insert the missing words and word combinations:

1. When you don’t improve, your business begins to , and you may
begin to feel frustrated and unmotivated.

2. We are all about goal setting, constant improvement and

. When you L , the service you offer your clients is your callmg

card.

4. The more you learn, the better you will be able to

w

5 .One thing that most successful people have in common is that they had to
to get where they are.

6. We all have our and struggles that we each and every
day.

7. Journaling allows you to your progress and note both your

and victories.

8. You’re also able to , especially when you reread your
mistakes later on.

9. Successful people know their and their days around them.

10. You’ll spend each day working toward your goals and leading a

Exercise 2. Translate the sentences from Exercise 1 into Russian.

Exercise 3. Answer the questions to the article:

1. Why is personal development so important?

2. What are the main three reasons for development (according to the article)?
3. What do the priorities of a successful person necessarily include?

4. How much time should be spent on self-development every day?

Exercise 4. Render the content of the article in brief.
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Attachment

Part I How to render the article in English

1. Scan the article and write down unknown words

2. Find the meaning of the words in the dictionary and read the article once again for

more details

3. Analyze the article according to the plan given below

The language to be wused while
rendering the article

The plan for rendering a newspaper
article

The title of the article

The article is headlined ...

The article is entitled ...

The title of the article is ...
The headline of the article is ...

The author of the article, the name of
the newspaper, where and when the
article was published

The author of the article is ...
The article is written by...
The article is (was) published in...

The main idea of the article

The article is about...

The article is devoted to ...

The article deals with ...

The article touches upon ...

The article addresses the problem of...
The article raises/brings up the
problem ...

The article describes the situation ...
The article assesses the situation ...

The aim of the article is to provide the
reader with information about...

The main idea of the article is...

The article informs us about... /
comments on...

The contents of the article

The author starts by telling the reader
that...

The author goes on to say that...

The author writes / states / stresses /
underlines/emphasizes / points out
that...

According to the text . ..

The author comes to the conclusion
that...

In conclusion, the author draws the
attention of the reader to...
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Your opinion of the article/your
assessment of the article

| find the article interesting / important /
dull / useful of no value / too difficult
to understand and assess.

| think...

My point is that...

| believe that...

In my opinion...
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Part 1l Texts for reading in English
Text 1 How to Make Difficult Clients Happy

The emotions play a significant role in the home-buying and -selling process.
Sellers may feel excited to be moving into a new home; however, at the same time,
they may feel remorse and sadness for leaving family memories behind. Homebuyers
may be overwhelmed with wonder and glee to start a new life, but worried and
cautious about the responsibilities of owning a home. As a real estate professional,
you work in the service industry and deal with these types of emotions every day.
Luckily for you, many clients are happy and thrilled to start their new life—but that
isn’t always the case. Difficult clients are part of the business, but with a few tips,
you can turn a hardship into a profit.

Listen

Many difficult situations arise because the client feels like they are being
ignored—a situation that can be avoided if you listen to your client’s needs, wants,
and negotiables from the start. Create an “interview” process for all clients prior to
working with them to find out all this information. This is the perfect time to ask
questions to figure out what the client is looking for, as well as understand them as a
person.

Some situations need to be seen from the other person’s point of view. By
constantly trying to make them see things your way, you are telling them that their
concerns don’t matter and are not important. Think about how you would act in this
situation and give the client a response in a manner you would like to hear and/or see.
If the client is already feeling frustrated and you see signs of difficulty arising, let the
client talk until they have finished stating their worries and/or concerns. This lets the
client feel like they are being heard and listened to. This is also the perfect
opportunity to start evaluating different solutions you can offer your client, then once
they are done, acknowledge that their concerns matter and move the conversation
towards the end result, rather than continuing to focus on the problem.

Communicate

Have you ever heard the saying “It’s not what you say; it’s how you say it?”
You might be the cause of difficult situations without even being aware of it. A great
way to overcome this is by mimicking your client’s tones and dialogue. For instance,
if your client is using a more professional tone and you are using a more laidback
tone, then slightly adjust yours to the level of the client.

By watching your client’s body language, you can notice if they are
uncomfortable with the way you are speaking. Take note of what phrases and words
are being used and see if/when they react to what is being said. By adjusting your
speech, you should see the client relax and calm the situation before it escalates.

Educate

Sometimes, as an expert of your field, you may communicate with clients in a
manner that makes them feel like you are patronizing their intellect without even
knowing that you are doing it. As a real estate agent, it’s crucial to have a clear
understanding of the industry and market trends, and know to communicate this
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knowledge to clients. With a clear understanding of the industry, your clients will be
less likely to disagree with your insight. This is especially helpful when dealing with
unrealistic pricing issues.

Be Goal-Oriented

Selling/buying a home can be an excruciatingly long process and create
frustration for your client. They want to be updated often and see results quickly. As
an agent, you want to stay goal-oriented and focus on the end result. Create a
document that can be easily updated with what tasks have been completed and what
still needs to be done, so your client can have a visual aide showing where they are in
the sale.

Know Your Limits

Differences in personalities can be the cause of major difficulties within the
client/agent relationship. As a service provider, you need to learn how to deal with all
types of personalities in order to make the sale; however, there are times when the
client’s personality just doesn’t mix well with yours. When this happens, it might be
best to refer the client to a friend or a different member of your team who could
provide the client with better service by understanding how to deal with their
personality type.

There might come a time when you have tried everything possible and still
failed to maintain a positive client/agent relationship. If your situation ever becomes
so toxic (for you) that it outweighs the potential revenue, it may be better to cut your
losses than to continue moving forward with this client. Once you do, you can take
the time that would’ve been spent with this difficult client to work with a more
productive client.
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Text 2 Prospecting: The Quickest Way to Real Estate Success

Have you ever noticed that the more you prospect, the luckier you get, and the
more transactions you close, the more income is available to you?

If prospecting is the way to success, then why do so many real estate
professionals fail to prospect? They’re too busy, they don’t want to bother people,
they’re afraid of rejection, they don’t know who to call...the excuses roll on and on.
So, what does an agent have to do? The answer is simple. Pick up the phone and start
calling people and implement a follow-up system.

To implement a proper system, you will need a good CRM (Contact
Relationship Manager). There are many CRMs to choose from, but the most
important thing is to find one you can figure out how to use...and use it. Don’t spend
too much time analyzing different systems. Instead, ask top agents what they
recommend.

Next, put the contact data for your prospects into your CRM. Every time you
have a meaningful real estate conversation with someone, put them in your CRM. In
addition to including notes regarding what you talked about, give them a contact type
and set a date to contact them again.

There are many types of prospects out there. Let’s start with your sphere of
influence. These are the folks who know and care about you. They can be past
clients, vendors, family members and friends. Not only will these prospects be easy
to call, but they will be glad to hear from you. When the conversation circles back to
real estate, ask if they know anyone who is planning to buy or sell now or in the near
future. Put your SOI prospect in your CRM and schedule to call them in three
months.

Next come the folks you’re actively working with trying to either buy or sell a
home. Those with the most urgent follow-up need are the folks you already have a
scheduled appointment with. Label these your “A” prospects. They should all be in
your CRM, notes should be complete, and you should have an appointment set with
them.

The second most urgent prospect is the one who wants to buy in the next 30-90
days. These are your “B” prospects. You should be calling your “B” prospects at least
twice per month, so when you put them in your CRM, put them on a recurring call for
every other week. It’s also important to set these prospects up to receive properties
that will interest them until you call again.

The least urgent prospects are those who are 90-plus days out. These are your
“C” prospects. Schedule them for a recurring call once per month in addition to
sending them properties of interest.

Your goal is to be the first person your prospects think of when they want to buy
or sell, or when they know someone who does. If you start prospecting today, use a
CRM, follow a system and do the work, just think where you will be a year from
now.
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Text 3 NAR Is Fighting for Your Internet Rights

National Association of REALTORS® (NAR) has joined with a coalition of
businesses and public interest groups working to preserve rules surrounding the open
internet, also known as net neutrality. These rules have been in place informally since
the dawn of the internet, and were formally established in 2015.

Net neutrality is shorthand for the concept that internet users should be in
control of what content they view and what applications they use on the internet.
More specifically, net neutrality requires that broadband networks be free of
restrictions on content, sites or platforms. Networks should not restrict the equipment
that may be attached to them, nor the modes of communication allowed on them.
Finally, networks should ensure that communication is not unreasonably degraded by
other communication streams.

Why Does NAR Care?

The business of real estate is increasingly conducted online. Streaming video,
virtual tours and voice-over-internet-protocol are just some of the technologies that
are commonly used by REALTORS® today. In the future, new technologies will be
adopted that will no doubt require unencumbered network access.

Some real estate professionals, realty website operators and real estate industry-
affiliated content providers believe net neutrality provisions are necessary to prevent
broadband providers (cable and telephone companies, primarily) from implementing
possibly discriminatory practices that could negatively impact real estate
professionals’ use of the internet to market their listings and services. Some possible
examples include practices that would:

« Limit the public’s access to real estate websites

« Limit a real estate firm’s access to online service providers who may be in
competition with network operators’ own services, e.g., internet phone services

 Charge certain websites more for the broadband speeds necessary to properly
transmit or display audio or video content, such as online property tour, podcast or
phone services

Regulatory Background

In April 2015, the Federal Communications Commission (FCC) published a
final rule implementing open internet regulations that prohibit the blocking or
degrading of lawful content on the internet by internet service providers. Shortly after
the rules were finalized, Internet service providers (ISPs) Comcast, AT&T and
Verizon, and their trade association, all sued to halt implementation of the rules,
alleging that the FCC does not have proper authority. The FCC, under Chairman Ajit
Pai, has issued a Notice of Proposed Rulemaking that would roll back the rules put in
place in 2015 and leave the internet service market largely unregulated. ISPs would
be under no duty to prevent blocking or degrading its customers’ internet service.
They would also now be permitted to create “fast lanes,” or deals negotiated with
large content carriers to carry some website traffic faster than others.

Congress is beginning talks to explore whether legislation can be agreed to that
would preserve open internet rules into law and avoid the ping pong of regulatory
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rules that businesses and consumers have experienced on this issue for the past

several years.
NAR and its coalition partners are working both at the FCC and on Capitol Hill

to preserve common sense open internet rules that will permit its members to
continue to operate and innovate online. Preserving net neutrality means stronger
protections for our members, and better results for the clients they serve.
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Text 4 Five Ways To Attract And Keep Great Staff

According to one Gallup poll, 50 per cent of employees leave their job because
of their bosses. Other studies have shown that employees leave for several other
reasons such as opportunity, better pay or more responsibility. Regardless, attracting
and retaining quality staff is not only good for the bottom line, it’s good for customer
service. So here are five ways to best attract and retain great staff.

1. Be a coach, not a dictator.

We all know being a manager or owner is not an elected position. Maybe that’s
why so many managers are prone to bark orders and rely on negative reinforcement.
Instead, become a coach. Team coaches are still the boss, but understand that like
athletes, staff need to be instructed, encouraged, praised, appreciated and when
necessary, disciplined. The key is to prioritize your energy towards the positive tasks
first.

2. Be flexible — to a point.

Regardless of what some bosses think, employees do not live to work. They
have lives outside of the company. A sick parent, a dentist appointment or a child’s
class field trip can all conflict with a pre-set work schedule. Setting policies that give
freedom within established boundaries can reduce stress and allow staff to better
focus on their jobs when at the office.

3. Understand the job.

Managers often have a hard time understanding what employees go through on a
daily basis, especially if it’s a job they’ve never held themselves. Being yelled at by
customers, meeting tight deadlines, hard physical labour — these can all impact mood
and productivity. Understanding how daily tasks can affect staff well-being will
result in more empathetic and thoughtful bosses.

4. Be a problem solver.

Managers need to understand that they and their staff are all on the same team.
And anyone who feels part of a team naturally wants to contribute more. Helping
staff solve work related problems not only reduces down time, it can present
opportunities for ineffective processes and procedures to be updated

5. Empower others.

An employee who is not sure what they are allowed to say will always say no.
This can result in angry customers, lost sales or missed opportunities. Staff that are
empowered to make decisions within a framework of guidelines will usually make
the right ones. Empowerment will also lead to pride and ownership of their positions
— two traits that employees will likely not want to give up.
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Text 5 Staying a Step Ahead of the Bad Guys

During REALTOR® Safety Month in September, most brokers’ thoughts turn to

personal safety—for everyone in your office, including your clients. While safety
from physical harm is certainly the highest priority, it’s also essential to recognize
that personal harm is more than physical, especially in today’s digital world.
Internet criminals’ nefarious activities take many different forms, including real
estate wire fraud. Even though this scheme has been widely reported since it first
surfaced in 2015, victims are still falling prey on a regular basis, making it one of the
worst security issues in the industry.

How does it work? First, the criminal gains access to the email account of one of
the parties to a real estate transaction and follows the communications between these
parties.

Then, as closing approaches, the criminal sends an official-looking email to the
buyers, directing them to wire their down payment to the criminal’s account. The
criminal’s message may come from the hijacked account or from a “spoofed” account
using an email address that’s deceptively similar to a legitimate party to the
transaction. Buyers may be easily fooled into thinking the message is legitimate.

Fighting Back

Learning that your client, or one of your agents’ clients, has lost their down
payment in a wire fraud scheme rates high on the “bad news” list. Not only has your
client been severely harmed, but your office will likely bear the brunt of widespread
negative publicity, or worse. What steps can you take to prevent this scenario from
occurring?

1. Protect your email account. It’s essential to use a strong, unique password
that’s changed periodically. In addition to using solid antivirus software, be sure to
keep all your programs up-to-date to reduce the risk of malicious code infecting your
system and capturing sensitive information. Avoid public WiFi and always think
before you click on a link—whether it’s embedded in a phishing email, or it’s click
bait on a website or social media post.

2. Use encryption tools. Standard email should never be used to send sensitive
information, including financial data, contracts, wiring instructions, etc. Instead, use
encrypted email, a secure document-sharing platform or a secure transaction-
management platform in conjunction with personal phone calls to the client.

3. Talk to your clients. Knowledge is another powerful weapon against internet
criminals. Tell every client about real estate wire fraud—how it occurs and what
steps you (and they) need to take to prevent it. You may also want to have clients
read and sign a notice regarding the possibility of cybercrime hitting the transaction.

4. Consider insuring against cyber risks. In the event of a breach, it’s
important to recognize that your firm could be subject to a liability claim if
investigators find that access was gained through your company’s email account. To
minimize losses, you may want to add cyber liability to your standard errors and
omissions (E&O) insurance policy.
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Deterring real estate wire fraud and other types of cybercrime doesn’t have to be
expensive, but it does require knowledge and vigilance on multiple fronts—mnot just
during REALTOR® Safety Month, but every day of the year.
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Text 6 Expert Qualities That Make A Good Real Estate Agent

Good real estate agents can be difficult to find if you don’t know the qualities to
look for.

We had a chat to some industry experts to find out what you should be looking
for when scouting around for the perfect agent.

Quialities of a good agent

1. They communicate
As a house seller or buyer it can be stressful dealing with an agent who’s not a great
communicator. The real estate market is time sensitive, so you need an agent who
will let you know quickly where you stand with your current buying or selling
situation so you can move on quickly to another property or potential buyer.

Jean Gordon from Estate Agent Stars says that one of the biggest frustrations for
people is a lack of communication from their agent.

“It’s so important that agents stay in constant contact with their clients and
customers. What seems like insignificant information to an agent who’s been in the
business for years can be really important to clients who are new to the real estate
game,” says Gordon.

2. They’re proactive

Ben Hatch from Harcourts Real Estate in WA says a good agent should be
proactively calling potential buyers, communicating with existing customers and
constantly chasing new leads. The key element of being proactive is keeping the
client well informed.

“If your clients keep calling you, you’re not giving them enough information,”
says Hatch.

The key element of being proactive is keeping the client well informed. Looking
ahead: A glimpse of the agents of the future

3. They listen

Most good agents will tell you to be wary of an agent who talks too much.

Hatch says that if you can’t get a word in when communicating with your agent, then
you’ve got a problem.

“As a client or customer, you’re the one who should be doing most of the talking
and making sure that your agent understands your special requests and needs. A good
agent should be asking all the questions not the other way around,” says Hatch.

4. They’re client motivated

Put simply, if the customer gets a good a deal, the agent gets a good deal, which
is why it ‘s so important to choose an agent who puts their vendors first.

Lucy White from David Murphy Real Estate in Mosman says a good agent will
always have their clients’ needs as their top priority.

“Buying and selling houses can be stressful and it’s important for the agent to
make sure that the client is feeling supported and happy.”

5. They can adapt to their clients’ needs

It’s also important it is for an agent to be able to ‘read’ their client.
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“Some clients like to communicate via email, some prefer a quick text message
and others like to receive a phone call so they can have a chat about what’s
happening with their sale,” says White.

“It’s the responsibility of a good agent to choose the client’s preferred method of
communication so they don’t feel either ignored by silence or pressured by too much
communication.”

6. They know their clients time frame

Jean Gordon says that timing awareness is essential to a good client/agent
relationship.

“You need to know if the client is in a hurry to sell. If they need to settle soon,
the agent should know this and should be working to a tighter time frame. If the client
1sn’t in a rush the agent can shop around and advise the client to wait for a better
market so they can get a decent price on their house,” says Gordon.

7. They know their customers selling motivation

Ben Hatch says a good agent always knows why their clients are selling and will
ask themselves the following questions:

Is your customer selling to buy?

Is this an investment property?

Are they going live in this home and then knock it down?

“These are all things that good agents need to think about. It also helps to know
if there’s a sentimental attachment to a home. A client who’s selling one of five
investment properties will have very different needs to a client who’s selling their
family home. A good agent will know the difference and will adapt accordingly.”

8. They aren’t afraid to give you their last 20 clients as references

Jean Gordon says the best way to get a good agent is use their past clients as
references.

“If you’ve lined up a new agent and you want to make sure that they’re the best
fit for you, ask them for testimonials or statements from their last 20 clients. Not
selected clients, literally the last 20. A good agent should be able to give you a
positive reference from any of their past clients.”
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Text 7 How to Win in Business and Life

Our society is captivated by winners—the people who’ve achieved success and
the American Dream and make the process look effortless. In America, we’re
guaranteed the right to life, liberty and the pursuit of happiness; however, many
people feel the American Dream is impossible to reach today.

As an emigrant who came to America from Ireland with less than $100 and went
on to build wealth and a successful company, | think the American Dream is alive
and well. With hard work, persistence, and a commitment to learning, success and the
American Dream can be within reach.

Here are seven tips that encourage success:

Focus on your goals. When challenges arise, think about the impact that
reaching your goals will have on your life. This will help you face and overcome any
challenges. If you’ve only recently started setting goals, be sure to write them
down...and be specific.

Have a positive attitude. People prefer to work with positive people, and your
clients are no different. A positive attitude helps build relationships, leading to repeat
business and referrals. One of the best ways to develop a positive attitude is to fill
your mind with positive stories, music, books, etc.

Master the fundamentals. The fundamentals are timeless strategies to use
regardless of the state of the market. Instead of relying on gimmicks, focus on the
basics—the productive activities that have a proven record of creating results (e.g.,
phone calls, personal notes, monthly marketing materials and small gifts to your top-
referring clients). Do at least two hours of lead generation each day, making it one of
your top priorities for the day.

Be consistent. Consistency builds habits, and to be consistent, it’s important to
have a system. Systems allow you to provide excellent service to your clients and
stay connected with them long after the transaction has closed. Do the necessary
tasks—daily lead-generating activities and asking for referrals—and the results will
come.

Find a mentor. Successful people are always looking to improve. Seek a
mentor who’s further along the path you’re on and ask for advice and assistance.
Having a mentor will ensure you stay on the path to success.

Do what it takes. One of the common traits found in the stories of successful
emigrants is a willingness to do whatever it takes to succeed. Tap into this trait by
practicing longer and more often in order to build your skills, and seek out solutions
to the challenges you face.

Never give up. It’s impossible to achieve anything if you quit when a challenge
arises. Determination is crucial when it comes to achieving success.
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Text 8 Why Blogging For Your Real Estate Business Can Be a True
Advantage

Most real estate agents today are realizing that having a web presence is a must
if they want to be successful. The reality is, anyone looking to buy a home is going
online first. This is true even for grandparents, but it is especially true for younger
buyers. If you want to appeal to a wide audience, you have to be online.

One of the keys to an online presence is blogging. Having a real estate blog
offers you a number of advantages that more than make up for the effort it takes to
maintain the blog. Having a blog allows you to present your experience as an agent,
show you understand the local market, drive business to your agency, and more.

Real Estate Expert

People like hiring experts. They don't want to hire novices, the uninformed, or
those who only know a little about a particular subject. This is especially true in high
stakes transactions, which buying or selling a home certainly counts as. Keeping a
regular real estate blog allows you to show off your expertise as an agent. With each
helpful, targeted, informative blog post, you show your audience that you do, in fact,
know what you are talking about. This is important for several reasons.

First, you can explain different topics to your readers. This helps them
understand the work that you do and how it applies to their needs. Second, you can
start establishing trust. You are giving away free, useful information — stuff that only
20 years ago, they may have had to hire an agent for. Now, you are giving it away for
free. This free, useful information turns you into a trusted resource, and people like to
hire those they feel are trustworthy and knowledgeable.

Drive Business

As stated before, the internet is where people are going for house listings and
real estate services. By building a blog that people like to read, you are increasing
your visibility online, which will drive business. One of the biggest factors Google
and other search engines use to rank websites is the content they provide. Web
searchers are looking for information, and search engines want to satisfy searchers. If
you have good, genuinely valuable information on your site, it will make you appear
higher up on the search rankings. The higher you can get, the more business you
should be able to generate.

Becoming a Better Agent

One of the most interesting things about teaching information to others is how it
solidifies personal understanding. You may think that you know a lot about real
estate, but once you start explaining it — teaching it — you will discover your own
strengths and weaknesses. This is one of the biggest reasons why real experts often
teach - because it makes them better at what they do.

In your effort to build a blog and community pages, you will also be learning.
This will make you a better, stronger real estate agent. When you come up against
different obstacles in your work, you may be better at overcoming them. It is a win-
win situation for you and for your clients.

Build Relationships with Colleagues
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Once your blog starts to gain some visibility what you will notice is that other
bloggers will start interacting with you. This of course is a good thing. In fact good
real estate social media relations are built on collaboration. One thing you will find
out quickly about blogging is people love to be recognized. Having your name in the
spotlight makes you feel special. One of the best ways to get noticed is to share the
content of others - especially influencers! (Hint, hint!)

Getting Started

Creating a real estate blog does not have to be difficult. You only need to pick
some topics that you think people will want to understand better, and start writing. If
you are not keen on the writing part, you can always hire someone to do the writing
for you. Once you have the basis for the blog, you can edit it to your liking and then
publish it for your readers.

Results from blogging may take some time, but the fact is, there is no better time
to start than now. In a year, you will have a blog with plenty of information, and you
will have added to your credibility as a REALTOR®.

Promotion of Your Real Estate Blog

Having exceptional real estate content is of course the most important piece of
the puzzle if you hope to be successful with your blog. Promotion however, comes in
a close second. If you want to make sure your blog becomes a reliable business
source you are going to need a plan to make sure it is visible. There are a number of
ways to do this. Frankly, this is where many blogs either fail to get off the ground or
die off all together.

When it comes to promotion of your blog, you will want to be active is some of
the more active social media sites such as Facebook, Twitter, Pinterest, Google+ and
even LinkedIn. These are all valuable places where your content can get shared
driving traffic back to your site. Do you enjoy social media? If so, blogging and
social media go hand in hand like peanut butter and jelly. Your blog will become the
foundation of all your social media efforts. Once you have the basics of social media
marketing for your real estate blog down, keep looking for further ways you can
improve your exposure. While these are all mainstream sites that most people know
about and use daily there are quite a few others that can drive some serious traffic.
The best real estate bloggers will use all the best tools at their disposal. This of course
should be a major goal for any real estate agent who is interested in having a blog that
works to acquire business.

Remember when starting your blog to be patient. Success will not come
overnight. You will probably need to have created at least fifty blog posts before you
start seeing any meaningful traffic to your site. Keep at it and you’ll be glad you did!

51



Part 111 Texts for reading in Russian

Text 1l Kak craTh OLEHIIUKOM HEABUKNMOCTH

[Ipu mpoBeAeHUU CACTKH KYIUTU-TIPOJAaXXU KBAPTUPBI U JPYrodl HEJBUKUMOCTH
MOYTH BCET/Ia HyXHa MPOo(eCCHOHAIbHAS TIOMOIIL OIEHIIHUKA. DTOT MPOQeCCHOoHAI
HEOOXOJMM M BO BpeMs MPOBEACHHS NPYTUX OIepanuii ¢ HEABMKHUMOCTHIO. Kak
MMEHHO paboTaeT OLEHIIUK U YeMY HYKHO HAyUUThCSI, YTOOBI TOCTPOUTH Kapbepy B
3TOM chpepe — Halla CTaThsl.

OneHIMK — 93TO CHEIHUAINCT, ONpPENESIOMUA CTOMMOCTh JII00Oro BHJIA
UMYIIECTBA: HEABMKUMOTO, JBMKMMOTO M JIIOOOTO MPOYero, BIUIOTH [0
MMYIIECTBEHHBIX MPAaB U HEMATEPUAJIIbHBIX aKTUBOB.

N »1y cnenuanbHOCTh MOXHO nonyuuTh B BY3e. Kak B kauecTBe mnepBoro
BBICIIIETO, TaK M Ha 0a3e yXe HMEIONIErocs, >KEIaTeJbHO 3KOHOMHUYECKOTO WIIH
ctpoutensHoro. Ho yxe B Buje NEepenoAroToBKH, TO €CTh B BHUJE MPUOOPETEHUS
JTOTNOJIHUTENbHOW crneruanbHocT. Ceituac Oonee cotHu BY3o0B mnpemnaraior
o0y4eHHue 3TON NUCHUIUIMHE (KaK JUCTAaHIMOHHO, TaK U Ha AHEBHOU gopme). A 310
oonee 800 akamemuueckux yacoB. [losToMy pga, 3TO moJiHOLIEHHas mpodeccus.
CroumocTts Kypca koneonercs ot 20 mo 50 Teic. pyOneit

B nearenpbHOCTH 3TOTrO CrenUaInucTa eCTh pa3/ielieHue Ha OTPaciu:

* HEIBUKUMOCTD

* 3eMJIS;

* aBTOMOOWJIH;

* OLICHKA UMYIIECTBA.

[IpodeccuonanbHbIl  ONEHIIMK TpeOyeTcs MpuU 3aKIIOUYEHUU CHIEJIOK  TI0
MpOJIaXxe, BBIICIICHUN JIOJIeH, paboTe ¢ IIEHHBIMU OymMaramu, OmpejeieHH pa3Mepa
yiep6a u mpouyeM geiictBe. OH BBIHOCUT DKCIEPTHYIO OILIEHKY, COCTaBISIET OTUET O
crouMocT oObekTa. Hampumep, oT4eT OleHIIMKA yiiepOa TPaHCHOPTHBIX CPEACTB
OyJleT UCTOJIb30BaH B CYJIe, €CIU MPHU MOJTYUYCHUH CTPaXOBbIX BBHIILJIAT, CyMMa Obliia
3aHWKEHA, 110 MHEHUIO aBTOBJajeNbla. Jpyroi npumep: OaHK BBIJAET KPEAUT MO
3aJI0T HEJIBMXKMMOCTH, MPUBJICKAET OlleHIIMKa. Ha ocHOBaHuUM ero oryera, OaHK U3
MOJTY4YEHHOW TMPHU IKCIEPTHU3E CTOMMOCTH BBIYHUTAET JIECSTh MPOIICHTOB, U UMEHHO
3Ta CyMMa MOXET ObITh MAaKCUMAJILHOM /ISl KpeIuTa.

Kakumu kauyecTBaMu J0JI2KeH 00/121aTh OLIEHITUK

[Ipexxne Bcero, OIEHIIMK JODKEH 00J1afjaTh TAKUM Ba)KHBIM KadeCTBOM, Kak
KOMMYyHUKa0enbHOCTh. [Ipodeccust mpeamnonaraeT akTUBHOE OOIIEHUE C JIOIABMHU.
[lopTOMy KOMMYHUKATUBHBIE HaBbIKM HYXHbI €My HE MEHbBIIE, HEXKeIu
aHATMTHYECKHE CIocOOHOCTH. He MeHee BaKHO yMEHHE paboTaTh C JOKYMEHTAIIMECH:
HEBEPOATHO BAYKHO TIIATEIbHOE, CKPYMYJIE3HOE, COCPEAOTOYEHHOE, BHUMATEIBHOE U
YBaXUTEJIbHOE OTHOIIeHUE K udpamM. O01acTH 3HAHUN, TPUMEHSIEMBIX OLICHIIIMKOM
B paboTe: MpaBo, METOJIbl OLIEHKH, TAMOXKEHHbIC MPaBuUia, ITUKA JEJIOBOTO OOIICHUSI.
Taxxe emy TpeOyIOTCSI HaBBIKM B pabOTE ¢ BBHIYUCIUTEILHON TEXHUKOW M aHAIM3e
XO3MCTBEHHOU JIESITEIbHOCTH.

I'ne paGoTaroT oneHIIUKHA
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[Tocne momydeHus BOKIeIEHHON TIpodeccrun, y OIEHITUKA €CTh IBa BapUAHTA!
YCTpOUTHCA Ha pabory mo HaiMy win oTkpbiBath cBoe UII mimmu OOO. B mobdom

Clly4yae, pa3roBOpbl O OACHOCIOBHBIX 3apa0OTKax OICHIIUKOB — JIUIIb MUQBIL.
Cpeanuii 3apabOTOK Ha HAYaJIbHOM JTane MOXET cocTaBisITh 1030000pyoieil.
Haneme — Oosbmie. Ho Bpsax ymu Beime 130000py6Oneit B mecsn. Hampuwmep,

OIIEHITUK yIllepOa TpaHCIOPTHBIX cpencTB nmomydaeT oT 300 mo 5000 pybiieit 3a oquH
otuer. B geHp ux (uU3MUECKHM COCTaBUTh MOXHO He Ooiblie Tpex. MOXKHO
OpUOIU3UTENIBHO TOCYUTaTh, YTO MHUHHMAJIbHBIM 3apaboTok — wmeHbie 20000
pyOei.

OueHIMK HEABUKUMOCTH

OpHa W3 caMbIX BOCTPEOOBAHHBIX CITeMANM3aNMil B mpodeccun — pabdoTa ¢
HEIBIKUMOCTBIO. Ee oreHka TpedyeTcsi BO MHOTHX cllydasix. BoT HECKOIBKO U3 HUX:

* KYIUIA-TIPOIayKa HEABUKUMOCTH;

* BbIJIaya 3aiMOB T10]1 3QJI0T HEJIBIDKUMOCTH OaHKaMH;

* UMOTEKA,

* BBIJICJICHUE JI0JI€H B HEABMIKMMOCTH, Pa3Jiei, TapeHHe;

* ohopMIIEHHE ITPaB COOCTBEHHOCTH;

* CyneOHbIe CIIOPBI B OTHOIICHUH HEJIBH>KUMOCTHU

* onpeJeneHue yuepoa;

* CTPaxOBaHMUE;

* MpUBATH3AINS, KOHOUCKAITUS;

* BHECEHHE UMYIIECTBA B YCTABHOM KalUTal;

* fIepe/iaya B IOBEPUTEIHHOE YIPaBIICHHE,

* HaJIOTH;

* JINKBUJIAIIMS, OAHKPOTCTBO.

MectoM paboThl JaHHOTO CHEIHMATUCTa Yallle BCETO SBISIOTCS YaCTHBIC

areHTcTBa HEABMXKUMOCTH. OHHU Jaxe BKJIAQJBIBAIOTCS B OOYyYEHHE CBOHUX
COTpYIHUKOB. [I0TOMY UTO UMETH CBOETO CHELMAIUCT Ha OKJIaJle ropa3o BhITOJHEE,

YeM  TOCTOSIHHO  NpPHBJIEKATh  CTOPOHHUME  opraHuzauuu.  CyllecTBYIOT
JTUCTAHIIMOHHBIC Kypchl 00yueHus. X 0ObIYHO W OIIayMBaeT paboToaaTeNh CBOEMY
COTPYIHHUKY.

EcTb ermie psii 1ONOJHUTENBHBIX TPEOOBAHUM K OLICHITUKY HEIBMKUMOCTH. [1pu
npuemMe Ha paboTy, ¢ Hero TpeOyIT BOJIUTEIHCKUE MpaBa KaTeropuu B u cormacue
Ha KOMaHJAMPOBKU. Jlerue Bcero cTaTh OLEHIIUKOM HEABWKUMOCTH OyjaeT
CTIICLIMAIUCTY C BBICIIUM CTPOUTENIBHBIM OOpa30BaHUEM: MHKEHEPY, CMETUHKY, TaK
KaKk JaHHble TMpodeccud MarT TMOHUMaHue crneuuduku OOBEKTOB W HX
ocob0eHHocTell. CnenuanucTbl PeKOMEHAYIOT pacCMaTpuBaTh ATy MPOQPECCUI0 Kak
nonoaHuTeNnbHy0. Ecnu dopTyHa OyaeT Ha Baiueil CTOpoHe, TO U3 IONOJHUTEIBLHOM
OHA MOXET MPEBPATUTHCS U B OCHOBHYIO.

YpoBeHb 3apabOTHOM IUTATHI HANPSIMYIO 3aBUCUT OT pEruoHa. 3apaboTKu
orleHIMUKOB B MockBe u obsactu BapeupyroTcss ot 36000 mol50000 pyoGseii. B
Cankr-IletepOypre ot 20000 1095000 pyOneit. Uem nanbiiie OT IIEHTpA PETUOH, TEM
MEHbIIIe 3apaboTOK.

IlepcnekTHBBI Pa00THI OLIEHIIUKOM HEABHKUMOCTH
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O1eHuTh NEePCIEeKTUBHOCTh Mpo(deccur OLEHIIMKA HEABMKUMOCTH, MOXKHO
TOJIBKO pacrojarasg HHpopMmanueil o OyqyleM 3TOro pblHKAa. A MEX TEM pPBIHOK
HEABI)KUMOCTH pacTeT U muputcs. HoBocTpoliku, HOBblE OAHKOBCKUE MPOAYKTHI B
3TOM 00JacTH, pAacUIMPEHUE BUAOB T'OPOJCKOH M INPUTOPOJHONW HEABMIKUMOCTH.
Cnaz, eciiu U €cTh, TO CBSI3aH OH C 9KOHOMMUYECKON 00CTaHOBKOW B Halllell CTpaHe, B
CBSI3M C BPEMEHHBIMU BHEIIHUMHU (PaKTOpaMH. ITO, CKOpPEE BCEro, MPOCTO 3aCTOM.
Kak Toiapko MUK BpEMEHHOT0 KpU3uca MUHYET, @ 3TO OT CHJIbI TOA-TIOITOPA, UHTEPEC
K HEJABI)KMMOCTH CHOBA IOIOJI3eT BBepX. M Torma y OIEHIIMKOB B 3TOW cdepe
npuOaBUTCS PabOThI, MOABATCS HOBUYKHM, HAcTynaroue Ha maTtkd. CIoBOM, Bce
BOMJIET B CBOIO KOJICIO.
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Text 2 CoBeTbl PU3JITOPOB 0 TOM, KaK 00IATHCS ¢ KJIHEHTAMH

MoxHo 5 HaWTH TOAXO0J K JoOomy kiueHTy? [la, HO Ui 3TOTO HY>KHO
pa3dupaThCsAd B JIFOASIX M 3HATh XUTpocTH oOmeHus. Pemakmms RegionalRealty.ru
oOpaTuiach 3a pa3bsCHEHUSIMH K pudaTopaM. Bot mogdopka coBeTOB, O KOTOPBIX MBI
Y3HaJIU OT ar€HTOB MO HEJBUKUMOCTH.

BaskeH HCKpPEeHHU HHTEpPeC K YeJ0BeKY

“Uro kacaercs 0oOIlEeHUs, Ba)KEH MCKPEHHUN MHTEPEC K YEJIOBEKY, KaKk OH cels
BEJIET, KAK U Ha 4YTO pearupyeT. MHE MHTEPECEH HOBBIM YENOBEK, U 51 €r0 M3y4aro.
Baxxno HaOmogaTh 3a 4YeIOBEKOM MpU OOLIEHUHU. BexXIMBOCTH, KOPPEKTHOCTH -
BaKHEUIUH 31emMeHT oOieHus. [Ipu pasroBope - KOHTPOIMPOBATH CBOM IMOILIMH U
CUTYyallMIO B LIEJIOM, BECTU pa3roBop. MHoraa moyie3Ho JaTh BO3MOMXKHOCTh KIHEHTY
MOXBACTaThCs, MOXBATUTHCSA. C KaKIbIM KJIMEHTOM CBOW CTUJIb pabOTHI”.

“TpyaHocteid B OOLIEHUM MPAKTUYECKH HE BO3HUKAET. ECIIM OHM BO3HHMKAIOT
pU NIepBOM TeIe(OHHOM 3BOHKE WJIM MPHU BCTPEYE, TO 3TO HE TBON KIIMEHT.

I'oBopuTE KJIMEHTY TO, YTO OH X0YeT CJbIMATH

“CmoBa Knmenra: «f Xxo4y KynuTh KBapTUpy M cHaTh CIIOKOWHO» - Bce, 3TOro
JOCTATOYHO, YTOOBI MOKYIATENsl 3aKPbITh HA AKCKIIO3UBHBIA aorosop. Ilocie stux
CJIOB, MPOJIaBas yCIYry MOTECHUUAIBHOMY KJIMEHTY, pUdJITOp HokeH 90% cBoero
MPEJIOKEHUS CTPOUTD HA CIIEYIOIIUX TE€3UCaX:

* be3onacHOCTh CACIIKH;

* IPOBEpPKa JOKYMEHTOB Ha KBAPTHUPY;

* cOOp CIpaBoK;

* 3anipoc B MBJI 06 ricTopuu nepexo10B mpasa.

JKOHOMbTE BpeMsl KJIMEHTAa

“CnoBa KnuenTa: «Mbl mocMoTpenu 5 kBapTup U OOJbIIIe HUYETO HE HAIUIA B
3TOM paiioHe». Ecim puaIITOp SABISIETCSA CHENMAIMCTOM KOHKPETHO 3TOr0 pailoHa, OH
npocTo 00si3aH pacrnoyiarath MHPOpMAIMEH O peaIbHOM KOJUYeCTBE 00BEKTOB. Mx
TOJKHO OBbITh OoJblIe. B gaHHOM ciiydae, npejuiaras BbIOOp, BBl 9KOHOMHUTE BPEMsI
KJIMEHTA + 0€30MaCHOCTh, ICHEXKHAS BBIT0J1a = KCKJIFO3UBHBIN JJOTOBOP” .

Ba:xHo npaBuiIbHO GOPMYJIMPOBATH BONPOCHI

“EcTph B TEXHHUKE MPOJaX OJUH U3 ITANOB - BHISBIICHHE MOTPEOHOCTEN KIIMEHTA,
U €CIT MPaBUIBLHO C(HOPMYIUPOBATH BOIMPOCH], TO KAKUX-TO MPOOJIEM C OOIIeHUEeM
He BO3HUKaeT. Ei€ ecTh 0/Ha U3 YJIOBOK, HABEPHSAKA MPAKTUKYETCA Yy MHOTHUX. [[s
TOTO YTOOBI CHHU3UTH IIEHY Ha MPOJABAEMbI OOBEKT, B TEUEHUU 2-3 HEIelb
c0001IaTh COOCTBEHHUKY, YTO KBAPTHPA HE TIOJIB3YETCS CIIPOCOM .

IloMmHuTE, YTO BbI IOMOTaeTe PEHIUTh dKU3HEHHYI0 CUTYALM IO

“Ilpu oOImeHNM C KIMEHTOM, TJIaBHOE - HaWTH oOmuil s36iK. M1 B MoeM citydae
50% ycmexa B TOM, 4TO s paboTar0 TOJIbKO B cBoeM paiione! Ilpuxons B goM K
COOCTBEHHHMKY, 5 YXE€ HE 3aJal0 ThICIUYM BOMPOCOB, KOTOpPHIE KacaroTcs
UHPPACTPYKTYphI, MAPKOBKH, TPAHCHOPTHOM JOCTYIMHOCTH, IJIAHUPOBKH, U T.I.
HyxHO emie noHMMaTh TO, YTO Mbl NPUXOJUM B JIOM, I/I€ YEJIOBEK IIPOBEIN
ONPENEIICHHYIO YaCTh CBOEH KU3HH, U K 3TOMY OTHOCHUTBCS C YBAXKEHUEM, HECMOTPS
Ha TO, B KAKOM COCTOSIHUM KBapTupa. B kineHTe, B IepBYIO O4epeib, HY>KHO BUIETh
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YEJIOBEKA M MOHATH €ro MOTPEOHOCTH, YCIHBIIIATh €r0, IOMOYb PEIINTh KU3HECHHYIO
CUTYyalIHIo, 1aTh cOBeThl. HaBepHoe, Bce 3T0 He Ha3oBellb "yjaoBKoi". IT0 padoTa, B
KOTOPYIO Mbl BKJIQJBIBAET YACTHUKY CeOs, BEb K KaXKJIOMY YEJIOBEKY, Mbl HILEM
nonaxon!”

Ha ocHOBe 3THX COBETOB MBI COCTaBUIM 00Opa3 HIACAIBHOTO PUAITOpA. ITO
00asTeNbHbIN YeOBEK, TOMOTAIOIIMKA B KpaTyalliie CPOKU pa3peliuTh >KU3HEHHYIO
cutyanuto. [Ipu 3ToM OH ymeeT HalTH MOAXOA K JIFOOOMY KIMEHTY W 3HAET, KOrjaa
HY>KHO OTKa3aTh. Y MEJNIO UCIOJIB3YEeT XUTPOCTH OOIICHHs. A eIlé OH HE CYIIECTBYET.
Ho xaxpIif pusntop cTpeMuTcst K 3ToMy oopasy. Mnu Het?
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Text 3 MapKeTHHT HEABHKMMOCTH: TOYKH KOHTAKTA WJIH KaHAJIbI
NMPOAAXK

QKCHepT PbIHKa HCABHKUMOCTH PACCKA3BIBACT, YTO TAKOC TOYKM KOHTAKTAa W 3a4YCM
K&)KI[OIZ KOMIIAHUH HYKCH 00s13aTeNILHBIN AyJIuT IJI1 r'paMOTHOI'O MapKETHUHTA.
Kananbi NnmpoaaxK UJid TOYKH KOHTaAKTa
Korz:a MbI XOTHM BCCPLC3 IIOTOBOPHUTH O «KaHAJIAX IIPOIAAXK), H€O6XOI[I/IMO
YBCIIMYUTH PA3pCIICHUC «MUKPOCKOIIa», TdK KakK Ka)I(I[beI KaHall IpoAaax — 3TO TaK
Ha3bIBacMasa «LCIIOYKa KOHTAKTOB.

A mro6ast «1eroyka KOHTaKTOB» COCTOMUT U3 «Touek KoHTakTay (TK).

TK — »TO 4Ype3BbIYAiHO MHOTOYUCIEHHBIE MECTa, MOMEHTBI, CHUTyallud H
uHTEpENCHI, TJe MOTECHIIMATBHBIM KJIUEHT TaK WJIM MHA4Y€ COMPHUKACAETCS C Balllen
KOMITaHUEH/TIPOTYKTOM/YCITYTOM.

3ayeM HYKHbI TOYKH KOHTAKTA

[ens Bcex TK: amonmoHansHO-CUIIBHOE, Y€TKOE, TO3UTUBHOE B3aMMOICHCTBHE
C KIIMEHTOM, KOTOPOE MOOYX IAET 3TOr0 KIMEHTA:

* IOKYIIaTh MIMEHHO y HaC;

* 3aIIOMUHATh HAC M HAIITy KOMIIAaHUIO;

* paccKa3bIBaTh O HAC IPYTUM.

Kak ucnosib30BaTh TOUKH KOHTAKTA

Heobxoaumo cecTh U, 3a0bIB TIPO «KAHAJIB», COCTABUTH MOAPOOHBIA CIHCOK

BCEX CBOMX «TOYEK KOHTakTay. KiltoueBoil (akTop ycmexa: NmpeacTaBUTh cedsl Ha
MecTe kKiaueHTa B Kaxaoi TK. BriOpaB Bce BO3MOXHBIE «TOYKH KOHTAKTay,
KOTOpbIE OTHOCATCS K crneluduKe Baulero OM3Heca, Bbl JIETKO MPOBEAETE UX ayJIUT
(aynutr TK HeoOX0IMMO MPOBOJUTH HE Pexe, yeM pa3 B 3 mecsia. XOpoIlo, €Ciu
3TUM OyJET 3aHUMAaTbCs CIELMAIbHBIA YENOBEK, «ApaiBep»). AyIUT BaM MOKAXKET,
KAKHAE€ W3 BallMX TOYEK KOHTAKTa ABISAIOTCS « Wow!», kakue «HopmanbHO», a Kakue
«Otctoii». HeoOxonumo HayuuThes yinydiiaTth Bce cBou TK.

MBI npekpacHO mnoHMMaeM, 4ro Bce Bamu TK pasnuyaroTcs 1mo CTENneHH
BaxHOCTH. IloaToMy cambie rnaBHble TK (ckaxem, necate VIP-TK) — Bcerna
JIOJKHBI OBITH Y Bac Mepe/] ria3aMu.

[IpekpacHo, €cnu BBl CMOJKETE YIEIUTh AOCTATOYHOE BpeMsi «DUILKUHTY» H
npuBectu Bce Bamm TK (Hy, XoTa Ob1, 10-TOII) B cocrosane « Wow!». Ecnu Bamia
TK Bxmouaer «Wow-factor», ycnex HeuzOexeH! «®uiika» — 3T0 OpUTHHAIBHBIN
IIPUEM, C TOMOIIBIO KOTOPOTO YBEIMYMBAETCS LIEHHOCTh BALIErO IPEMJIOKEHHUS B
IJ1a3ax KJIMEHTa, BBIICIAIOLIEr0 BaC HaJl BallMMHU KOHKYPEHTAMM.

CocraBpTe rpaduk ynyumenuit u ayauta Bammx TK. IlomHute: «Toukamu
KOHTaKTa» HEOOXOJMMO TPaMOTHO YIpPaBiIsATh, MOCKOJbKY OHM CO BpEMEHEM
nepecTalT JaBaTh PE3yJbTaT, U OT HUX HYKHO JIMOO OTKa3bIBaThCs, JUOO HX
OOHOBJISITH UJIM YCOBEPIIEHCTBOBATH.
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Bpems uper. Mensiercs Bam OusHec. Mensitorca TexHosoruu. McyesaoT u
MOSIBJIAIOTCA KaKMe-TO BO3MOXKHOCTH. Bce 3T0, B mepByro odepenb, OTpaKaeTcs Ha
«TOYKax KOHTaKTa» M, KaK CJIEJACTBUE, HA yCIIEXe BaIlero Ou3Heca.

«Toukn KOHTaKTa» MOryT OBITh OJHOMOMEHTHBIMM U HOBTOPSIOIIMMHUCS,
JOJITOCPOYHBIMA U KPAaTKOCPOYHBIMH, KUBBIMHU M MEPTBBIMU. Y KAXKIOW HUX HUX
CYLIECTBYET CTaHAAPTHBIM KU3HEHHBbIM LHKI: Bbeixog Ha pbeiHOK — Poct —
Haceimenne — [Tanenune — CMepThb.

['ne ceituac, HanpuMep, TeJIeTalll U PaCcChUIKU 1O (akcy?...

[TocmoTpuTe Ha CBOM OM3HEC M HA ayAUT BallMX «TOYEK KOHTakTa». Kakue u3
TK Ha kKakoM IMKIJIE HAxXOHSTCS B HACTOSIIIMHA MOMEHT BpemeHu? UTOo HOIKHO
«otMmepetrb»? Uto — nosButThea? ['me MOXKHO 4uto-TO HMcnpaBuTh? Kyna BIOXHYTH
HOBYIO KU3Hb?

Bce «TOYkM KOHTaKTa» B3aMMOCBA3aHbl C HAIIMMHU YyBCTBAMH, SMOLUAMH.
Bo3sgeiicTByiite Ha 3peHHe, OOOHSAHHE, CIyX, BKYC, OCSI3aHHE, IOMOp BalIUX
KJIIMEHTOB. 3]71eCh CUET JOJKEH ObITh 6:0 B Balry mojib3y!

MB1 yXe roBOpPWIM, HAaCKOJIBKO BaXKHO BJIE3Th B «IIKYpy» KIMEHTa, B €r0
«BUIECHUEY.

Htak, rpamoTHas paboTa HaJl «TOYKaAMU KOHTaKTa» MOTpedyeT OT Bac IUIaH,
CPEACTBa, BPEM U «JIpanBepay.

Bam ycniex — B Bammx pykax. Beigensirecs!
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Text4 8 cnuckoB, KOTOPbIE T0JZKEH BECTH PUIJITOP

PusnTopam exeaHeBHO MPUXOIUTCA UMETH JIE0 ¢ OOJIBIIUMU 00beMaMU
uHpopmaiu. EcrecTBeHHO, HE Beera yaaeTcs: padoTaTh OJJMHAKOBO MPOTYKTUBHO
— CYIIECTBYET BEPOATHOCTH 3a0bITh WM MEPENyTaTh yTo-T0. Kak ynepxarb
3¢ (PEeKTUBHOCTH HA IPIIIMYHOM YPOBHE M M30ekKaTh omuO0K? Pegakius
RegionalRealty.ru mpemgnaraet npoctoit cnocod — BeJICHHE CITUCKOB.

MpsI onpocHid TPAKTUKYIOIIKUX areHTOB M0 HEABMXKUMOCTH U coctaBuiu TOII-8
CIIMCKOB, KOTOPbIE IPU3BAaHbI IOMOYb PUAJITOPY B padoTe.

Kuauenrtckas 6a3a

Cnucok, KOTOpbIA JOJKEH ObITh HA BOOPYKEHUHM Y Ka)XJAOTO pUAITOpa. ITOT
JOKYMEHT — OJIHOBPEMEHHO PYKOBOJCTBO M OTYET O Balllel [esaTenbHOCTH. B
areHTCTBaxX HEJIBMKMMOCTHU Yallle BCEro ecth obmas 6aza. Ho pusnrop MoxeT Bectu
coOCTBeHHBIN cnucok. [[ins ymoOcTBa ero Jydiie pas3iensirb Ha HECKOJBKO
«TOJICTIUCKOB»: OOBEKTHl ISl MPOAAXKH, TMOKYMaTeld, OOBEKThl M KIHUEHTHI IO
apeHze.

Nudopmarusi, KOTOpyro Bbl BHOCHTE B 3TOT JOKYMEHT, pasiuyHa. Ho ecThb
OCHOBHBIC JaHHBIC, KOTOpBIC >KEJIaTeNbHO (UKCHUPOBATH: KOHTAKTBI, CBEJCHUS O
cTaTyce OOBEKTa, €ro ONUCAaHUE, PACIONOKEHUE, CTOMMOCTb, 3alpPOChl KIMEHTOB,
y4eT 3BOHKOB, ITOKa30B/IIPOCMOTPOB.

Knuentet — B agpecHoit kHure tenedona. Texkymue BCTpeun — B KaJeHJape
tenedona. Ilepedenr pecypcoB — B 3akiaakax Opaysepa. JleiicTBus mo
KJIIMEHTaM/CJIeJTKaM — Ha TUTYJBHOM JIUCTE CIIEJKU (MOXKayl, e TMHCTBEHHOE MECTO,
/i€ MUILY «OT PYKW»).

Cnmncoxk MHTEPHET-NOPTAJIOB

[lepeyeHb OCHOBHBIX U JIOTIOJIHUTENBHBIX TJIOMIAOK IS PEKIaMbl 0ObEKTa B
ceTu. B 3TOT crrcoK BKIIFOUAIOT BCE MHTEPHET-PECYPCHI, IA€ BO3MOKHO pa3MELICHUE
oObsaBiennit. K HUM OTHOCAT: calThl, (POPYMBI, CTPAHHUIIBI B COLUAIBHBIX CETSX,
OHJIAMH JTOCKH OOBSIBJICHUN U MpoYee.

Ilepen TeM, Kak BKIKOYUTH TOT WJIM WHOW PECYPC B CIIMCOK, KEJIATEIBHO
MpPOBEPUTh €ro Mo PsAy MNokaszaTeneil. BaKHbIMM XapaKTEPUCTUKAMU SBIISIOTCS
MOCEIIAeMOCTh Pecypca, AaKTUBHOCTb MOCETUTeNel (KOJIMYECTBO MNPOCMOTPOB U
OTKJIMKOB), CBOEBPEMEHHOE OOHOBJIEHHE MH(POpMALUU. AHAIU3 PECYPCOB MO3BOJIUT
BbIOpaTh Haubosee 3 PeKTUBHBIE TUIOAAKHY ISl pa3MEIICHHUS.

Cnucok JHEeBHBIX 3324

Pabouunii neHp pudnTopa ObiBaeT HEHOpMUpOBaHHBIM. [losTOMy, 4YTOOBI
3G ()EeKTUBHO pacnopsKaTbcsl BpPEMEHEM, €ro HYKHO TPAMOTHO IUJIAHUPOBATh.
[lepeueHnb 3a7a4 U MJIAHOB HA JACHb — PELIEHUE JIJISl 3TOTO.

Takolt cnmMCOK — YHUBEpPCATbHOE MPOPMIAKTUIECKOE CPEACTBO OT TaKUX
pabounx «Ooye3He», Kak 3a0bIBYMBOCTh, HEMOHMMAaHWe MW JIeHb. Ho s
MaKCUMAaJIbHOTO 3(peKTa ero Hy>KHO MPaBUIBLHO HCIIOIb30BATh:

o Touno ¢opmynuposames 3aoauu: Kaxnjas 3ajadya — 3TO OINPEAESICHHOE
nerictBue. YeM MOHSITHEE U KOHKPETHEE Bbl OMUCANIN 3a7a4y, TEM MPOIIE TPUCTYIUTh

59



K ee BbImonHeHWto. Ecnou 3amada rtmobanbHas, JIydiie HAmUCaTh TOMITYHKTHI,
HEO0OXOIUMBIE ISl €€ PEIICHUS.

* Obo3Hauams npuopumemsl: 3aJladu JIydllle Pa3feUTh HAa CaMble Ba)KHBIC,
IPOCTO BAXKHBIE U HE BakHbIC. M BBIMONHATH UX HYKHO B 3aBHUCHUMOCTU OT ITOM
rpaganuu. Hanpumep, cHadana nmoAroTaBIuBaeM CIUCOK OOBEKTOB JJI MOKyMHaTels,
a 3aTeM yOupaeM Ha CToJie.

* Cmasums peanvuvie CPOKU BbINOJHEHUSA: YKa3aHHE CpPOKa Ba)XKHO, TaK Kak
OeccpovHbIe 3a7a9M PEIIA0TCs PEAKO WM HUKoraa. [Ipu u3MEeHeHUr CPOKOB HOBYIO
JIaTy CJIEAYyEeT CTaBUTh PSJIOM CO CTapOid.

* Aunanuzuposamuv pe3yibmamsl: BBIBOJBI O TPOJETaHHOW pPabOTE IMO3BOJISAT
TouHee (opMyIUpOBaTH OYIYIINE 3a/1a91 U CTABUTH CPOKU UX BBITOJTHEHUSI.

* Becmu cnucoxk pecynapno: €XEIHEBHOE IUIAHUPOBAHUE CIIOCOOCTBYET
BOCITUTAHHUIO B ce0¢ OPraHN30BAHHOCTH W YCHIJICHHIO TIPOAYKTUBHOCTH TPYy/Ia.

KoHeuHO, ONBITHBIM pUAATOP PEryjsipHO BeAET CHUCKU. M JO0BOJIBHO MHOTO:
CIIUCOK 3BOHKOB, CIUCOK BCTpPEY, CIHCOK KOHCYJbTallUM, CIHUCOK IyOJHKaluid B
OJIoTe U COICETSAX, CHHUCOK TOPSIIMX W MPOCPOUYCHHBIX A€l U T. 1A. ['aBHOe —
CrpyNIUpOBaTh U CUCTEMATU3UPOBATH BCE CBOM JieicTBUs. Harpumep, 0HOTUIIHYIO
paboTy Bpoj€ 3BOHKOB IPOIIE MPOBOJUTH B CIEHUAIBLHO BBIJCICHHBIH OJI0K
BPEMEHU.

Cnmcok 10KyMEeHTOB

Jlnst mpoBeneHusT Omepanud C HEABMKUMOCTBIO HEOOXOAWM OIpEaeIICHHBIN
nakeT JOKyMeHTOB. Eciu 3apaHee moAroTOBUTH MepedeHb Oymar, HE0OXOIUMBIX JIJIS
TOW WM WHOW CHCNKH, TO 3TO 3HAYMTEIIBHO COKOHOMHUT W Ballle BpeMs, W BpeMs
KJTUEHTOB.

Cnucok BCIIOMOraTeJIbHbIX Cy0ObEeKTOB CIeJIKH

Crenka ¢ HEABMKUMOCTHIO — ATO KOMIUIEKC omeparuii. I pusiTop BBITIOHSET
He Bce u3 HUX. [loaTOMy, 4TOOBI HE 3aTATHMBATh MPOIIECC, HYKHO MPEIBAPUTEIHHO
MOJATOTOBUTH CIUCOK BCIOMOTATENbHBIX JIMI] W OPTraHu3aliii ¢ KOHTAKTHBIMU
naHHbIMU. VMM MOTYT OBITh: paOOTHHKK OaHKOB, HOTAPUYCHI, IOPUCTHI U Tp. Uem
OTIBITHEE PURIITOP, TEM CIAKEHHEE paboTa BceX CyOBEKTOB CIIEIIKU.

YepHbId CIUCOK

Hapsiny co cmuckoM BCHOMOTaTelbHBIX KOHTAaKTOB, JIOJDKEH OBITH CIHCOK
HexenarenbHbIX. Jlydine mnepecTpaxoBaThCs 3apaHee, 4YeM IOTOM HCIPABIATH
MOCJIEACTBUSI.

Cnucok nmoJie3HbIX pecypcoB

B nmr060i1 paboTe citydaroTcsi MEPUOJIbI 3aTUIIbs. PusiaTopckas 1esiTeIbHOCTh HE
uckmoueHne. Ho, 4ToObl OBITH Ha TUIABY, IEPEABIIIKY» HYXHO HCIIOJIB30BaTh C
MoJIb30M. MOKHO MO3HAKOMHUTHCS C HOBIIECTBaMHM B TpodeccuoHaibHOU cdepe,
oTpoOOBaTh COBPEMECHHBIC TEXHOJIOTHUH, TIOYUTATH TOJIC3HYIO KHUTY U T. A. UTOOKI He
TpaTUTh BpeMs Ha MOUCK HY>KHOW MH(pOpMaInu, coOepuTe He0OX0UMbIE PECypCHI B
OJIVH CITUCOK.

Cnncok rio06ajabHbIX HeJei/KeJanui

DTOT CIIUCOK TOJIE3€H HE TOJIBKO PUAITOPaM, HO M BCEM JIFOJISIM, KOTOPBIE XOTST
JOCTHYb 4eT0-T00 OO0JbIIero. 3amicaB CBOM JKEJIaHUs, BbI CElaeTe MEePBHIN IIar K
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WX OCYIIECTBIEHHUIO. [lepeunThIBas 3T 3amucH, aBTOMaTHYECKH HAYHETE MOJ0NPAThH
UJEU JUIsl JOCTHKEHUS KETAEMOTO U CKOPEE BOTUIOTUTE MEUTHI B PEAJIBHOCTb.

Sl coBETyr0 BECTHM CHUCOK >XelaHui. MHOruMe CKaxyT, 4TO 3TO HEMHOTO MO-
nercku. Ho ecnu y Bac He OylieT MOTHBAlLlUU, KOTOpPasi BhIpaXKeHa CIOBAMH U CTOUT
nepes BaMH, TO MOXKHO BCIO )KM3Hb HA IMBAHE MPOJICKATh.

Benenue crimckoB — nesno cyryoo goOpoBosibHOe. Ho ATOT HaBBIK Ha caMoM
Jiee MOXET OOJerdyuTh W YJIy4dlIuTh paldoTy puanropa. M Tak Kak «cmaceHue
YTOIMAMIINX — JEJI0 PYK CaMUX yTOMAIMUX», 0€3 OMpeNeIeHHBIX YCHINA HIYETO
He mosyuntcs. PerymsapHo pabotaiiTe Ham co0Oi, OpPraHW30BBIBANTE BpEeMs W
AHAIIM3UPYUTE PE3yNbTaThl. ECIM 3TH NEUCTBUS BOMAYT B IPUBBIUKY, BBl JOCTUTHETE
BCEro, 4TO Ioxkenacre!
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Text 5 Kak pa0doTaloT pueaTopsbl 0 MPoaaKe

Kymns-npogaka HEABMKUMOCTH — TPOIECC, KaK MPaBUIIO, ATUTEIbHBIA U
JOBOJIbHO 0Oo0Jsie3HEHHBIM. OOBIKHOBEHHOMY YEJOBEKY CII0)KHO pa3o0paThCs B
3allyTaHHOM KJIIyOKe CYIIECTBYIOIIEH KOHKYPEHLIMH, NPEUIOKEHHUAX Ha phIHKE,
OECKOHEUYHBIX KOpUIOpax OIOpOKpaTMM M JIOBYIIEK 3aKOHOAATenabCcTBa. CI0XKHO
IPOKOHTPOJIMPOBATh M IOPUAMYECKYIO MPO3PAuYHOCTh B COBEPILIAEMOM CHEINKE, BENb
MHOTME€ OOBEKTBl MOTYT NpPOAABaTbCS IO HECKOJBKO pa3. W mnpuyuHbl 3THX
MHOTOKPATHBIX MPOJaXK CO3Jal0T MHOXECTBO MPOOJIEM Ul HOBBIX X03si€B. Perenue
BCEX 3TUX BOIIPOCOB — IJIaBHAs MUCCHSI pUEIITOPA.

[TpodeccuonanpHplii pueNTOp, MOJYUYUBIIMK 3aKa3, «BEAET» KIMEHTAa OT
MOMEHTa 3aKJIIOUEHUS KOHTPAKTa M JI0 MOMEHTA, KOTJIa BCE MOJydYaloT KellaeMoe.
OOs3aHHOCTH pUENTOpPa COCTOSAT M3 MHOXKECTBA CIENU(PUUECKUX HIOAHCOB, OT
paboTHHKa B cdepe HEIBHKUMOCTU TpeOyeTcs psl JIMYHOCTHBIX KadecTB, Oe3
KOTOPBIX OH JIOJT0 HE MPOAECPKUTCA B KOHKYpPEHTHOH cpene. CaM mporiecc paboThI C
KJIUEHTOM TIOCTPOEH M3 TMOCIIEIOBATEIbHBIX OJOKOB, KaXKABIA M3 KOTOPBIX TpeOyeT
HEOTIYYHOTO KOHTPOJISI 1 OTBETCTBEHHOCTH PUEITOPA.

Opranu3auMoHHbIN dTANl

[ToryunB 3aka3 ¥ NpUOBIB Ha BCTPEUY C HOBBIM KIMEHTOM, PUEITOpP 00s3aH
IIPOBECTU NPEABAPUTEIBHBIA OCMOTP anmapTaMEHTOB, OKPECTHOCTEH, paiioHa. Taxxke
HEOOXOIMMO TOAPOOHO OOCYAUTh C  MPOAABIOM  YCIOBUS TPOJAXKH U
BO3HArpax/IeHuUs.

Hepenko B 0053aHHOCTH pUENTOpa BXOIUT OOBEKTUBHAS OLIEHKA MPO/IaBAEMOT0
xwibsg. OT coenuamucTa OXHUAAeTCS TMOMOINb B MAaKCHMH3AIMM TPHOBLTH 3a
IpenebHO KOPOTKUI NpoMexyTokK BpemeHu. Crneuuduka mpodeccuu puenropa
3aKJII0YAETCsl B TOM, YTO OH 00sI3aH MCIIOJHATH POJb YHHUBEPCAIHLHOTO aHaJIN3aTopa,
cobupasi UHGOPMAIUIO O CYIIECTBYIOIICH IIEHOBOW MOJIUTUKE W KOHKYPUPYIOIIUX
npeayioxkeHusX. J{onoaHuB 3TH JaHHBIE OLIEHKOM 0COOEHHOCTEH 00BEKTa K MPOJaXKe,
PHUENTOp TOTy4YaeT IeHy, Han0oJiee COOTBETCTBYIONIYIO CUTYaIUH.

Ha mpenBapuTenbHOM dTame MPOUCXOAUT  YTBEPXKACHHWE JIOTOBOpa O
OPUHUMAEMbIX pPHENTOpCKUX ycayrax. Ilpouenypa, kak mpaBuio, MNpPOXOAWT B
areHTCTBE, TJE€ OINpPEACNAIOTCS BCE HIOAHCHI JOTOBOpa, OXHUJIAHUN KIHUEHTa U
TEKYIIHUX PaCXOJI0B.

Bo Bpems 3akiiodeHHs JOTOBOpa, KIMEHTY TapaHTUPYETCS COXPAaHHOCTb
IPEIOCTABICHHOW MM JOKYMEHTAllMM O HEABMXKHUMOCTH. Taxke puenarop o0s3aH
IPOBECTU [OMOJHUTEIBHYIO OLIEHKY OOBEKTa HEABM)KMMOCTH, PYKOBOJICTBYACH
noJlydeHHOW WH(pOpMalmell B opraHax BJIAacTH M O3HAKOMHUTH C JTUMHU JTaHHBIMU
CBOETO KJIMCHTA.

Puentop ymosHOMOYEH MPEIIOKUTh CTPAXOBAHHWE IPOJIABAEMOTO KWIbS B
cllydae TOTepH 3aKOHHBIX IMpaB Ha HETr0 WIM HEMpeABUACHHON mopuu. Bricoka
BEPOATHOCTh TOTO, HYTO KIUEHT OOpAaTUTHCS 3a KOHCYJNbTallUed O pPa3IuIHbBIX
IOPUIMYECKUX acleKTax npoaaxu. llostomy nedarenbHOCTh B cepe pueaTOpoB
MOJIpa3yMeBaeT 3HAaHUE XOTsI Obl OCHOBHBIX 3aKOHOIATENBHBIX AKTOB, KACAIOLIUXCS
HEABM>KUMOCTH.
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IHouck noxkynarens

[Tocne moanmMcaHus AOTOBOPA, PUEIITOP MPUCTYNAET K PEKIAMHON KaMITaHUH C
LHEIbI0 MPOJAXKU TMPEIIaraéMoro Xuibsi. PeknamMa coBepmiaeTcss € MHOMOIIBIO
HECKOJIbKUX KaHAJIOB (Mepuoanydeckue u3ganusi, MiHTepHer, HapykHas pekjiama u T.
1I.) C IIEJIbI0 OXBATUTh KAaK MOXKHO OOJBIIYI0 aynuToputo. JlJis ycrnenrHo clienku B
JaJbHEUIIIEM pPEKJIaMa JOJDKHA PACTIPOCTPAHSTH JUIIb TOCTOBEPHBIE U MAKCUMAJIBHO
uHopMaTUBHBIE JaHHbIE. B OOBABICHUSAX OJDKEH YKa3bIBaThCS Tele(OHHBIM
HOMED, MPUHAJICKALUN pUENTOPY!

[Tosmy4ast nepCeKTUBHBIE TPEMIOKEHHS, PUBITOP 00513aH KOHCYIBTUPOBATHCS C
3aKa34yuKoM. TOJIBKO TOCJIE€ €ro corjlacus MOTEHUMAIbHBIA  IMOKyHaTeNlb
IPUTJIAIIAeTCs Ha EPErOBOPHI.

Yro BKIIOYAECT B ce0s MpoUeAypa CACIKHU

Bo Bpems BcTpeun npoAaBla U NOKyNaTels MPOBOASITCS CIEAYIONINE ONEepaluu:

 CorjnacoBaHHE LICHBI.

» ®opma omnIaThl.

* TepmuH neucTBust 10roBopa.

* YcnoBust ohopMIteHUS.

* [IpenBapuTenbHBIN TOTOBOP O AOMOJTHUTEIBHBIX pacxoax (MOIUIUHBI, HAJIOTH
U T. 1.).

* OOcyXHIeHus TOpsKa TOJYYeHHUS Pa3pelIdTeIbHON  IOKyMEHTaIluu
U JIOTIOJIHUTEIIbHBIX POBEPOK.

* BriOop OaHka, HOTapHaJIbHOM KOHTOPHI (B Cilydae HEOOXOUMOCTH).

[IpoBons caenky, pusATOp 00sA3aH COTJIACOBBIBATH JCUCTBUSL 00EHX CTOPOH.
BeicTynas B posu auriomara, mpo(eccHoHan CriakKMBaeT OCTPHIE YIJIbI, HAXOJs
pUEMIIEMbIE KOMIIPOMHUCCHI.

Yero KJIHEHT 0:KHIAET OT PUEJTOPA

['maBHast mpuyKHA, IO KOTOPOU JIFOAM OOPAIalOTCs B ar€HTCTBA HEABUKUMOCTH
— TNOTpPeOHOCTh MPOBEPUTH KUJIBE HA IOPUAMYECKYIO 4ucTOTy. OduiuanbHbie
CBEIECHUS 1JIs1 MUHUMAIIbHON PUEITOPCKOU IMPOBEPKH:

» Uadopmaiiust 0 BIageNblle KUITbS.

* [IpoBepka Ha HaMM4KMEe OOPEMEHEHHIA.

* AIMUHUCTPATUBHBIE OTPAHUYEHHUS HA COBEPILIEHUE CHACIKHU.

» Uadopmanust o cyObekTax, 3aperucTpUPOBAaHHBIX B JAHHOM KBapTHUPE.
st Toro 4ToOBI MakcHMMallbHO YyOepeub ceOs OT PHUCKOB, MPO(ecCHOHATbHBIMN
pUENTOpP MPOBOJUT PACIIMPEHHOE HCCleoBaHne caenku. K JI0moaHUTeNIbHbIM
JEUCTBUSIM OTHOCSTCS:

* CBeneHus O HaJIMYMU BIIaJiefiblla OOBEKTAa HAa Yy4€Te B MCUXUYECKUX WIIU
HApKOJIOTHYECKUX 3aBEJICHUSX.

* Mudopmaiiyst 0 HaclIeICTBEHHBIX IOPUANYECKUX ONEpaIusX.

* Hasimune yTBepKAEHHON MPOMUCKU PAaHEE MPOKUBAKOIIMX B JAHHOW KBAPTHUPE
CyOBEKTOB MO APYTUM aJpecam.

[lepeueHr HEOOXOAUMBIX OINEpaIii MOXKET BapbHPOBATHCS B 3aBUCUMOCTU OT
TOTO, CKOJBbKO pa3 JaHHas KBapTUpa NpOJaBajach paHee, cTaTyca M BoO3pacTa
BJIaJIETbIEB U Tak jaanee. HeoOxomumbie MeEpbl OMPENEsIOTCS B UHIUBUAYATbLHOM
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HOpsIKE, U YeM TOJHEE OHU OTOOPaXaloT IOPUAMUYECKYIO MTPO3PAYHOCTh CACIKH, TEM
BBIIIE KOMIIETEHTHOCTh 3TOro puenropa. Ho, yBbl, MHOTHE «IpoQecCHOHAIIbD)
HKOHOMST Ha 3TOM acCIeKTe, CChUIAasICh HA OTPaHUYECHMS] BO BPEMEHHU M CPEJICTBAX, a
KJIMEHThl 4YacTO JaXXe HE TOJI03PEBAIOT O JOKYMEHTAIMU, KOTOPYI HEOOXOAMMO
MPOBEPUTb.

Cneska 1o 10BepeHHOCTH: 1eliCTBUS pUeJITOPA

[Iponaxka Mo JAOBEPEHHOCTH COBEPIIACTCS B TEX CIydasx, KOrja MpojaaBer] —
YEJIOBEK MOKUJIOTO BO3pacTa M €ro siBKa Ha CIIEJIKYy HEBO3MOXHA. Taxke MpuYuHOM
HEPENKO SBIIAECTCS NPOKMBAHME B OTAAIEHHOM MECTHOCTM WIH Ype3MEpHas
3aHATOCTh MpojaBua. [Ipyu Takux OOCTOATENBCTBAX 3AKIHOYAETCS JOBEPEHHOCTh HA
MOPYYHUTEISI, KOTOPBIM YIOJTHOMOYEH OT UMEHH COOCTBEHHHKA COBEPIIATH ONEPALIUIO
10 MPOJAKE HEJABUKUMOCTH.

Takass JOBEpEHHOCTb YTBEPKIAETCA HOTAPUYCOM, KOTOPBIA (QUKCHUpYET
nopyueHue pgoseputens. OO0s3aHHOCTBIO pUENTOpa SBJSETCS MpPOBEpKa CpoKa
NENCTBUA JaHHOW noBepeHHocTH. Kak mpaBuiio, Ha 3TOM OH U ocTaHasiuBaercs. Ho
B JIaHHOM THII€ JIOTOBOpA CYILIECTBYET OJHO OTPOMHOE «HO»: CYOBEKT-TIOPYUUTEIND
UMEEeT MpaBO pacTOPrHyTh chenky. Kpome Toro, oH Moxer cnenarb 310 0e3
YBEJOMIICHHsSI HE TOJBKO IOKYIIaTelsd, HO M caMoro HoTapuyca. Pactop:keHue
BO3MO>KHO B JIFOOOM ropojie, B JIF000i HOTapHallbHOM KOHTOpE.

Jljig rapaHTUpOBaHUs HaJAEKHOCTU CACIKU, PUEITOP 00sI3aH:

* [TonbrTaThcst yOEIUTH AOBEPUTENSE IPUCYTCTBOBATH HA 3aKJIIOYEHUHU JOTOBOPA.

* B cnyuae ecnu npuesn npoaaBla HEBO3MOXKEH, PUEITOP JIOJKEH caM €XaTh K
HEMY B JieHb cAenku. Heo0XxoauMo MoiayyuTh AOKYMEHT, B KOTOPOM YKa3aHO, YTO
CYILIECTBYIOIIAsA IOBEPEHHOCTh B CUJIE, MPOAABEL] OCBEAOMIIEH 00 YCIOBUSX CHEIKE U
HE UMEET HUKAKUX BO3PAKECHUM.

* [lonyueHHoe y nOBepuUTENs 3asBJICHUE HEOOXOIUMO 3aBEPUTh HOTAPUAIIBHO.
CoBeplIMB CHENKY IO BBITOJAHOM II€HE, HO TNPH 3TOM, HE MO03a0O0TUBUIMCH O €€
IOPUINYECKOM YHMCTOTE, PHUENTOP IOJIBEPracT CBOETO KIHMEHTAa IOTEHLUUAJIBbHOMY
pucky. W, MOCKOIbKY OT3BIBBI OBIBIINX 3aKa3YMKOB — 3TO caMasi MOIIHAsI peKJiama,
TO 10OPOCOBECTHBIN PUEITOP CTapaeTCsi OCTaBUTh O ceOe HauIy4llee BlieyaTaeHHe.
Kpome Toro, B CBsI3M C BBICOKUM YpPOBHEM KOHKYpPEHIMM B JaHHOM OH3Hece,
PHUAITOPBI HEPEAKO IPEUIAratoT HE TOJIBKO CTAaHAAPTHYHI YCIYry HpPOJAXH, HO U
JIOTIOJTHUTEIBHBINA CEPBHUC. DTO MOXKET OBITh MOMOUIL B O(POPMIIEHUH HEOOXOAUMBIX
CIpaBOK, MPOBEACHUE MPOLEAYpPbl CHATHUS PETUCTpAIMM, OpraHu3alus HOBOU
MPOIMKCKH U TaK JaJiee.

BriBoj

JeatenbHOCTh pUeNTOpa MojiHa TpyAaHocTed. ['maBHas 1enp ero paboThl —
MOCTPOEHUE JIOBEPUTENIbHBIX OTHOILICHUN C KIMEHTaMH, CO3[JaHuE T0OpPOCOBECTHOM
penytauu. Hepenko npoBeaeHne BHICOKONPO(MECCUOHATBHON CETKU HE MPUHOCUT
oXujaeMoi BbIpydkH. M TONbKO cucTeMaTHuecKoe COOIIOACHUE STUKU pHUENTopa, a
TaK)K€ TPAMOTHOE MCIOJIb30BAaHUE CTPATETHUYECKHMX HHCTPYMEHTOB, CIIOCOOHBI
00ecreunTh KapbepPHBIN POCT M CTAOUITLHBIN T0XO.
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Text 6 Kak pabdoTaloT pu3JITOpPHI 110 apeH/e

[Mpodeccuss pudpnaTOpa SBISETCS BBICOKOOIIAYMBAEMOM, HO OSTO HMEET
OTHOIIICHHE HE KO BCeM. TOT, KTO HE JOCTHraeT B 3TOH mMpodeccuu BEpIINH, HE
3aJiep>KUBaeTCs B HeW Hajnonro. Puearopom OBITH MPOCTO, €CciM OBITH B Kypce BCEX
MOJIBOAHBIX KaMHEH, KoTopble uMeeT 3Ta npodeccus. OAHU KIUEHTHI CYUTAIOT, YTO
npodeccus puenTopa 1o apeHjae KpaitHe BakHa, [pyrue MmojiaraioT, 4To o0palleHue K
HUM — JTO JIMIIHASA Tparta JeHer. JlaBaiite pazdepemcst Oojiee MOAPOOHO B 3TOM
BOIIPOCE.

Jlnst Toro 4ToObl MOHSATH KakK CTaTh PHUAITOPOM IO apeHjae, HEoOXOIUMO
MPOAHANM3UPOBATh crielupuKy 3ToN npodeccuu. Pusntop mo apeHae BbICTyIAET B
pOJIM MOCPEIHMKA IIPU COBEPIUICHHUM CHAEJIOK C HEABMXKUMOCTBIO. HecmoTps Ha ToO,
yTO Tpodeccus SBISETCS PACIpPOCTPAHEHHOM, B By3aX HET AMCLUMIUIMHBI 10 €€
o0ydeHuto. JToil cepoil 3aHMMAIOTCS JIIOAM, MPUIIEAIINE M3 Pa3HbIX 00JacTel.
YCeTpouBIINCH B PUAIITOPCKYIO KOMIIAHWIO MOYKHO HA4aTh CBOKO JIEATENBHOCTBH CO
cTtaxepa. s Toro 4roObl CTaTh MPEYCHNEBAIOIIUM PHUAITOPOM, HEOOXOJIUMO HE
IIPOCTO HMETh JIMIEH3UI0 W 3HaTh 3aKOHbl. TyT BaXHBI OTJIMYHO DPa3BUTHIC
pedaeKkTopHbIe, aHATUTHYECKUE CIOCOOHOCTH, YMEHUE TIAHUPOBATDH JEATEIbHOCTD.

Oco0eHHOCTH Pa0OTHI areHTA 0 apeH/ie HeABUKUMOCTH

PBIHOK apeH/1bl KBapTUP B HACTOSIIEE BpEMsL aKTUBHO pa3BuBaetcs. [Ipennoxenus
0 HEOOXOAMMOCTH CJJaul KBapTHP YBEIMUYUBAIOTCS B T€OMETPUUECKON MPOTrpeCCUH, HO,
TEM HE MEHee, U MX HEJOCTATOYHO ISl yIOBJIeTBOpeHHs crpocoB. [loTpeGHOCTH B
CheMe KHIIIbsi OCOOCHHO BENMKA B KPYITHBIX TOpojax, Tak KakK JIOJAU MPUE3KAIOT CIoJa
JUTSL TOTO, YTOOBI HAUTH paboTy win yuely.

MHorue craparoTcs pPemuTh MpoOJIeMy KUJIbS B CBSI3U C PE3KMM CKAaYKOM IIE€H
IIyTEM apeHabl. MHOTHWE KIMEHTHl HE BCErAa MOHMMAIOT, KaK PHUAJITOP IPOBOJIUT
CHENKY. ATEHT 1O apeH/Je HEABMKUMOCTH IMOMOTraeT moao0paTh KBAPTUPY, KOTOpas
OyZeT OTBeYaTh YCTAaHOBJICHHBIM TPEOOBAHMSIM, BBINOIHIET HEOOXOIUMYIO MPOBEPKY
JOKYMEHTOB, MOJATBEPKAAIOLIMX MPaBO COOCTBEHHOCTH apeHIOAATENs, U COCTABIISET
JIOTOBOP apeHbl. (s TOro 4ro0bl MUHUMHU3HPOBATH PUCKH TOTO, YTO MO KAKUM-TO
NPUYUHAM PUDJITOPCKUE YCIYTH MOTYT OBITh HE OKa3aHbl, pUAITOP JOJIKEH COCTABIAThH
OTJAEJIBHBIN TIOTOBOP WJIM ITYHKT IOTOBOPA C KIUEHTOM.

TunuyHas omuOKa: PUAITOPHl TOJATalOT, YTO TOMOOHBIA JOTOBOp HE MdaeT
HUKAaKuX rapaHTtuil. Takoi 10roBOp MOXET NPEeAOCTEPEYb BO3SMOXKHOCTh HEOILIATHI.
Takxke BaXHO yMEThb MNPABWIBHO CaMOCTOSTEIBHO JOTOBAPUBATHCSI C XO35IMHOM
KBapTUPHI O crade ee B apeHay. OOBsICHUB KIMEHTY BCE MPEUMYIECTBA TPAMOTHOTO
NoJIX0Ja K BBIOOPY KWJIBLIOB, MOXXHO YCKOPUTH IPOLIECC COBEPIICHUS CIENKH.
OtnenbHas 4acTh areHTOB IO apeH/Ie CTApalOTCs 3TOT BOMPOC PELIUTh MO TeIe(OHY.
[Tpu nmuyHOM BCTpEeYe ropas3ao Mpoule HAUTHU MTOAXO0 K KIIMEHTY.

Kak noropapuBarbcsl ¢ KJIMEHTAMM

He meHee BaXXHBIM ABIIAETCS U HAJA)KUBAHUE OTHOILLIEHUM C KUJIBIIOM, CIaBaeMOM
KBapTUphl B apeHay. BaxHo 3auHTepecoBaTh OyAyUIEro >KWJIblia, KOTJA HIETE Ha
OCMOTp KBapTUPbl, HAMEKHYB O OOJBIIOM KOJMYECTBE JKENAIOIIUX Ha JaHHYIO
Kuiamiomanb. Yacto pudATOpHl MO apeHie YMmycKaroT W3 Buaa (akT oOMeHa

65



TeneoHaMu WK JPYTMMUA KOHTAaKTHBIMHM JAHHBIMUA MEXIY apeHIaTOpOM U XO3SHMHOM
KBapTupbl. JlJis TOro 4ytoObl ATO HE MPOU3OLUIO Ba)XXHO JAEpKaTh IOJ KOHTPOJIEM
00CTaHOBKY. X0351MHY U apEHIaTOPy HEOOXOAUMO YETKO COOOLIUTH O TOM, YTO IIPOLECC
y’K€ 3aIlyllleH, IOTpaueHa BHYIIUTENbHASI CyMMa JICHET.

TakuMm o0pa3omM, puUenATOpCcKas AEATEIbHOCTh BCE PAaBHO, YTO KPYIJIOCYTOUYHBIN
MapaoH — Bce BpeMs NPUXOAUTCA OBITh HAayeKy. 3aMHTEPECOBATh apEHI0JATelIs
MOJKHO JIEHEXKHBIM BO3HArpa)XJCHUEM, €CIIM JIpyrHe CIocoObl YOEKIEHUS OKa3aJHCh
Oe3yClenHbpIMU. 3a4acTyl0 areHThl JOMYCKalOT OIUIOIIHOCTh, Mpeajaras CIUIIKOM
MaJICHbKHI TPOIIEHT, OTIYyTMBas TEM caMmbiM Blajaenbla. lIpeanararb, HE0OXOIUMO
HaynHas ¢ 40%, MOCTENEHHO MOBBIIIAS CYMMY.

HNuTtepecHo otMeTuth TOT (akT, 4To paboTask pUANITOPOM, MOXKHO MOJydaTh
J0XO0J MyTeM 3apaboTka Ha 00beMax. B cBsi3M ¢ 3TUM IpH BBIOOPE KIMEHTA HE CTOUT
BBIMTYCKATh W3 BHUMAHUSA MPOIEHTHI, KOTOPBIE TPEIaraloTCcsl apeHI0/1aTENI0.

MHorue pusnaTopsl B LEISAX MOIMYYEHHs J0XOJa HAUMHAIOT MpeiularaThb CBOU
yciyru BceM noapsn. llepen Tem kak NpUCTYNUTh K paboTe, HYKHO MOHUMATh C
KaK1M YPOBHEM OCYUIECTBIIETCS PUAIITOPCKas AesATeNbHOCTb. [Ipex e Bcero, HyKHO
npoAaBaTh CTaTyC JKCIEpTa Kak clenuaiucra B cBoeil oOnactu. KimeHT momken
OCO3HaBaTh, YTO BaM BBIFOJIHO paboTaTh 10OpocOBeCTHO. BakHO MOHUMATh, YTO OH
XO0YeT COTPYJHUYATh C areHTOM, KOTOPBIH CMOXKET MPUBS3aTh CBOM PHUAITOPCKUE
CIIOCOOHOCTM M BO3MOXHOCTH K €ro NOTPEOHOCTSIM U HHIUMBUIYaJbHBIM
IPEINOYTECHUSIM.

BHyTpeHHee pa3ouapoBaHue MOCjIe HECOCTOSIBIIEHCS CIeJIKU

OcoOenHocTr mpodeccun pUdATOpa MO apeH/e 3aKII0YaeTcs B TOM, B JTOH
JESTEIbHOCTH B CJy4dae 4Yepeabl HECOCTOSBIIMXCA CHCIOK MOXET HACTYIHUTh
pazodapoBaHMe WM JaXe OT4YasgHHe. Takoe COCTOSHHE BO3HHKAEeT, KOT/Aa
apeHI0aTeNIb KBAPTUPHI MOCIE TOJITHX MEPETOBOPOB OTKA3BIBACTCS OT CHACIKH WU
HE XO4YeT MOJIMUCHIBATh SKCKIIO3UBHBIN TOroBOp. Beab MBICICHHO NEHBIH 3a €Ile
HECOBEpIICHHYIO CJIIENKy Y€ B KapmaHe. Korjga BbIICHSETCS, YTO JEHBIU HE
OPUILUIM, BO3HUKAET pa3ouyapoBaHue B OusHece. i1 TOro 4YTOOBI HCKIIOYUTH
NOJOOHYI0 CHUTYyallMI0O HE CIEQyeT 3aKiiydaTh CHOEIKH 00 apeHae ¢ KaXIbIM
nomnasmuMcs KiaueHToM. HeobxonuMo co3naTh odepeab XOpOoIuX apeHaoAaTenei u
apeHJaToOpOB, KOTOPbIE TOTOBBI BOCIOJIB30BATHCS YCIyraMd M BO3MOXHOCTSMU
pHUAJITOpA 32 pUeMJIeMble KOMUCCHOHHBIE.

HempocTaTok moTpeduTeIbCKOM HEHHOCTH YCJIYT

MHorue pudITOphI, KOT/a KIMEHT CTapaeTcs BECTH TOPTOBIIO O CTOMMOCTH HX
yCIIyT, CTAIKUBAIOTCS C MPOOJIEeMOi HEAOCTaTKa MOTPEOUTEIHCKON IIEHHOCTH CBOCH
ycnyru. Ecnu Takas mpo0OiieMa mosiBUIIach yke Ha HadallbHOM 3Tare IeperoBOpoB, TO
MOJKHO CJeJIaTh BBIBOJ O TOM, YTO KOHTPOJb HaJ CHUTyalluedl yke MOTepsH. DTO
MPOU30ILIO TIOTOMY, YTO PHANTOP HE CMOT MPOJaTh CBOM CTaTyc-dKCIEpTa H
BO3HUKJIA HEOOXOAMMOCTH cropa o mHeHe. C B3KCIepToM KIMEHTOM HHUKOTJa He
HAYHET CIIOPUTH, a MPEANOYTET JOBEPUTHCS BBHITOJHOMY MPEIJIOKEHUIO 00 apeH/e.
KnueHT HaunMHaeT cCpaBHMBATh PUANTOPA C APYTUMHU CHELHUAIMCTAMHU 3TON chepsl
JUIS TOTO, YTOOBI CPAaBHUTH LIEHBI. [ TOro 4to0bl M30€KaTh MOJAOOHON CUTyaluu
HE0OX0IMMO TOHUMATh KaK pab0TaeT PUAITOP IO apeHIe.
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Oco0eHHOCTH YyNIpaBJIeHHUs JeHeKHBIMH CPeICTBAMM

KynbpTypa ymnpaBieHus IeHEXHBIMH cpeacTBamMu B Poccum HaxoauTcss Ha
HU3KOM YpOBHE pPa3BUTHUS. YPOBEHb KOMIIETEHIIMM B 00JacTH (PUHAHCOB HE Yy
KOKJIOTO pHUAJITOpPAa HAXOJUTCS Ha BBICOKOM ypoBHe. PaccMoTpum camble
NOMYJISIPHBIE OMIMOKU PUAITOPOB, OTHOCUTEIHHO (PUHAHCOBOT'O BOIPOCa:

Camas pacnpocTpaHeHHasi OIIMOKa PUAIITOPOB — ITO HAACKIA Ha JICHEKHBIC
CpencTBa, KOTOPHIE ellle He 3apaboTaHbl. PU3IITOpy BasKHO MOHATH OAMH MOMEHT, UTO
MOKa clIejiKa He Oy/JeT 3aBepIIEHHON 10 KOHLA, HE PEKOMEHAYETCS BECTHU MOJCYET
¢unancos. U yx Tem Ooiiee He cleAyeT MO HUX OpaTh IEHBIH.

PusnTopel MMEIOT HENOCTOSIHHBIA 10 BPEMEHHM JI0XOJ, II03TOMYy HE
PEKOMEHJIyeTCs MOJIb30BAThCSI MOTPEOUTENHCKUMU KpeAUTaMU sl (OPMUPOBAHUS
OropKeTa.

[Ipodeccust pusnTopa 00s3bIBACT MJIAHUPOBATH OKOJKET. MHOTHME MONararor,
4TO 3TO JeNaTh HeoOs3aTenbHO. JKHMBS TONBKO CETOMHSAUIHUM JHEM, PHUAJITOP
noJiBepraer ce0s pHUCKy ocTaTbcsi Oe3 KamuTaja B JajbHeimeM. McTouHMK 3TOi
OLLIMOKY JIEKUT B HEPETYIISIPHOCTH TOXOJI0B.

PaGoTta pusntopom TauT B cedbe 00IbIIOE KOTUIECTBO HIOAHCOB, HECOOITIOICHHE
KOTOPBIX MOXET 00epHYyThcsl O0KOM. JIrou MoAXoAaT K apeHjie KBapTUPhl CEPhE3HO
IIyTEM W3yYEHHsI PBIHKA HEJIBHXHMOCTH, COBETOB. [[03TOMYy HE CTOUT CTaparbCs
IPEJIOKHUTh KIMEHTY apeHy II0 YPE3MEpPHO 3aBBIIIEHHOM IieHe. Takue NONBITKH
OYEHb YaCTO HE 3aKaHYMBAIOTCS YCIEXOM W MOTYT MPHUBECTU JUIIb K IOTEpe
penyTanuu.

JlonoJIHUTe IbHbIE HIOAHCHI B pa00Te PUAJITOPOB

MapKeTHHIOBBIA TUTAH PHUAIITOpA AOJDKEH IOCTOSIHHO NepecMaTpuBaThCs C
LEIbI0 BHECEHHMS HEOOXOJIMMBIX KOPPEKTUBOB. PudnTOp HECET MONHYIO
OTBETCTBEHHOCTh 3a CBOM pacxoabl. Bpewms, Kotopoe OyAeT MOTpauyeHO Ha
COCTaBJIEHUE MAapKETHHIOBOIO IJlaHAa, MOMOKET I'PaMOTHO OpraHU30BaTh OW3HEC.
Takoy cTpaTernyecKui IIaH MOMOXET OTBETUTh Ha OJIMH MPOCTOM BOIPOC: KTO, YTO
Y KOI'JIa JIeNaeT.

3ayacTyt0 OCHOBHOE 3a0IIyK/I€HHE MHOTHX PUAJITOPOB 3aKIH0YAEeTCsS B TOM, YTO
OHU CTaBAT Iepes; COoOOM TOpOoM HEMOCTKHUMBbIC MenH. llenmu HOKHBI OBITH
peaUCTUYHBIMU. Ba)KHBIM KPUTHUYECKUM MOMEHTOM B JESTEIbHOCTH PHUAJITOpA IO
HEJBUKUMOCTH ABJIAETCS O10/I>KETUPOBaHUE. Heo0xoaumo CO31aBaTh
(dbuKcupoBaHHbIN Or0IKeT. B 0JHOM Mecsiiie MOTYT OBITh CIIETIKU, a B MOCIEIYIOUIUX
UX MOXET OKa3aTbCsi Majgo uilu He ObITb coBceM. DOUHAHCOBBIA OHOIKET
NpeACTaBIsIeT COOOM TIIaH HEOOXOJUMBIX JOXOJOB W PacXo/0B, KOTOPBIN
peaycMaTpuBaeT BO3MOXKHBIE HENpPEIBUICHHBbIE pacXoibl. OMNBITHBI PUAITOP 1O
apeHjie JoJKEeH Bceraa OpaTh BO BHUMaHUE (OpC-MaKOPHbBIE CUTYALIHH.

BriBoj

Jlnst Toro 4YTOOBI CTaTh YCHEHMIHBIM PHAJITOPOM HEOOXOJUMO 3aMacTUCh
TEepIEHUEM, OBITh XOPOILIUM MCUXOJIOTOM M MPUCIYIIMBATHCA K COBETaM KOJUIEr. JTa
npodeccusi MOAXOAUT HE KaxaoMy 4denoBeKy. OIHMX HEraTUBHBIX OIBIT PabOThI
MOKET OTTOJIKHYTh W 3aCTaBUTh YWUTU OT mpodeccuu, IPyrux, Hao0OpOT, MOMOXKET
IPOAHAIU3UPOBATH OIIMOKHN U JOOUTHCS YCIIEUTHBIX PE3YJIbTATOB.
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Text 7 YUto Takoe TOProBasi HeJIBUKUMOCTh

BioxeHne cpeactB B HEABMKMMOCTb — O3TO IIPAKTHUYECKH  CaMOE
eJIeCO00pa3HOe PACMOpPsHKEHUE CBOMMH JieHbramMu. Eciu pedb UAET O TOPTrOBBIX
00BEKTaxX, TO 3/1€6Ch MOXKHO OXHJaTh OT MHBECTHUIIMI 0COO0 XOPOLIUX PE3yIbTaTOB
IpU YCIOBHH, YTO M3HAYAIbHO OOBEKT ObLIT BHIOpaH mpaBuiibHO. [IpakTudecku Bce
TOPrOBbI€ MOMEIICHHSI OBICTPO OKYMAIOTCS M MPUHOCST JTIOBOJIBHO BECOMBINA JTOXO/I.
Mp1 BaM pacckakeM O TOM, Kakue€ BUIbl TOPrOBOWM HEABUKUMOCTH CYIIECTBYIOT, a
TaK)Ke KaK BbIOPATh TOT WJIM MHOM OOBEKT C MAaKCUMAJIbLHOM BBITOJION /1715t ceOsl.

Knaccuduxkanusi TOproBoix 00beKTOB

B MexIyHapoJHOW YCTaHOBJIEHHOM CTaHAApTE MPUHAITO IEIUTh TOPrOBBIE
O0OBEKTHI B CIEAYIOLIEM BUJE:

* MuKkpopaioHHbIH 00BEKT. OTO MHHUMAPKET, KOTOPBIM OCYIIECTBISAET
PO3HUYHYIO MPOJAXKy TOBApPOB MEPBOM HEOOXOAUMOCTH. J[OMOJIHUTENHHO K TaKOMY
Mara3uHy MOTYT MpeIaratbCs yCIyrd MpavyedyHOW, XMMYHCTKU, pEMOHTa OOyBU U
npoure. COCTOSTh MHHMMApPKET TAKOIO IUIAHA JIOJDKEH KAK MHUHMMYM M3 Tpex
OTZENOB WM Mara3uHoB. OOmias ruioniaab NaBUJIbOHA paBHA MPUMEPHO 2,5 ThIC.
kB.M. Uucno nocerurened He npeBbimaeT 10 ThICc. 4enoBeK. 30HA BIMSHUSA LEHTpa
BapbUPYETCS HA PACCTOSIHUE MPUMEPHO B 5—10 MHH. TEMIKOM OT 0OBEKTA.

e PaiioHHBIH 00BEKT. DTO TOPrOBBIE LIEHTPBI, KOTOPBHIE IOMHUMO TOBAapOB
IIOBCEHEBHOTO HCIOJIb30BAaHUA (XO3TOBaphl, IMPOIYKTHI, JIEKapcTBa), IPEAJIaracTt
NOTPEOUTENSIM OTpesieSieHHbIE YCIIYyTH (MapuKMaxepckas, XMMUMCTKa, MpadedHas,
CaJIOH KpacoTshl, (hoTOaTENbE, PEMOHT O0YBH, aTelibe). Takxke Ha TEPPUTOPUN TAKOTO
KOMIUIEKCa MOTYT HaXOAMUTbCA Map(roMepHble Mara3uHbl, a TaKK€ TOUKHU MPOJaXU
CHOPTUBHBIX TOBapoB. OOIIas MI0L[aAb TAKOIO LIEHTPA COCTABISIET OT 5,6 ThIC. KB.M.
[Tocerureneil y Takux HEHTPOB MOXKET ObITh OT 3 10 10 ThIC. YENOBEK, KOTOPHIE
#uBYT B 5—10 MuHyTax €371p1 HAa OOIIIECTBEHHOM HJIM JIMYHOM TPAHCIIOPTE.

* OkpyxHoi 00beKkT. Takne 00beKTH cocpenoToueHbl B 10—20 MuHyTax e3mpl
Ha OOIIECTBEHHOM WM JTMYHOM TpaHcropTe. [loceTureneit 3qeck MoxkeT ObITh OT 40
0 150 TeIc. YyenoBeK. MIONIaAb OKPYKHBIX TOPrOBBIX LIEHTPOB COCTaBiseT oT 14
Thic. KB.M. Hepenko miomans moxer pocturatb 50 Thic. KB.M. Takue OOBEKTHI
npeajaratoT 0oJibloi BeIOOpP TOBapoB M ycayr. K ToBapaM OTHOCHTCS OJexia,
ObITOBBIE TPUOOPHI, ANEKTPOMHCTPYMEHTHI, METAUIMYECKUE W3JENHs. LIEHOBOU
Jarna3oH Ha TOBaphl OoJiee pa3HOOOpa3eH, YeM B IPEIbIIYIINX IPYIIIaXx.

* Cynepokpy:xkHoii 00beKT. DOTO HECTaHJApTHAas KaTEropusi OOBEKTOB,
IIOCKOJIBKY 3J€Ch HET TOYHOIO 3HAYEHMsS IUIOMIAAH, 30HBI JEHUCTBUSA M 4YHUCIA
noceTurened. B pasHBIX pervoHax Cymnep-OKpY)KHbIE LEHTPhl HMMEKT CBOM
coOcTBeHHBIC TIOKa3zaTenu. B cpeanem MeTpaxk Takoro komruiekca cocrapiser 80—90
ThIC. KB.M. Ha TeppuTopum KOMIUIEKCA MOXET paboTaTh OJHOBPEMEHHO 10 4
OCHOBHBIX apeHAaTopoB. Ilnomans 00beKTa KaX10ro 10JKHA ObITh HE MEHee 2 ThIC.
KB.M. 31€Ch MOMHUMO IE€PEUYNCICHHBIX BBIIIE TOBAPHBIX TPYIII, MPEICTABIECHBI U
0oJiee JOPOroCTOSIIME BEIllU, HAPUMEDP, KOMIIBIOTEPHI, KpyITHast ObITOBAasi TEXHUKA U
AJIEKTPOHMKA, OQUCHBIE MPUHAJICKHOCTH, OBITOBBIE TOBAapbl, CIIOPTUBHBIM
aCCOPTHUMEHT, CPEACTBA JJIs1 KPACOThI U 3I0POBBSI, UTPYILIKH.
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* Pernonajibublii 00beKkT. Takue MIIOMAIKW BKIIOYAIOT B CEOSI HECKOJIBKO
KPYIHBIX YHUBEPMAroB, IUIOIMIAb KaXXIOTO M3 KOTOPHIX JOJDKHA OBITH HE MEHee 5
THIC.KB.M. 30Ha JCHCTBUA Takoro oObekTa cocrapisieT 30 MUHYT TpPaHCHOPTHOM
noctynHocTd. Yucio nocerureneid Takoro oo0bekta — He MeHee 150 ThIC. YelnoBeK.
[ToMmuMO TOBapoOB €XKEAHEBHOTO MOTPEOICHUS, B TAaKUX OOBEKTAX COCPEIOTOUYCHBI
Mara3uHbl MY>KCKOM, JE€TCKOM M >KEHCKOM OJIeXKIbl, TOUYKH MPOJaXu MeOenH,
OBITOBBIX MPUOOPOB. bosiee TOro, Ha TEPPUTOPUN TAKUX KOMIUIEKCOB JOJKHBI OBITH
COCPEOTOYEHBI MecTa JIg oTabixa. OOmmii MeTpax apeHIyeMOW IUIOMaIu
COCTaBJIICT HE MeHee 45 THIC.KB.M.

e CynepperuoHajibHbIii 00beKT. Ha Tepputopum Takoro 0OBEKTa TOJKHO
GyHKIIMOHUPOBATh HE MEHEE 3 YHHBEPMAroB, IUIONIAJbh TOTOBBIX COCTAaBJISICT HE
MeHbIlie 7 Thic.KB.M. Yucno nocerureneid — 300 Teic. yenoBek. OOmmias mionagb
TaKOro 00bEeKTa MOKET JocTUraTh 150 THIC. KB.M.

Taxoke cyiiecTByeT Kiaccuukaiys mo 0CO0eHHOCTSIM YCTPOHCTBA:

* Mara3un — ckjiag. OTO TOProBOE€ MPEINPHUITHE, KOTOPOE OCYIIECTBISET
MPOJIAKy TOBAPOB JJII HACEIICHUS, a TAKKE NEPENPOIAET TOBAPHI IPYTHUM TOPTOBBIM
wiomaasaM. [lnomanas 0JHOTO TOProBOro 3ajia TAKOTO Mara3uHa JOJIKHBI ObITh HE
MeHee 650 KB.M.

* Mara3uH — 3TO NPEepUsATHS], OCYLIECTBISIONIME PO3HUYHYIO TOPTOBIII0. OHU
OCHAIIIEHBl HEOOJBIIUMHU CKJIaJlaMU, TOJACOOHBIMM TIOMEIICHUSAMH, a TaKxKe
MyHKTaMU JJ1sl IpUeMa 1 BbIJJauyu TOBAPOB.

* [TaBuabOH — 3TO HEOOJBIION Mara3uH C OJJHUM BXOJOM JJisi MOKYIATEJICH.
[Tnomane Takoro maBmiaboHa coctaBisieT oT 20 mo 60 xB.M. [lpomykmms Takux
00BEKTOB — TOBapPhI 00IIETO MOTPEOICHHS (HATUTKYU, KOHAUTEPCKUE U3ETUS U JIP.)

* Kuock — 93T0 HeOOIbIIOE CTPOCHHE, HEOOXOAMMOE sl BEICHHUS MEIKOU
pO3HUYHOU TOproBiau. CeroaHs pa3inyarT KMOCKHU JIJIsi OKa3aHUs WH(POPMAIIMOHHBIX
YCIYT, a TaKKe KHUOCKM MO MPOJake KOHAMTEPCKUX H3AeNnuil. MeTpaxk Takoro
o0BekTa coctanisgeT oT 1,5 1o 10 kB.M.

* [lamatka — »3TO OOBEKTHI, KOTOPHIC M3rOTABIUBAIOTCS BPYUYHYIO U
MPECTABIAIOT COO0M aHAJIOTHIO TYPUCTHUYECKOW MajaTke. TOJIbKO Takue OOBEKTHI
MPEANOJIAraloT BEICHUE MEJIKON TOProBI, HAIPUMEpP, KaHIITOBapaMHu.

Ecth knaccudukaimsi TOProBbIX OOBEKTOB MO IUIOMIAAM M ACCOPTUMEHTY
NPOAYKIMU:

* YHHUBEpPCAaM — 3TO MarasuH, TJI€ TOBAapbl PA3JIOKEHbl Ha CTEUIaXax, a
MOKyIaTeId CaMd BBIOMpAIOT M KJIAAyT B KOP3WUHBI BBIOpaHHBIC BEIIU.
PacnnauuBaroTcss OHM Ha Kaccax. bosplmass 4acTh TOBapoOB YHMBEpcamMa —
MPOJAOBOJILCTBHE.

* YHUBEPMAar — OTO KPYNHBIA TOPrOBBIM KOMIUIEKC, IIPEACTABICHHBIN
pa3IMUHBIMM  TpyNIamMud ToBapoB. Bce ToBapHbIe TpymNmbl TOJAEICHBI Ha
CIIeLIMAIM3UPOBAHHbBIC OTEIBI.

* TACTPOHOM — TOPTOBOE MPEANPUSITHE, TUIOIaAs KOTOporo cocrasisieT oT 400
kB.M. Crienuaan3upyeTcsi Takoil 00BEKT TOJIBKO Ha MPOIOBOIBCTBEHHBIX TOBApax.

PenTale JbHOCTH TOProBOM HEABHKMMOCTH
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[lepen TeM, Kak MPUCTYIUTH K BHIOOPY TOPTOBOM HEJBHKUMOCTH, HEOOXOIUMO
OIICHUTh COOCTBEHHBIE BO3MOXKHOCTH. ECiM KOJIMYECTBO CpencTB OTPaHUYEHO, TO
JPYroro BBIXO/A, KaK apeHja, He mpeanojiaraercs. TOT ke caMblii BapuaHT Yy Bac
OyZIeT, eciii Bbl PEIIUTEe CTaTh PyKOBOAUTENIEM HE OTIEIbHOTO Mara3uHa, a TOYKU B
TOPrOBOM IHEHTpe. AJIMUHUCTPATOPHI KPYIHBIX TOPTOBBIX ILEHTPOB OYEHBH PEIKO
pacmpojialoT MEeCTa B CBOUX BJIAJICHUSX, a CAaBaTh UX B apEH]Iy UM J1a’K€ BBITOJTHO.

HecomMHeHHO, COOCTBEHHOE TOPTOBOE NOMEIIIEHUE — 3TO HAaMHOTO BBITOJHEE,
YeM apeH/a, HO Ha TEPBOM 3Talle pPa3BUTHS OW3HECAa MOKYMKa — 3TO HEPEaJbHO.
OCHOBHBIM ~ JIOCTOMHCTBOM  TIOKYIIKA  COOCTBEHHOTO MarasWHa  CUYHTAeTCS
HE3aBUCUMOCTh. T0 ecTh, Bianener He OyAeT 3aBuceTb oT apeHmaoaarens. O Oyner
yOpaBJsiTh CBOMM HMMYIIIECTBOM TaK, KaK CUMTAeT HYXHbIM. Ho W y apeHabl ecThb
CBOU TLTIOCHI:

* Ecnu BOpyr apeHayeMoe MECTO MEpecTano MPUHOCUTH JOXOJ, JIUOO MPOCTO
nepecTayio ObITh HYXKHBIM, TO HE HYXHO JIOMaTh TOJIOBY, YTOOBI €ro MpojaTh.
JlocTaTo4HO MPOCTO PACTOPTHYTH JIOTOBOP apeH/bl U HayaTh MCKaTh JApyroe Oosee
MOAXOJAIIEE MECTO.

* ApeHays MarasuH, apeHJIaTop MOJIy4aeT €ro B IMOJHOCTHIO 00OpYIOBAHHOM
COCTOSIHMM, C TIOJIHBIM HAa0OpOM KOMMYHHKAIIUW, HANpUMEp, C DJIEKTPUUYECTBOM,
WHTEPHETOM W MPOYUMHU COBPEMEHHBIMU aTpuOyTamMu. Hepenko TOproBbi€ HEHTPHI
MPEIOCTABISIOT TMOMEIICHHE BMECTE ¢ O00OpYyJIOBaHHMEM, a WHOI/IA IMPOJAIoT
000pyI0BaHUE C COMUAHON CKUJKOU B JIOMOJHEHUE K apeH/IE.

 I[Ipu paGoTe B TOProBoM IIEHTPE HA APEHJIOBAHHOW IUIOLIAIU, HE MPUICTCS
MPUBJIEKATh KJIMEHTCKYIO 0a3y. 3a c4eT MOCTOSTHHOTO Tpadduka KIMEHTOB, TOProBast
TOYKa Bcerja OyAeT Mpoxoanma.
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Text 8 YUro Takoe opricHAsi HEABUKUMOCTH

OdwucHass HEABMKUMOCTh — CETMEHT pBIHKA, KOTOPBIA BCETr/a «B IICHEY.
Hecmotpss Ha CTaOWIBHBIE POCT CTOMMOCTH O(HCHBIX TIOMEIICHUW, OHH
IPOAOJDKAIOT TOJIb30BAThCA CHpocoM. Beawb Omaronmapsi mpaBHIIBHO BBIOPAaHHOMY
oducy, MOXHO pa3BUTh CBOM OM3HEC HACTOJBKO, YTO OH CTaHET NPUHOCHUTH
MOCTOSIHHBIN BBICOKHM 10X0J. MBI BaM paccka)xeM O TOM, KakK cJiejaTh MPaBUIIbHBIH
BBIOOP B TOJI3y TOTO WJIM HMHOTO OQUCHOTO OOBEKTa, a Takxke, TIle Jydlle
npuoOpeTaTh TaKyl0 HEJIBH)KUMOCTb, 4YTOOBl OHA MPUHOCHIA MaKCUMAJIbHYIO
NPUOBLIB.

PbIHOK HEABMKMMOCTH Hallel cTpaHbl OoraT NpPeIJIOKEHUSIMH B IIJIaHE
MOKYNKA U apeHAbl OQUCHBIX MoMmenieHui. LleHbl 0OBEKTOB 3aBUCAT OT MHOTHX
¢daktopoB. UtoObl uWHBecTOpamM ObUIO YJOOHO OPUEHTUPOBATHCS B IIEHOBOM
pasrpaHUyYeHUM, MPUHIATO AeauTh oducel mo kimaccam: A, B, C u D. Takxe
CylIeCTBYIOT moakiaccel: A, A+, A-, B, B+, B-, C, C-, D. Ceroans oducsl
0JIaroyCTpanBalOTCS B CIEUHUAIBHO OTBEJICHHBIX [JIi HUX TMOMEIICHUSX: KPYIHBIC
KOMILIEKCHI, HOBOCTPOMKH, HEOOCKpeObl, OM3HEC — IIEHTPHI, OBIBIINE OOBEKTHI
MPOMBIILJIEHHOCTH, CKJIQJIbl, @ TAK)KE aIMUHUCTPATUBHBIE CTPOCHUSI.

Oduce1 kaacca A

Takue o¢uChl CUMTAIOTCS CaMBIMH JOPOTHMH, MOCKOJIBKY HaXOISTCS OHHU B
[EHTPAIBHON YacTU ropojia B KPYyMHBIX KOMILIEKCaX, HOBOCTPOMKax, HEOOCKpEDax,
ousHec-1ieHTpax. Takue ouchl 3aHUMAIOTCS B OOJBITMHCTBE CIIYYaeB PYKOBOJSIINE
oTpacinu Ou3Heca. ApeHaaropaMu U TOKyMHaTelIMH TaKuX O(HUCOB, KaK MPaBUIIO,
BBICTYNAIOT  KPYMHBIE  MEXKAyHapoaHble Kommanuu. Oducel kimacca, A
XapaKTEepU3yrTCSI HECKOJIbKUMU MTOKA3aTEIMHU.

* Bo-niepBbIX, 5TO YHUKAJIbHAs aBTOPCKAs TUIAHUPOBKA U TU3alH MOMEIIICHMUS.

* Bo-BTopbhIx, Takue OQHUCHl 3aHUMAIOT PYKOBOIUTEIU MEXKIYHAPOIHBIX
KOMIIaHHM.

* B-Tperbux, B Takux o¢ucax Bcerjaa ecTb HOBOE COBPEMEHHOE 000pYI0BaHUE,
pecenuieH, 3a1 I IEPEroBOPOB B MPUBUIIETUPOBAHHBIMU KIIMEHTAMH.

Od¢uce! knacca B

B Ttakux oducax cocpenoTouyeH padouMii KOHTUHTEHT KoMmaHuu. Mx moryr
MPEANOYECTh KPYMHbIE O0AaHKOBCKUE CTPYKTYpPBI, (Dryinambl 3apyOeKHBIX KOMITaHHMA
wim CMU. Oducsl knacca B Moryt HaxoauTcs B OBIBHIMX MOMEILEHUAX A Kjacca,
HO CpOK OJKCIUTyaTalliu KOTopbiX mpeBbicui S5 jerT. [lokazarenu, mo KOTOpPBIM
XapaKTEPU3YIOTCS TaKWE MOMEIIEHUs MPUOIMKEHBI K A KJlaccy, HO B 3TOM CiIydae
OHU MPEAOCTABISAIOT 3HAYUTEIILHO MEHBIIINI CIIEKTP YCIYT.

Oduco! knacca C

Takue oducel 6epyTcs B apeHAY Y aAMUHUCTPATUBHBIX 3JaHUM M W3HAYAIBHO
OHU HE OBUIM CIPOSKTUPOBAHBI [JIi O(PUCHOW JAESATEILHOCTH. B OOJBIIMHCTBE
CIy4aeB TaKWe€ 3JIaHUSl MOTYT HYXKJAThCS B PEMOHTE, a TaKK€ B HUX OTCYTCTBYIOT
COBPEMEHHBIC KOMMYHUKAIIMU. APEHAYIOT Takue o(prChl HEOOBbIINE KOMITAHUU WA
YacTHbBIE TPEANPUHUMATEIH.
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Od¢ucel knacca D

Oto0 ycrapeBine ohuchl Ha OKpauHE Topojia, KOTOpPhIE MOCTPOECHBI BO BpEMEHa
COBETCKOTO COr3a M Jaxe panbimie. OHM HE OCHAIIEHbl COBPEMEHHBIMU
KOMMYHUKAIUSIMU, UMEIOT HEY100HYIO TUTAHUPOBKY U MOABE3I.

B yem BhIpakaeTcsi peHTA0€eJIbHOCTh O(PUCHOM HEABHKHUMOCTH
Bri6upas To uin nHOe 0UCHOE 3/]aHUE, UHBECTOPHI HEPEAKO 3aJal0TCSI BOIPOCOM
— BBIOpATh TOTOBOE MOMEILIEHUE C BTOPUYHOIO PHIHKA WM OTAATh MPEANOYTCHHUE
HOBOCTPOMKE, KOTOpas €Ile HE BBEJICHA B SKCILIyaTalu0?

* Ecnu MBI paccyxJaeM ¢ TOYKM 3pEHHS MHBECTOpPA, TO IJIl HUX IEPBYIO POJIb
UTPAIOT CPOKU OKYNaeMOCTH 00beKTa. Tak, CPOKM OKYIIaeMOCTH BTOPUYHOIO PbIHKA
MO>KHO MIPEeAYrajaTh U MPOTHO3UPOBATH, YETO HEJIB3S1 CKa3aTh O HOBOCTPOMKAX.

* Ho ecnu BbIOMpaTh ouc B elie He MOCTPOCHHOM 3[aHUU, TO IPHUAETCS MOTPATUTD
HAMHOT'O MEHBIIE JCHEr, YeM €clIM Obl MOKYIKa OCYIIECTBIISUIACH C BTOPUYHOIO
PBIHKA.

 bonee Toro, HOBOCTPOWKHM OCHalleHbl OoJjiee YyAOOHOW IUIAHUPOBKOM U
COBPEMEHHBIMU UHKEHEPHBIMU CETSIMHU.

 Takxe HY>)KHO YYUTBIBaTh, YTO, MTOKYMasi TOTOBBIA OOBEKT, OYJbTE€ TOTOBBI K TOMY,
YTO €ro NPHUJIETCA PEKOHCTPYHpoBaTh. Ha 3TO MOXKET yUTH MPAKTUUYECKH CTOJIBKO K€
JICHET, CKOJIbKO IOTPe00BaIoCch Obl HA CTPOUTEIBCTBO HOBOTO OOBEKTA.

B nepuon kpusnca U 3KOHOMHYECKOTO CIajJa CTPOUTEIBCTBO HOBBIX OOBEKTOB
MOXXET OKa3aTbCs HEBBITOAHBIM. Eciu, mpou3BOAs NpenBapUTEIbHbIE MPOCYETHI
CTOMMOCTH CTPOMUTENLCTBA, B UTOI€ OKA3bIBAETCS, YTO MOTpayeHa CyMMa HAaMHOIO
OoJpIIE MpEANojaraéMoi, TO 3TO CBS3bIBAIOT C PACXOJAMH Ha CTPOUTEIbHBIC
MaTepHalbl, KOTOPbIE TAKXKE B MEPUOJ KPU3MCa B3JIETAIOT B LIeHE. Tak 4To, €CJIM €CTh
LEeIb BJIOKHUTh CBOU CPEICTBA B OQUCHYIO HEABUKHUMOCTb, TO HY>KHO PACCYyX AaTh,
UCXOJIs U3 MHOTUX (akTopoB. Jlyurie Bcero o0OpaTuThes K CHEIUAIHCTY.

JIOX0JIOM OT BJIOKEHUSI CPEACTB B O(UCHYIO HEABUKMMOCTH MOTYT CTaTh Te€
CPEICTBa, KOTOPbIE OCTAaHYTCA OT MEPENpoAaKU WM apeHnbl o0bekTa. [laxe moins
HA MUHUMAaJbHBICE PUCKU C MPUOOpPETEHHWEM TaKOW HEJBMKUMOCTH, HE HCKIIIOYEH
BApUAHT, YTO B JaJbHEHIIEM 5TOT O(HC MpUHECET IOBOJLHO MHOTO MPUOBLIN
UHBECTODY.

OT 4yero 3aBMCHUT LIEHA HA O(PMCHYIO HEABHKMMOCTh

* Un¢pacTpykrypa

[Ipu BBIOOpPE OGUCHONW HEABMKMMOCTU B TMEPBYIO oOdepenb oOpaiaercs
BHUMAaHHE Ha pa3BUTOCTb HHPPACTPYKTYPHI pailoHa, rae Haxoautcs oduc. OcobeHHO
Ba)KHA TPAHCIIOPTHAs pa3BsA3Ka, IO3BOJIIONIASI OT MECTOHAXOXJEHUS OO0beKTa
noOpaTecsi B JOOYI0 TOUKY ropoga. B 3aBUcMMOCTH OT HampaBieHHUS O(PUCHOTO
3M1aHMsl, TakXke oOpamjaeTcss BHHMMaHHE Ha CKOIUIEHHE B €ro  OJM30CTH
pa3BiIeKaTENbHBIX IIEHTPOB.

* Bo3pacr 31anus

BropbiM 1o cyeTy, HO He MO 3HAYEHHUIO (PAKTOPOM BHIOOpA SBISETCS BO3PACT
noctpoiiku. bezycnoBHO, HOBOCTPOHKH OyIyT CTOUTh HAMHOTO JOPOXKE, IIOCKOJIbKY B
HUX COCpeloTo4YeHbl 00beKThl kiacca A. [lpu BbIOOpe HOBOCTPOEK HCKIIOUEH
BapUAHT U3HOLIEHHOCTH KOMMYHHMKAILIMI, KOTOPbIE MOTYT HY>K/IaThCsl B PEMOHTE, UTO
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CTOMT ceilyac HeAemeBo. Takke HMeeT 3HAauYeHue Marepuan, W3 KOTOpOro
U3rOoTOBJIEHA MOCTpoiika. KupnuyHble CTpOEHUS CTOAT JOPOXKE, MOCKOJIBKY OHHU
CUMTAOTCA 00JIee HAJIEKHBIMU, UYEM ITAaHEJIbHBIE.

* Pacnojio:kenne

OueHp BIMSET HAa LEHY pacrnoiiokeHue o¢uca. Eciiu oH HaxonuTcs B LIEHTPE,
rzie 0oJIble BCEro HabI0JaeTCsl CKOIUIEHUE Hapoa, TO MPUAETCS 3aIIaTUTh 32 HETO
JIOBOJIBHO KpYIHYIO cymMmy. Ecinm opuc HaxoguTcs Ha OKpaWHE ropoja Wid B
CHaJIbHOM paiioHe, TO 1IeHa OYJEeT B HECKOJIBKO pa3 HUXKE.

BriBoa

[Toxynka u apeHga OQGUCHOW HEABMKMMOCTH — 3TO BCErJa BBITOJHO U
OpUOBUIBHO, HO MpU COONIOACHUH TpeOOBaHUU, PAcHpOCTPAHSEMbIX HA TaKHE
3nanud. Eciim rpaMOTHO MOAOWTH K BOIMPOCY Moadopa 0(UCHOTO 3[aHMs, TO OHO B
MUHUMAJIBHBIE CPOKU OKYITUTCSI M HAYHET MPUHOCUTH CTAOUIBHYIO IPUOBLITb.
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