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Putting the Power 
of Real Estate

Some traditional, agent-centric real estate firms call us a “discount” broker or a “FSBO” business.  

But at Help-U-Sell Real® Estate,  we know better.

It takes an independent-minded, free-thinker to take an unpopular stance and overhaul the old ways 
of doing things in order to create true success - and we’re here to help you achieve it.

Right In YOUR Hands



Message from your COO ...
“Along with death, change is the only certainty in life. Economically and politically the world has 

entered a period of unprecedented change – not to mention the cataclysmic changes that are engulfing the 
business world. If you believe that tomorrow’s world, tomorrow’s business game, is going to be played in the 
same way as it is currently being played out you are sadly mistaken and setting yourself up for some very 
unpleasant surprises and great disappointments into the future.” S.C.

The only way to deal with change is to confront reality, determine what needs to change, map the 
road ahead, and then take consistent positive action. Only in this way will you stay ahead of the winds of 
change. You cannot allow the changes to dictate your direction or the pressures to dictate your decisions –
be proactive and start doing today those things that will make a meaningful difference for tomorrow! Take 
care of the todays and the tomorrows will take care of themselves.

We are unique in our real estate service offering and provide sellers and buyers with a solution to a 
great problem many have today -- and this is our area of dominance – you are great in other areas but don’t 
allow your focus to be diffused. None of us can be, even want to be, all things to all people! Over the past 8 
years we have moved away from our core business model build around seller participation, I encourage all 
of you to re-evaluate your operation and refocus your efforts so you can dominate your market. Seller 
participation is where market domination starts. 

In closing, here are some suggestions to help you dominate:

• Choose to dominate: Whether new to Help-U-Sell® Real Estate or a seasoned veteran with the 
company, the first step is to choose dominance over size.

• Be a laser, not a floodlight: Your growth strategy should be laser-like. It must be simply stated, easy 
to convey, highly concentrated and precisely focused on the area you want to dominate.

• Make sure the laser is exciting: Concentrate your efforts on a compelling and intriguing growth 
area.

• Be willing to subtract: Prune things down before thinking about dominance.
• Choose metrics that dominate: Profitability, organic growth, customer retention (especially buyers 

in today’s market), and retention of top talent. You need to think about the four areas that make the 
Help-U-Sell® System every day, ask yourself how you can improve these four areas.

1. Systems
2. People
3. Training
4. Marketing

• Ensure that your office’s talent and skills stay dominant: Choose the best people with the 
greatest talent who are the best fit with your objective. Nurture them and invest in them!

• Build a dominating culture: Figure out what it takes for your business culture to be powerfully 
dominating internally and built for dominance externally.

Remember - internal misjudgments are six times more likely to cause business failure than external 
factors. The message is clear … keep objective help close at hand at all times, and if you don’t have it, get it 
without delay. I encourage all our offices to join the twice a month Power Hour focused on rebooting your 
operations, as well as joining one of our coaching groups offered by Jack, James and John.

Success in business, as in life, is all about getting the fundamentals right … and the actions you take! 
Let’s Dominate 2017!

Kind Regards

 
Robert R. Stevens
Chief Operating Officer
Help-U-Sell Real Estate

Take care of the todays and the tomorrows will take care of themselves.

The only way to deal with change is to confront reality, determine what needs to change, map the road ahead, and 
then take consistent, positive action. Only in this way will you stay ahead of the winds of change. You cannot allow 
the changes to dictate your direction or the pressures to dictate your decisions – be proactive and start doing today 
those things that will make a meaningful difference for tomorrow! 

We are unique in our real estate service offering and provide sellers and buyers with a solution to a great problem. 
This is our area of dominance – you are great in other areas but don’t allow your focus to be diffused. None of us can 
be, or even want to be, all things to all people. Over the past eight years we have moved away from our core business 
model build around seller participation; I encourage all of you to re-evaluate your operation and refocus your efforts 
so you can dominate your market. Seller participation is where market domination starts. In closing, here are some 
suggestions to help you dominate:

• Choose to dominate: Whether new to Help-U-Sell® Real Estate or a seasoned company veteran, the first step
is to choose dominance over size.

• Be a laser, not a floodlight: Your growth strategy should be laser-like. It must be simply stated, easy to convey,
highly concentrated and precisely focused on the area you want to dominate.

• Make sure the laser is exciting: Concentrate your efforts on a compelling and intriguing growth area.
• Be willing to subtract: Prune non-essentials down before thinking about dominance.
• Choose metrics that dominate: Profitability, organic growth, customer retention (especially buyers in today’s

market), and retention of top talent. Think about the four areas that make the Help-U-Sell® System work 
every day, and ask yourself how you can improve these four areas:

1. Systems
2. People
3. Training
4. Marketing

• Ensure that your office’s talent and skills stay dominant: Choose the best people with the greatest talent who
are the best fit with your objective. Nurture them and invest in them!

• Build a dominating culture: Figure out what it takes for your business culture to be powerfully dominating
internally and built for dominance externally.

Remember that internal misjudgments are six times more likely to cause business failure than external factors. 
The message is clear… keep the objective help close at hand at all times. If you don’t have it, get it without delay. I 
encourage all our offices to join our twice monthly Power Hour, focused on rebooting your operations, as well as 
joining one of our coaching groups offered by Jack, James, and John.

Success in business, as in life, is about getting the fundamentals right and the actions you take. Let’s Dominate 2017!

Kind Regards,

______________________
Robert R. Stevens
Chief Operating Officer
Help-U-Sell Real Estate



Top Producers - 2016

Climb the Ladder
 January 1 - March 31, 2017

In every issue of RE~Connect we’ll present the 
latest statistics for the Help-U-Sell® Real Estate Top 
Producing Offices.

The numbers reflect the running total of closings for 
the year, demonstrating the effective power of the 
Help-U-Sell brand and our successful broker owners.

Let this page serve as a visual reminder to celebrate 
your office success! Or use it as an incentive to achieve 
more as you strive to enter the top echelon of Help-U-
Sell® Real Estate offices across the nation. 

The power of the Help-U-Sell® Real Estate brand can 
make it happen, especially in this time of change and 
evolution in the real estate industry.

With so many new business models arriving at an 
accelerated pace, we all know the traditional real estate 
model is broken. Boasting a track record of over 40 
years in the making, the Help-U-Sell® Business Model 
is a proven success. 

We have the tools and knowledge to help you  
make success happen!

Office	 								Closing	2017	-	YTD

Honolulu	Properties	 37
Triad	Realty	 37
Direct	Savings	Real	Estate	 31
Metropolitan	 	 31
Greensboro	 25
Prestige	Properties	 22
Detwiler	Realty	 	 18
Heritage	Real	Estate	of	Steele	County	Inc.	 17
Options	Unlimited	 14
Federal	City	Realty	 13
San	Antonio	Hill	Country	 13
Legacy	 	 12
Town	&	Coastal	Properties	 12
Bakersfield	Equity	Savers	 11
Gulf	Coast	Properties	 	 11
Central	Properties	 10
Select	Real	Estate	 10

Office	 								Closing	2017	-	YTD

Distinctive	Homes	 		9
Edmond/OKC	 	 		9
Galleria	Realty	 	 		9
Quad	Cities	Realty	 		9
Real	Estate	Specialists	 		9
Sims	Realty	 		8
Southland	Realty	 		8
Temecula	Valley	 		8
East	Valley	 		7
Peoples	Real	Estate	 		7
Puget	Sound	 	 		7
Coast	and	Valley	 		6
Coastal	Properties	 		6
Hanford/Lemoore	 		6
Reed	and	Associates	 		6
Wright	Realtors		 		6

Office	 Primary	Broker	 Closings	2016

Honolulu	Properties	 	 Richard	Cricchio	 160
Triad	Realty	 	 Steve	&	Krys	Vincent	 	 133
Prestige	Properties	 	 Pat	Wood	 130
Greensboro	 	 Jack	Bailey	 	 126
Metropolitan	 	 Mario	Ferrante	&Chuck	 121
Detwiler	Realty		 Karen	Detwiler		 119
Direct	Savings	Real	Estate	 Kim	Zelena	 	 112
Legacy		 Danny	Kettle	 	 	83
Select	Real	Estate	 Lona	Murphy	 	 	82
Federal	City	Realty	 Marc	Dosik	 	 	73
Conejo	Valley	 	 David	Bartels	 	 	69
Quad	Cities	Realty	 Tracy	Jacobs	 	 	69
Jeff	Braun	Realty	 Jeff	Braun	 	62
Options	Unlimited	 Brenda	Fisher	 	 	62



Back to Basics Power Hour 2017 Focuses on Five Pillars
Register for the Power Hour through GoToWebinar - https://attendee.gotowebinar.com/register/5764990533068279555

Help-U-Sell® Real Estate was 
founded in 1976 with an emphasis 
on five essential pillars that form 
the base for the business model:

1) Low Set Fee
2) Menu of Service
3) Seller Participation
4) Targeted Marketing
5) Broker Control

During the winter and into the 
spring, the Power Hour webinars 
will be devoted to exploring each 
of these important pillars in greater 
depth. The emphasis will be on a 
return to basics - not forgetting the 
principles upon which Help-U-Sell® 
Real Estate was founded over 40 
years ago.

“We know that the Great 
Recession of the mid-2000s, and 
the subsequent collapse of the 
residential real estate market, was 

a time of tremendous change in 
our industry, and Help-U-Sell® 
Real Estate was certainly impacted 
by the national downturn,” said 
James Dingman, Help-U-Sell® Real 
Estate coaching and development 
resource. 

“One unfortunate repercussion was 
that many of our offices got away 
from these basic pillars, which 
differentiate our company from 
the traditional real estate firms 
and the for-sale-by-owners and 
discounters. As we remind and 
retrain our franchisees on these 
basic pillars, we should start to see 
improvements in the bottom line - 
more listings; more closings; more 
sides; and more enthusiasm within 
our group of independent offices 
across the nation.”

Register today for the new Power 
Hour REBoot! 

James Dingman invites all our family 
of franchisees to take advantage 
of the free Power Hour REBoot 
webinars this year!



New Website Platform Offers Major Improvements

Home Junction Partners with Help-U-Sell® for Website Data Upgrades
Help-U-Sell® Real Estate has forged a partnership 
with Home Junction, a real estate data applications 
company, to develop a new web site platform 
for franchisees that is more consumer-friendly, 
professional, secure, fast and reliable. The leading-edge 
technology web sites are now being released across the 
nation with our franchisees, and the goal is to convert 
all offices to the new format by the end of 2017.

One major advantage of the new site is that they are 
completely convertible to all devices - desktops, tablets 
and even smart phones. But the main emphasis is 
on providing neighborhood, lifestyle and new home 
development data to our franchisees.

Since Google is now penalizing sites that do not 
meet responsive standards, the newest WordPress 
framework is the ideal starting point for your website 
design solution and for building beautiful, responsive 

real estate website themes. This ensures your website 
visitors have the best possible online experience, 
regardless of device.”  

Dale Machen, broker/owner at the Temecula Valley 
Help-U-Sell office noted, “I love the new Help-U-Sell 
Word Press web site. It’s incredibly intuitive and filled 
with all the information buyers and sellers need! I can’t 
wait to explore all the capabilities it has to offer.”



Several New Offices Opening in 2017!
Good news at Help-U-Sell Real 
Estate: a new era of franchise 
growth is snowballing as we settle 
into 2017. Several new franchise 
offices are opening, so please join 
us in giving a warm welcome to our 
new and returning brokers.

Help-U-Sell® Treasure Coast    
Roberta Pickens has rejoined our 
family. The set-fee pioneer opened a 
new franchise office for business in 
Hobe Sound on Florida’s Treasure 
Coast in January 2017. Serving 
Martin County (just north of 
Jupiter, FL)and the Treasure Coast, 
the office phone number is 
772-286-9996.

Roberta began her real estate career 
in 2000 when she acquired her 
license in Arizona. Three years later 
she obtained her broker’s license 
and opened her first Help-U-Sell 
office, operating in Martin County 
from 2004 through 2010.

Prior to her real estate career,  
Roberta had worked for developers 
and builders in the real estate 
industry. “When I first opened my 

office, I discovered the amount 
of detail and level of support that 
was required to serve my clients,” 
said Roberta. “I quickly learned 
how much I enjoyed the process, 
especially working with sellers 
and providing them with the 
guidance they needed to complete a 
successful transaction.”

“There is lot of emotion attached 
to selling a home. I help sellers step 
back and understand the purpose 
of the process: enabling them to 
see the sale of their homes as the 
objective, while taking the emotion 
out of the equation.  Whether 
working with sellers or buyers, I 
love helping my clients reach their 
goals,” Roberta explained.

Roberta has an extensive sales and 
marketing career with more than 
30 years in the medical arena, and 
a stint in the petroleum industry 
based in Chicago where she sold 
analytical instrumentation for 
refineries and pipelines. She was 
the only woman in the nation 
marketing these products, in a 
male-dominated industry. Roberta 

was subsequently promoted to 
corporate sales representative, 
marketing directly to the refinery 
head offices. We’re pleased that she 
continued those pioneering skills 
back to Help-U-Sell.

Help-U-Sell® Marquis Properties  
Joseph Sampson held his official 
grand opening of his new Help-U-
Sell® office in Del Mar, CA in 
January 2017.

Joseph built his career in real estate, 
including construction, property 
management and real estate sales. 
Looking to make a change in the 
local market, Joseph has joined 
Help-U-Sell Real Estate by opening 
a franchise office in North County.

Sampson’s office, Help-U-Sell® 
Marquis Properties, officially 
opened on November 1, 2016. 
This new office will serve Coastal 
North County, Carmel Valley, 
Del Mar, Solana Beach, Encinitas, 
Cardiff and Leucadia. 25 years ago 
Joseph’s start in real estate was as an 
investor, but he eventually turned 
to residential real estate sales full 

Roberta Pickens Joseph Sampson Raul Novales



time. His wife, Diane, joined him in 
the business 11 years ago. Together 
they started SCR Real Estate, a full-
service real estate brokerage that 
helped buyers, sellers, investors, 
and tenants.

At SCR, the focus was always on 
the consumer. In 2010 they decided 
to bring the company in line 
with other traditional real estate 
companies and recruited agents. 
Within a year they had recruited 
50 agents over the next three years. 
They realized the agent model on 
which most residential real estate 
companies are built is focused on 
agents, not on consumers. 

The decision to return to a 
consumer-centric model was made 
in 2014, and this year Joseph found 
the perfect vehicle for this new 
emphasis:  Help-U-Sell® Real Estate. 
“We saw a need for a better option,” 
he said. “Right now, it’s an ocean of 
sameness. With Help-U-Sell® Real 
Estate, sellers have the opportunity 
to save money with a nationally 
recognized full-service brokerage 
firm with experience, reliability, 
and knowledge… all at a set fee, 
with no surprises.”

Help-U-Sell® Wisdom Realty 
Another office opened in February 
2017 in Montclair, CA, with Raul 
Novales as the broker of record. 
Raul is also a veteran of real estate, 
with more than 30 years experience 
in the industry. Raul began his real 
estate career in Las Colinas, CA, 
later moving to Orange County.

“I was really impressed with real 
estate as a lucrative occupation, if 
you worked hard and made sales. I 
was able to support my family, and 
help my mother, with whom I was 
very close. When she passed away, I 
closed my company and sold all my 
listings. As I recovered, I realized I 
was still young and wanted to get 
back into business,” Raul explained.

“I’ve always been about providing 
honest, supportive service to my 
clients. Reliability, honesty and 
integrity is how I live my life, and 
how I conduct my business. Help-
U-Sell is the perfect fit for me,” 
explained Raul.

With his new franchise office, 
website, and marketing program in 
place, Raul is extremely optimistic 
about his new start in real estate. 
“Mom is looking out for me.” 

Desert Realty Help-U-Sell®
In February 2017, we  welcomed 
Salman Rizvi, who is opening Help-
U-Sell® Desert Realty in Victorville, 
CA. Salman is a native of Pakistan, 
and looks forward to his new 
business venture.

Prestige Help-U-Sell® 
Patrick Woods has opened a new 
office in Eastvale, CA. He brings 
over 30 years of traditional real 
estate experience empowering 
consumers with access to 
information and choice. 

Help-U-Sell® Inland Empire     
New broker/owner Bernie 
Valenzuala opened a new office in 
Rancho Cucamonga, CA in March 
and loves helping consumers save 
money with our model.  

Help-U-Sell® Tri-County 
In Fontana, CA, John Paul Dauber 
is committed to his community and 
a respected entrepreneur, so Help-
U-Sell is great match for his real 
estate ambition.

Help-U-Sell® Realty Choices   
Mark Pike in Springfield, MO, 
is another alumni that we are so 
pleased to be welcoming back to the 
Help-U-Sell family.

Help-U-Sell® Hunter Herget 
Charles Herget in Alameda, CA, 
has been a member of the Help-U-
Sell family for a decade. He retired, 
but decided to come back again!

Help-U-Sell® 951 Realty
We stopped the presses to share the 
news about Ron Thompson in 
Murrieta, CA. We’ll have more in 
the coming months as he gets his 
new office in order. 

The franchise leads have been 
pouring and we anticipate 2017 as 
an excellent year of growth. We are 
also planning to participate this 
year in at least three major real 
estate conferences to be held in:

• Florida (August)
• Texas (September)
• California (October)

We generate more excitement with 
each new office opening. The more 
word gets out nationally about 
Help-U-Sell® Real Estate, the more 
business generated for you! Much 
more to come in 2017!Salman Rizvi



David Patterson

David Patterson Joins Help-U-Sell® Real Estate
as Director of Franchise Sales

Discover the Power
of the Help-U-Sell® Brand

At Help-U-Sell® Real Estate, the corporate team is 
focused on 2017 as a year of growth, innovation and 
excellence. In short:

• We believe in our business model.
• We know our system benefits both clients and

franchise offices.
• We are committed to spreading our message across

the nation.

When Help-U-Sell® Real Estate was founded over 40 
years ago, the real estate broker controlled the entire 
process. With no internet, there was no alternative to 
the 6 percent commission for a property transaction. 
We asked buyers and sellers: “What did you like about 
your last real estate transaction, and what would 
you change?” From there, the Help-U-Sell® Business 
Model began, and has evolved to our present offering. 

As ever, Help-U-Sell® Real Estate remains, consumer-
centric. We aim high, striving for success, and accept 
only positive results. We’re glad you’re a part of that 
success and thank you for believing in our work.

Help-U-Sell® Real Estate, the largest fee-for-service real 
estate franchise with more than 100 offices serving 26 
states, is pleased to announce the recent hire of David 
Patterson as the company’s Director of Franchise Sales. 

“David has already been a major contributor to our 
lead generation team in his first week, and we expect 
great results as we move forward,” said Robert Stevens, 
COO, Help-U-Sell® Real Estate.

He holds an MBA in Marketing from the University 
of Missouri/Columbia, and a BSBA in Administrative 
Management. David’s expertise in problem solving 
has guided over 150 small businesses on the verge of 
bankruptcy and returned them to profitability.

That level of analytical detail, combined with 
his extensive background in marketing, sales, 

management, and financial 
analysis made David an 
ideal choice to spearhead 
the expansion plans for 
2017 at Help-U-Sell® Real 
Estate.

Residing in Port Charlotte, 
FL, David and his wife, 
Shelley, raised three sons 
and one daughter.

“I enjoy helping companies 
realize their potential and 
their dreams,” David said. “I look forward to having 
the same level of success with Help-U-Sell® Real Estate 
in this position.”
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Office-Co Op Postcards 
2017 Ordering Period

www.husmailnow.com
1-877-765-6245

April 1-15, 2017 
July 1-15, 2017

September 1-16, 2017
December 19-30, 2017

January 2-6, 2018




