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Antitrust Reminder  

 

• Realtors are competitors, and healthy competition is what allows the market to 

survive. This classroom should be a forum for the sharing of ideas, fostering open 

discussion among participants. Florida Realtors and this board/association does 

not in any way encourage or sanction any particular business practice.  

 

• Because of the nature of classroom discussions, all participants are asked to be 

mindful of antitrust laws. Florida Realtors (along with this local association) do not 

tolerate any discussion or activities of an anti-trust nature. Florida Realtors and this 

local association support the policy of competition outlined in antitrust laws. 

Because of the severity of the penalties involved, Florida Realtors will take all 

precautions necessary to ensure that violations of antitrust laws do not occur 

 

Florida Realtors® Student Code of Conduct  
 
All students enrolled in Florida Realtors sponsored courses, including but not limited to, 

Graduate Realtor Institute (GRI) modules, Continuing Education (CE) courses, post 

licensing education programs, webinars, online courses and convention programs will 

adhere to and follow the Realtor Code of Ethics and the professional standards outlined 

in Florida State laws and rules.  

 

Responsibilities of Students  

•  All students will exemplify the Realtor reputation through their conduct at all times.  

•  All students will document their participation appropriately, providing their full legal 

name, license number, and time in and out times on the sign-in sheet in order to 

receive credit.  

•  All students will comply with local sponsor policies and procedures.  

•  All students will refrain from any discussion that is or may be construed as being 

anti-trust in nature.  
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•  All students must be honest and forthright in their participation in any course. 

Students will be receptive to the material and participate in all course activities, 

including but not limited to, discussions, case studies, quizzes, tests or other 

evaluations for the duration of the course.  

•  A student shall not impair, interfere with, or obstruct the orderly conduct and learning 

environment provided by Florida Realtors, local board sponsor, the students, faculty 

members, or invited guests. 

 This includes, but is not limited to:  

 
1.  Committing or threatening to commit any act of violence. 
 
2.  Threatening the health, safety or welfare of another. 
 
3.  Acting recklessly.  
 
4.  Invading the privacy of others.  
 
5.  Interfering with a faculty or staff member in the performance of his or her 

duty.  
 
6.  Making, exhibiting or producing any inappropriate, loud or disruptive 

behavior. 

 

7.  The use of portable computers, cellular telephones, portable personal music 

devices if such use disrupts others in the course.  

 

8.  The use of portable computers, cellular telephone, portable personal music 

devices is prohibited during end of course examinations. These devices 

must be turned off and placed inside a purse, briefcase or backpack during 

the duration of the examination.  

 
•  No student shall provide false or misleading information to the instructor, local board 

staff, or on official course documents.  
 
•  No student shall misuse any Florida Realtors or local board materials, service, 

property or resource. 
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Timeline: 

10 minutes Intro, statistics 

 Learn from others’ mistakes 

 10 second rule 

10 minutes Safety starts at the office 

60 minutes Listing visits 

 Showing homes 

 Open houses 

20 minutes Stalking 

 Technology 

Total: 120 minutes (less a 10 minute break) = total 110 teaching minutes, with 100 

required. 
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Objectives: 

After attending this course, the student should be able to: 

• Implement the 5 or 10 second rule into their daily routine 

• Have the outline to implement a safety plan at the brokerage level 

• Understand the safety steps to follow when going on listing appointments, 

showing appointments, and holding open houses. 

• Recognize a stalker and what steps to take if one is suspected 

• Understand how your social media activity can put you and your customers 

at risk 

• Implement changes to your phone and computer protocols to protect you 

and your data. 

 

Safety should be at the top of the list of things every REALTOR® should be concerned 

about.  We meet complete strangers that in any other venue we would be suspicious of, 

but in the context of being a customer, we trust them fully.  Unfortunately this has caused 

our profession to be targeted by people with less-than-wholesome intentions.  They know 

we're alone… they know we don't want to "offend" a possible paycheck… and they know 

many of us are untrained in how to protect ourselves. 

According to the National Association of REALTORS® member safety report, only 37% 

of female agents have participated in a self-defense class (41% of males) and only 20% 

have attended a REALTOR® safety course.  So thank you for taking your time to come 

out today and take charge of your own safety. 
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How big is the issue? 

Every year, the National Association of REALTORS® releases their Member Safety 

Report based on a survey of their current members.  The results are posted in an 

easy to read format. 

 

REALTORS® That Have Experienced Fear 
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Common situations that caused fear: open houses, vacant homes, model homes, meeting 

clients alone, buyers who refused to meet in public places, properties that were unlocked 

or unsecured, and properties in remote areas. 

Gender and Area 
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How Often REALTORS® Felt Unsafe 
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REALTOR® Was a Victim of a Crime While Working 

 

 

 

 

 

 

 

 

 

 

 

 

 

Learn from those that have come before you 

95% of your safety boils down to one thing: Paying Attention!  Many of the case studies 

of Realtor® attacks, or any attacks for that matter, show that simply being more aware of 

your situation will avoid crime in most cases.  Aware of your surroundings, of the 

mannerisms of the people you’re with, of anything that doesn’t sound, look, or “feel” right 

or just for anything that’s out of the norm. 

Something to keep in mind, typically the “bad guy” doesn’t want to go to jail, so he’s 

looking for a potential victim that will make his job easier.  Our job is to not make it easy 

for him!  That’s what today’s class is all about. 
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Raise your hand if you’ve ever been in a situation that in hind-sight you probably 

shouldn’t have been in? 

How many of you have ever declined an appointment because something just 

didn’t feel right? 

Remember: no commission is worth a life, and you have permission to not work in 

situations that you don’t feel comfortable with. 

 

10 second rule 

The Ten-Second Rule has been around for a long time and has no doubt saved countless 

lives and thwarted thousands of attackers.  It’s super simple and can be used in every 

situation, not just in your real estate activities. 

• Take 2 Seconds when you arrive at your destination 

• Take 2 Seconds after you step out of your car 

• Take 2 Seconds as you walk towards your destination 

• Take 2 Seconds at the door 

• Take 2 Seconds as soon as you enter your destination 

Safety expert and author, the late Andrew Wooten, believed that the 10-Second rule was 

outdated… not because of the rule itself but rather because of US and our need for instant 

gratification and our modern multi-tasking ways.  He scaled down the 10-Second rule to 

an easier to manage 5-Second rule (think you can spare 5 seconds?) 

• Take 1 Second when you arrive at your destination or before you leave your 

location 

o Is there any questionable activity in the area? 

o Are you parked in a well-lit, visible location? 

o Can you be blocked in? 
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• Take 1 Second after you step out of your car or before you get into your car 

o Are there suspicious people around? 

o Do you know exactly where you’re going? 

o Don’t forget to look behind you as well. 

• Take 1 Second as you walk towards your destination or walk towards your car 

o Are people coming and going or is the area unusually quiet? 

o Do you observe any obstacles or hiding places in the parking lot or along 

the street? 

o Is anyone loitering in the area? 

• Take 1 Second at the door. 

o Do you have an uneasy feeling as you’re walking in? 

o Is someone following you in? 

• Take 1 Second as soon as you enter your destination. 

o Does anyone seem out of place? 

o Is anyone present who shouldn’t be there or who isn’t expected? 

That’s it… 5 seconds!  Think about how the 5-Second rule could apply when you’re 

showing houses, or stopping at a convenience store for a drink, or going to the gym.  

Paying attention to your surroundings lets you spot and avoid potential danger, so make 

it a habit. 
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Safety Starts at the Office 

Does Your Brokerage Have Standard Agent Safety Procedures? 

 

 

 

 

 

 

 

 

 

 

 

Safety is an attitude that should be encouraged starting at the office level.  If your office, 

and all of the agents, support safety measures it will reduce the likelihood of an attack.  If 

your office doesn’t already have one, offer to start a safety committee. (More info on the 

Safety Committee can be found at www.SaferAgent.com/resources) 

A good place to start is to enact an OFFICE POLICY that photo ID is required before all 

appointments.  It’s very simple to put a sign at the front counter that states this and then 

you’ll feel more confident when you say “It’s our office policy” to a customer as you ask 

for their driver’s license.   

The best place to meet a new client, whether buyer OR seller, is at your office.  This gives 

you more control of the situation and gives them the opportunity to “back out” if they’re 

not a legitimate prospect.  If you can’t meet at your office, meet at another branch of your 

brokerage, or a friend’s brokerage that’s closer to the prospect,  
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or one of your vendors’ offices such as a lender or title company, or lastly in a public place 

like a Starbucks or McDonalds where there are always a lot of people around.  Never 

meet a new prospect at the house the first time! 

Another often overlooked safety step is to have the buyer get pre-approved with a lender 

before meeting with them.  This is going to weed out some of the criminals and also 

serves up a double-bonus of only dealing with qualified buyers in the right price range. 

Keep emergency contact info for all agents (including their make/model/year/plate 

number) in a place accessible by all agents.  In an emergency situation the broker or 

human resource manager may be out and personnel files won't be accessible.  If 

something happened to you wouldn’t you want your family notified right away? 

Install a camera trained on the front reception desk area and a sign telling guests that the 

area is on film.   Not a secret hidden camera, this is the time for big flashing red lights that 

are very obvious.  This will turn away some criminals. 

Have some kind of a code word or “Red File” system in place with your office, but 

remember that if 100% of the office doesn’t know the system, it can fail when you need it 

most. 

 

Listing visits 

Listings are not usually as risky as working with buyers, but they do carry some risk with 

them.  It’s important that you ensure that you’re talking to the real owner of the home. At 

worst they could be a violent criminal trying to lure you to a house that isn’t really theirs, 

or they could just be a scammer trying to sell or rent a house that they don’t own.  Either 

way we want no part of it. 

You can use tax records to verify seller is who they say they are.  This can be done over 

the phone by asking simple questions like  

• What year did you buy the house? 

• How many square feet is it? 

• How big is the lot? 
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• When was the roof last replaced? / Have you done any work that required permits 

while you owned it? (if your tax records show permit history this could flush them 

out quickly) 

Notice that these are all “normal” questions for you to ask, but take on a whole new 

meaning when you have the details pulled up on the screen in front of you and you’re 

checking for inconsistencies. 

You can also ask them to come into the office for your initial listing appointment, although 

we know this isn’t always feasible for them.  When you do go to their home, try to take a 

“junior agent” or “trainee” with you, in fact, while you’re setting the appointment on the 

phone you might say something like: 

”I have a new agent in training that’s shadowing me for a few weeks, do you have 

any problem if he/she comes along to our appointment?” 

If they have a problem with you not being alone, that’s a RED FLAG!  (Note that you can 

ask this question even if you don’t plan on bringing someone with you… when you get 

there you can just say they had something come up). 

You can also ask them to take a photo of their ID and text it or email it to you before your 

appointment.  (Remember that Office Policy?)  And once you have their full name, run it 

quick through one of the websites that searches criminal records or mug shots. 

Before you go to the appointment, take a look at a map and see exactly where you’re 

going.  Is it on a dead-end street? What’s your access to get out of the area quickly if 

needed?  When you arrive in the neighborhood, take a look around.  If it’s after-hours is 

it well lit?  Are there signs of drugs and crime like shoes on the power line, people hanging 

out or even little zip baggies on the ground? 

When you get to the door, call or text your safety buddy that you’re there and ask them 

to call you in 10 minutes for a check-in.  If you didn’t already get their ID sent to you, ask 

for their ID at this point and take a photo and text it to your office or safety buddy 

(remember the office policy?) 
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Showings 

When showing a property your primary focus is on your customers and whether or not 

they like the house, right? Sure, but don’t let that keep you from being aware of your 

safety (and theirs).  Here are some tips to implement: 

• Make sure someone at your office or your safety buddy has an itinerary of what 

houses you’ll be showing and at what approximate times.  Arrange for them to call 

you for a check-in. 

• Walk the perimeter of the house with your customer first.  Look for any signs of 

forced entry such as broken windows, kicked in doors, sliders off the track.  Peek 

in windows to see if a vacant house really is. 

• When you open the lockbox, where is it usually?  The front door, right?  Don’t let 

your customer crowd you at the front door… this is usually a confined space with 

no escape route for you.  Some agents ask them to stay back in case there’s a 

problem with the lock or alarm. 

• If there is an alarm, ask the customer to stay outside until you have it turned off 

and come back to get them.  This will help protect the homeowner from having 

their code figured out. 

• Knock on the front door loudly before entering, even on vacant houses.  Wait a 

moment and listen for activity.  When you do enter, loudly announce “Realtor®, 

we’re here for our 3 o’clock appointment!” Then listen for activity again.  This could 

result in a squatter climbing out a back window to run away or the sellers’ teenage 

son putting some clothes on quick… either way it’s a win for you! ☺ 

• Never lead your customer around the house; you don’t want them behind you 

where you can’t see what they’re doing.  Don’t go into small spaces like bathrooms 

and walk-in closets where they can easily trap you. 

• Keep your car keys with you at all times and make sure your car is parked where 

you won’t be blocked in and can get away quickly if needed. 

• Make sure your cell phone is charged and with you at all times, not dropped in the 

bottomless abyss of your purse. 
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• If you carry a personal safety device of any kind, make sure it is readily accessible 

if needed, such as on your keychain or on your waistband. 

 

Remember that any bad situation that YOU might walk in on, your buyers are with you as 

well and are in the same danger.  Safety is just as much about protecting them and their 

family as protecting yourself. 

 

Self-Defense Weapons 

Thirty-five percent of men and forty-nine percent of women carry a self-defense weapon 

or tool. 
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Weapon of Choice 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Open houses 

Many agents don’t even do open houses anymore because of the risks.  But open houses 

can still be a great marketing strategy and get you more buyer leads, so let’s make sure 

we’re doing them safely.  Remember that in an occupied home the seller and their family 

are putting themselves at more risk by opening their doors to complete strangers, so keep 

their safety and belongings in mind as well. 
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• Don’t do them alone.  Period.  Have a trainee agent from your office sit with you, 

or a lender, or a title company rep, or your spouse, or a friend.  Someone. 

• Advise your seller to lock up any medications, jewelry, cash, and anything 

valuable.  We always tell them but I still see cash and jewelry laying out all the 

time. 

• Check your cell phone signal in all areas of the house.  Avoid areas with no signal. 

• Arrive early and introduce yourself to the neighbors.  Tell them what time you’ll be 

there and what vehicle you’re driving.  Invite them over to tour the property, they 

might have a friend that’s the perfect buyer. 

• Have sign in sheet ready as well as your sign requesting photo ID for all showings 

(office policy) 

• Place decorative bells on all exterior doors so you know when someone comes or 

goes. 

• Familiarize yourself with the escape routes from various parts of the home. 

• Watch for teams that come in a few minutes apart and while one couple distracts 

you the other is stealing from the home. 

• If someone comes in that makes you uncomfortable, step outside and call your 

office or safety buddy.  Call 911 if you feel threatened or in danger at all.  They 

would rather come before a crime than after. 

• When closing down the open house, stay extra alert as this can be the most 

dangerous time. 

• Check all windows and doors to make sure nobody’s left one open to come back 

to later. 

 

Stalking  

Stalking is the number one crime against female real estate professionals.  The act of 

stalking is a continuous process, consisting of numerous incidents.  In most cases, the 

purpose of stalking is to force a relationship with an unwilling or unavailable target.  It is 

a crime of power and control.  
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Contrary to other crimes that usually consist of a single act, stalking consists of a series 

of actions, which in themselves can be legal, such as calling on the phone or sending 

emails. 

If you find yourself a victim of stalking: 

1. Let your friends, family, and office know what’s going on. 

2. Keep logs of all incidents including date, time, and description of incident and what 

is said. 

3. Get professional assistance. 

4. File a police report. (keep in mind that sometimes a restraining order will set them 

off) 

5. Turn off location services on your cell phone when not needed. 

6. Remember that if your answer is NO, you’ve got to stick with the no.  Any little 

“maybe” will give them encouragement to continue. 

7. Read the book “The Gift of Fear” by Gavin deBecker 

 

Technology 

Social Media 

For many real estate professionals, social media has become an important part of your 

life and your business.  We use it to keep up with friends and family and also to 

communicate with potential customers.  However we have to make sure that we’re not 

exposing our own vulnerabilities and putting ourselves, our family and our customers in 

danger with our posts. 

• Never post personal information such as where you live, your date of birth, your 

kid’s names, or when you’re going on vacation. 

• Use privacy settings to control who can see your posts and access your info. 

• Don’t accept friend requests from complete strangers.  If it looks like you have 

friends in common, reach out and ask that friend first.   
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• Make sure that all of your computers and sites are password protected with a tough 

password.  One method is the sentence method.  Make a sentence that you’ll 

remember and use the first letter of each word in your password, so “Some Day I 

Will Take An Excursion To Alaska and Hawaii” would turn into: Sdiwtax2a&h.  This 

has both upper and lower case letters, numbers, and special characters and would 

be pretty hard to guess! 

• If you use a password vault like LastPass or Keeper Security, make that password 

something completely different than anything you've ever used. 

• Use security questions whenever possible on sites, but maybe use the wrong 

answer consistently.  So if the question says “who is your favorite sports team” 

answer with your arch-rival instead of your real team, since it probably isn’t hard 

to figure out who your favorite team is after 2 minutes on your Facebook profile! 

 

• Don’t click on links unless you know the original sender and trust them.  Hover 

your mouse over a link, and it will show you the full link URL address which will 

often tip you off that it’s not legitimate. 

 

Smart phone 

Fifty-three percent of REALTORS® use a smart phone safety app to track whereabouts 

and alert colleagues in case of an emergency, up from 47% the prior year. 

As a safety precaution, many REALTORS® notify their spouse, a friend, or family member 

of their location before showing a home. Women are more likely to use apps or a safety 

notification procedure at 59% compared to men at 43%. 
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Proactive Smart Phone Procedures  

• Make sure your phone has a password lock on it so strangers can't get into your 

private info. 

• If you have your location services off, that also means you'll be harder to find in an 

emergency. 

• Make sure it's fully charged at all times.  Have a car charger as well as one of the 

small backup chargers with you. 
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Computers 

• Have your computers password protected and set to close down after a fairly short 

period of inactivity.  Even walking to the restroom for 2 minutes is enough time for 

a bad guy to get data off or put a spy program on 

• Make sure you're working through a firewall 

• Be careful on open public Wi-Fi… your data can be "seen" by scanning devices 

easily 

• Backup your data regularly (daily is recommended).  You can buy an external hard 

drive for under $100, but remember that if someone steals your computer or it gets 

destroyed in a flood or fire, the backup drive will most likely be gone too.  Keep 2 

and swap them daily and take one home with you.  You can also backup to a cloud-

based remote server that is off site.  Another benefit besides recapturing lost data 

is that if you get a virus you can often restore your computer back to a day before 

you got the virus. 

 

Does Your Broker Have Standardized Procedures for Client Data Safety? 
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Self-Defense Training & Weapons  

If you've not taken a self-defense course recently, it is recommended.  Some people take 

one class in college and then 30 years later expect to remember what they learned.  This 

is a skill that should be reexamined every year.  

As for carrying a weapon, pepper spray, a firearm, or anything in between, that is a 

decision that YOU have to make.  Many REALTORS® have been attacked and not 

deployed whatever tool they had on them.  This means that their MINDSET wasn't ready 

to defend themselves.  Any tool you decide to carry, make sure you are fully trained in its 

operations and techniques AND that you are mentally prepared to use it against another 

human being. 

 

Proactive Procedures for Safety 

• The typical REALTOR® meets prospective clients whom they’ve never met before 

at their office or a neutral location 34% of the time. 

• 66% have personal safety protocols in place that they follow with every client. This 

is more likely among females (69%) than among males (59%). 

• 40% of REALTORS® have participated in a REALTOR® sponsored safety course. 

Females (22%) are more likely to have done son than males (16%), and those in 

urban/metro areas are less likely than members in other areas to have done so. 

(18%) 

• Among those having participated in a REALTOR® sponsored safety course, 79% 

feel more prepared for unknown situations after taking the course (up 73% from 

the prior year). 
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Recommended Reading 

Andrew Wooten “Realtor Safety” 

Gavin de Becker “The Gift of Fear” 

Andy Tolbert’s e-book on Realtor Safety 

Andy Tolbert’s e-book on firearms 

NAR annual report 

https://www.nar.realtor/sites/default/files/documents/2019-member-safety-09-11-

2019.pdf  

https://www.nar.realtor/sites/default/files/documents/2019-member-safety-09-11-2019.pdf
https://www.nar.realtor/sites/default/files/documents/2019-member-safety-09-11-2019.pdf

