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By Joanne Schenk Paull

Technology can be awesome in its power, sometimes daunting in its complexity, and
revolutionary in its use. The Real Estate CyberSpace Society has simplified all of

this with the tools a

nd services it provides real estate professionals worldwide.

he first time you click and sen
a “quick” networking e-mail to

50,000 real estate professiong

— without spamming — it gives you

heady feeling. Receiving responses, ofi
in a matter of minutes, can make the ¢
perience even more remarkable. Thig

the power of the Broadcast E-Wizar,

just one example of the many tools th

the Real Estate CyberSpace Society ¢
tinually makes available to its membe
without cost!

Joanne Schenk Paull is a freelance writer
and editor with more than 20 years’ experi-
ence in the newsletter publishing industry, in-
cluding writing and editing for Audio Alert pub-
lications and Custom Communications, Inc.
She has also edited for Travel & Leisure Spe-
cial Sections and The Baltimore Sun Com-
pany. In her freelance business, Paull Editing
Services, she specializes in working with cli-
ents remotely via communications technol-
ogy. A graduate of the College of Notre Dame
and the Johns Hopkins University in Balti-
more, Maryland, she has taught English on
both the high school and college levels.
Contact Joanne at joanne@jpaull.com

d The Society is an organization for rdaftector, regularly conducts and recorgs
estate professionals who use technolodgiterviews bi-monthly with 3 real esta
\l$0 improve their efficiency and produ¢-experts. A four-page printed summary
ativity. Over 5,000 real estate professigneovering three interviews is prepared it
tegls in 27 countries have joined the Somncludes the interviewee’s photo, con-
x¢iety since its inception in 1996. tactinformation, and links to all Internet
is sites and services mentioned. This con-
dSOCIETY SERVICES cise briefing is mailed to members along
at The Society delivers its services towithanaudiotape of the actual interviews.
omembers based on four basic converFhe interview guests are industry le
rsions: Knowledge, Support, Networkirigers who have a combination of techno-
and Visibility. For under $13 per month,logical and real estate expertise. Every
the Society provides members with &0 days, Society members receive this
“Member Tool Kit" thatincludes awide condensation of real estate technology
array of technological tools and servigeslevelopments in a document that is yn-
to support this model. derstandable and immediately usable.
As an example, one supporttool allows “linterview people who are really goo
members to deliver a personalizedt using the Internet and technology|to
monthly e-newsletter called “Real Es-make their businesses better, and who
tate Cyber Tips” to customers in abguhave something valuable to share with
two minutes. Another member servicehe real estate professional,” says Jack
allows you to access the Society’s Gur®eckham, Founder and President of the
Help Line where members can get anSociety. “We save our members a ton|of
swersto justabout any technology quedime while keeping them up-to-date.’
tions or problems directly from th
Society’s 60 “Techie Gurus” who coverNEW MEMBER KIT
40topics such as Top Producer, Microgoft When new Society members join, they
Outlook, Microsoft Word, Excel, Digit receive a packaged “New Member Ki
tal Cameras, and List-servers. Theseontaining the latest “Real Estate
services are not just nifty tricks — theyCyberSpace Alert” newsletter and taped
save Society members time and moneynterview. The audiotapes keep coming
Perhaps one of the most talked abputi-monthly, for a total of 18 interview
services of the Society is its “Real Esannually. Members can listento the entire
tate CyberSpace Alert.” To prepare thigatalog of over 100 briefings online and
for Society members, John “Jack”printahandoutsummary for each briefing
Peckham, the Society’s Executive Di-complete with photos, contactinforma-

24 The REAL ESTATE PROFESSIONAL January/February 2003



tion and links to services mentioned.|In
addition to the latest “Alert,” the Ne
Member Kit contains the Society’s “Net
working Wizard” and “Real Estate Wel
Navigator” — two disks that provid
members with easy-to-use, structu
programs that save considerable time
add power to their online marketing.

New Society members are often s

provided them when they join the So
ety. Society members alsoreceive af
featured, personalized real estate

site and a personalized, online newsl|
terthat can be e-mailed to clients or posté

D — — —

course, new members also receive {h
“keys to the kingdom,” their own per-
sonal password that gains them acc|
to the features-rich “Members Onl
section atthe Society’s top-ranked W
site: REcyber.com.

RECYBER.COM

Peckham says that one of the m
popular sections at REcyber.com is
cessible to all Internet users. Thata
is the “Top 25 E-Tools.”

“The sectionis designed so that peo
working on the Web can come here
any tool thatthey woulduse as areal es|
professional,” Peckham says. “Ma
people set this as their home page.’
home page is the site that appears w

The tools are right there in one pla
Perhaps you want an image of a pr
erty from space. Go to REcyber.co
clickon Top 25 E-Tools; scrolldown t
“See Your House from Space.” Youm
be able toaccess a bird’'s eye view of y
neighborhood or subdivision.

There are other free tools justas sim

with graphics supported by eMail

tools are centralized, giving users acc
to practical tools instantly without boun

to them.
A visit to REcyber.com pretty muc

“ .. The Society delivers its services to members
based on four basic conventions: Knowledge,
Support, Networking and Visibility.”

prised at the wide array of additional togls

on the member’s personal site. And, |of

With 40 years in the real estate business
and a billion dollars in personal sales under his
belt, Real Estate CyberSpace Society Execu-

dtive Director, John M. “Jack” Peckham ,
noknows what works for real estate profession-
als! He served as Chairman of the Strategic
- Planning Committee of the 800,000 member
National Association of Realtors® (NAR) and
Chaired several NAR Technology Commit-
" tees and task forces.
- His syndicated column “Real Estate Cyber
2bTips” appears in several publications, includ-
t-ing the New England Real Estate Journal and
sdthe Florida Real Estate Journal and at multiple
portals online including RealtyTimes. com and
IRED.com He is Past President of the Massa-
chusetts Association of Realtors® and has
been honored as its Realtor of the Year.
SS Jack is the architect of the Society’s
5,000,000 hit per month Web site: www.

ne

users turn on their Internet browsers|.

to use, such as electronic greeting cal

ing all over the internet to locate and d

verifies his claim. While there, you ca
perform amyriad of useful chores quick
and easily. Make a Map, Find Anyone
E-mail Address, Check Out Any Law

Estate OnLine Convention and Expositi
CyberSpace Radio.
His biggest business pleasure is designi

b REcyber.com, and the Society’s other major assets that include The National Real

ness-building tools and providing concise, easy-to-understand briefings that help So-
St ciety members do more business in less time! He is proud of the Society’s promise to
¢- never charge members for any of the new and emerging tools delivered regularly.

on (April 24-28, 2003) and Real Estate

ng Real Estate CyberSpace Society busi-

d
yer, and Translate a Message. These|
|gust a few of the Society’s “Top 25.”
or The most common protest that tf
afgociety hears from the uninitiated abg
ythe organization’s 137,000-page site
urprisingly, its sheer volume of infor
gnation. However, Peckham reassu
new users that the site is not overwhel
eing. “REcyber.com, like the Society
pservices, is a giant banquet. When y
go past the long table of food, you ta
o what you wantand leave what you do
aywant right now on the table,” he says
bur
SOCIETY CHAPTERS
Hl&ND SECTIONS
rds The Society is organized into 11
ageographic chapters and 16 specia

Card.com. Peckham points out that theections. The 92 chaptersinthe Unitedreat tips when | interview residenti

psStates are arranged by city and state
c-significant international presence
eteflected in 18 chapters based in cou

tries outside the United States.
h The 16 specialty sectionsinclude sp
ncialties such as residential, commerci
lymortgage financing, and hospitality re
'sestate. Members can join chapters 3
- sections at their discretion — at no a

aditional cost. Each segment of the @
ganization has its own Web site that cg
ndains many of the tools at REcyber.co
uMembers can be located through the s
isin a number of ways — by expertis
- location, orname. Chapter members g
esearch forand communicate with fello
mmembers with a click.
t Residential professionals networ
oguite naturally with their colleagues, b
kePeckham has found that communicati
n'lamong experts in other disciplinesisal
. often productive. “The commercial sp
cialists are beginning to realize that t
techniques the residential trainers t3
about are applicable to the commerc
Obusiness and vice versa,” Peckham sg
[t§As a commercial specialist, | often gé

. Practitioners gaining brand newideast
sl am able to adapt.”
n_

NATIONAL ONLINE
eCONVENTION
al, The Society sponsors the five-dg
alNational Real Estate Online Conventic
ndnd Exposition each year, which attra
diens of thousands of real estate prof
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sionals. Attendees visit hundreds joft would cost them thousands ¢
online booths and gain valuable insightdollars a year. We are able to ke¢
from a program that includes over 3Ghe cost low because of the oth
nationally recognized speakers apdources ofincome fromthe Conve
trainers who deliver a wide array oftion booths, sponsorships, and oth
briefings. Attending the convention jsalliances. And ontop of that we giv,
free to everyone. members a 100% money back gug

Judy McCutchin, a certified residen-antee! Try to get that from any othe
tial specialist with RE/MAX in Dallas| real estate organization!”
marvels at the concept. “What a stroke McCutchin agrees. “The benefit
of brilliance to dream up a totally onlineto the members are enormous,”s
convention complete with the best spealsays. “You can listen to Real Esta
ers in the industry and even onlineCyberspace Radio to hear featur
‘ebooths,’ where fromthe comfortofyolrspeakers, receive a powerfl

Personalized Customer Newsletter

own home, you can check out the lat
products available and listen and lear

such a smashing success thatthe pre

Now that’s a real wow!”

ALL INCLUSIVE
MEMBER FEE

“Members pay $149 per year to jo
the Society and get quite a bang for th
bucks. A full 12 months of all the Soc|
ety tools and services are delivered
members for this modest fee,” Peckh

KNOWLEDGE

Real E
CyberP

VISIBILITY

McCutchin says.” The convention wasdesignation, and much more! THh

tion is there will be over sixty thousarjdmembers abreast of the latest in teq
attendees at the April 2003 conventigmology and helping them profit by

eghonthly tape and newsletter serie
n.2arnthe very well respected REC

digeciety is dedicated to keeping i

doing business online.”
McCutchin uses technology ex

110 Chapter International Networking

Top Ten Society
Member Services

Bi-Monthly Briefing Newsletter
(With audio tape)

Powerful Personal Web site
(With free hosting fees)

E-Guru Tech Help Line

BlackBook CyberDisk
DealMaking Wizard Disk
Member Networking Listservers

Powerful E-Broadcast Wizard
(Reach 50,000 fellow
professionals instantly)
Real Estate CyberSpace Radio
(90 briefings online 24/7)

tensively in her real estate busines
last year crediting 45% of her sales

tbership,” McCutchin says.
m

says. “Members get the advantage of bUIRECKHAM'S CREDENTIALS
buying. If they went out and separatgly Peckham has superb credentialg tchusetts Association of Realtérsvas
bought all of the services the Socigtyead the Society. He applied compu
includesinthe nominal membership fegechnology to sell real estate way ba

Bringing You \What You Need
to Excel in Cyberspace!

NETWORKING

State
ower!

SUPPORT

n— $15 million — to sales initiated by in 1963. At that time, he used a behe-
elnternet contact. “I can certainly attesmoth, droning IBM keypunch maching
-toincreased sales from my Society memand sorter to match up buyers and sell-

ers for the sales agents at his comp
Data Realty Corporation. Along the way,
he served as president of the Massa-

ehonored as its Realtor of the Year, and

ckhaired the 800,000-member National

Association of Realtors’ Strategic Plan-
ning Committee.

These days, when not directing the
affairs of the Society, he spends ten
percent of his time using the Society
tools to sell property (lots of it). Whe
he spots or develops new tools or strat-
egies that help him sell, network
build visibility more effectively, he
tests them and then passes them along
to Society members.

Peckham says that many real estate
professionals get overwhelmed keepi
up with the sheer volume of change fram
new technologies, which holds them baick
fromimplementing tools that would hel
themrun theirreal estate business m
more efficiently and profitably. “The
biggest problem real estate professign-
als face today is that they can't find th
time to keep up with all of the new an
changing tools and innovations,” h

D Q@
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“Technology allows real estate professionals to
meet more people who are better qualified
to buy or sell properties.”

comments. “The Society’s mostimpqgr-
tant functionisto deliver information ip
avery usable form so that our member€ OMPETING IN CYBERSPACE

“It allows us to initiate even more cor)-

can adapt easily and effectively.” The Society also helps members showacts with whom we can more easily and
owners how their online marketing tech-effectively maintain and develop strong
MEMBERS THRIVE nigues stand out above the competitiprand profitable relationships.”
Mal Duane is president of MalDuang.'If you have been beaten out by a Soci- “I spend ten percent of my time sell-

Com Real Estate in Framingham, Mass#ty member who nailed down a listingjng real estate. Inthatten percent of time,
chusetts. Duane developed and imgleou need to understand that just sayjnbsell more property alone than my com-
mented a system of visual tours she pr(‘)l.’ll put your property on the Internet] pany didwhen|had fifteen salespeople,”
motes by e-mail. This strategy helped gloesn’t impress most property own réeckham says. “That’s all because of
firm sell 104 properties totaling $23/7anymore. We give Society members éechnology. It allows me more time
million in 2001. She attributes much oflighly competitive edge — not only ip do the things | wantto do, like develop-
her technological expertise to the Soci t);gndgrsftanding and using technology, buhg new tools and services for Society

“What I've learned through the So i_alsoin interpreting its power to custom rsne_mbers — and being with my grand-
ety is the importance of staying right u and potential customers ... all for less thachildren!”

to-date on Internet and e-mail marketi &13 per month,” Peckham says.

: " p Peckham does not worry that technpl-
tgcer;gm;%sérciﬁg?cs)ﬁﬁlzh;ﬁebrgl{atrséeggi t%gy is taking the personal touch out|of More information about membership

— Joanne Schenk Paull

' . ales. He says that nothing could be fuin the Real Estate CyberSpace Society
o the Internet first to prer\1/|ew orhscre her from the truth. “Technology allowiscan be found at www.REcyber.con
properties —evenmorethantothe ey, o asiate professionals to meet mprdociety headquarters are at 189 Wall
paper. My Society membership gives eople who are better qualified to buyAvenue, Newton, MA 02459-3316.
access to experts who regularly give Mgy g hroperties,” Peckham emphasize®hone: 888-344-0027.
information that has been invaluable.

Tools Of The Trade

(Left)

The Real Estate DealMaking
Wizard and the Real Estate
CyberSpace BlackBook are
high on the list of Society
members’ favorite tools.

—

E-MAIL TOPS
THE TOOL LIST
Peckham and the Society continue| t
evaluate new ideas and systems whi
helping members use existing tools|t
boosttheir business. When asked what|is
the most powerful tool available to re
estate professionals today, Peckham|r
plies emphatically, “E-mail software e
ily has the most potential to boost reg
estate productivity. Unfortunately, up tg

this time, the majority of agents use thei (Below)
e-mail software only to keep track of ad: With 18 briefings a year
dresses andto send, receive and file mes on how to leverage sales
sages. That uses about 5% of the powe effectiveness from the

)

of the software they own. They miss the

most powerful features that many use to industry’s top

drive traffic to their sites and then, more trainers, the

importantly, convertthattrafficinto buy-| gociety’s “Real

ers. We show them how to do that.” Estate CyberSpace
As an example, he_notes that areal \ o is delivered

estate agent can easily send a quic e b

mail to a customer attimes when itwoyld 2. eMPErs every :

be inappropriate or inconvenientto call 60 daysin o

onthe phone. In the same situation, print- Newsletter

ing and sending a letter by postal mail summary form

can seem too formal and certainly pe accompanied by a

time-consuming. Peckham says that fhe 90-minute audio

mostimportantaspect of professionalljfe tape of three

that technology can change is time. complete

interviews.
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