SEPTEMBER IS
LL3 REALTOR® SAFETY MONTH!

MAKE [T HOME-

STAY SAFE ON THE JOB YEAR-ROUND
With tips and tools from NAR at nar.realtor/safety

REALTOR® Safety Webinars Training Videos
Safety Pledge View past sessions on data Learn best practices to keep
Commit to prioritizing security, ment.al health, yourself, your clients, and
your safety. personal and client safety. your business safe.
Social Media Content Monthly Articles Office Forms
Follow NAR on Facebook, Stay in the loop on the For REALTORS® and clients.
Instagram, LinkedIn and Twitter latest safety topics. |

for weekly safety tips to share.
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For More Information, Visit Our REALTOR® Safety Page:
www.GreaterBergenRealtors.com/realtor-safety
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REALTOR

GIVE YOUR SAFETY THE
ATTENTION IT DESERVES!

PROTECT YOURSELF WITH THESE TIPS
FROM NAR’S REALTOR® SAFETY PROGRAM.

1. KEEP IT LIGHT. Show properties before dark. If you must show a property
after dark, turn on all lights and let someone know your schedule.

2. CHECKING IN. When you have a new client, ask him/her to stop by your

FROM YOUR FRIENDS AT (T

office and fill out a Prospect Identification Form
(Found Online at NAR.REALTOR/SAFETY).

DON'T BE TOO PUBLIC. Limit the amount of personal
information you share. Don't leave personal information
out in the open. Consider advertising without a photo,
home phone number and address.

TOUCH BASE. Always let someone know where you are
going and when you will be back. Have a check-out
employee board at your office, listing important client
and location information.

OPEN HOUSE; IT AIN'T OVER TIL IT'S OVER. Don't
assume that everyone has left at the end of an open
house. Have a partner help you check the property prior
to locking the doors and leaving.

STRANGER DANGER. Tell your clients not to show their
home by themselves. Advise them to refer all questions
to you.

WEAR YOUR REALTOR® ID. Always wear visible company
identification, like a badge, and always carry your photo
ID on you.

BRING UP THE REAR. When showing a home, always
have your prospect walk in front of you.

PICK UP SOME SELF-DEFENSE SKILLS. When in a
dangerous situation, escape the immediate danger and
call for help. To keep yourself safe, consider picking up
self-defense skills.

. YOU TAKE THE WHEEL. Do not drive clients in your car.
Instead, have them meet you at the property. Be sure to
always lock your car!
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