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NAR’s Safety Program

► Reduce the number of safety incidents that occur in the 
industry

► Every REALTOR® comes home safely to their family every 
night

► www.nar.realtor/safety
► 3 Hour and 1 hour programs

http://www.nar.realtor/safety


Brokerage Safety Spheres

► Agent’s  personal safety
► Your office and colleagues
► Buyers Clients- are they being advised
► Sellers Client- are they being advised 
► Online , Encryption of personal info & Data
► What happens in one safety sphere can impact others



Five Key Actions to take now

► Have a Strategy
► Put together Best practices/Policies 
► Learn from/Share  webinars and videos
► Learn and use personal protection resources
► Improve and Create safety culture for your office
► Ask Agents to work together in the planning of safety 
► Use NAR’s Safety Tools ( Forms & Checklists)



A High-Risk Business?

► DO you agents know that 
► 87 real estate professionals met with fatal injuries in 2019 

per U.S. Bureau of Labor Statistics
► One-third caused by “violence and other injuries”
► Many incidents are never reported
► When one real estate professional is harmed, all suffer 



► Image of success 
► Meeting unknown 

prospects at properties
► Working at unfamiliar 

properties at odd hours
► Sitting open houses alone 
► Entering vacant properties

► Driving with strangers while 
multitasking

► Public visibility
► Many ways for prospects to 

make contact
► Handling client’s personal 

information
► Who would harm me?

Why Is Real Estate Risky?



Where does your Brokerage fall ?

Real estate brokerage has standard procedures for agent safety

Yes
55%No

15%

Don't Know
25%



► https://www.nar.realtor/safety/
realtor-safety-toolkit-for-
associations-and-brokerages

So…..What’s your office policy ?

► Crisis Communication Check list
► Homeowners Safety Check list
► Marketing Materials for office
► Personal Safety tools for agent
► Ongoing Safety Education
► Safety Webinars
► Ready to use safety messages

https://www.nar.realtor/safety/realtor-safety-toolkit-for-associations-and-brokerages


What’s your office policy for Prospects ?

► Set it up in ZipLogix
► Prefill info for each agent
► Have a policy for form retention
► Role play & Practice



What’s your office policy for 
Showings?

► Review in Groups
► Role Play Scripts
► Build teams for Safety Buddies
► Bring Agents to properties for

“Drills”
► Emergency Code
► Meet in public place



Prospective Buyer Sample Scripts 

► “We’re parked in front of a house you have for sale. Can 
you meet us here?”

► “Why do I need to come to your office first? “

► “ I don’t have time to meet you at your office and it’s out 
of my way. Why can’t I just meet you at the house?”

► “Why do you need to see my ID? I haven’t been asked to 
provide identification at other open houses.”

► “Why do you need all of this information about us?

► Buyer at a property showing: “Let me hold the door for 
you.”

► Buyer during a property showing: “Why are you calling 
your office?”

► Prospective buyer via email: “We saw the home online 
and already know it’s the one for us. We really want to 
write an offer on this property before it goes under 
contract. Can you help us get into this property or not?”

SAFETY SYSTEM SCRIPTS
HOW WOULD YOU RESPOND TO 

THESE QUESTIONS AND COMMENTS 
FROM PROSPECTIVE BUYERS?



Seller’s Property –Showing Checklist



Open House/Model 
Home Safety 

https://youtu.be/ShrnflFDuu4



► Use Pre-Registration tools
► Be Consistent with policy
► Risk of Discrimination
► Harder for all to follow if

everyone doesn’t follow
► Use of recording devices ?
► Ask for ID before Entering 

Open House/Model 
Home Safety 



Listing Appointment 
Safety



Office Safety

Safety@YourBrokerageName.com



Should your Brokerage offer Self-Defense 
Training



Smartphone—As A Personal Safety Tool

► GPS tracking
► Texting
► Alerts and alarms
► Photo sharing
► Surveillance
► Call blockers



Calls to 911––Agents Should Know

► Where do 911 calls go?
► Response time?
► Can the emergency system locate you?
► Is the system GPS enabled?
► Can the emergency operator call back?
► Can police provide extra patrols during open-house events 

or around vacant properties?
► How/when should you report non-emergencies? 



Office/Parking Lot Safety

► Motion Lighting after dark
► Secure place for documents/checks
► Cameras ? 
► Document retention and disposal /where is your trash 

located 
► Secure place for property keys
► Secure place for files



The Crime Equation

Motive 
+ Opportunity

= Crime
As a Broker you can assist with education to Remove part 

of the equation (opportunity)and lessen likelihood of a 
crime



The Strongest Defense

“The strongest defense is a plan of what you will 
do to avoid high-risk situations and what you will 

do if you find yourself in danger.”
Amanda Ripley, The Unthinkable, Who Survives When Disaster Strikes—and Why.

What’s Your Plan ?



Thank you


