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Words from the President

True growth in life happens when we are
willing to risk and stretch our abilities; when
(*'v we are willing to put it on the line for change.
4

It is easy to get comfortable being around the
same crowd, doing the same thing we have
always done. We can often get attached to a system of
activities that will only lead us to the same result we
have always gotten.

We have to be willing to risk where we are today to get
to where we truly want to be. By venturing out, we
develop skills of strength that will build us up and make
us stronger. Napoleon Hill said, “The strongest oak tree
of the forest is not the one that is protected from the
storm and hidden from the sun. It's the one that stands
in the open where it is compelled to struggle for its
existence against the winds and rain and scorching sun.”

The challenges you are facing right now will make you
stronger. Move forward and take them head on. Step up
to the challenges. Step up to the opportunities that lie
just beyond the challenges. You may be in darkness, but
the light is right around the bend. When you overcome
the obstacles facing you...you will then be able to drink
in the sunlight of accomplishment to recharge your
battery.

You are truly like that oak tree. The only difference is
that you can replant yourself regularly out in the open.
If that tree takes root in the forest, it will live its whole
existence there. You can continue to move out into the
open. If the forest grows out to you and tries to bring
you in, you can move again. You have a tremendous
advantage; are you using it? Resolve to move out into

- [ Training Spotlight ] -

Objection Handling
Mastery

Includes: 12 CDs,
almost 200
Scripts & tools for
$565...$297

v/ | Want to Learn More

Tele-Seminars

* Leads Are Your

Lifeblood - May 18"
Last Chance to Register

Z Reserve Your Seat
Now!

Champion
Performer Series

*

Get the Listing on the
First Appointment - May
8th

Quality Training

Get Dirk Zeller's Award
Winning Books and
Download Real Estate
Champions PDF Ebooks!



the open today!! 7. 7EPl Your 1st
""1,..-" - Year in Real
Estate:
Making the
To your Success, " Transition
! ~ from Total
; Novice to
Successful
. ] - =2 Pprofessional
Dirk Zeller SRR by Dirk Zeller
CEO
Real Estate Champions ﬂ Jump Start Your
Production: The key to
success and having a
P.S. Check below on how you can get your FREE copy strategically strong year.
of our Bonus Tools Kit, 7 Audio Training Lessons on
how to use them, and 5 Audio Coaching Calls. I promise Blueprint for Success:
that you won't regret investing the time. Reach peakiperformance.in

your life.

O Top

Successful Selling in
Tough Times and Tough
. . Markets: Skills, mindsets and
Last Chance For Early Bird Discount concepts that allow you to
close sales even in difficult
circumstances.

"Leads Are Your Lifeblood"
ﬂ More Real Estate
Training Books

Tele-Seminar -

Tele-Seminars

Run Time: 90 min, including

Tele-Seminar | \ye gga with Dirk Zeller * Conquering Sales Call
Seating is limited to only Reluctance - June 22" &
250. Reserve your place 23rd
NOW while we still have
1 room. R .
LI ‘u"E - Champion Agent's
Want to spark new life Bug}er Interview - July
into your Real Estate Business? - Lead L
Management Systems to Assess, \
Qualify, and Convert Leads. ~ How to Get More
Listings in a Tight Listing
"100% Customer Satisfaction, No-Hassle, Or Market - August 17"

It's FREE - 365 Day Guarantee" More Quality Training
Streaming Audio is a
great, easy way to learn
on the go.

Z Reserve Your Seat Now!

B Tap EE] 7 Smart Ways to Explode
Your Production: Out smart,
out last and out performe your

FREE Training competitionr.
"Veteran & Rookie Agents Corner Dirk Zeller At e 'I*:g’(‘)’ntﬁ‘; 'k:‘vc':laosggogi'rrk
Tele-Seminar - He Surrenders His Best Tools For RS S e o (e T

Lead Mastery, Listing Presentations, and Buyer Producers.



Conversions"

Bend, Oregon - “47 Real
Estate Agents At A
Recent Tele-Seminar
Coaxed Dirk zZeller To
Reveal 14 Pages Of Free
Tools - He Backs Up His
Claim With 7 Follow-up
Audio Lessons & 5 Audio
Coaching Sessions And
Makes Them Available”

GRAB YOUR COPY TODAY: No Cost.

Get My Bonus Tools Kit Now!

& Top

Using Facts to Enact Change

A few years ago a large national real estate brand
conducted a survey of all their buyers and sellers. They
studied the satisfaction levels of clients before, during,
and after the sale. They then surveyed the clients to
learn what, if anything, they thought was missing in the
services they were receiving. Then they went a step
further. Rather than stopping with success and resting
on their laurels, the researchers looked to see what new
opportunities the facts were unveiling.

From this study, and others like it, came the birth of
one-stop shopping in real estate. Today, one-stop
shopping — where the consumer can find their Realtor,
mortgage originator, and escrow and title insurance all
under one roof — is proving to be a huge convenience to
consumers and a major business expansion opportunity
for Realtors. All because someone took the time to ask,
listen, interpret, and then act on market research and
findings.

Compiling a marketplace analysis

Before delving into your own marketplace analysis,
check to see if your local board of Realtors or MLS
compiles monthly reports on your marketplace. If so,
save yourself a lot of time by using the statistics they
can provide on the current homes for sale in your area —
often broken into regional geographic areas.
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If the essential data isn’t available, sharpen your pencil,
clear some calendar time, and get ready to construct the
analysis on your own by amassing the following facts
and figures on a monthly basis:

1. Segment your marketplace by area.

You need to acquire both a macro view of the whole
marketplace and micro view of selected neighborhood or
school boundary areas. The broader view is helpful, but
the close-in view on specific market areas is essential
when you are showing particular properties to clients.

| feel the easiest way to create segmented market
profiles is to track real estate performance using the
existing MLS segmented geographic regions, since the
real estate data is already aligned in that format. Or as
an alternative, use the same segmentation as featured
in your newspaper’s real estate classified ads, as that
aligns with common market knowledge.

2. Determine available inventory levels.

Know the level of competition for your buyer’s dollars by
tracking the number of active listings on the market for
sale. In most normal marketplaces about 65% to 70% of
the inventory will sell, though these percentages climb
higher (even to 90%) when inventory levels are low. The
sale percentages above are affected by the market’s
inventory levels

3. Calculate the number of transactions in the last
30 days.

To get an accurate pict_ure of mark_etplace activityZ look Newsletter PDE Archive
at the number of pending transactions for properties

that are in the process of closing and transferring
ownership. In most markets, a property remains as a

* May 9th
pending transaction for 30 to 60 days, after which time * May 2nd

the money and ownership is transferred, and the deal is * April 26th
referred to as closed or sold.

* April 19th
It’s important to analyze the market based on pending i April 12th
rather than closed or sold properties because the . .
completed transactions reflect the activity of the April Sth
marketplace 30 to 60 days ago rather than right now. * March 29th

R . _ * March 22nd
In a marketplace that is active or even volatile, dramatic .

changes can occur over a time span of 60 days. Earlier March 15th
this year in one my clients’ marketplaces_, the inventory * March 8th
of homes for sale went up by over 40% in less than 60 .

days, and pending sales went down by 29%. If my client March 1st



had been tracking sold or closed properties, she would
not have understood the reality of the marketplace for
another 60 days. Because she was watching pending
activity, though, she was able to counsel her clients
about the changes and acquire price reductions on her
listings before other agents in her marketplace
recognized what had happened. She ended up saving
her sellers money by acting quickly and decisively.

4. Calculate the absorption rate, or how many
months it will take for the currently available
inventory to be purchased.

This last calculation is an important one. By taking the
current inventory level and dividing it by the number of
pending properties, you can calculate how many months
worth of inventory is for sale in your market area. This
provides a snapshot of current supply and demand.

Let me share an example. If there are 250 homes for
sale in a given geographic area with 50 of them pending
this last month, you would take 250 divided by 50 and
end up with 5.

This means the marketplace has five months worth of
inventory provided that no other homes come on the
market in that time. We all know that more homes will
be listed for sale, but we have to use some baseline for
analysis. The resulting determination that the market
has a five-month housing inventory indicates a good
market, but certainly not a great one.

In contrast, one of my clients in southern California sent
her market stats recently, showing 110 properties
available with 228 pending on a monthly basis. That’'s
quite a different and more robust marketplace than one
with 250 actives and 50 pendings. One has five months
worth of inventory, and one has less than two weeks.

- Which market do you think is appreciating faster?

- Which market allows the seller greater control?

- In which market will homes spend fewer days for sale?
- In which market do buyers have the least control and
the greatest need to meet seller demands in order to
make the purchase?

- Which marketplace inspires the greatest seller greed?
- In which marketplace do the sellers put more pressure
on Agents to cut their commission rate?

The marketplace with two weeks of inventory is the right
answer to all these questions.

* February 22nd
* February 15th
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Thanks for reading!




If you know the numbers, you can know the future of
your marketplace. The trends are predetermined by your
monthly analysis. Don’t leave your office without one.

For related articles, go to:
http://www.realestatechampions.com/realestatetraining_articles/
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Help Your Friends

If you have friends and colleagues who would enjoy the
Coaches Corner™ please forward it and invite them to
subscribe. We appreciate your help since your
recommendation is how we grow.

Real Estate Champions is committed to partner with you
to create abundance in your business and life.

To Unsubscribe, simply reply to this email with the

words "CC Unsubscribe" in the subject line.
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