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Seller’s Reality

Sells below
the market
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6 Road Map of Market Recoyven

I’ll wait until the market improves

“Rational Market

(Real Value) <= Confidence
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Annual Home Price Appreciation Rates: Virginia
5ty 1981 5.28%
Virginia Real Estate Forecast 1982 355%
- 1983 4.68%
1984  5.04%
Virginia Real Estate Forecast loes  6.37%
1986 7.60%
Target Month  Forecast HDTFA Forecast: Annual real estate appreciation rate for single :g:; :12?:2 po
family homes in the Virginia residential housing market
March, 2012 | -0.8% | 3.7% {5 tne 12 months ending in the target month shown at :ggg ?{12":‘2 'ee
Updated Thursday, March 17, 2011. the left. 1901 2.42% es
1992 1.35% ’c
1993 1.10% 6
Virginia - Real Estate Appreciation Rate - 5 Year History 1994 -0.22% e
1995  261%
20% 1996 1.25% *Q
15% 1997 3.09% 0,
1998 2.99%
0% 1999 5.13%
5% 2000 7.35%
= 0% 2001 882%
Yok 2002 9.04%
2003 9.76%
-10% 2004 16.96%
-15% 2005 18.18%
06 12007 112008 12000 112010 12011 172012 "3 2006 646%
Average annual Virginia house appreciation RATE according to the House Price Index (HP) is shown 2007 -0.44%
in gray. The forecast for annual appreciation through the target month is shown in green. 2008 -5.44%
2009 -4.06%
2010 -1.40%
Forecastchart.com O —
twelve months ended with the 2nd Quarter of 2005. The worst annual
7 appreciation rate in Virginia was -6% in the twelve months ended with the 1st 8
Quarter of 2010
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e 1210 Bank Owned @ POSITIONING DIALOGUE

Properties
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Hile=8worth or value

= il sl 1O Place among
others
Realtytrac.com . o,
@ POSITIONING DIALOGUE Crs)

ey Similar or equal

A rival in the
market

Competition
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@ POSITIONING DIALOGUE
Unsold properties
Initial Market Position

Reduced $

S
——

Market Rejected Homes
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HOMEWORK: PRE-LIST NOTE

* Write a short note to thank me for the
opportunity to see my home tonight

* Use some of your new dialogue

* Remember that everything is about the
“‘market”

Q
141

@ IPOD!

Dear Jackie,

Thank you for the opportunity to meet with you this
afternoon to learn more about your goals. It is my job to
educate you about the market and help you to establish
a compelling market position that will create a favorable
response from today’s buyers.

Please know that my mission is to get you where you
want to go, on time!

Your REALTOR for life, Jackie Leavenworth

@ BE DIFFERENT & BE RELEVANT

Market
knowledge

Study of |
buyer ;
behavior! /
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STUDY BUYER BEHAVIOR

@ THINK LIKE' A BUYER @
SHOPPING CART MLS CRITERIA
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___Unsold Properties

1st

Showings

Long List 113
$150,000 - $200,000 Unsolg pe
W/in 5 miles Perties

$150,000 - $200,000
W/in 5 miles
Past 3 months

®

AGENT WORKSHEET MATH

* 113 Unsold

* 31 Sold 3 months
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£

WHAT SELLERS NEED TO KNOW

1. How many homes are competing with
yours for the buyer’s attention?
Total # of unsold properties

113

24
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WHAT SELLERS NEED TO KNOW

2. On average, how many homes in this

price range are being sold each
month?

# of sold properties + 3 (months) =

31 +3=10.33 / month

Q
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WHAT SELLERS NEED TO KNOW

3. How many months will it take, at the rate
buyers are currently buying, to sell all of the
homes in your price range?

# of unsold properties + # of properties
sold each month

113+ 10.33 = 10.9 months

“
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£

WHAT SELLERS NEED TO KNOW

4. What are the odds, in today’s market, of

selling a home in this price range within the
next 30 days?

# of properties sold each month + # of
unsold properties

10.33 + 113 = 9%

27

More to the Story “The Shopping Cart”

Y v
ﬁv\vgnder ifl
can cutin

line!

It will take
over 10
months for
all of these

homes to sell

$150,000
$200,000
Line only

113 sellers
in line in my
price
range?

Attention...
We are
taking 10
per month
at this time
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Consider competition when positioning

“Where, on this red line, would you like to
‘position’ your home to attract today’s

buyers?”
7

List price of f M

current
competition 4 “comparable” properties

113 "competing” properties

Q Q
29 1 30 1
s It Works! Cr
From: Michael Hexter L
[mallto:m|chaealh:;(:1¢a]r@howardhann The shopping cart method has landed me 2
To: 'ackie@t.:oach'ackie NLE listings since class, possibly 3, and got one of my
") ] . sellers to lower his price with out a fight. Thank
Today, I asked where our LaKefront owner \)l/v%urksso much for that information. | love it and it
wished to reposition himself behind the '
checkout counter. After seeing the number |
of shopping carts in line, he wanted to Rl dndinayea great, dayl
reposition himself by $100,000 Krista Spohn
WOW-the power of the line. a Russell Real Estate Services A
31 32 1
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@ REPOSITION TODAY!

“Mr. / Mrs. Seller, | just attended an
advanced seminar on market research. |

ran a market study for your home

found some great information that will
help us better understand what’s

happening in today’s market.

When can we meet to go over th
information?”

and

is
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SHOPPING CART - MARKET ANALYSIS

All residential properties with in ___ miles of subject home

Price Range Unsold Closed Closing % Closed | Months of
Listings | last 90 days | Per month | Monthly Inventory
S 0-$149,999 0.00 #DIV/0! #DIV/0!
$150,000 - $199,999 0.00 #DIV/0! #DIV/0!
$200,000 - $249,999 0.00 #DIV/0! #DIV/0!
$250,000 - $299,999 0.00 #DIV/0! #DIV/0!
$300,000 - $349,999 0.00 #DIV/0! #DIV/0!
$350,000 - $399,999 0.00 | #DIV/o! #DIV/0!
$400,000 - $499,999 0.00 #DIV/0! #DIV/0!
$500,000 - $749,999 0.00 | #DIV/O! #DIV/0!
$750,000 - $999,999 0.00 #DIV/0! #DIV/0!
$1,000,000 or more 0.00 | #DIV/o! #DIV/0!

8304 Blackwolf 53717...198 Unsold / 42 sold SF, CD
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CHALLENGES WITH CMA'S

Q
367
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REINVENT YOUR OLD “CMA’

* Qualified

* Home » Assessment

39,

T

QUALIFIED HOME ASSESSMENT

* Sellers look for quallfled
buyers

* Buyers look for quallfled

homes!

40 7
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KISS

Use the “long list”
And the “short list”

“Let’s start at

$239,900 so
we have
room to
negotiate}’
1st
Position to: @ History of an overpriced
Sell in...Siton...or Be listing
out Repositioned 3 times
Of the market o

$‘::3\,000 \ \

Sold! Initial range i
Based on Seller’'s
market data Decision

44
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Should we Coach Jackie... /‘ I_

U”Sol
' P OPertjg
start at \ You asked which is better $249,900 or $250,000? | thought to
$1 74,900 or \ myself, $249,900 of course - | have been selling real estate for

$175,000?

over 9 years and that is the way you do it because it sounds a lot
less than $250,000. OOPS
| went back after your class and changed $199,900 to $200,000
on 2 houses — that had sat for over 6 months — they both sold in a
month. Changed a $454,900 to $450,000 that had sat for 7
months, then it sold in 2 weeks.
Thanks for a simple, free and powerful marketing tool.

Robert A. Ouzts Rock Hill, SC Allen Tate Co. Real Estate Broker

Q
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If the market is

TEST MARKET PERIOD - 3 '
* NAR statistics: One offer should come
out of 10 showings on a “well Responses
positioned” home from the

Marke 7
* Test the market for __# of showings or

__# of days, whichever comes first reposition

) 7
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@ BOTTOM LINE
® Meet the marketplace A case for
(Reposition) VVaIk—avvay

® Wait for the market to
change

49
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