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Hi ladies and gentlemen, this is Steve Harney with the November edition of Keeping Current Matters. 
As usual, we’re going to cover three pieces; the news, the updates and branding. So let’s get started 
with the news right away. 
 
Probably the best thing to say is the fact that the market is still very strong; we’ve had a great year so 
far and it looks like that the fundamentals are sticking solid. As a matter of fact, Jonathan Smoke the 
chief economist from realtor.com said this, “Overall, the fundamental trends we have been seeing all 
year remain solidly in place as we enter this traditionally slower sell season; the winter. And pent-up 
demand remains substantial as buyers seek to get a home under contract while rates remain so low.”  
 
So ladies and gentlemen, there are still a lot of buyers out there; there’ll be a lot of buyers out there 
throughout this winter; we have to get that inventory in because as you can see, rates are projected. It 
looks like they’ve hit bottom now, according to all projections and they’re projected to go up now over 
the next 18 months. [00:01:06]  
 
So what we want to do is we want to make sure that if there is a demand out there right now looking 
to buy before rates start to go up, let’s make sure we have that inventory available to them. We have 
to work this winter on building inventory. As a matter of fact, Mark Fleming, a PhD, and also the chief 
economist at First American said “Extremely limited supply is stopping the market from reaching its full 
potential, counteracting positive increases in marketing fundamentals, such as employment and 
wages.”  
 
And we all know that the employment rate is dropping, meaning more people have a job. And for the 
first time in a long time wages are starting to go up. So we’re in a position right now, that we really 
need that listing inventory in order to reach the potential in the market; to reach our own potential, 
and probably most importantly, to help as many families as we possibly can. 
 
Now NAR just came out with a new graph, showing exactly what’s the median seller tenure; how many 
years does a seller stay in a home since 1985? This goes back further than the previous graph we’ve 
given you, so get the other graph out of your portfolio and put this one in; this is a better graph. 
Because we go all the way back to 1985, and from 1985 all the way to 2008, that number averaged six 
years. A family in America stayed in their home on average for six years. [00:02:26]  
 
But then when the market crashed, things changed. Unemployment went up; wages didn’t increase at 
all; people were stuck with negative equity. And so what wound up taking place there is people were 
trapped in their houses. So that number was an average of six, that went up all the way for 23 years, all 
of a sudden went up to seven, then eight years, then nine years. It maxed out at ten years two years 
ago, and last year; the last number we have was nine years.  
 
So there’s pent-up selling demand right now that we have to go after. And we have to realize that part 
of the reason; three main reasons were people lost their jobs. Well, jobs are coming back now. People 
couldn’t afford it; wages remained tight. Well, wages are going up now. Now let’s take a look at the 
third reason; some people were trapped in their house from a negative equity standpoint. The 
President and CEO of CoreLogic; “We see home prices rising another five percent in the coming year 



 
NOVEMBER 2016 

 

 
KCM – NOVEMBER 2016    2 of 10 

based on the latest projected national CoreLogic Home Price Index. Assuming this growth is uniform 
across the United States, that should release an additional 700,000 homeowners from the scourge of 
negative equity.” [00:03:36]  
 
Ladies and gentlemen, the equity situation for a vast majority of your homeowners is much better. The 
question is do they know that? And it’s our responsibility to get that out there. One of the ways you 
can do that, and in the branding section we’re going to talk a lot about how to use the individual slides. 
But one of the ways you can do that is get this number out to as many people as you possibly can; 
through social media; through your mailings; through your e-newsletters or your paper newsletters. 
 
Here’s the average equity gain per homeowner from June 2015-June 2016. Now it takes some time to 
actually calculate these numbers. So the June 2016 is the latest number available; it just came out. And 
we can see across the country any blue state was over the $4,000; they actually went up in net worth 
equity; that’s family worth, they gained that. [00:04:32]  
 
Across the country the average was $11,152. And you can take a look from state to state where we 
stand with that. Because I don’t think that the people understand; I think that they know that the 
market is getting better; I think that they know that employment is getting better. I think they know 
that wages are getting better. I’m not sure that they know that their equity is getting better, and 
dramatically better. And it’s part of our job to make sure we get that information out there. 
 
Because ladies and gentlemen, there is a pent-up demand, and almost everyone, and we’re going to 
cover this is the December KCM; almost everyone is projecting, alright, that first-time homebuyers are 
going to be a major piece of the business next year. And they need houses. As a matter of fact, going 
back to Jonathan Smoke, first-time buyers face more challenges than buyers who have dominated the 
market for the last five years.  
 
These buyers are more than three times more likely than the repeat buyers to say that they lacked the 
funds for a down payment. Likewise, they are 2.9 times more likely to be held back because they are 
subject to the terms of a lease. And they are 2.7 times more likely to say that they need to improve 
their credit score. [00:05:42]  
 
So here’s these group of buyers coming into market in a very big way; we have a pent up seller 
demand; those houses are coming on the market; we have to help that. When these buyers come in, 
we have to realize we have nothing to do as far as their lease is concerned. We can’t really control that. 
But they are held back because they don’t know that they have the funds for a down payment or they 
don’t know if they have the right credit score.  
 
And I think there’s some misunderstanding on that. So as far as the credit score is concerned, I wanted 
you to see, going all the way back to 1989, let’s take a look at what the average down payment was for 
repeat buyers and the average down payment was for first-time homebuyers. And if we’re talking 
about millennials; the first-time homebuyer, let’s take a look at the bottom line. Now I realize that 
during the boom in 2004, 2005, 2006, 2007, things got a little bit crazy and people were able to do 
things maybe they shouldn’t have been able to do. 
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But if we look at the overall trend line; that dotted line going through, we can see that the average 
down payment for a first-time homebuyer has gone down, and then right now it’s six percent. I think 
there are a lot of first-time homebuyers that think that they have to put 20 percent down. And as far as 
FICO score is concerned, there is report after report; survey after survey, where people think in order 
to own a home they need a 750 FICO score. [00:07:01]  
 
Ladies and gentlemen, of all the closed loans as per Ellie Mae, more than 50 percent; almost 54 
percent of all the loans were between 600 and 750 FICO score. They don’t need that 750 and above, 
but I don’t think they know that. And part of the reason I want you to understand that is some of the 
millennials are also homeowners; they don’t know that. Twelve percent of all the homeowners in this 
country are under the age of 34; they’re probably looking to make that move up. Let’s get that 
information out there. 
 
And in case there’s any question about that as far as the graph is concerned, let’s take a look at what 
Freddie Mac themselves said, “Did you know that the average down payment among first-time 
homebuyers is six percent, and it’s 13-14 percent for repeat buyers? It’s possible to put down even 
less. Many potential homebuyers think that only the FHA helps make mortgage loans with loan down 
payments; not true. Freddie Mac’s Home Possible Mortgage products let qualified homebuyers put 
down as little as three percent.” [00:08:09] 
 
Again, let’s get that word out there. Because as Lawrence Yun said, “There’s hope to leap in sales to 
first-time buyers can stick through the rest of this year and into next spring. The market fundamentals 
– primarily consistent job gains and affordable mortgage rates – are there for the steady rise in first-
timers needed to finally reverse the decline in the homeownership rate.”  
 
Ladies and gentlemen, a lot of those people stayed in their parents’ apartment. Or when they moved 
out, they weren’t really ready to go ahead and purchase a home. Everyone is projecting; Zillow is 
projecting; the Urban Land Institute is projecting; NAR is projecting; realtor.com is projecting that this 
year is going to be the year of that first-time buyer. [00:09:01] 
 
We have to prepare in two different ways; we have to make sure we have listing inventory available 
and we also have to make sure that we know how to deal that first-time buyer. As far as 
homeownership rate is concerned, let’s not get crazy with it. What we have here is by decade, going all 
the way back to 1900; 1900, 1910s, to 1920s, to 1930s, to 1940s. What we can see is we’re a little bit 
off the last couple of decades; there’s no question about that; we had a housing crash. 
 
But we’re not that far off that we’re going back to historically low numbers that some people are 
talking about. So what we need to do right now is say alright, we pretty much hit bottom on that 
homeownership rate and we can turn it around. And we also should break that down as far as where 
you live. So here’s homeownership rate in 2015 by state, and you can see that all the blue states are 
states that are above that 63 percent. So the vast majority of the country is well above 63 percent of 
the homeownership.  
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The West Coast and some of the more populated states on the East Coast still fall below that national 
average. But overall, the vast majority of the country is above 63 and then overall in the country it’s 63 
percent. The more of those first-time homebuyers we get into a house, the more of those families that 
we help, the higher the homeownership rate will go up. [00:10:15]  
 
And remember, ladies and gentlemen, they’re coming in a wave; we’ve been trying to prepare you for 
this for the last several months; they’re coming in a wave and we’re going to continue to prepare you 
for this as we move forward. Because this movement of first-time buyers, as Jonathan Smoke said, 
represents an ‘oh shift’ moment in housing. With so many first-time buyers in the market, competition 
will be in fiercer next year for affordable starter homes in the suburbs.  
 
Those looking to buy may want to consider a winter home purchase in order to avoid bidding wars and 
higher prices spurred by a potential increase in millennial buyers. What does he say? The same thing 
we said up front; there’s a pent-up demand right now; they want to beat the interest rates; they want 
to beat that flood of buyers coming to the market next year. We have to be prepared in two ways. 
 
Again, number one, is we have to continue to list all the way through the end of the year. We have to 
take all the listing activities we would normally do and not let them slow up this time of year. And we 
also need to be prepared the best we can to deal with the millennial buyer and what they need from 
us. [00:11:18] 
 
And even in the new home construction, ladies and gentlemen, we have to let them know that that’s a 
viable opportunity for them. Brenda Garcia Lemus, from John Burns Real Estate Consulting, “Our 
homebuilder clients sell hundreds of homes every weekend to buyers with five percent down 
payments and below average credit scores.” Let’s go over that again. “Our homebuilder clients sell 
hundreds of homes every weekend to buyers with five percent down payments and below average 
credit scores.” Yes, they can even get new-construction. 
 
Yet many middle-income households with average credit scores, and access to a five percent down 
payments assume they cannot become homeowners because of the type of credit headlines. Again, 
what are we all about? We are about competing against those headlines, ladies and gentlemen; that’s 
what we do. People believe they can’t afford to buy a new-construction home because they don’t think 
that they have the right credit score or the right down payment. [00:12:17]  
 
Let’s educate out there; let’s go out there and do exactly what we do; help families feel more 
comfortable when they’re making the decision to buy or sell their home. And if we take a look at the 
percentage of all home sales that were new-construction, we can see that that number is way down 
compared to not only the boom times, but going all the way back to 1981. That’s because part of the 
challenge is they’re not building enough homes. 
 
But another piece of that challenge is the buyers don’t realize, especially those first-time homebuyers, 
don’t realize that’s an alternative for them. And the great news, ladies and gentlemen, what we’re 
really saying is there’s going to be a boom in the market; there’s a going to be a boom of listings; 
there’s going to be a boom of buyers; this is going to be a tremendous year; 2017 is going to be a 
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tremendous year. And we have to spend the last two months of 2016 preparing for that tremendous 
year. [00:13:07]  
 
And the great news is study after study has shown that they’re going to come to us for help. The 
Consumer Housing Trends Report of 2016, “We also discovered that buyers aren’t replacing the 
expertise of real estate agents with online research. But they are doing a tremendous amount of 
research online before contacting an agent. Those who start their home searches online are actually 
more likely to use an agent than other buyers.” 
 
Ladies and gentlemen, make sure that you have the materials at your fingertips; on every piece of your 
social media; any place you are online because they’re going there to look for the information. And 
they’re going to come to an agent, and if you’re the agent that gives them the best information, 
they’re going to come to you. And there’s no question about that. 
 
Here’s a graph actually from NAR. The blue line is the percentage of buyers who used the Internet for 
home search, and that has skyrocketed since 2001, from just over 40 percent to well over 90 percent. 
But look at the red line; many people projected that we’d be like travel agents; that once they started 
using the Internet they would have no longer a need for us. [00:14:17]  
 
But in reality, if we look at the red line, there has been a steady increase during that time of people 
coming to us to help them with their purchase. And I want you to understand those millennials; those 
people that we’re talking about are going to drive the market this year coming up. Let’s see what the 
Consumer Housing Trends Report said about them. “While older generations rely on real estate agents 
for information and expertise, millennials expect real estate agents to become trusted advisors and 
strategic partners.” 
 
Ladies and gentlemen, isn’t that what we’ve always talked about? You want to be so well-informed 
that you can educate your clients, whether they be buyers or sellers. You want to be so well-informed 
that they can trust you with either purchasing the largest investment their family might ever purchase, 
or selling the largest investment their family has ever held. 
 
That’s what we’re talking about here, ladies and gentlemen. We can become their strategic partners; 
not just the salesperson out there trying to make a commission, but a strategic partner in their family. 
That’s big, ladies and gentlemen; big in a big way. [00:15:29]  
 
Now let’s go over some of the updates that you can use to help all the way through. Because we give 
you a lot of historical information and we update some information every single month. You pick and 
choose what you think is the most important things for your social media; pick and choose the things 
that you think are the most important things for any marketing that you’re doing.  
 
But understand that getting that marketing out there, especially for the millennials, is crucial to your 
success for ending out this year and throughout 2017. Let’s go to sales first. Average days on the 
market, and we’re going to go through these slides relatively quickly because I do want to get to the 
branding section, where we’re going to go a little bit in detail on how to use these slides as examples. 
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We’re going to give you average days on the market by state. Existing home sales going all the way 
back to 2012. If you don’t need them all the way back; if you want to show a shorter period of time, we 
give it to you since 2014. We give you existing home prices year-over-year for each month. And we can 
see that prices continue to increase, that’s why many people are calling for buyers that want to buy 
this winter instead of waiting until next spring. [00:16:35]  
 
And we should let any one of our homeowners, or any one of our potential listings that are thinking 
about moving up, we have to give them this same information. Waiting until next spring might make it 
easier to sell an existing house they own. But it’s also going to make it more difficult for them to buy 
the next house.  
 
Existing-home sales in thousands; new home sales in thousands; new home sales annualized, going all 
the way back to June 2014; new home sales; percentage of sales by price range. New home sales are 
selling fast; we gave you the median months from completion to sold. And we can see that that 
number has fallen pretty dramatically again, which is good news in a certain way because that means 
that people are really looking to buy them, but we have to make sure they keep on building. [00:17:26]  
 
Total home sales; pending home sales, which is bouncing around the same type of numbers that we 
had last year; we had a spike up last month. But we have to take a look at that. Remember, part of the 
reason that the pending home sales aren’t higher and existing home sales aren’t higher, is we have to 
do a better job of listing; that’s crucial to our success going forward.  
 
If we had more houses for sale, that dark blue line would be dark blue above that medium blue line all 
across the graph. Pending home sales since 2012; pending home sales since 2014; pending home sales 
year-over-year by region; percentage of distressed property sales, and that’s falling off the map, ladies 
and gentlemen. 
 
Understand part of the challenge we have with inventory is the fact that we don’t have many 
distressed sales in the vast majority of our markets any longer. We went from 35 percent – more than 
1 of out every 3 sales – were a distressed property sale back in January of 2012 to 4 percent. Now it’s 
not 1 out of 3, it’s 1 out of 25. [00:18:29] 
 
Taking a look at home prices; existing-home prices; percent change in sales. Case-Shiller Report, going 
all the way back; Case-Shiller Report showing you the year-over-year differences. The forecasted year-
over-year percent change by CoreLogic that we give you each month. Appraisal home value estimates. 
What’s the difference between what a homeowner believes the house is worth and what an appraiser 
is actually appraising it for?  
 
These are all great slides where we taught you over the years to learn to use and when to use them. 
You pick whichever ones you think are important to you right now. Housing inventory; seller traffic; it’s 
still weak in the vast majority of the country, but it’s getting better and that’s good news. Months 
inventory for houses for sale; it’s still way too low, ladies and gentlemen, We have to get that number 
back up to six to get the market to its true potential. 
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Months inventory of homes for sale; breaking it down for the last 12 months, we can look at it a little 
bit closer, and we can see we’re nowhere; we haven’t been at six months for years now and we’ve not 
even been close in the last year. Year-over-year inventory levels; housing supply compared to the year 
before; alright, and again we’re down 6.8 percent this month. We have to work on that, ladies and 
gentlemen. [00:19:56] 
 
New home inventory; again, where we were last year was in a much better position than where we are 
this year. Whatever influence you have on new homebuilders in your marketplace, let them know that 
this is the time to take advantage of what’s taking place in the market right now. New home inventory 
of months supply last 12 months. Let’s take a little look at buyer demand; buyer traffic has been strong 
for almost the entire country. Unless you live in one of those gray states, you’re doing absolutely 
phenomenal. 
 
And that again, is the vast majority of the country, and the people up in the Northwest; the Pacific 
Northwest, you better list; you have buyers (chuckle) who want to live out there. Foot Traffic Report; 
we give it to you since July 2013, then we break it up to the last year; last 12 months and we give you a 
comparison from 2015-2016. [00:20:52]  
 
Going to interest rates; well, ladies and gentlemen, it looks like we might have hit bottom, and I know 
we’ve said that before. But it looks like we might have hit bottom and that’s turning around. At least 
that’s what the four major entities are projecting; Fannie Mae, Freddie Mac, the Mortgage Bankers 
Association and National Association of Realtors. And if we just take a look at what Freddie Mac is 
saying, there’s going to be a substantial increase over the next 12 months. We want to make sure that 
people understand that and know that. 
 
I think they’re kind of catching on already. Mortgage credit availability is really good, ladies and 
gentlemen; it’s getting better it seems every single month, it’s getting a little bit better; the higher the 
graph, the better it is. But again, we give this graph every month to let you know that people are 
making the argument that we’re back to 2006 and we’re heading in dangerous water; it’s into 
dangerous waters. 
 
No, that’s not true. Here’s the graph going all the way back to June 2004. Again, the higher graph, the 
easier it was to get a mortgage. That line all the way to the right is getting higher; there’s no question 
about that. But we’re nowhere near where we were in 2004, 2005 and 2006. [00:22:05]  
 
Average days to close a loan; we’re past the TRID situation; it did tick up last month, and we’re going to 
continue to look at that. FICO score; ladies and gentlemen, we showed you this graph earlier in the 
KCM; please make sure you understand that; 53.9 percent, actually if we include all the way back to 
500, we’re going to be at 54 percent of the loans that closed at less than a 750 FICO score. 
 
And people believe that they need these tremendous FICO scores in order to get a mortgage. The 
average FICO score for closed loans, all loans, 731; conventional, 754; FHA, 686 and VA, 708. Let them 
take a look at that; let them see what’s taking place there. And for the people that are a little bit more 
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involved in helping people understand the mortgage process, the average backend debt, again from 
Ellie Mae; for closed loans by loan type. [00:23:09]  
 
And as always, ladies and gentlemen, we give you a resource section. We want you to be the expert; if 
anyone questions anything that you’re saying you go right here, and you can find the original survey; 
the original white paper; the original study; the original website that we got that information from. 
And that’s powerful for you. 
 
Now let’s take a little time to talk about the power of the brand. How do you use these charts and 
graphs to differentiate yourself from the competition? I’m going to give you two examples this month. 
Number one is I’m going to talk about what Pam Gebhardt; Pam Gebhardt is one of the best agents in 
the country; she works for REMAX out in Atlanta and her annual GCI is $525,000. So she’s a producer; 
she’s a hitter.  
 
What Pam does is she uses them a lot in her listing presentations. Here’s a direct quote from Pam; “My 
most valuable asset is using the charts and graphs to position myself far ahead of my competitors 
when I go on listing appointments.” So let’s talk about a little bit about how Pam does that. Pam has 
the approach that we always wanted our agents to have. We’re not trying to sell the consumer on 
anything, we’re trying to educate them. And in order to educate them what Pam believes very strongly 
is you have to bring them through a discovery process. [00:24:29] 
 
Some people just go in there with local MLS data. Well if they were listening to what was happening on 
the news; if they were listening to Little Bird Radio, or watching CNBC television, or reading the Wall 
Street Journal, they’re talking about what’s happening as a nation. What we do is we give that national 
information so you’re prepared to answer those questions. We give you regional information; 
wherever we can, we break it down by state. So we go from the national, to the regional, to the state 
and then you come in with your local MLS data. 
 
Bring them through that discovery process. This is what’s happening in the country; the national 
housing market. This is what’s happening regionally. Let’s take a look at how the states differ. We give 
you many maps on how the states differ. And now let’s bring it down to right here in your 
neighborhood. By doing that Pam believes very strongly; by using those charts and graphs, that you 
can visually demonstrate the market information. And that positions her as a market expert. [00:25:27]  
 
She usually breaks it down by discussing the overall housing market, which you have, and then breaks 
it down to some specific local area. Then she might even talk about types of buyers; once she’s on a 
listing, types of buyers that might be interested in that particular type of house. Then for those sellers 
that want too much money for the house, she uses the slides to get the more projected appreciation, 
to let them know that if you want that much more that than the market is selling for now, this might 
be how long you’ll have to wait. 
 
So let’s go through that for a second. First of all, she goes over the larger market. She might take the 
quarter-over-quarter percent change in price (pause) that we give you; that’s a graph that we give you 
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every quarter. Then she might get into the forecasted year-over-year percent change in price from 
CoreLogic, which we give you every single month. 
 
What she’s doing by showing those graphs, she’s proving her expertise; she’s proving she understands 
not only what’s happening in a national market; but what’s happening on the state levels. Again, what 
do they want? Even the non-millennials want someone that they can trust; someone that they can go 
ahead and give the largest asset their family probably owns. [00:26:44] 
 
Now when she jumps into what type of buyer is going to buy the house, we might take a look at that. If 
you’re in a home that you know is a first-time homebuyer home, you might pull this graph out, and say 
“Listen, this is a first-time homebuyer home. Just like it was the first home for you, it’s going to 
probably be the first home for the next person purchasing it.” 
 
So I want you to understand that there’s somewhere around over 61 percent, the 56 plus the 5; 61 
percent chance that a millennial is going to buy the house. So let’s stage it this way. Well, if a millennial 
is going to buy a house, then we have to understand that they might use FHA financing. Are you okay 
with that? She actually breaks down, after she sits with the people, this is the type of buyer that’s 
going to buy the house; let’s get the house ready and let’s actually promote the house and market the 
house to that type of buyer, especially since there’s over a 60 percent chance that’s the buyer that’s 
going to buy it. [00:27:42] 
 
Now in some cases that seller could be 45, 54 years old. And they might think that well, you know, the 
shag carpet isn’t so bad. Well a millennial is going to come in and see shag carpet and blahh. Let’s help 
them through that process by helping them understand who might be purchasing the house. Then 
again, what she said right from the beginning, she wants them to know where prices are going.  
 
She wants to help them feel that, so she goes to what we give you every quarter; the Home Price 
Expectation Survey, and says “Listen, this is where prices are going to go. If you want ten percent more 
than the market is ready to bear, you’re going to have to wait about three years because prices are 
only projected to go up about three percent a year going forward.” And she uses that well. [00:28:35] 
 
Here’s another graph from the Home Price Expectation Survey. “If you want ten percent more, 
according to the most negative people in that survey, you’re going to have to wait ‘til 2020. And you’re 
going to have to wait a couple of years from all projections which we just gave you.” Pam uses those 
graphs very, very well, and again, three categories; to establish herself as an expert, to let them know 
who’s going to buy the house, and how they have to market the house and to overcome when 
someone just wants too much money for that house. 
 
Now let’s jump over to the buyers for a second because we were just talking about the sellers. Let’s 
talk about using a lot of the graphs and charts we have at open houses. This has become more and 
more successful, and more and more agents are telling us that this is really changing the way they’re 
doing open houses. Because they don’t want the buyer to run in a house, run out of the house, they 
want to build rapport with that buyer; they want to build trust with that buyer. [00:29:33]  
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Well, what a lot of the agents do is they turn around and they say, “Alright, fine.” They’ll take some of 
our graphs; some of our charts; they go down to the 99 cent store and buy those plastic placards; 
standup placards, and put our graphs and charts in them and spread them throughout the house. So 
not only are the people seeing the house itself, but questions that they might have are starting to be 
raised in the head, or maybe even answered. 
 
And if you do that, here’s a beautiful setup when people first walk into the kitchen. Not only do they 
have a sign-in here; do this; do that, they have it laid out with great information that can keep the 
attention of the buyer because they’re learning things they want to know. Ladies and gentlemen, using 
the charts and graphs that we give you is crucial to your success, especially in the market we’re 
heading into, where again, the vast majority of the buyers are going to want you to be their trusted 
advisor and their strategic partner. [00:30:36] 
 
Let’s take those, whether we put them in every one of our presentations sitting in a living room; 
whether we put something like an iPad or a computer out with a slideshow during an open house; let’s 
get that information out to them. We gave you some examples on how to use them in listings this 
month, and we gave you some examples of how to use them in an open house this month. [00:31:02]  
 
Even if you did just those two things between now and the end of the year, you’ll increase your 
business; you’ll increase the way people, or heighten the way people see you as their real estate 
advisor; (background music) their trusted advisor; their strategic partner. That’s what it’s all about, 
ladies and gentlemen, because the more they trust you, the more confident they are when they’re 
buying or selling a home. 
 
And remember, ladies and gentlemen, keeping current matters. (background music) [00:32:01] 
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* We do our best to correct any inaccuracies; however this transcript is taken from a spoken recording, which may contain gramatical errors.  

mailto:support@keepingcurrentmatters.com
http://www.keepingcurrentmatters.com/

