Growing Your Office During a Market Correction

  In the last couple years we have experienced a real estate market like none before, but what goes up must come down.  Are your leadership and recruiting skills truly measured in a STRONG market?  Next, can you grow your office population and sales volume in a changing market?  Let’s take a brief look at what we have experienced recently.
1. Everyone wants to be an agent in a strong market.

2. When sales are strong, agents are happy and retention is good.

3. Marketing expenses are down drastically because the marketing process is one of “put the property in mls and wait for the offers to come flying in”.

But wait, times are a changing.  “Days on market” is now a reality, but many of your agents that have come into the business the last couple years only understand “hours on market”.  So now, how do they handle the seller that doesn’t understand their home isn’t sold in 1 day with multiple offers?  How do they service a listing?  How do they get price reductions?  Further, how do they deliver a listing presentation that is value based and inclusive of a strong pricing strategy?  Pricing is more important today than ever before, isn’t it?
Unfortunately, in business, we are like the Titanic.  All the signs are there, but many times it’s too late and we have to go into react mode.  Like a last minute shot or the hurry up offense, change our behavior quickly to salvage a victory or make a comeback, or ultimately have it be too late.  

Today, none of us should be making a comeback or a last minute shot.  We must lead with vision and maintain a consciousness beyond “Todays Market”.   As we gravitate to a normal market, we will see many changes taking place.

1. Less people getting into the business.

2. More people getting out of the business

3. Greater pressure on the broker to provide quality training and coaching for their agents.

4. More transactions will fall out of escrow.
5. Reacting to the market by throwing advertising dollars at it.

6. Less sales, less revenue, the same expenses you had in the Hot Market (if you don’t take the responsible step of reducing expenses, that you are afraid to take because the agents might get upset and leave), and less profitability.

7. A consumer that is looking at the huge sales price their neighbor got when the market was at it’s peak.

Now is when the rubber hits the pavement.  YOUR LEADERSHIP WILL BE MEASURED.  A great company with strong leadership experiences tremendous growth in a normalizing market.  Are you that company?  Better yet, are you that leader?
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