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If this isn’t a truly trying time in our industry, I don’t know what would qualify as one.  We have an economy that by government measures is chugging right along.  But there is a disconnect between what the average person is facing right now and what our government or big business is willing to acknowledge.  
Our country is made up of entrepreneurs such as Real Estate brokers that rely on a stable market to work in.  Of course many industries and markets have collapsed over the past few years, furniture, textile, etc... to name a couple.  But any market or industry that can adapt to new technology and ideas is ripe for destruction.  The Real Estate market is a testament to this. The ease of lending over the past decade has come back to haunt.  Government policies that fly in the face of common sense economics haven’t helped our cause. So, what is the average Realtor facing today?  Overpriced homes, under qualified borrowers, spiraling costs and expectations?  It’s time to take a good look at our industry.  Stop thinking like a real estate agent and put on your CEO hat.  Since you are a contractor, that is what your title should be.  We are the CEO of our own brokerages.  Many of our friends, clients and others are facing difficult challenges ahead.  This is not the same industry it was in the 90’s nor is it going to be the same as it was just last year.  There is going to be a monumental restructuring coming in the next couple of years as agents finally accept the facts of what is happening to our industry.

So, let me recap the past and then go to some solutions.

· The average Realtor makes around 15k per year.  No other professional makes so little.  That number is going to take a downward hit this year for sure.

· Sellers in many markets have given away their equity in the form of 2nd mortgages, reduced maintenance, and lower selling prices.

· Buyers, especially younger ones, are less adaptive to tighter loan standards, still save very little for down payments, and have a disregard for professional agents.  Their use of technology in many ways is greater than their agents, if they even have one.

· The banks have been hurt- they will not go back to the lending standards of yesterday anytime soon.  This will restrict home sales. Period.

· Builders will continue to expand the use of in house sales people.
· The demands on your time, expertise, and marketing tools will be in direct proportion to your understanding the real estate market of the future.  

The bottom line is that it is going to get rougher on agents.  And it is up to each individual to determine if this is the career they want.  I have compiled a short list of things to do-starting right now that may save your real estate career.  

No.1   Stop thinking like an agent, you are the CEO of your business.  What do you want to accomplish today, this week, this year.  What are your company goals?
No.2   List the assets of your business, your expertise, tools, software, office equipment, designations, database, etc…

No.3   Make a budget.  What does it cost to run your business each month?  What doe you pay in the form of insurance, office supplies, education, licenses, rent, utilities, (internet, phone, and websites) personal expenses.  Make the annual expenses monthly averages to better determine your true costs of doing business. 

No.4  Determine your income desires.   Add it to your budget- excluding taxes and broker commissions, you now should have a better handle on what you need to make each month.  Does that number shock you?  Is it realistic in this environment?  Only you can make the call.
No.5  Are you getting enough out of your broker?  What did you pay them last year?  Did you receive like wise returns?  Many agents pay their broker a large percentage of their commissions, and it is a huge item on their expense side.

No.6  Attack your expenses.  Do you need that many minutes on your cell phone plan?  Are you getting your monies worth in print ads?  Are you using the new software you bought to its fullest?  You should have many areas in which you can reduce expenses.  

No. 7  Make a plan that incorporates traditional marketing with new methods.  Stick to the plan.  Evaluate results.  Talk to someone about those results.

No.8  Start over.  What would you do if you were starting your career today?  What wouldn’t you do?  So don’t do them!

No.9  Commit to your plan and career.  This is what you want to do.  Be the best.  Let people know.  How many will you let tell today.
No. 10  Save some for others.  Your plan should have time set aside for your friends, family and others.  Do enjoy your career.  If not, get out now.  

The real world has finally intruded in on our comfortable existence.  Take control, and heads up!
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For more articles:

How to run a cheap brokerage, it doesn’t have to be expensive!

Stop spending on things you don’t need to be successful!

Making a Real Estate budget that you can live by!

The 10 most important things to spend money on in Real Estate!

Understanding tomorrow’s market-and customer!
After twenty years I ought to know something!


