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UPCOMING
EVENTS
ANNUAL RSN TRADE SHOW
September 29th at the Hilton Marco
Island Resort
General Membership Luncheon to follow

This year's theme is SPORTS

5K/FALL FEST @ YMCA
SATURDAY, OCTOBER 29
9AM-1PM

We need sponsors and volunteers
Click the image to download flyer

www.MarcoRealtor.com

August/September Education
Please note that the classes that are being offered through our Partner Associations are not going to show up in your
membership portal. The association that scheduled the course will be responsible for reporting attendance if it is for
CEs. Feel free to reach out if you have any questions. Caroline's Email
Cancellation Policy: If you register and cannot attend you MUST notify the Association in advance 239-394-5616 to
cancel or you will be charged a $10 no-show fee.

Partner Association Virtual
Classes (click link below)

Register Here for Below
MIAAOR classes

8.18

12:00pm

RPL Buffini Master Class

8.19

Home Finance Resource Certification
(HFR)

8.31

9:00am

Core Law 3 CEs

8.22

EVENING - Death, Taxes and Real Estate A Realtor's Guide (3CE)

8.31

1:00pm

Ethics 3 CEs

8.29

Real Estate Professional Assistant

9.1

9:00am

MLS BASIC

8.31

Embracing the Z Generation ( 2CE )

9.8

10:00am

MLS Advanced

9.6

14 Hr. CE ( Sept 6 & 7 )

9.14

12:00pm

RPL CARING FOR THE
CARETAKER

9.6

CIPS - Local Markets (6CE) (2DAY)

Real Estate Market Report – July 2022
Florida Realtor® Market Stats – Single Family Homes – July 2022
Florida Realtor® Market Stats – Townhouses & Condos – July 2022

www.MarcoRealtor.com

10 Tips to Help You Survive Market Shifts
By Michele Lerner for Florida Realtor magazine

Sellers’ market? Buyers’ market? Down market? Booming market? It doesn’t matter if you consistently
perform activities that drive success.
Jonathan Spears, founder of the Spears Group with Compass 30A in Destin, closed a deal last spring that was one of his best: a $13
million sale. He did it by reaching out to an agent he’d never met.
“I was the listing agent on this amazing property, and I called an agent from another company whose name I recognized because he
was doing a lot of transactions in the area,” says Spears. “The first buyer didn’t work out, but he had another that did. It’s a great
success story and now we’ve collaborated on several deals. It never would have happened if I hadn’t proactively called him.”
Spears says that many Realtors® consider other agents as competitors, especially when they work for a different brokerage.
“If you think of them as collaborators, you lift the veil to more opportunities in your market,” says Spears. “When things get tight,
there’s a tendency to pull back from other agents. But as the market contracts, it’s better to double down on connecting with other
agents.”
Realtors with decades of experience know that housing markets shift frequently. They also know that consistently maintaining
relationships and continuously marketing their services provide resilience in every business cycle.

Try these 10 techniques for a thriving business:
1. Deepen your community ties.
Developing strong relationships within your hyperlocal community is the most important thing an agent can do, says Donna Stott, a
real estate coach and broker in Woodstock, Georgia.
“People do business with the people they know and trust, and that’s more critical than ever when a market shifts,” Stott says.
“Getting to know your customers really well is more important than having thousands of social media followers.”
Spears looks for ways to add value to customers in his market, many of whom are out-of-state vacation homeowners. In the early
days of the pandemic when many of them couldn’t travel to their homes, he offered to check on their properties.
“If you’re a pillar of your community, your real estate business will always thrive,” says Loretta Maimone, a brokerassociate with ERA Grizzard Real Estate in Mount Dora. Maimone is a board member and volunteer in countless organizations,
including the local chamber of commerce. She also donates significantly to local charities in the name of her clients every Christmas.
2. Ask for referrals.
The most successful real estate agents proudly say that 90% or more of their business comes from referrals. To get those referrals,
you need to work seven days a week, follow up on every lead and then consistently ask for referrals, says Susan Demerer, a real
estate sales associate with Compass in Boca Raton. “I work my sphere hard,” says Demerer.
Stott suggests that agents ask for help from their sphere. “Be direct and say, ‘I have a buyer who’s looking for a certain type of house
in your neighborhood. Do you know anyone who’s thinking of selling?’ Or ask your sphere if they know any buyers who might be
looking for a property similar to your listing.”
When you have deep relationships with your connections and have offered them something of value, they’re more likely to want to
help you, Stott says.
3. Connect with developers.
Spears created multiple streams of business by getting to know developers in his Emerald Coast market.
“When we hold open houses at model homes, we leverage them to physically get in front of prospects,” says Spears. “We get
exposure for the homes and for our agents and find new customers. We also host open houses on social media, which is essentially
free advertising.”
Local new-home buyers often have an existing home to sell, and out-of-state buyers are a referral source for friends looking for
vacation homes in the area.
4. Create your own investor pool.
While partnering with institutional investors requires a special connection to those corporations, Pam Ermen, a real estate coach,
agent and vice president of a team with Corcoran Global Living in San Diego, says agents can create their own investor network by
identifying properties in their market that need work. Developing an eye for investment properties and the work required to flip
them can generate two transactions per house and a potential stream of similar deals.
“One of my clients asked me to find them an investment property and that grew into a pool of about five local investors who buy
anything I can find them,” says Demerer. “I write an offer for them, help them fix it up and then list it for them, which creates a
consistent pipeline of business.”

Spears says approximately 50% of his business comes from investors interested in purchasing vacation homes with shortterm rental potential. “We help them find sellers with rental income history,” says Spears.
5. Educate yourself.
Ermen suggests that agents focus on market statistics, including migration patterns to understand where buyers are coming
from, especially in markets with international and out-of-state buyers.
“An important quality for any agent is to be the local expert on everything in your community, not just real estate,” says
Catherine MacKenzie, a Realtor® with ERA Grizzard Real Estate in Mount Dora. MacKenzie and Maimone recommend
attending city and county meetings to learn about planning and zoning issues and businesses in your area.
6. Stick to your niche.
Whether your niche is a geographical area, a property style or a type of buyers, such as vacation home purchasers, experts
recommend a tight focus on your niche for long-term success. Demerer deliberately chose a community to farm without a
lot of other active agents and consistently markets to residents there.
“I’m in a second-home market, so I showcase the lifestyle on social media and market living at the beach to out-of-state
buyers,” says Spears. “I use education about our community as a springboard to develop a referral network with agents in
other parts of the country.”
7. Collaborate.
Ermen recommends joining business networking groups to expand your referral base.
“Be intentional about the businesses you include, such as moving companies or even rental car companies who may have
customers exploring an area for a potential second home purchase,” says Ermen.
Spears proactively connects with other agents locally to find buyers for his listings, as well as developing referral networks
with out-of-state agents.
One place to meet new agents, exchange information and get referrals is at continuing education classes, says Maimone.
“Go in person to class so you meet other agents and make connections,” says Maimone. “Earn designations related to your
niche to build your expertise, and find other agents you can collaborate with.”
8. Stay in touch.
Staying in touch with your sphere works best when you can personalize the contact rather than sending a generic,
forgettable message. Maimone and MacKenzie hand-deliver 275 personalized items at Christmas with a text message to
those who aren’t home to alert them to the package. They also send birthday and anniversary cards without any branding
and with Maimone’s home address for a personal touch.
Client events that bring people together, such as renting out a movie theater or hosting a crawfish boil, are memorable
because they’re purely social interactions that don’t involve selling real estate, says Ermen. She also recommends video
messages for birthdays and anniversaries.
“Check-in texts or to let someone know you tagged them on social media can be an easy way to stay top of mind with people
you know well,” says Stott. This is especially vital in Florida where weather-related events happen with some frequency.
Consider texting new-to-the-area residents to offer advice on preparing for an incoming hurricane or check on them after.
Spears has a disciplined system to keep in touch, including calls with developers, daily social media posts and targeted
postcards.
9. Consistently use social media.
A strong social media presence won’t necessarily directly gain new business, but it keeps your name and face in front of your
sphere of influence, says Mackenzie.
She recommends avoiding posts that promote your sales or yourself. “Posting that you sold a home is just showing that you
did your job,” says MacKenzie. Instead, she suggests sharing a few personal items, something funny or an interesting home
on the market.
“Social media should be part of your branding,” says Maimone. “The first Realtor who comes to mind if someone is asked for
a referral may be their last contact—which could be on social media”

10. Showcase your community.
A good way to keep your brand in front of potential buyers is to post frequent videos that demonstrate different aspects of
your local lifestyle, suggests Ermen.
“A ‘get to know your market’ video not only captures the attention of out-of-state buyers, it’s also a way to keep your brand in
front of local buyers and sellers who want to know about community activities,” says Ermen.
When it comes to market-proofing your real estate practice, it really comes down to staying in front of your sphere with
valuable information and building relationships. It’s a back-to-basics mentality and a systematic approach. Do that and your
business will thrive no matter what the market brings. #
Michele Lerner is a freelance journalist and editor.
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Member Spotlight

We want to add a new feature to our newsletters,
spotlighting our members. We feature a different Affiliate
each week. We want to do the same for our Members. Let's
get to know each other. Do you volunteer in the
community? Have an interesting fact or just want to tell us
about you? Send us a photo and a brief paragraph. You will
be featured in our Friday newsletter, monthly newsletter,
our website and Social Media.

Email Caroline here

Let me know if you find this helpful,
Dawn

Seller

Tips For a
Timely Closing
Selling a home can be a rewarding experience, but there may be delays in the closing due to situations that
could have been avoided. Although closing procedures vary from state to state, having an understanding of what may
be required at closing and preparing accordingly will help your settlement process go as smoothly as possible.

MORTGAGES ON THE PROPERTY: Please provide
detailed information, including loan number and payment
address, for all mortgages on the property. Home Equity
lines, even if they have a zero balance, will also require
detailed mortgage information in order to satisfy the
original loan requirements.

FOREIGN INVESTMENT IN REAL PROPERTY TAX
ACT OF 1980 (FIRPTA): If you are not a United States
citizen, the closing agent may be required to deduct and
withhold a tax equal to 15% of amount realized (generally
the amount paid for the property). Please review the
FIRPTA requirements prior to closing.

BUYER PROTECTION PLAN: If a home warranty product
is being provided and shown on contract, advise the
closing agent of the purchase amount to be collected.

POWER OF ATTORNEY: The use of a Power of Attorney
must be approved in advance of settlement by the
closing agent. If you are planning to use a Power of
Attorney, inform the closing agent as soon as possible to
allow time to properly review the document.

MAINTENANCE CONTRACTS: If there are service
contracts on equipment or appliances that the purchaser
wants to assume, provide the closing agent with a copy of
the service contract.
JUDGMENT SEARCH: Any judgments, tax liens, etc.,
filed against you which attach to the property, must be
paid at closing.
INTERNAL REVENUE SERVICE (IRS): The closing agent
is required to report the sale of the property to
the IRS. Please provide your social security number(s)
and forwarding address at closing.

Dawnette Norgren

MARITAL STATUS: Spouses may be required to sign
closing documents even though they do not appear to
hold title and their name does not appear on the deed.
Spouses must always sign the deed when homestead
property is being conveyed, even if they are not in title.
MAIL-AWAY: If you are unable to attend the closing,
provide the address where the closing documents should
be mailed and a contact phone number. Your signature
on certain affidavits, real estate deeds and other
documents may require the services of a notary.
ISLAND TITLE WAS RECENTLY NAMED INDUSTRY GIANT
FIRST AMERICAN TITLE’S TOP AGENT IN FLORIDA!
AGAIN! 2 YEARS IN A ROW!!!

CIO/Partner

Thank you for making it possible!

Island Title 5 Star Closing Team, LLC
2335 Tamiami Tr N, Ste 407A, Naples, FL 34103
1118 N. Collier Blvd., Marco Is, FL 34145
Marco - 239-394-4888
Naples - 239-597-1577
dmnorgren@it5star.com
Provided by an Independent Policy-Issuing Agent of First American Title Insurance Company
First American Title Insurance Company makes no express or implied warranty respecting the information presented and assumes
no responsibility for errors or omissions. First American, the eagle logo, First American Title, and firstam.com are registered
trademarks or trademarks of First American Financial Corporation and/or its affiliates.
AMD: 11/2019

©2020 First American Financial Corporation and/or its affiliates. All rights reserved. NYSE: FAF

