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Are you ready to price it to sell the space?



Today’s Agenda

� Current Conditions for Realtors

� N.A.R. facts about Realtors and their business

� How much money do they really have to spend?

� What products and services are they buying?

� Some best practice examples

� Your turn, best practice audience discussions



Current Conditions

� Existing home sales increased 7.6% August

� Distressed properties 34% of transactions.

� Sales prices rose slightly under 1% 

� First time buyers 31% 

� Won’t return to normal year until 2013

Source: National Association of Realtors, September 23, 2010



Current REALTOR® Conditions

� Less Realtors with listings

� Many veteran Realtors having career years                       
with short sales but work hard at it.

� Marginal agents have left industry,                             
others in credit trouble. 

� Some very jaded about online results promises 

� Return back to basics like print and open houses

� Will return to newspaper if price/value is right

� Packages below $100 per month have huge appeal.

� Luxury market is tough.

Source: National Association of Realtors, September 23, 2010



About Realtors

� Median gross income of REALTORS® fell 14 percent to 
$36,700 in 2008

� Average had 7 transactions in 2008.

� Work with average of 23 other agents.

� Most are independent contractors.

� Realtors Median age of 54 years.

National Association of Realtors®, Member Profile, 2009



About Realtors

� Typical Realtor has 10 years experience.

� 35 percent used one or more social networking web 
sites. (nearly 50% use or plan to use)

� 7 percent of REALTORS® have their own blog 

� Les than 50% said primary source of income.

� 40% of Realtors do have their own Web site.

National Association of Realtors®, Member Profile, 2009



About Realtors

� REALTORS® in the business for 16 or more years 
reported that 23 percent of their business originated 
with referrals from past clients.

� 39% of REALTORS® reported having generated 
business from holding an open house.

� Seventy percent of REALTORS® indicated that they 
were compensated with a percentage split commission.

National Association of Realtors®, Member Profile, 2009



About Realtors

� The typical REALTOR® reported business expenses of $5,810 
in 2008 (that is $484 per month for everything).

� For REALTORS® with 2 years or less experience, median gross 
income in 2008 was $8,600 while those in the business at least 
16 years reported a median income of $53,900.

� 60% of all REALTORS® are female.

� 83% do not have personal assistants.

National Association of Realtors®, Member Profile, 2009



Realtor Commissions

Agent Commission Worksheet

� Average Sale Price $161,515 

� 6% Commission          $9,691

� 50% Split w/buyer’s agent     -$4,845

� 80% Split w/his broker $3,876

� 38% Income Taxes -$1,473

� 25% Overhead -$368

Agent Net on sale $2,035



Ask the question….?

� “Are you an Agent for the seller primarily                       
or for buyers?”

� If seller’s agent ask: “How many listings do you 
have right now and what are the listings prices?”



Realtors are buying from Newspapers

� Open House ads

� Enhanced online agent packages

� Home builder ads as exclusive marketing agent

� Monthly glossy Magazines

� Listings ad to promote the seller’s home

� Image ads

� Online videos, banner ads and power positions

� SEO Directory packages

� “Rapid Seller” showcase packages

� Direct Mail to first time home buyers

� Yahoo BT

� Facebook Managed campaigns

� TMC Shoppers



Realtors are buying from competitors…

� Billboards, bus benches

� Homes and Land, Real Estate Book glossy magazines

� National sites Trulia, Zillow, Realtor.com

� Online banners, directory content

� SEM and SEO

� Mobi sites

� Direct Mail

� TV, Radio, Cable

� Shoppers

� And more…



Sharpen your pencils and have a product priced 

below $100 per month any Realtor can use

Print 
� Open Houses are the 

new showroom, 
citywide

� Neighborhood experts

� Rapid seller listings 
ads for short sales, 
sellers 

� Direct mail to Renters, 
First Timers

� Orange County 
Sunday edition

� Weekly 2 x 4”
Frequency displays, 
for $200 - $300/mo.



Online 
� Enhanced Agent 

Packages bundle 
with Facebook

� “Until it sells” with 
your call center

� Power Positions and 
banners

� SEO Directories

� Open Houses

� Text ads in print that 
drive to smartphone 

� iPhone, Smartphone 
app for your web 
site

Sharpen your pencils and have a product priced 

below $100 per month any Realtor can use



What are your best practices in selling to Realtors?

� Any “Aha” moments?

� Who does well with Open Houses?

� Editorial in your core product?

� Short Sales?

� Online?

� Mobile?



Thank you!

� Dave Hiebeler,                                                  
National Real Estate                                          
Sales Development Manager                                       
Newspapers & Interactive                                        
Freedom Communications, Inc. 

dhiebeler@freedom.com
(949) 378-2163


