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Tips for Creating an Effective Real Estate Blog 

There are countless social net-
working sites where people can 

share information about anything 
on their mind, including real estate. 
Focusing on a target audience with 
quality content can earn you trust as 
an industry and community expert.  

With the advent of Word-
press and other similar free blog 
platforms, setting up a blog is 
fairly simple. However, it can be 
difficult to come up with an end-
less list of content ideas to carry 
you through each week, as well as 
determining which topics actually 
serve your business. 

Real estate blogs are certainly 
not unheard of, but they are not as 
ubiquitous as real estate websites. 
A blog—especially embedded in 
your website—can give you an op-
portunity to demonstrate your local 
knowledge, as well as your person-
ality. Blogging quality content can 
help position you as an expert in 
your field and your community. 

Before beginning to post to your 
blog, it is important to determine 
your goal with your blog and 
identify your target market. Are 
you trying to network with other 
agents and industry professionals, 
or are you trying to attract potential 

clients in your area? Each post 
should support your goal. 

Think about what your target au-
dience wants to read about. If you’re 
trying to reach local buyers and 
sellers, posting national price trends 
and other industry reports may not 
be the way to go. Instead, posting 
hyper-local information about the 
housing market and the community 
in general may attract the readers 
you’re seeking. 

Trice Massey of Greater Kansas 
City Realty often posts seasonal 
home maintenance tips in addition 
to information about upcoming 
events she is hosting, such as home-
buying seminars. Joanna Warski of 
Berkshire Hathaway Home Services 
in Coral Springs, Florida, also posts 
tips for homeowners, homebuyers, 
and home sellers. In one post, she 
offers tips on curb appeal, and in 
another she offers tips on saving on 
your heating bill during the winter. 
Think about questions clients ask or 
common mistakes homebuyers and 
sellers make, and use those as blog 
post topics. 

Blogging often is also important. 
Massey recommends posting at 
least a couple times each week.

Quick Tips for Blogging: 

• Blog often and remember your 
target audience.

• Include at least one image in 
each post.

• Utilize video when possible.
• Promote your blog posts through 

social media and any email blasts 
or newsletters you send out.

• Read other real estate blogs and 
your local newspaper for topic 
ideas

Trouble Getting Started? Here’s 
some Blog Post Ideas: 
• Local neighborhood information 

– school rankings, a list of parks, 
best places to eat, etc.

• Upcoming community events
• Market trends – home prices, 

home sales, mortgage rates, etc. 
• Home buying and selling tips
• Frequently asked questions from 

buyers or sellers
• Open house information
• Useful apps for home buyers
• Luxury or celebrity homes in 

your market
• Local charities or organizations 

you are involved with

For more blogging inspira-
tion, visit Joanna Warski’s blog at 
JoannaSellsFlorida.com, or Trice 
Massey’s blog at Blog.WeSell-
GreaterKCHomes.com. 
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Not All Websites Are 
Created Equally
How to Make Your Website 
Contribute to Your Business Goals 

Most real estate agents have a 
website, and most contain 

the basics—contact information, a 
few listings, a headshot and perhaps 
a bio of the agent. 

However, some real estate agents 
have been able to create websites 
that truly serve their businesses, 
attract potential clients, and build 
professional partnerships. 

About 88 percent of homebuy-
ers rely on websites for information 
when they are looking to purchase 
a home, and 43 percent search for 
homes online, according to the Home 
Buyer and Seller Generational Trends 
Report 2015, from the National As-
sociation of Realtors (NAR). 

“Among all generations of home 
buyers, the first step in the home 
buying process is looking online for 
properties for sale,” NAR said in 
the report. 

To attract potential clients to 
your business, your website should 
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Major Headlines, Minor Impact
The Fed’s Move to Raise Interest Rates Is Not Anticipated to Have a 
Negative Impact on Housing. 

In the wake of the Federal 
Reserve’s interest rate hike, sen-

timent throughout the industry 
remains largely positive. 

Amid a flurry of speculation, the 
Federal Reserve raised short-term 
interest rates in December. The in-
dustry was immediately inundated 
with commentary and predictions 
of what was to come for the housing 
market after a decade of near-zero 
levels was pushed up a quarter to a 
half a percentage point. 

Sentiment was mostly optimistic 
the day of and immediately after, 
but what do experts anticipate now 
as we stride into the New Year?

Outpouring of Positive 
Sentiment: 

“I applaud the Federal Reserve 
for making the long overdue deci-
sion to raise the federal funds rate,” 
said Ed Delgado, President and 
CEO of the Five Star Institute, 
in a release the day of the Fed’s 
announcement. “The housing 

market and the overall economy 
have continued to show signs of 
improvement throughout 2015. As 
the year comes to a close, this deci-
sion represents a strong statement of 
faith that the long-term fundamen-
tals of the market point to a period 
of growth and sustainability. The 
cause of homeownership is well 
served by the Fed’s move today.”

“Rising rates actually reflect a 
strengthening economy, better job 

outlook, rising wages, increased 
consumer confidence—factors that 
help increase demand for housing,” 
said Dave Gorman, Regional Sales 
Executive at Bank of America. 

Rick Sharga, EVP of Auction.
com, feels higher interest rates might 
help the housing market. “One of 
the biggest headwinds in the hous-
ing market today is tight credit,” he 
said, according to DSNews.com. 
“There’s virtually no non-agency 

lending . . . nothing outside of QM, 
other than jumbo loans to rich 
borrowers the banks want to grab as 
customers for other services. Higher 
interest rates would actually allow 
for loans to be priced in a way that 
accommodated some degree of risk.”

What Type of Growth Is 
Predicted Amid Higher 
Interest Rates?

The Mortgage Bankers Associa-
tion predicts 10 percent growth in 
the home purchase market for the 
year, but also expects refinances, 
naturally, to decline. 

“Overall, mortgage origination 
volume will be down next year due 
to a reduction in refinances, but the 
positive impact of the improving 
economy on home purchases will 
offset the reduction,” said MBA 
Chief Economist and SVP of 
Research and Industry Technology 
Mike Fratantoni the day the rate 
hike was announced. 

Frank Nothaft shared a similar 
outlook with DSNews.com just a 
couple days before the announce-
ment. He said, given a rate hike, he 
would expect refinance origina-
tions to fall by one-third this year. 
In terms of home sales, Nothaft 
expects an increase, as increases in 
jobs and income will overshadow a 
slight rise in interest rates. 

“The Fed has very indirect influ-
ence over the long-term fixed-rate 
interest rates,” Nothaft told DSNews.
com in December. However, those 
with adjustable-rate mortgage loans 
or home equity lines of credit are 
much more likely to feel an immedi-
ate impact, according to Nothaft. 

However, a couple weeks into the 
year, National Association of Real-
tors Chief Economist Lawrence 
Yun was not quite as optimistic in 
his outlook released in mid-January. 

“This year the housing market 
may only squeak out 1 to 3 percent 
growth in sales because of slower 
economic expansion and rising 
mortgage rates,” he said. 

Thus far, FORCE member Tra-
vis Cox, with Associated Brokers 
& Consultants, Inc., in Grand 
Junction, Colorado, isn’t seeing any 
fallout from the rise in the federal 
funds rate. People in his market in 
western Colorado are more focused 
on movement in home values, he 
says. However, a rise in rates could 
potentially impact people looking to 
relocate, Cox said. 

“One of the biggest 
headwinds in the housing 
market today is tight credit.”

—Rick Sharga, EVP of Auction.com,

2 TheFiveStar.com | Voice of the FORCE



professional experience
professional experience

professional experience

contact me online

contact me online

contact me online

15

(profiles alphabetized by state then city, last name, and first name.)

ARKANSAS // BATESVILLE - TEXARKANA

allen Trammell
Marti Reynolds

 

 

Trammell & Co Real Estate & 
Insurance, Inc.7009 Geyer Springs 

Little Rock, AR 72209
501.568.5652 phone501.681.5850 cell501.568.7006 fax

 

Advanced Real Estate Services
4425 Jefferson Ave., 
Suite 113
Texarkana, AR 71854870.772.6950 phone

903.826.0992 cell870.772.6958 fax
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yEARS In REAl ESTATE: 38 yEARS In REo: 35 Bio
I am a previous area management broker 

for VA from 1980-2001 (privatized) and 

property management broker for HUD. I am a 

multi-million dollar producer, mostly for REO 

listings sold. We specialize in REO, but excel 

in all services to customers and clients. I am 

a Certified Residential Appraiser in Arkansas. 

I was named Arkansas Realtor of the Year 

in 1992. We handle all aspects of REO from 

inspections to lock outs, re-key and secure to 

BPO, and sell and closing.Technology UsedCoreLogic iClear, LPS Desktop Invoice 

Management, DispoSolutions, BidSelect, 

Equator, FIS Desktop Invoice Management, 

RES.NET, LPS

Clientele
HSBC Bank, NRT REOExperts, Chase, Bayview 

Financial, Bank of America, Nationwide 

REO Brokers, Carrington, EMC Mortgage 

Corporation, Aurora Loan Servicing, AssetLink, 

IndyMac, CoreLogic, First American REO 

(FAREO), First Horizon, OneWest Bank, Old 

Republic Default Management, SingleSource 

Property Solutions, WaMu, WachoviaCounties ServedPulaski, Saline, Faulkner, Lonoke, GrantServices
Preforeclosure Services/Analysis, Property 

Management, Property Preservation, Security, 

Stabilization, Trash-Outs, Valuation ServicesAccreditationsCRS, CRB, GRI

AffiliationsNAR

yEARS In REAl ESTATE: 21 yEARS In REo: 11 Bio
I am a licensed broker in Arkansas and Texas. 

An Arkansas state registered appraiser, I have 

30 years of experience in customer service and 

more than 22 years of experience in real estate 

sales. I have the knowledge and experience to 

manage residential and REO properties from 

occupancy to close. For the last 12 years, I have 

specialized in REOs with access to securing 

services, trash-out crews, rehab crews, and 

lawn maintenance. I am aggressive on cash-for-

keys assignments. I also work with professional 

contractors to obtain bids and repairs.Technology UsedLPS, REOTrans, RES.NET, Equator, DispoSolutions
Clientele

Atlantic Pacific, Chase, CitiFinancial, 

CitiMorgage, Fannie Mae, GMAC, Goodman 

Dean, Home Loan Services, HomEq, IndyMac, 

HSBC, Litton Loan Servicing, Old Republic, 

Saxon, Select Portfolio, USRES, Wells Fargo, 

Keystone Asset Management, CoreLogic, 

OneWest Bank, ServiceLink, Green River 

Capital

Counties ServedMiller, Little, Bowie, CassServices
Preforeclosure Services/Analysis, Property 

Management, Property Preservation, Security, 

Stabilization, Trash-Outs, Valuation ServicesAccreditationsArkansas State Registered Appraiser, GRI, REO 

Best Practices Default School, Equator REO, 

REOTrans, RES.NET AMPAffiliationsNAR, TREC, Arkansas Real Estate Association, 

Texarkana Board of Realtors

yEARS In REAl ESTATE: yEARS In REo: 

allen@trammellandco.com e-mail

www.trammellandco.com website marti@advanced-realestate-texarkana.com e-mail

www.advanced-realestate-texarkana.com website 
 e-mail

 website 
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The industry’s Best Brew

[ extra strong, to help you move every a
sse

t ]

The official membership direcTory of The force

Your résumé is now on 
the desks of thousands 

of asset managers.

The REO Red Book
New Print Edition

Request your copy today!
REO Red Book, default servicing’s go-to resource for best-in-class agents and
brokers, is shipping nationwide. Exclusively featuring members of the Five Star

FORCE, the REO Red Book profiles the most elite professionals in REO—all
experienced, qualified, and ready to provide you a bigger return on investment.

Find us online at REORedBook.com.
For more information or to request a copy, contact Annie Collier at

214.525.6740 or Annie.Collier@TheFiveStar.com.
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have the following attributes: 

Accessibility
Make sure the information you 

want people to see is accessible. 
If people can’t get to it easily, or 
without a hassle, they’ll move on to 
your competition. 

Trice Massey of Greater Kansas 
Realty says one of the good things 
about her website is “you don’t have to 
log in. We don’t force people to sign in 
or give private information. Listings 
are available without special access.” 

Ease of Navigation 
Another factor to consider is navi-

gation. No one will spend more than 
a few seconds on a website that is 
difficult to navigate; especially when 
there are plenty of other options. 
Easy navigation is another priority 
for Massey with her website. 

Interactivity 
Massey also recommends mak-

ing a website interactive. Include as 
many stunning images as you can. 
Show off your listings with virtual 
tours and videos whenever possible. 

Interactive maps featuring your 
listings are also a great way to 
captivate visitors. Additionally, em-
bedding a Google map with your 
location can help Google verify 
your location so your website shows 
up in local searches. 

Informative
Another great way to serve your 

clients and potential clients online 
is to include tools and resources for 
them to navigate through the home 
buying or home selling process. 

Mortgage calculators, reloca-
tion information, and community 
information are good components 
to add to your website. Some agents 
include pages that walk prospec-
tive buyers through the process of 
purchasing, with information about 
home inspections, appraisals, and 
closings. Not only will this make 
the process a little clearer and less 
daunting for a buyer, but it will also 
present you as a trusted resource. 

Testimonials 
Testimonials are also growing in 

popularity for real estate websites, 
and are a great way to gain trust 
with prospective clients. Video 
testimonials in particular are a 
somewhat new but growing trend 
for real estate agents.  

Agent Growth: To Renovate 
or Not to Renovate?
When it’s time to sell, homeowners may want to freshen up a few of 
their home’s details to make it more enticing to potential buyers, but 
which investments actually get a return, and which are not worth the 
time and money?

In the home-selling process, 
knowing which home updates 

will actually reap returns can be 
tricky. Increasing curb appeal may 
attract more buyers, but other proj-
ects may simply be wasted money. 
A few of our experienced members 
offered their views on which reno-
vations are worth the investment 
and which are not. 

Small Renovations with 
Large Rewards

“Anything you can do to give your 
home good curb appeal pays divi-
dends,” says Steve Heathman with 
Hometown Realty in Atoka, Tennes-
see. “When buyers see well-groomed 
green grass with no weeds, they feel 
the inside has to be well-maintained.” 

Another small investment, or 
sometimes just a simple task for 
a homeowner looking to sell, is 
organizing the closets. “Closet space 
has always been a big selling point,” 

Heathman says. “If your closets are 
neat and tidy, it goes a long way in 
convincing a potential buyer that they 
will have room for their stuff. Closet 
organizers pay and make your closet 
appear neat and able to hold more.” 

Value in Kitchens and 
Floors

For somewhat more involved 
renovations, Heathman says, 
“Kitchen, bathroom, and storage 
always pay off in that order and 
tend to reap the best returns.” 

Heathman says the updates can 
be minimal—fresh paint on cabi-
nets, a tile backsplash, and perhaps 
upgraded appliances.

Additionally, “If you have lino-
leum flooring replace it with a nice 
tile,” Heathman says.  Jeremiah 
Collins with Coldwell Banker 
Legacy in Albuquerque, New 
Mexico, agrees that flooring can be 
a worthwhile update. 

Be Wary of Bland Repairs

On the other hand, Collins 
says bathroom renovations and 
other amenities may not always get 
returns. “It depends on what the 
competition has, ultimately,” he says. 

Travis Cox, with Associated 
Brokers and Consultants Inc., in 
Grand Junction, Colorado, also 
warns against any renovations that 
take away from a home’s character. 
He recommends “keeping the home’s 
character and not going vanilla.” 

Consider Repairs for 
FHA Financing

Another important consideration, 
especially for bank-owned homes is 
updating a home to qualify for FHA 
financing. Any FHA lender-required 
repairs are worthwhile, according to 
both Cox and Collins. 

 “Sometimes $500 will open up 
25 percent of the market for you,” 
Cox says. 

Continued from front cover

“Increasing curb appeal 
may attract more buyers, 
but other projects may 
simply be wasted money. ”
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“My company has helped 
thousands of families find the 
homes of their dreams, as well as 
many business owners buy the 
commercial properties that lead 
them to exceed their business goals.”

—Jose Freire, Blue Print Real Estate

“I’m not the run of the mill 
“seasoned agent.” I am younger 
than most, with a fresh look; 
honest opinion; and tons of cash, 
first-time, and move-up buyers 
in my pocket.”

—Sarah Gillespie, RE/MAX Gold

New Faces—New 
Opportunities 
Every month, the FORCE highlights five new 
members of the organization. This month, we are 
proud to introduce you to the following members:

Jason Bennett 
J. Bennett Realty

I have been in 
the real estate 
business for 
years, and 
throughout the 

years I have both developed a 
natural love for homes, along with 
an understanding of their true 
value. When it’s time to find an 
agent you can depend on, you need 
true professionals whose skills and 
understanding of the real estate 
market will lead you down the road 
to success. I have built a solid 
reputation of making the needs of 
asset managers and banks, a top 
priority. Customer service and 
uncompromising commitment to 
satisfaction are the hallmarks of my 
success. I have a strong team of 
associates to help you through the 
entire process from occupancy 
check to close. If you are ready to 
look for new horizons, turn to 
professionals you can count on for 
the kind of service you deserve, the 
kind of service that puts you first. I 
would love the opportunity to help 
you sell your assets, and welcome 
any questions or concerns you may 
have. I have a team of agents, 

vendors, and inspectors ready to 
handle any number of assets you 
may need our services on.

Jose Freire
Blue Print Real Estate

I lead one of the 
top real estate 
firms in Puerto 
Rico, Blue Print 
Real Estate, 

LLC. I am an entrepreneur with 
more than 10 years of REO asset 
managing experience. With a 
double degree in management and 
marketing, I have quickly 
developed myself into a top real 
estate visionary in Puerto Rico. I 
have a unique passion for the real 
estate profession and care about 
the community. My company has 
helped thousands of families find 
the homes of their dreams, as well 
as many business owners buy the 
commercial properties that lead 
them to exceed their business 
goals. I have developed strategies 
and executed plans to increase sales 
while providing top-quality 
service. I am a leader by example, 
and my team responds with record 
sales, exceeding all of our clients’ 
goals. 

Elois Fuller
Allison James Estate 
& Homes Elite

I am a Realtor, 
certified 
speaker, and 
author. I live in 
South Florida 

and specialize in REOs, short 
sales, and conventional sales. I have 
been in the real estate business for 
more than 20 years. I started out as 
an investor and later owned and 
managed a preservation company 
before becoming a full-time real 
estate agent in 1998. I enjoy 
interacting with people and helping 
others achieve their dreams and 
goals. My experience in the REO 
and property preservation 
businesses give me the expertise to 
take your REO property from 
inception to closing. I work with 
sellers, buyers, and investors in the 
tri-county areas of Broward, Palm 
Beach, and Dade, and also in 
relocation to other states within the 
United States. 

Sarah Gillespie
RE/MAX Gold

I was born and 
raised in the real 
estate business. 
Specializing in 
REO and short 

sales since mid-2007, I pride myself 
on a quick turn time, accurate 
BPO values within 24 hours, 
timely occupancy status, a 95 
percent C4K success rate, and a 
typical less-than-30-day marketing 
time. I’m not the run of the mill 

“seasoned agent.” I am younger 
than most, with a fresh look; 
honest opinion; and tons of cash, 
first-time, and move-up buyers in 
my pocket. I was born and raised in 
the Central Valley and began my 
REO career at a very young age! I 
would love the opportunity to 
prove myself to you in the future! 

Allie Kozar
Villa Realty Group, Inc.

With more than 
13 years of real 
estate experi-
ence, currently 
serving the 

areas of Fort Myers and Cape 
Coral, Florida, I have a detailed 
process to provide my clients with 
the valuable information they 
need to make educated decisions 
regarding their assets, in order to 
reduce risk and maximize returns. 
My goal is to exceed my clients’ 
expectations daily by providing 
accurate reports ahead of 
schedule, and incorporating 
value-added services that address 
clients’ specific needs or changes 
within the market place that may 
have an impact on their assets. I 
offer a comprehensive marketing 
plan for all property types, even 
the ugly ones! My team includes 
only full-time professionals in 
their respective fields to quickly 
handle all requests. This approach 
allows you the peace of mind to 
focus your attention on other 
aspects of your business. If you 
have been searching for a 
full-service real estate professional 
to handle your portfolio, then look 
no further.
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The Non-traditional Buyers 
Secret Ways to Balance Your Business with Real Estate Investors

By FORCE member Steve Rivkin, Planet Realty, New Haven, Connecticut

If you’re looking to enhance your 
business, it may be a great time 

to cultivate your buyer-side busi-
ness—specifically, your investor-
buyer business. 

FORCE agents are typically 
looking for new ways to grow their 
REO listing business; that is a 
logical and obvious place to focus. 
Yet, most successful REO models 
include multiple streams of income 
to even out natural dips in their 
unique business cycle. Attracting 
buyer business will enhance your 
bottom line and grow your REO 
listings. Acting as buyer agent 
and selling an REO for your asset 
company that is NOT your listing 
shows a great deal of motivation on 
your part. This will be noticed by 
your asset manager, and may just 
lead to extra listings. 

Many real estate offices maintain 
a growth plan to attract retail buyers 
as another “spoke in the wheel.” 
However, not every office has a 
strong plan to attract and develop 
relationships with investor-buyers. 
There are some differences in what is 
important to each group of buyers.

“How’s the Market?” 

When you’re asked, “how’s the 
market?” by a first-time homebuyer, 
it requires a completely different 
response than when asked by an 

investor-buyer. An owner-occupant 
may ask this in passing; their 
motivation is more often conver-
sational than pointed. Owner-
occupants are interested in security 
in their purchase and making the 
right decision. After all, this is a 
game-changer in their life. They are 
worried about how they will pay the 
“monthly nut” and also what will be 
said of their purchase at the dining 
room table on Thanksgiving.

Investors have different motiva-
tions. They are interested in “return” 
and “profit.” Investors are typically 
less emotional, and their purchases 
are simply business. If an offer is 
accepted, they are excited. If their 
offer is passed over, then it’s on to 
the next one.

What does this mean to your 
business? Investors can provide a 
reliable, ongoing income stream in 
the way of repeat business. Even 
better, most real estate investors 
have certain products they look for 
over and over. This means you can 
develop a mix and match approach. 

The Money Is Always in 
the List

Keeping an accurate list of your 
clients and prospects is most im-
portant to your long-term success. 
Hopefully, your database allows you 
to “tag” your prospects and clients 

by product. Some high-profit agents 
will add a tag for the property ad-
dress a buyer calls on. If they have 
a price reduction, it’s easy to send 
a bulk email to this specific buyer 
group who may have renewed inter-
est in the property. This can also 
speed up your “days on market,” 
which should make your asset 
manager happy too. 

When an investor-buyer calls, 
take some notes on the property 
they are targeting. You may be 
surprised by what you hear. For 
instance, an investor may call on a 
multifamily home. After asking, 
you may find that they buy single-
family homes as well. The more you 
segment your list by housing type, 
the easier it will be to match the 
buyer with the exact product they 
are looking for. Putting buyers to-
gether with sellers (houses) becomes 
easy. Hasn’t this always been our 
business anyway?

“Buy and Hold”, or “Flip”?

Investors will have different 
investment approaches based on 
their specific objectives. Some will 
“buy and hold,” looking for cash 
stream and potential upside equity 
over a long period of time. As credit 
tightened and bank deposit yields 
dropped in recent years, private 
liquid capital flooded to these 

“income properties” as a way to 
create long-term, stable investment 
opportunities. 

Investors come in all shapes and 
styles. There are investors looking 
for multifamily homes. Some of 
them want only three units and 
up for greater income per loca-
tion. Some buy everything in a 
singular area to be efficient in their 
travel. Others will buy single-family 
homes, wait on appreciation, and 
then cash out at a future date. Some 
only buy condos because there is 
little to do in the way of “ongoing 
maintenance.” These investors pre-
fer to pay an association manage-
ment fee than to get involved with 
exterior repairs, landscaping, or 
snow removal.

Some investors don’t hold at all. 
These are the investor style we see 
on home improvement “fix and flip” 
TV shows. Really these “investors” 
are speculators, as an investment 
would typically consist of a property 
hold of more time, say a year for 
instance. Flip buyers have their own 
set of goals. These may include a 
percentage or a specific dollar return 
per transaction. Usually, resale 
should happen as fast as possible. 
Your investor may be just starting 
out and need a lot of your help. (For 
some this is a win-win as you can 
learn and research together). Or they 
can be very seasoned, take a liking to 
you, and provide a wild ride.

What’s The Risk?

Remember studying for your 
license? Without exception there 
was a question that included, “I x R 
= V” (income x rate = value). We’re 
not going back to math class right 
now, but it can be advantageous to 
ask exactly how your investor mea-
sures his or her return. The more 
you expand here provides more 
value to your investor. Speaking the 
same “language” with investors will 
give you instant credibility.

Owner-occupant Versus 
Investor

There’s a saying “List to last” in 
the real estate business. How about 
“Sell to stay well”? In the end, you 
have lots of choices to make about 
how you grow your business. For 
many reasons, adding investors to 
your mix can be a “spoke in the 
wheel” that you come to love.

You can reach Steve Rivkin at 
srivkin@planetrealtyct.com. 
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Spotlight on

 Joanna Warski
This month we sat down with 
veteran FORCE member Joanna 
Warski to talk about her prolific 
real estate career. FORCE member 
Joanna Warski has been serving 
the South Florida real estate 

market for 20 years. Her passion and drive 
are undeniable, and she is willing to share her 
knowledge and pass on the sage advice she was 
given as a new agent 20 years ago. 

Tell us a little about yourself 
and your professional 
background. How long have 
you been in real estate and 
how long have you worked 
with REOs? 

I’ve been in real estate for 20 years, 
since 1996. I am a full-time Realtor 
in South Florida. When the market 
crashed in 2008, I began working 
with REOs, and they make up about 
20 to 40 percent of my business. I am 
consistently one of the top agents in 
my office, and my partner and I have 
made the President’s Circle every 
year since 2005—placing us in the 
top 3 percent of agents nationwide. 
We closed 15 REOs in 2015 and have 
closed around 100 going back to 2008. 

I’m a workaholic. I don’t have set 
hours. I’ve never told a client, “It’s 
my day off.” I do work according to 
what’s needed. Some days you work 
five or six hours, and the next day 
it’s needed, and you work 16 hours. 

I am also a world traveler, and my 
partner and I speak several languages. 
Here in South Florida, we have a very 
diverse market with people from all 
over the world. My partner and I are 
sometimes able to speak to clients in 
their own language to make them feel 
a little more comfortable. 

We cater to every type of client: 
experienced, non-experienced, 
relocation, and investors. 

What advice do you have 
for new agents wanting to 
pursue REOs?

If you’re a brand-new agent 
in the business and want to start 
doing REOs, start with BPOs. 
Also, try to sit open houses. People 
say they are a classic waste of time, 

but you’d be surprised. Someone 
may come by, and that may not be 
the house for him or her, but you’re 
there to help them. 

Also, join different clubs and 
nonprofits. It’s always good to be 
surrounded by a circle of people you 
can give your card to. 

What advice do you have 
for new agents starting out 
in real estate, and would 
you recommend they 
pursue the REO sector?

The advice I would give new agents 
is the same advice I received as a new 
agent starting out 20 years ago: Al-
ways do everything with your best ef-
fort. Don’t take shortcuts, and always 
deliver a true professional service. 

I asked a senior broker 20 years 

ago how to succeed when there are 
so many agents out there, and he 
said, “There’s always room for a pro-
fessional agent who works ethically 
and works hard.” 

The same applies now. 
As far as REOs, the amount of 

REOs has reduced drastically. A few 
years ago, it could have been your 
bread and butter, but now that they 
have reduced, you do have to supple-
ment with other types of business. 

What is your marketing 
approach? What is the most 
important or most impactful 
form of marketing for you? 

There are two areas of marketing 
that are equally important. The 
first is focusing on new business. 
You have to be seen; you cannot 
be a secret agent. You should be all 
over the internet on buyer search 
engines like Zillow and Trulia, and 
on any website you can. I would say 
more than 95 percent of buyers start 
on the internet. 

The second area—which is 
where a lot of agents kind of slack 
off—is keeping in touch with 
your past business. After you sell a 
home, you don’t think your client 
will sell again in a year, but some-
thing might change—like they get 
a new job—and they might end 
up moving. If you’re not in touch, 
there are 20 other Realtors that 
are right around the corner. When 
your past client is ready to sell or 
to refer someone, you want to be 
on their mind. Send them emails 

and mail-outs, but not too much. I 
would not send an email more than 
once per month, and I would mail 
a calendar twice per year—and an-
nual calendar and maybe a baseball 
calendar or something. 

Can you tell me a little 
about your blog on your 
website and what you aim 
to accomplish with it?

My goal is to attract as many 
people to my website as possible 
and to be as informative as I can 
for all levels of buyers and sell-
ers. I try to offer information for 
experienced sellers who have sold 
a home recently as well as sell-
ers who haven’t sold a home in 20 
years and are overwhelmed. I try 
to reach first-time buyers as well as 
experienced buyers and investors 
who flip homes. 

What about your 
involvement with the 
Sunshine Kids? 

The Sunshine Kids is a nonprofit 
organization dedicated to children 
with cancer. We hold one main live 
auction in our office each year and a 
couple smaller auctions, and all the 
money goes directly to the Sunshine 
Kids for group activities and emo-
tional support for the children. Last 
year, all the Berkshire Hathaway of-
fices in Florida together raised almost 
$400,000 for the Sunshine Kids. 

Visit JoannaSellsFlorida.com, or 
contact Joanna Warski at 954-205-5425 
or JoannaSellsFlorida@gmail.com.

“There’s always room    
 for a professional agent 
who works ethically 
and works hard.” 

—Joanna Warski
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Declining Distressed Inventory 
Forces a Change in REO Strategy

Distressed home sales have been 
on a steady decline since hitting 

their peak seven years ago in January 
2009 at the height of the housing 
crisis. For years, agents prospered 
while there was no shortage of REO 
properties available for them to put on 
the market. Now that the backlog of 
foreclosures and REO properties has 
been clearing for years, how is this 
affecting business?

CoreLogic’s November 2015 
Distressed Sales data reported that 
REO and short sales combined made 
up 12 percent of all residential sales for 
the month, a decline of 2 percentage 
points from the previous November. 
The distressed sales share for Novem-
ber 2015 was approximately one-third 
of its peak reached in January 2009, 
when REO properties and short 
sales made up almost one-third (32.4 
percent) of all residential home sales.

There is no question that dis-
tressed sales are way down due to the 
steady decline in available inventory 
over the last seven years. While the 
distressed sales share is not quite 
back to its pre-crisis level, which is 
approximately 2 percent (CoreLogic 

estimates they will reach that point 
in mid-2019 if the current rate of 
year-over-year decline continues), 
the declining REO and distressed 
inventory has forced agents to return 
to their pre-crisis routines.

“For the longest time, we enjoyed 
the inventory,” said Ruben Peña, 
president of  TC Austin Residential. 
“Agents can get very comfortable 
in their current situation when a 
product is being given to them or 
being offered. When the product is 
no longer available, they realize that 
they now have to go to work. We 
forget about the simplicity of going 
out and asking for the order. When 
inventory is high, no one is busy 
working on getting the inventory, 
because it’s being given to them. 
When inventory is low, we forget 
that we have to go back to the basics 
and how to go out and ask for the 
inventory.”

All but nine states reported a year-
over-year decline in distressed sales 
share in November 2015. Maryland 
had the largest share during the 
month at 20.2 percent, and North 
Dakota had the smallest share at 2.7 

percent. The largest year-over-year 
decline occurred in Nevada, which 
experienced a 5.4 percentage point 
drop. California’s November 2015 
distressed sales share was 8.2 percent, 
which is 59.2 percentage points lower 
than its peak of 67.4 percent in Janu-
ary 2009

Specifically within the distressed 
category, REO sales accounted for 
8.7 percent of all residential home 
sales in November 2015—a decline of 
1.5 percentage points from the previ-
ous November and the lowest share 
for any November since 2007. At 
their peak in 2009, REO sales rep-
resented 28 percent of all home sales. 
Short sales have remained in the 3 to 
4 percent range since falling below 4 
percent in mid-2014; in November 
2015, short sales accounted for 3.2 
percent of all home sales.

The dwindling amount of REO 
properties and foreclosed homes 
available for sale has resulted in a 
change in strategy for some realtors.

“There’s no reason why someone 
who wants to buy a house can’t buy 
a house,” Peña said. “The problem is, 
you can’t buy a house when there’s 

no inventory. If I want to buy a car, 
I can go online and visit any online 
auto shop and say I want this model, 
this color, in this price range. But 
when it comes to housing, I can’t 
do that because the inventory is not 
there. I have the ability as a buyer 
to say I want this house, a three 
bedroom, a two bath, in this neigh-
borhood. But I can’t go online and 
find it because the inventory is not 
there. What I have to do as an agent 
is create the inventory. I have to 
work the field, work the market, find 
properties that buyers are interested 
in buying, and make them available.”

One way to cope with the 
dwindling distressed inventory is 
specialization, according to Joyce 
Essex, an agent with Coldwell 
Banker Real Estate.

“Whether it’s REO or tradi-
tional sales, performing, probates, 
bankruptcies, investors, whatever it 
is, know that market, so when the 
market shifts, you have the knowl-
edge, you know who your clients 
are, you know who the competition 
is, you know the laws, the rules, 
and you know the marketing and 
the technology,” Essex said. “Make 
sure that you specialize and really 
know what you’re working on at the 
time and hopefully have a couple of 
different spaces where you can add 
value to the client.”
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