








comment with the asset owner, who needs all
information to make an educated sale.

Some larger asset-holders, such as Fannie,
Freddie, GMAC, and a few others, have
gone as far as instituting time periods when a
property first hits the market, during which
they won't consider investor offers. They give
the first shot to owner-occupant buyers because
such a buyer is more likely to pay top dollar and
care enough about the property to improve the
neighborhood.

GSEs realized they weren't getting every
offer and, in addition to desiring to stabilize

Now, more than ever, REO listing agents need to
take a long, hard look at their business practices

to ensure they are serving their clients, the
buying public, and the Realtor community with
the integrity and respect they deserve.

property values, instituted policies that would
get them closer to seeing what is possible
before deciding to take someone’s money. Yes,
they still want the most money in the least
amount of time, but it’s never apples to apples.
A lower offer can be a better choice if a higher
dollar amount is saddled with contingencies.
The GSEs need to see everything to know
which offer to accept.

The values inherent in making a good sale
still reign supreme. The bank deserves and
needs every offer submitted—not just the ones
an agent deems best—because information is
power, and a powerful sale has the potential to
turn everything around.

There is no good reason to block
transparency.

There is no reason buyers’ agents should
wonder if an offer was presented and what the
response was. Everyone deserves an answer.
Good offers aren’t getting through, and banks
are accepting inferior offers because quite often,
they simply don’t know something better exists.

Buyers’ agents are fed up with listing agents’
games. Just because the process has become
automated doesn't mean an agent isn’t obligated
to do the same good job he or she would have
done on non-foreclosed properties before the
crash.

Asset managers and banks can be demand-
ing. They expect you to be technologically pro-
ficient, perform numerous tasks, and advance
your own monies for utilities, trash-outs, and
maintenance for a commission that’s usually
less than a private seller might pay.
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Unfortunately, once the bank’s REO
inventories went from dozens to thousands,
good character traits flew out the window.
This change has prompted buyers and agents
to file complaints against listing brokers and
caused banks and asset managers to take new
approaches to ensure they're getting what they
pay you for.

Institutional sellers are hiring secret shop-
pers and field inspectors to verify that lawns
are tended and buyer inquiries receive quick
responses. They utilize technologies such as
OfferSubmission to ensure receipt of every
offer. And they are
grading agents on
how quickly and
accurately they com-
plete assigned tasks
and how close their
BPO price is to the
final sale price.

Agents need to
take a step back and
ask themselves why
they got into this industry in the first place.
Remember that pride in a job well done? The
excitement inherent in taking a discarded
property and finding someone to love it anew?

Agents need to take a long, hard look
at what they’re doing and why, and decide
whether they can rise to the challenge of
today’s marketplace. If not, they need to find
another path.

Banks, asset managers, buyers’ agents, and
top-performing REO listing agents identified
the following basic rules to adopt in order to
keep assignments coming and reduce risk.

Be accessible. To asset managers, to agents,
and to buyers. In today’s tech-laden, imme-
diate-gratification world, you simply cannot
wait a day or two to respond to inquiries (or
ignore them altogether). Take the time to
notify agents if their offers were not accepted;
silence is a sign of laziness and causes animos-
ity among your peers.

Treatall parties with respect. Real estate is a
people business, and your business depends on
being respected within the industry.

Be honest. In your advertising, in your com-
munications, and most of all, in your interac-
tions with the buying public, fellow Realtors,
and sellers.

Make your property marketable. Sellers con-
tinue to inspect for details that meet or exceed
expectations. Dead animals, standing water, un-

shoveled walks, and knee-high lawns are easy
ways to lose listings along with future business
you've worked hard to cultivate from sellers.

Make your MLS listings accurate. That
means room sizes, bedroom and bathroom
counts, accurate descriptions, and any neces-
sary disclosures the seller requires you to pro-
vide. Include multiple photos. Asset managers
and buyers’ agents are fed up with MLS pro-
files that reveal that the listing agent has never
even seen the house. Additionally, inaccuracies
affect appraisers who rely on accurate MLS
data to value future sales in the area.

Share feedback with the seller. The good and
the bad—everything. They need to know the
truth about their property. And in the case of
a faraway bank as asset owner, you become the
eyes and ears. Don’t lead your client astray.

Honor your fiduciary duties. The seller is your
client, and everything you do or say should be
to protect your client’s interests. You are hired
to sell a property for the best price in the short-
est amount of time. Don’t disclose anything
not specifically allowed by the seller unless
required by law.

Submit all offers. Regardless of whom it’s
from, how much it’s for, or when it’s received.
"There is no better way to get on a seller’s black-
list than hiding offers and pushing lower ones.
Don’t be that agent.

Disclose relationships. We've already said “be
honest,” but it bears repeating. If you know a
purchaser is somehow related to the previous
owner, share that with the seller. Even more
important, disclose your relationship as a buyer;
ifit’s an LLC with which you or someone
you’re close to has a relationship, don’t hide

it, risking later discovery. The same goes with
vendor bids you may be asked to obtain; if you
have an interest in the company that changes
locks, mows lawns, or repairs roofs, you must
disclose it.

Only accept listings in yourimmediate mar-
ketarea. If a house is an hour away, you know
you won't be able to service it in the way you
should. Asset managers say it’s better to turn
down a new listing that’s out of your area than
get in over your head.

A new economy presents new challenges.
‘We must rise to the challenge of today’s REO
market if we are to ensure a better residential
landscape and a healthy recovery. B3



