Drive With NAR: The REALTOR® to REALTOR® Series
Stay Accountable When You Miss Your Target Goal

Marki Lemons Ryhal (00:01):
Welcome to 2024. It's the start of a new year, and hopefully you already have your business plan written and are ready to go. What you need to be able to do now is to immediately start executing on a plan of action. But how can you make sure you stick to your goals.
Lynn Madison (00:19):
If you let other people influence you and tell you your goals are too high or that's ridiculous, they're wrong.
Marki Lemons Ryhal  (00:28):
And if you stumble, how do you get back on track?
Lynn Madison (00:31):
You can't wait six months and then go, I didn't meet my goals for six months and now I got to adjust. It's too late.
Marki Lemons Ryhal  (00:36):
You are listening to Drive With NAR, The REALTOR® to REALTOR® Series, powered by REALTOR® Magazine. Listen, as real estate pros, talk tools of the trade and share stories of inspiration. Get ready to step up your business. This is Marki Lemons Ryhal. Let's talk about this with two real estate professionals who know their stuff and help impart their knowledge to other practitioners. Lynn Madison is an Illinois real estate broker, national speaker, and coach who owns Lynn Madison Seminars. Welcome Lynn.
Lynn Madison (01:12):
Thank you. Marki. 
Marki Lemons Ryhal  (01:14):
Thank you. And Moses Seuram, an associate broker with Keystone Realty US Corp, in Flushing, New York and the 2019 past president of the New York State Association of REALTOR®s. Moses, let me start with you. You've got your 2024 business plan, and you're putting it into action right now into what are the steps you'll take along the way to reassess your goals throughout the year? And if you find that you need to pivot, how do you do that?
Moses Seuram (01:45):
Well, mark, let me, say this. NAR has the REALTOR® financial wellness page. And I can tell you since it came out in 2017, there are a great number of budget tools and financial tools that an agent can come in and look at these tools and try to create their business plan and keep every step of the way in check. You have a goal setting in there that you can customize and you can check off as you go. What accomplishment have you done so far within your budget? So you know where your checks are. So halfway through, if you need to go and go back and look at where, how you're doing and if you need to change course, if you're not on task, I personally live in New York, every quarter I would look at my financials and see if my goal settings are meeting the points that I need to.
Moses Seuram (02:34):
And then in the peak season during the spring side for me, we would do a monthly checkup just to make sure if you're not on task, you kind of know you have time to, you know, change course and make sure that you're hitting your numbers. But I can't speak enough as to the financial wellness platform that's been created. I think every agent and my very good friend in the business, Terry Watson, a national speaker, made it clear, go after the low lying fruits. And I can't help to tell you NAR has a lot of low lying fruits, meaning you don't have to pay for these things. They're already within your membership and benefits. And that's what we need to focus on as we get into the new year and getting our business plan on the road.
Marki Lemons Ryhal  (03:14):
You know what, Moses, soon after I got my real estate license, I immediately realized that the pre-licensed course did not teach me how to sell real estate, and I instantly went and took the ABR course. And the reason I'm able to even be here today, 20 years after I took that class, is because it taught me how to get my buy-side in order and the numbers that I needed to start looking at like absorption rate terms that, you know, are not in the pre-licensed course. And so, when we start looking at the resources that are provided through the National Association REALTOR®s, I think we definitely need to think about education, especially for that newer agent who might not even have a business plan. 

Lynn, it's inevitable that not every real estate professional will reach all of their goals that they've set for themselves this year. Can you talk about what kind of mindset professionals need to have when they confront failure and how to get back on track?
Lynn Madison (04:18):
I think first of all, not necessarily in any order of importance, but I'm got to start with you need to be careful who you're let nearing your mind. If you let other people influence you and tell you your goals are too high or that's ridiculous, just get out there and and do it. You don't, they're wrong. So you need to set your goals and you need to look at them as Moses said, periodically, because we don't control everything. We don't control the interest rates, we don't control the inventory, we don't control things. So I can have goals set that the market is not cooperating with my goals, which means I need to adjust, not my goals maybe, but I need to adjust how I'm going to reach those goals. I think you've got to also look at it almost monthly to see where you're at. Not necessarily because you need to make X number of transactions, but how many contacts did you make?
Lynn Madison (05:15):
If you don't make enough contacts, you're not got to have enough clients to reach your goals. We talk about key performance indicators all the time. We've got agents out there that are paying tons of money, for example, to get online leads, but they're not converting them well, then you got to get better at that. What's that definition of insanity? Doing the same thing over and over again and expecting a different result. I just encourage everybody to, as Moses said, keep looking at your goals and see where you're at and make the adjustments that you need to make as you go along. You can't wait six months and then go, I didn't meet my goals for six months and now I got to adjust. It's too late now.  You're discouraged. So ,you've got to look at it more frequently. But really, you've got to be careful who you let near your goals. They're your goals. So, don't let anybody else influence that.
Marki Lemons Ryhal  (06:05):
I'm laughing Lynn, because I'm thinking of B-H-A-G and just so happens that Moses mentioned Terry Watson, right? Because I believe that Lynn Madison, right, and brought BHAG. So we have to have these big hairy, audacious goals, right? And we need to align ourselves with people who support our goals. So, I got to go back to that ABR, right? I had a big hairy audacious goal. I had met with a company called Synergy Solutions. I wanted to do $240,000 in volume, close 70 transactions. And I'm looking at these numbers as an unwed mother, and I'm like, okay, we're on track. We're on track. The ABR course actually put me in the realm, right, of other like-minded agents who we all had BHAGs, right? And we were able to execute and hold one another accountable. As my mother said, you don't want to be the smartest person, Marki. You want to be the dumbest person because that's where the opportunity to learn comes from.
Moses Seuram (07:09):
And Marki, if I can, you know, just to simplify this, for so many that come in the business, and I've seen this over the years, it's a very simple goal setting that you need to do for your new year. All you have to do is look at your numbers and say, okay, how much money do I need to create for the year? That's the first platform you're got to build off of. And then you make sure you all your expenses, everything is covered and you have a healthy, income at the end of the year. And then I break it down into three simple segments. If you work with buyers a lot, your biggest pie is going to be how much of buyers do you need and how much call do you need to make? But then you also look at how much a business is also from listings.
Moses Seuram (07:43):
I'm more of a listing agent, so bulk of my income is got to come from listings, but then I also put in there a set amount for buyers. So then I, I know how many calls do I need or how many contacts do I need for per month to hit those buyers leads? And then I go in and I said networking. This is one of the segments that I think many of our members really miss. The mark I always teach. Your networking is going to determine your net worth at the end of the day. And if you look back, I was past president, but all those volunteer works with the association is part of my networking. So, it's vital that we take time and as part of our business plan, put the net the networking and the volunteering as part of it, because that's got to come back. You'll be amazed how much referrals you get out of those relationships. So keep that in mind. Networking should be part of your business plan.
Marki Lemons Ryhal  (08:34):
We all know that the real estate industry is at an inflection point with the lawsuits challenging the way buyer agents are paid. It's more important than ever to show your value as a real estate agent. How do you factor that element into the way you're doing business in reaching your goals land? We'll start with you.
Lynn Madison (08:54):
You mentioned the ABR class, and I've got to also put into there the SRS, the seller, representative specialist we're in 2024. The way I look at it, and I helped rewrite the ABR class. We're in the process of rewriting the SRS class. I'm all over the country talking about the, the lawsuits and what to do about it and articulating your value proposition. I cannot tell you how much pushback I'm getting from people saying that buyers won't sign buyer representation agreements. I know some of you are in states where the buyers have to, but that's not the point. The law telling them they have to does not articulate your value proposition. You're not got to be able to build business in the new way. Business needs to be done if you don't know how. And it's really something that all of us need to embrace. And it doesn't make any difference how we got here.
Lynn Madison (09:43):
What it does mean is what we do from here on out. So I agree, Marki, I think we're got to have some real big issues with some of our agents if they don't embrace the fact that you now have the opportunity as you never have before, to take control of your business on the buy side as far as income and whether or not you're going to work with buyers who are working with five other agents at the same time, or only got to work with people who have, are committed to working with you. It can make all the difference in the world in your goals when you stop spending a lot of time with people who are not loyal.
Marki Lemons Ryhal  (10:18):
You know what, I actually changed how I conduct business when I realized that I owe a client more loyalty than I owe my spouse. And I had to sit back and assess that. Like I owe a client an entire old car, right? Obedience, loyalty, disclosure, confidentiality, accountability and reasonable skill and care. And I don't owe my spouse that, the person who is going to fund my pension plan, like the person who provides my medical, my dental, my vision. And I felt to myself, wait, I need to reassess my relationship. Because you would think that you would have to be more loyal to your spouse or to your family. That's not the case according to licensing rules and regulations. And so if I have to do all of that for a person, I need them to be committed to me to sign a sheet of paper to define the relationship that we have. And here what else is kind of funny, we are accountable for every single penny in a real estate transaction. I've never been accountable for every single penny in my marriage. Like, what does that look like? And so it's a very serious relationship. And I had to think of it that way to be able to define how serious the relationship is and one, if that's the relationship I want to have with everyone based on my fiduciary responsibilities. 
Moses Seuram (11:47):
Well, Marki, I have gone back and looked at the my resource. And if you use the REALTOR® property resource that we provided by NAR, when you go in there and look at the amount of resources that can bring you to that platform, where you can go in and you can present to your client that you have so much book of knowledge of local expertise to the area, the market trend. The other one that I think agents are really missing the boat on is the NAR Center for REALTOR® Development. That is a wow. There are podcasts on there that could give you so much education. Do you have so much that's already created there for you? And Terry taught me that an said, look at our library that we have that is our Google for real estate within NAR. Our library system that we have at NAR is beyond anything you could possibly get anything to do with real estate, articles, books, it's all there. It’s all at our fingertips. We just have to dive in and elevate ourself, get to where we need to be. As you said, we are here, where we're in a relationship where we have to be loyal and above all to our client's need. How do you get there? Educate yourself. I've always been a promo proponent of education because I think that's the foundation to where you bring professionalism to the forefront.
Lynn Madison (13:01):
And Marki, can I add one other thing? What Moses just said reminded me relative to not just because of the lawsuits. If you go to competition.realtor,  NAR has put there for us tons of things that we can use. There's list of 179 things we do on the listing side of a transaction that you can use. If you haven't built your value proposition, it'll help you. There's one there for 105 things that we do for the buyers. And if you're looking to build your value proposition on the buy side, take a look at those. I don't believe that the average buyer and seller are got to read through 179 and 105 things, but they're tools for us to use to help us, as Moses said, deliver better service at better quality service and better everything to our clients.
Moses Seuram (13:55):
And Marki, they could really set themselves aside by, you know, NAR came out with the domain names, a few years ago and, and you could go to .realtor or .realestate. So let your identity be put out there so they know what membership you're part of, what education that is behind you. So I think those are little things you could do to make you shine and make you adhere to a, a, a body that is looking for professionalism.
Lynn Madison (14:19):
Yeah, change your email address from fuzzybunny44@aol.com to something that is a little bit more professional. Just thought I'd throw that out there. <laugh>. Um, by the way, that was a true email address. I just changed the numbers to protect the innocent, as they say, but yeah. 
Marki Lemons Ryhal  (14:36):
And I just renewed my top level domain realestate, because when someone Googles your name, you want to be affiliated with real estate. This is expected to be another difficult year for the real estate market, albeit somewhat better than 2023. What would you say about keeping your expectations realistic for this business year?
Lynn Madison (15:31):
One of the things that I try to keep pounding home to our agents is that just like NAR says, real estate is local, I'm right here in Chicagoland and I don't care typically what's happening in other parts of the country. As agents, we've got to show our clients what's happening in our marketplace because they're getting news and they're getting information that sounds like the sky is falling. But our marketplace did not go down in value. We are not going up as high as we did for the last couple of years, but year over year, we're still at an increase in the Chicagoland area and in some of our micro markets, it's up even more. I think one of the big challenges we're going to have is to get the buyers to understand that just because some news channel on a national level said that the market is leveling off or the prices are going down, that that is not necessarily happening in our local markets. So, I think we as agents, if we're got to meet our goals, I think if we're got to do what we need to do, if we don't know how to look at our statistics and our data and be able to communicate that to our clients, we're got to be in trouble.
Moses Seuram (16:44):
Only last night I had that discussion where I said to a client, she thought maybe the price point was too high, the comps were lower. And I said, there are only three properties in this complex, and this is the lowest priced one. And let me go back and tell you the data, all of them has been sold in contract within 30 days or less. It took six months to close because of interest rate and maybe because of, you know, interview and board process. However, it's now priced at the lowest point amongst the inventory there. So take that data and then let them understand how important to read the data and know that that is actually a good deal. That's where we come in and that's where our value proposition needs to teach our clients how to analyze and move on.
Marki Lemons Ryhal  (17:27):
So let me say this, actually, 2023 was a record breaking year for me, and I believe that 2024, we are projecting a substantial increase. But let me tell you why. Because I'm leveraging technology and I'm reassessing those goals every single month. So there are certain things I'm no longer doing that did not serve me well. That would be first and foremost, or what additional services am I going to offer? Who's going to be my new strategic partners moving forward? Because we're all entrepreneurs. So with that being said, I definitely believe that technology can change the way in which we do business and help us reduce some of our cost. Because if you're able to reduce your cost, you're going to net more income. I'm already doing this, but what's the one change that I can make that will change the financial outcome, whether I'm re adding on or reducing the cost? What do you think will be the biggest challenges that could throw you off of your business plan this year?
Moses Seuram (18:33):
Let me start on that. I think it's uncertainty for what is going on across the globe. And I think the war, and if that could escalate at some point, I think that may bring uncertainty to consumer, whether our sellers were thinking to move and now they may decide not to move. So that would affect your inventory coming on the market, you know, and not sure what the interest rate is really going. It's looking like they're saying they're got to take it down. That is going to help with qualification and affordability. But if that changes its course, it also could throw another set of, you know, uncertainty into the marketplace and we'll see the stock market react. So, it's just more of waiting and seeing what the next quarter is got to bring. But I think if those things stay to bay, I think we're got to have a healthy 2024. My biggest thing is if this war gets out of hand and it escalate, it may change courses to uncertainty and people not making, you know, their real estate decisions.
Lynn Madison (19:28):
So, I'm got to take it because I totally agree with what Moses just said. The outside factors, the interest rate, which is all tied in to what's going on globally. We all know that. So let's bring it to, I've got my goals and now I've got this outside forces. I know there are agents who did have at their best year ever in this last year. How did they manage to do that? And again, one of the words that Marki used when we started was the word pivot. So at some point, no matter what's going on out there, to Moses point, we don't control that. So does that mean I have to pivot and do something a little bit differently? The answer is I may have to do that, and I may have to look at my goals. Does that mean if it got really, really ugly across the globe that I might not met, meet my goals if it got that bad?
Lynn Madison (20:16):
Possibly. But then we can't beat ourselves up over that. Many, many years ago when I was new in the business and I was salesman of the year for the company that I worked for, big company did a lot of transactions, I also almost ended up divorced. And there's a point to this in just a moment. My children were well taken care of. My marriage was not, I was primarily a buyer agent at that time because my sphere of influence were not homeowners, they were buyers. And that is true for a lot of our, a lot of our agents. And I realized that my time was more controllable as a listing agent than as a buyer agent. So, I started to switch to doing listings, but I also started using buyer agency agreements because I decided if I'm got to save my marriage and I still want to make a lot of money, and I wanted both, then I needed to change.
Lynn Madison (21:10):
I made a pivot. I went to being more of a listing agent and only worked with buyers who were going to commit to working with me. I'm going to tell you that I made more money and was home more when I made those decisions. So I've lived it. I'm not telling you to do something that I didn't already do. And yes, it's a different era. I used to have to do it all myself. Now we have technology to help us do it. I also want to say that I am an end user of technology. And this is going to resonate, I think with some of our more seasoned REALTOR®s. I'm a baby boomer. I did not grow up with this mouse in my hand. Okay? I did not. And when somebody asks me about technology, I know what to do. I don't know how to get there. I send them to Marki, I send them to other people who who can help them with the technology part of it. And what I'm saying to you, all of our agents that are listening is, you don't have to do this yourself. No Marki’s not got to do it for you, but she will at least teach you what you need to do. And sometimes you need to hire somebody to do it.
Marki Lemons Ryhal  (22:12):
And you should not be the expert of everything. We all know that once you become an expert of one thing, the riches are in the niches. And as we look into, you know, our crystal ball for 2024, the 2023 profile of buyers and sellers just hit the street. That report has changed my life every single year since 2006. And Lynn probably remembers this. I had my husband drive me up to Appleton, Wisconsin in a blizzard so that I could become certified to teach the SFR course. No one knew what was coming. But the 2006 profile of buyers and sellers told me what I needed to look out for. It was one of the best investments is probably why I'm still here, because for the next four years, we were looking at foreclosures and short sales. And that was right before it happened. But that profile of buyers and sellers told me exactly what was going to happen.
Marki Lemons Ryhal  (23:20):
So what I encourage all of our members to do is to get the 2023 profile of buyers and sellers. And the biggest obstacle I see this year is our inability to move out of our own way. We have to take heed to the information. And I go back to grad school when I had to take statistics, and I thought statistics was the dumbest class in the world when you're 23 years old because you could care less about the probability of something occurring between zero and one. When you have a mortgage, when you have a significant other, when you have children and college tuition, you care about the probability. We have done the research. We are arming our members with the tools they have to read the tools and then pivot this information to their local market place. I want to thank you guys for joining us and helping our fellow members with how to pivot in 2024. That's a wrap. Thank you for joining us at Drive with NAR, The REALTOR® to REALTOR® Series. Tune in every month to magazine.realtor/drive or subscribe wherever you listen to your podcast. Find more tips to boost your business at magazine.realtor.

