
 

 

  



 

 

Survive The Crash As A Listing Agent 
By Daniel Ramsey 

 

Housing markets often are defined by whether they're "up" or "down." In an up market, homes 

sell relatively quickly and often at or above asking price. In down markets, homes often face 

price cuts and sit unsold for long periods of time. While selling a house in a down market looks 

difficult, if you present your house well and price it correctly, buyers will come knocking. 

 

Use Technology 

In today's technological world, there are tools available to help sell a house in a down market. 

Film a virtual tour of your home and post the footage on social media sites and video-sharing 

sites. Create a social media webpage for your house and provide pertinent details, such as the 

number of bedrooms and baths, square footage, and a link to contact your listing agent. Thanks 

to the Internet, you can attract potential home buyers who are miles away. 

 

Price Realistically 

When selling a house in a down market, you need to price your property realistically. One way 

to do this is to set your asking price about 1 percent lower than comparable homes on the 

market. Prepare to be a motivated seller during a down market because if selling your home is a 

matter of urgency, you must be willing to consider any offer handed to you -- no matter how low. 

You should also master scripts to help your clients accept the idea of a price cut, as this is 

something that often becomes a hang-up with clients emotionally tied to the value of their home. 

 

Staging 

You need to make your home as appealing as possible in a down market, and this is where 

staging can help. Make sure each room has a clear purpose and is free of clutter, and arrange 

the furniture around a focal point, such as a fireplace. If you need help with this task, hire a 

professional staging company, which offers design consultation among its services. Their fees 

may be set or based on the selling price or square footage of your home. Professional stagers 

also can provide temporary furnishing during the period of their contracted services. 

 

Deal Sweeteners 

A down housing market often is referred to as a buyer's market because buyers basically hold 

all the power. Sellers who want their home to stand out from the crowd need to offer sweeteners 

to entice buyers. Such incentives include a free home warranty, cash for future home 



 

 

improvements, seller financing or down-payment assistance. Home sellers must advertise any 

sweeteners being offered aggressively. 

 

Develop Your Niche Specializations 

Another approach to a challenging market is to distinguish yourself from most of your 

competition by specializing: 

 

Learn To Work Short Sales 

A short sale occurs when you sell your home for less than what you owe on your mortgage. In a 

short sale, "you're selling a home, you owe more than you are receiving in the sale and you 

don't have the liquid cash to make up the difference," says Elizabeth Mendenhall, president of 

the National Association of Realtors. 

 

The lender must approve the short sale and, in most cases, agree to accept the lower amount 

as the full and final payment on the loan. Short sales mean a loss for the lender, however, 

lenders may agree to a short sale if they believe it will be a better option than foreclosure. A 

short sale offer may be comparable to the value a property could bring at a foreclosure auction. 

 

As a listing agent, working short sales means developing a new skillset and learning to work 

around the short sale process – which depends heavily on the type of loan on the house. There 

can be a substantial learning curve involved with getting started in short sales, but the agents 

that master it have a major advantage in a down market over agents who don’t. 

 

Learn To Work REO Listings 

 

REO, or Real Estate Owned, are foreclosure listings, which begin to increase in abundance in a 

down market when homeowners aren’t able to pay their mortgage and eventually go into 

default. 

 

The biggest challenge with REO listings is getting them – and this may require working directly 

with banks, government agencies, or Asset Management Companies. Oftentimes these listings 

are assigned to agents based on relationship & reputation, and one way to boost your 

reputation is to develop expertise in Broker Price Opinions – which usually provided by the 

same companies that also assign REO listings. 

 



 

 

Work With Smaller Clients 

 

Every agent wants to pursue multi-million dollar listings. But in the meantime, represent buyers 

and renters looking for more modest dwellings. You may have to schlepp a little more and earn 

a little less on each deal, but commissions add up. 

 

Increase Your Personal Networking 

 

Giving out business cards is a good way to keep your name, face, and number easily accessible 

when someone needs a real estate agent. 

 

Another advantage of handing out business cards is the interaction that happens before the 

card changes hands. Each card left in the world can cause significant ripples. People have 

family, church friends, and business associates with whom they can share that little piece of 

card stock. 

 

Set aside a cash reserve 

 

Building real estate company doesn’t typically require large chunks of capital, but you still must 

maintain a financial cushion throughout your career, which will help you weather the bad times. 

Agents differ on how cushy that cushion should be. 

 

Put aside money for two or three years of personal and business expenses. The rainy days do 

happen, and you must be able to protect yourself financially when they do. 

 

Stay in touch with past clients 

 

Real estate is built on relationships: you absolutely must nurture your network, relationships, 

and past clients during good markets. 

Set aside time every day—at lunch, at the end of the day, whenever—to check in with people in 

your sphere. Even if they’re not planning to sell at the moment, they might know someone who 

is. 

 



 

 

Be strategic about those calls. Don’t just ask for listings or referrals. Share news of the Whole 

Foods that’s coming to the neighborhood next month, or offer some movie coupons you happen 

to have laying around. 

 

Make a reaching-out call as valuable to the person who picks up the phone as it is to you. 

 

Keep learning 

 

Slow times give you the opportunity to take continuing education classes that will boost your 

skill set when the market heats up again. Take a digital or social media marketing class. Enroll 

in a public speaking course that will help you polish up your act. Learn about commercial real 

estate so you pivot when things are slow in the residential quarter. 

 

About MyOutDesk 
To learn more about MyOutDesk, visit our website at www.myoutdesk.com or call 1 (800) 583-

9950 and we will reach out to you to schedule a personalized one-on-one consultation.  
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