
More Great Stuff 8/27/14 
 

BE MORE THAN CAREFUL    
 

1. Follow the laws! 
 It is a RESPA violation to either give or receive referral fees, or “anything of value” to 
any entity involved in a real estate transaction. This includes, but is not limited to lenders, 
escrow, title, insurance companies, other vendors or contractors. Referral fees to the 
general public or your sphere will also be deemed illegal if the person receiving the fee 
performed any act of solicitation for the referral which might be deemed an activity for 
which a real estate license is required. 

2. You are local and global! 
Through our affiliation with Leading Real Estate Brokers of the World (Leading RE), 
you are a part of the largest and most dominant real estate brand in the Country. For the 
most recent Leading RE marketing flyers, go to www.londonforms.com and click the 
Leading RE logo. Also, send all your outgoing referral to Jenny! 

3. Also, go to www.londonproperties.com and click “Agent Stuff” then “Market Myself” 
for the most recent info-graphs and other helpful material. 

4. Get your clients and raving fans to review you online. Easiest way is to send them to the 
London site and click “Review Us”. From there it’s all self-explanatory. Your goal is to 
build up all the positive reviews and accolades that you can to help with marketing 
yourself and to insure yourself against anyone’s crazy comments that might unfairly get 
posted at some point. 

5. Be aware of Solar!  
If you are listing or selling a property with solar, get all of the necessary information 
from the seller immediately. The buyer needs to know right away what they are or are not 
getting. Is the system owned or leased? Provide the buyer with the solar agreement. 

 Have them sign for receipt and review 

 The seller (never us) must disclose whether the system is owned or leased 

 Is the lease transferable? 

 Can they still qualify for their loan with any lease obligation? 

 Check the pre-lim for a recorded lien (by the solar company) 

 Have escrow provide a copy of the recorded document(s) 

 Provide lender with a copy of the lease agreement 

 Talk to your Manager! 
6. Water is an issue! 

For any property that contains a well, order the well report for productivity and potability 
ASAP. 

 Make sure the buyer signs for receipt and review of the report 

 The buyer must direct any and all questions to the well company 



 If they’re unsatisfied with anything, encourage them to obtain a second report (see 
your manager) 

 Make no interpretation or affirmative statements regarding the productivity or any 
part of the report 

 The well report is always only a snapshot of the performance of the well and 
system at the time of the report. It is never a guarantee! Production and 
potability can change for numerous reasons, including, but not limited to, time of 
day, season, use, use of neighboring wells, weather and etc. 

7. Before you go out on any listing appointment, be sure to go to Zillow and pull up a 
“zestimate”. Believe me, your sellers have already done this and you need to know what 
they’ve been looking at. Remember: 

 Zestments are approximate evaluations based on partial data (reported statistics 
like square footage, sales price and number of beds and baths) 

 Zestimates do not take into account the subject homes (or comparables), condition 
(good or bad), custom features, improvements, current quality of neighbors, 
neighborhood and etc. 

 There are dozens of AVM’s (automated valuation models) like Zillow out there. 
The average discrepancy range with these systems is 10-12% 

 You, on the other hand, are the professional and based on the actual features 
and condition of the subject and comparable properties can best price the property 
to sell. 

8. Really, this last one is 8 through 10; it’s that important! 
The market has shifted and sellers need to re-align by making significant price 
reductions and pricing their properties to sell from the beginning. Facts: 

 Inventory is up from 50% to 60% in all of our central valley markets. For 
Fresno/Clovis, the numbers have gone from 1,867 active properties one year ago 
to over 2,750 today. 

 Meanwhile, sales are trending down. There is not as much buyer demand. 

 If a home has not sold in 30 days from the list date or the most recent “price 
correction”, then it’s still overpriced! 

 Sellers often argue “we’re the lowest priced home in the neighborhood.” Your 
response is “Yes, we are, but all the other ones are still not sold. So in reality 
we’re still over-priced, we’re just not as over-priced as our competition.” 

 That said, don’t let your competition beat you to the punch with their price 
reduction. If they reduce today and your seller waits another week, the chances 
are that your buyer will buy the neighbor’s house and not yours. 

 Price reductions typically need to be between 8-10%. The only exception is if a 
decent reduction can move you into a new bracket, i.e. $424,950 listing going to 
$399,950. In this case, a reduction of about 6% puts the property into a new zone, 
exposing the property to new eyeballs. 

 Work on your seller’s price! 


