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In this issue:

"Setting goals is the first step in
turning the invisible into the visible."
- Tony Robbins

MARK YOUR CALENDARS
Dec. 8 – Board of Directors Meeting, 9 AM
Dec. 13 – Affiliate meeting, 10:30 AM
Dec. 14 – New member orientation, 10:30 to 4:30, Upstar office.
Dec. 23, 26, 30, Jan. 2 – Board office closed
Dec. 31 – Deadline for Code of Ethics completion.
Dec. 31 – Deadline to pay 2017 REALTOR® dues
Jan 1, 2017 – Deadline to pay National, State, and Local REALTOR® dues. If
you haven’t received your invoice via email, please contact the Board office.
Jan. 30 & 31 – IAR Legislative conference.
May 4 & 5 – IN Commercial Real Estate conference. More info on page 3
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MEMBER NEWS________________
el Welcome to our newest member Lindsay Walker with
Lakefront Real Estate LLC!
Condolences to Terri Deming, RE/MAX Results Kendallville at the passing of her mother on Dec. 2.
15 Things Real Estate Agents Actually Want For Christmas
1. For telemarketers promising “high quality leads” to lose my
number already.
2. For other agents to stop writing listing descriptions in all caps.
3. For clients and prospects to stop no-showing for appts.
4. Wine. LOTS of wine.
5. For a regularly scheduled nap time every day… with all
communication devices disabled… and with full understanding
and compassion from all clients.
6. For a freakin’ weekend off every now and again.
7. For people to respect our time.
8. For vendors to cater more luncheons.
9. For the general public to finally understand exactly what we do
and how we get paid
10. For the myth that we rake in the dough for little work to
disappear.
11. For all homebuyers to understand they need to get
pre-approved before viewing homes.
12. For the public to watch HGTV for entertainment purposes only,
kinda like professional wrestling.
13) For more time in the day, because 24 hours is not enough.
14) For homebuyers to be more decisive.
15) And finally, what I’d really like for Christmas, are more
opportunities to do the HAPPY DANCE when a closing occurs!
-----------------------------------------------------------------------------------------------------------

Registration is officially open for the 2017 IAR Legislative
Conference! We hope you’ll join us Jan. 30-31 at the downtown Indy
Hilton and Statehouse. See the conference agenda and register here
for just $25*: http://bit.ly/IAR-Legislative-Conference-2017 A Legislative
briefing will kick off the event at 10 a.m. Monday, Jan. 30.
Professional Standards Training on Tuesday, Jan. 31 is an
addiitional $59.

DON’T MISS IT!
2017 Indiana Commercial Real Estate Conference
May 4-5, 2017
The annual Indiana Commercial Real Estate Conference is where industry professionals go to earn continuing education
and network with their peers.
WHY SHOULD YOU ATTEND?
 The conference offers commercial real estate-specific education topics.
 It’s the only commercial real estate conference in Indiana.
 Fulfill your annual CE requirement with 12 hours of continuing education available.
 Network with more than 400 of the industry’s leading professionals.
 Managing Broker CE will be offered concurrently with education sessions.
 Increase your knowledge of commercial real estate
 Explore more than 90 vendors as ICBR partners with the annual COMA Indy Tradeshow Thurs., May 4

NEW SCHEDULE FOR 2017!
THURSDAY, MAY 4, 2017 -- 8 CEUS
8 AM
Breakfast and Keynote
9:45 AM
Networking Break
10 AM
Education Sessions
11:45 AM
Networking Lunch
1 PM
Education Sessions
2:45 PM
Networking Break
3 PM
Education Sessions
4:45 PM
Tradeshow & Reception*
FRIDAY, May 5, 2017 -- 4 CEUS
8 AM
Breakfast & General Session
9:45 AM
Networking Break
10 AM
Closing General Session
*Please note: Following Thursday’s education sessions, attendees will be directed to Crane Bay for the ICBR Welcome
Reception held in conjunction with the annual BOMA Indy Tradeshow.
Register at:
https://www.myicbr.org/

realtor.com
Below is a link to the recently released 2017 housing forecast from realtor.com®, that predicts top housing markets
and trends to watch in the coming year. Based on this forecast, they have identified the below insights and
resources to help real estate professionals prepare for this market and best position themselves to serve buyers and
sellers in 2017.
Access the forecast here: http://research.realtor.com/2017-national-housing-forecast/
Forecast predictions include a 3.9 percent increase in home price nationally and a 1.9 percent increase in sales
volume next year. Our interest rate forecast has been adjusted upward to 4.5 percent due to increased anticipation
of inflationary pressure in the year ahead.
What does this mean for agents and brokers looking to service the home buying and selling market in the coming
year? Based on 2017 indicators, realtor.com® has put together five key ways that real estate professionals can help
prepare for 2017 and ensure they are best positioned to address this new market.
THE FIRST-TIME JOURNEY. Expect longer contact-to-close, more hurdles.
What this means for you: Plan for more active prospects and declining conversion rates. Revisit your CRM plan to
account for a few extra months with each client.
Resources from realtor.com®: Check out marketing.realtor.com to get the latest free resources as well as premium
tools to help you connect with, cultivate and close more clients.
FINANCING. Fewer all-cash buyers means more variables impacting the close.
What this means for you: Lender expertise and connections will rise in value; build and strengthen these
relationships. Help your clients understand the increased power of a strong offer in a more even competitive field.
Resources from realtor.com®: Our Advice/finance section on realtor.com® has great articles to share with your
clients about getting their financial house in order, as well as specialized buying guides, like this one for veterans.
SEGMENT DIVERSIFICATION. Market shifts mean new approaches.
What this means for you: Understanding your client is paramount. Brush up on Millennials’ communication styles
and channels, as well as older first-time buyers’ goals and needs, and retirees’ challenges and requirements.
Resources from realtor.com®: See realtor.com’s recent Home Shopper Survey on buyer segments, needs and most
motivating factors. Check out our TechSavvyAgent resources to brush up on the latest trends – like using Facebook
live for your business, time-saving Gmail shortcut tips, or the latest emoji trend, REmojis. Attend one of our
upcoming seminars or webinars to hear about the latest tech trends and top tips from pros.
CONTACTS. A steady pipeline will be more important than ever.
What this means for you: Work your repeat-buyer prospect lists, ask for referrals/recommendations, and make sure
your online profile is working for you. Renew relationships with builders of new construction homes.
Resources from realtor.com®: Visit your profile by logging in at realtor.com – it's easier than ever to quickly review
and update your profile information, and to send a review or recommendation request to recent clients.
THE BASICS. Price deltas that seem smaller than in recent years loom larger when amplified by mortgage rate
increases.
What this means for you: Do the math – literally – for your clients. Explaining price differentials in your market
against the backdrop of expected rate increases could help prevent a buyer or seller from being locked out of their
optimal price just a few months later.
Resources from realtor.com®: Check out the newly updated research.realtor.com, which has current and historical
data on a state and market level, as well as for the majority of ZIP codes across the country.

