J A N U A R Y

2 0 2 0

Realty News
Brought to you by

Mark Siwiec
"Technology
and other
disruptions
continue to
rattle the
Market Overview

In a 1992 speech, Queen Elizabeth declared the year to be her “Annus
Horribilis”- her terrible year. Among other things, Windsor Castle was
extensively damaged in a fire, Charles and Diana separated, and Sarah
Ferguson was photographed topless while some paramour nibbled on her toes,
having innocently mistaken them for small cocktail sausages. Well, I’m glad to
report that none of my palaces or castles have burned to the ground and, as
far as I can tell, the only photos that exist of my feet are images of them
encased in proper Italian leather. Nevertheless, it was a difficult year.
Thankfully, one of the few difficult years that I’ve experienced since I left the
house at the age of eighteen. Like many agents, real estate played a major role
in this year’s hardships. Technology and other disruptions continue to rattle
the industry and realtors continue to grapple with how it is that they can
continue to thrive when the rules of the game seemingly change every few
weeks. I believe that I finally have an understanding of the role that my team
and I are supposed to play and the strategies that we’re supposed to employ in
order to continue to provide value to the many friends who call on us for our
expertise. I’m very excited about our new ideas but first, a quick overview of
the preceding twelve months.
Although statistics aren’t yet available for the final quarter of 2019, local real
estate activity through the end of September provides a snapshot of the year
that was. The number of properties on the market for sale had diminished,
year over year, 9.9%. This was the third consecutive year in which the number
of homes available for sale had declined and, as Yogi Berra famously stated, it
was “Déjà vu all over again”. Bidding wars were the big headlines. Because of a
strong economy, great unemployment numbers, and low interest rates, buyers
were anxious to purchase. The only difficulty was that, once again, there
weren’t enough houses to satisfy their needs. The law of supply and demand
was on full display and buyers, especially first-time buyers, were often
engaged in heated battle with other white-picket-fence-aspirants..

industry
and realtors
continue to
grapple
with how it
is that they
can
continue to
thrive when
the rules of
the game
seemingly
change
every few
weeks."

"I’ve never concluded a year having as
much committed business to conduct in
the ensuing year."

Looking Ahead
Whether buyers have an easier time of things in the year 2020 remains to be seen. It looks as if it’s
going to be a great year, however, who it is that will control the market- buyers or sellersremains uncertain. Let’s start with why it is that I think that the next twelve months are going to
be very strong.
Although the team and I are going to report a 10% decrease in our sales for the preceding
twelve months (which, I believe mirrors what is going to be reported by the Greater
Rochester Association of Realtors) our sales for the final quarter actually increased an
astonishing 107%!
During the final week of the year one of the agents on the team, Erin Duffy Kruss, wrote an
offer on behalf of a first time buyer who was in competition with five other offers. Another
one of her clients wrote an offer on a $500,000 home in Pittsford. This is unusual activity for
the final few days of the year and possibly presages activity for the first quarter of the year.
We have commitments to list $13,000,000 worth of property in the first few months of 2020
and we are engaged in conversation with prospective sellers to list another $11,000,000. I’ve
never concluded a year having as much committed business to conduct in the ensuing year.
The reason that I’m uncertain as to whether buyers or sellers will control the market is because
I’m not certain whether the trends that are playing out with our team are the same trends that
will impact the entire region. If I were to speculate, I would suspect that the number of buyers
and sellers will be in greater equilibrium than we’ve experienced in previous years and neither will
have the upper hand.
Regardless of who it is that is controlling the market, there is one important lesson that we’ve
gleaned from the recent past that I feel is important to share with sellers- list early! Historically,
sellers have followed their agent’s advice and listed their homes for sale sometime after March 1st.
While spring may officially arrive on March 19th this year, the spring real estate market often
begins far in advance of the vernal equinox. Both technology (buyers beginning their search for a
new residence from the comfort of their home office) and climate (warmer winters) have
contributed to an earlier start date for the spring market. Because buyers are looking and they’re
not able to find a lot of available product, we’ve been successful in creating bidding wars on behalf
of our sellers as early as the third week of January. Whenever it is that you’re ready to list, be
aware of the fact that, while bidding wars continue to take place throughout the year, their speed
and frequency diminish significantly after June 15th.

Our Team's Commitment

Finally, some new ideas- Chip Conley, in his fascinating book, “Peak”, explores Maslow’s Pyramid
of Human Needs and applies it to business. Through the years, my team and I have enjoyed the
process of building a larger and more stable pyramid by adding layers of service and expertise to
our clients’ experience. Sure, we’ll walk you through a property, write an offer and successfully
shepherd the deal to closing. We know how to do that and, frankly, we’re really good at it. But
that’s just the base of the pyramid. We also offer color consulting and staging advice, and we can
find you somebody to help you move boxes. We’ve prided ourselves in addressing many of our
client’s unstated needs, but we’ve finally ascended closer to the apex of the pyramid and we can
now start to address some of our client’s unrecognized needs.
iPhones, iPads, Netflix, Twitter, Facebook and a million other distractions have placed great
strains on both our time and on our interpersonal relationships. A couple of years ago, we started
to believe that one of the great unrecognized needs that exists in the world today is the need for
human connection and community. In part, we go to Wegmans because everyone is so helpful and
friendly- people want to be connected. Well, as a result of a year’s worth of effort, we’ve come to
understand that our hypothesis was true. For the past year, we’ve been quietly running an
experiment. Every other month, we’ve invited our clients to celebrate their birthday over some
food and wine. We’ve hosted a summer picnic and a fall gathering at Wickham Farms. We even
delivered several hundred apple pies just before Thanksgiving. And, you know what? People
responded! We set out to determine whether you would take us up on our offer to work toward a
more lasting and meaningful relationship and, resoundingly, we heard that you did. It seems that
many of you are interested in more than just a transaction and that, like us, you want to create a
community. So, we’ve created an entire year’s worth of ideas that we’ll be slowly rolling out- stay
tuned for details about these upcoming events! By the way, if you’re a past client and you haven’t
heard from us, please let us know. With the passing of time, cell phone numbers and email
addresses change. We’d love to hear from you and reconnect.
Whether you’re interested in joining us on this journey or you’re simply looking for a skilled team
to help you successfully sell your home, please consider giving us a call at 340-4978. We’d love to
hear from you and discuss how it is that we can help you. Many thanks and best wishes for the
coming year!
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