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Dear Inner Circle Member, 
 
 
We all know the market is shifting. We also know it will impact some markets more 
than others and some price points more than others. I am no expert on the economy, 
however the people I talk to who are believe we are not heading for a crash in 2019, 
just an adjustment. So let’s not freak out, but let’s get ready for it! 
 
How will the shifting market impact you? 
 
The truth is, it really depends on you, your mindset, your focus, and your agility. 
 
Here’s what I mean.  
 
90% of your sales success is your mindset. I learned this lesson early in my career 
when fixed rates skyrocketed to 18% and I thought that my career was over before 
it even began. 
 
My broker, who had survived many cycles, gave me the book Think and Grow Rich by 
Napoleon Hill.  He told me to read a chapter every day and to repeat the famous 
quote over and over each day: “Whatever the mind can conceive and believe, it can 
achieve.” I carried the book in my bag and started each morning by reading 15 
minutes of it. This reminded me that in life and business there are always 
challenges, but with the right mindset, plan, and focus you can overcome them! 
 
I also learned that it would take more lead generation and lead follow up, and I 
would need to hone and sharpen my skills to a razor’s edge, because every great 
prospect had to be converted since there were fewer of them. 
 
Was it an easy time? Heck no. Did people though still want to buy and sell houses? 
Yes! 
 
As I survived that market and several other challenging cycles in my career, I 
learned a few valuable lessons that I wanted to share with you. 
 

1) The market is always changing, so pay attention! 
2) People need to buy and sell, or want to buy and sell, and will do it in spite of 

the market. 
3) Yes listings may take longer to sell, so just get good at managing them. 
4) Embrace the opportunities that each new market offers. 
5) Stay away from negative influences, put the blinders on and go! 
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Because I travel all around the country and see literally hundreds, if not thousands, 
of agents each month, what I am hearing constantly from most of them is: 
 

“I feel so bad, I can’t get my listing sold at the price the seller wants!” 
“It’s so stressful to try to get price reductions, I hate it!” 
“Maybe I am not doing enough to sell the property, maybe it’s my fault.” 
“Maybe I should just work with more buyers because they are easier.” 

 
Okay, I get it that sellers can be a lot to manage, but let’s be real, who dominates any 
market - a strong buyer agent or a strong listing agent? 
 
Listing agents rule the market and they always will! 
 
And what do buyers buy? Listings of course! 
 
You have to work to build your muscle of managing these sellers. You will have to 
develop just a little bit of a callous to their attempts to make it your fault. Of course 
you should be empathetic to their situation, but sympathy has no place in this 
business relationship. We need to be their wise advisor and respect them enough to 
tell them the truth. 
 
I have a few affirmations for you that helped me stay mentally tough when it came 
to dealing with my sellers. 
 

• I AM NOT PERSONALLY RESPONSIBLE FOR THE MARKET! 
 

• NO AMOUNT OF MARKETING I MIGHT DO WILL SELL AN 
OVERPRICED HOME! 
 

• I AM THE DOCTOR THEY ARE THE PATIENT, I NEED TO TELL THEM 
THE TRUTH! 
 

• IF I AM GOING TO KEEP THE LISTING, I MUST KEEP ASKING FOR THE 
REDUCTIONS! 

 
• IT DOESN’T MATTER WHAT THE “COMPS” SAY, IF IT’S NOT SELLING 

THEN IT’S TOO HIGH! 
 

• IT’S NOT MY FAULT IF IT’S NOT SELLING! 
 
One of my clients who works a particularly challenging market told me just the 
other day that he was complaining to his brother about how difficult it was to have 
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to tell his sellers why their homes weren’t selling and how he hated the 
confrontation of grinding on them for reductions. 
 
He said, “Debbie, my brother (who is an oncologist) looked at me and said, ‘Are you 
serious? Do you understand that everyday I have to tell people they may be dying of 
cancer and you just have to tell them they have to reduce the price of their home? 
Seriously grow up and do your job!’” 
 
What a great reminder, right?  
 
Sometimes the best doctor gives the best advice, and yet the patient won’t take the 
advice or the medicine and consequently passes away. 
 
Therefore if a seller won’t listen to you, their home just might expire. If you have 
done all that you can do, then that is all you can do! 
 
Do your best, tell them the truth, and keep telling them until they listen or decide 
not to sell. Ultimately you can educate, inform, and persuade, but you cannot force 
them to do what they are unwilling to do. Be more unattached to the outcome. 
 
Your best defense against unhappy sellers?  It’s simple: over communicate. 
 
Call them every week, send reports, schedule times to meet, and if there is more 
than one owner, it’s best to talk to them together because otherwise all your great 
persuasive points will not likely be well communicated to the other party or parties. 
 
Be well prepared for your calls. My strategy was to call my sellers every Tuesday 
afternoon. They knew when I would be calling and I had time to gather any feedback 
or offers from the weekend showings.  
 
I would review each file and make my notes for important recommendations, and if 
I felt it was not appropriate on that particular call to ask for a reduction, I always 
made sure to have something else prepared to talk about. (See Themes for Seller 
Calls, included in this Success Toolkit.)  I always ended the call by telling them about 
the proactive things I would be doing in the next week. 
 
If you sound weak or timid, they will tear you apart! 
 
If you have a seller that scares you, sly dial them and lay it on the line in your 
message, then wait for them to call you back.   
 
Because this is a stressful time for them, be especially mindful to adapt to their 
personality style, generational style, and cultural style of negotiating. Meet them 
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where they are at and sell them the way they prefer to be sold, because remember, 
50% of the deals you lose are because you said or did the wrong thing at the wrong 
time. 
 
I would even recommend you email me and request that we turn on the “New Art Of 
Persuasion For Real Estate” success onramp for you. It will help you and it’s yours 
free as a member. Just email me at Debbie@excelleum.com and we will turn it on for 
you. 
 
Each month, do a top to bottom review of all of your listings (see our Listing 
Analysis Form in this Success Kit). 
 
When you master the art of working well with your sellers in this type of market 
you have incredible power! It will become easy for you, and because it’s a skill most 
agents won’t work to develop, you will have lots of their expired listings to go after. 
Expireds, by the way, will be an opportunity that this type of market will open up for 
you if you choose to go after them.  (See the Inner Circle Expireds Success Kit, we 
have all the scripts and tools you need.) 
 
This is the right time for you to shine. You are hanging out with the right group to 
help get you there, let’s go get the business you deserve! 
 
Warmly, 
 
Debbie De Grote 
 
 
P.S. You need to take 6-12 month listings moving forward! 
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