SOUTH DAKOTA EDITION




Executive Publisher
Jessica S. Fisher

Writers

Kristin Campbell
Elizabeth R. Elstien
Jen Hadley

Desi Jedeikin

Zach Mendelson
Jaymi Naciri

Joan Olson

Feature Story Coordinator
Melissa Giordano

Graphic Designers
Robert Cobb
Melissa Martinez

Copy Editor
Joel Billyson

Accounting
Samantha Smith

Sales
Kevin Miles
Paul Green

Phone 888-461-3930

Fax 310-751-7068
info@topagentmagazine.com
www.topagentmagazine.com

No portion of this issue may be reproduced
in any mannerwhatsoever without prior con-
sent of the publisher. Top Agent Magazine is
published by FEATURE PUBLICATIONS GA,
INC. Although precautions are take to ensure
the accuracy of published materials, Top
Agent Magazine cannot be held responsibie
for opinions expressed or facts supplied by its
authors. To subscribe or change address, send
inquiry to info@topagentmagazine.com.
Published in the U.S.

Copyright Top Agent Magazine

CONTENTS

YOUR SECRET PRESENTATION WEAPON
by Rich Levin ........cconvecnivinissonnisnes 4
FACEBOOK Q & A ...l 13

HOW DO YOU FIND GOOD
SALEABLE LISTINGS?
by Mike Ferry .....cccccecvvrccevenrannnn. 14

MAKING A ‘LEAD GENERATOR’
WORK FOR YOU
by Carla Cross... oo errmsmmmssnmms 17

HOW TO BOOST YOUR BUSINESS
WITH THE BUSTLING FOREIGN MARKET
by Bob Corcoran.....ccccceemvernnnen. 20

IS THIS A BAD TIME TO MARKET?
by C.J. Hayden .......cccccevuummnnnnenne. 22

WHEN IT'S TIME FOR A HOME OFFICE
by Nancy Michaels..........cuuu....... 24




Stacie Peterson learned real estate
from her parents, who bought and
sold neighborhood properties on a
handshake. Just out of college with a
degree in business administration and
marketing, she worked as a corporate
sales manager for a hotel. When she

bought her first home, her agent

asked if she was interested in real
estate. Soon after, she became a
REALTOR®. Growing her career,
today Stacie also coaches operations
and systems methods to agents
nationwide.

Her second year in business, she was
co-owner of a team along with four
other agents. She then decided to
pursue a new way to run a team and
implement innovative marketing and
systems. So, four years ago, she and
fellow REALTOR® and business
partner Tyler Goff formed Peterson
Goff Real Estate Experts, a team
working from the Hegg, Realtors
brokerage in Sioux Falls, SD. Tyler
functions as team listing agent. With
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enthusiasm and high energy, Broker
Associate Stacie now works as the
operations and listing manager
running all equity evaluations and
marketing, as well as client follow




up. “I also help with team training to
keep us all current on what’s
happening in the real estate world,”
Stacie notes. “Currently, we are
comprised of two listing specialists,

four buyer’s specialists and one
client-care manager.”

Selling homes in Sioux Falls and
surrounding communities in a
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“We like to provide that Disney-like experienc
so they know that no matter what haj

general area known as the “Sioux
Empire,” their average price point is
$165,000. “Even though the area has
about 200,000 people,” Stacie says,
“there is still a small-town feeling
where everyone knows everyone and
word travels fast.” Using technology
and marketing rather than a
handshake to sell homes obviously
appeals to their younger clientele, as
their team is on pace to sell over 200
homes this year.
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A guaranteed home sale is featured. If
the listing does not sell within 67 days
of being on the market, they will
purchase it. “We have not had to buy a
home yet,” notes Stacie. “We market
our properties and services through
radio ads, magazines we send out and
have a large database of buyers from
our website that we can present to
sellers.” Designed to market a home
before it hits multiple listing service
(MLYS), a “coming soon” program for




e for our clients—do things with excellence—

ypens, we will be there to help them.”

preliminary marketing while the home
is being prepared for sale is also
offered. Stacie adds, “This program is
designed to drive up demand, sell
before it hits the MLS and reduce
homeowner stress.”

“Team members are sincere, honest,
happy and know how to help clients
move forward without being
pushy,” Stacie says. “We like to
provide that Disney-like experience

for our clients—do things with
excellence—so they know that no
matter what happens, we will be
there to help them.” The strategy is
working. Referrals are common, as
clients remember their authenticity.
Plans are to add a few more buyer’s
agents to meet demand with a long-
term goal of profitability, which
Stacie oversees.

Stacie continually strives to be her
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personal best, whether in real estate,
with family and friends or within the
community, especially when it
involves children. She volunteers for
a school-based mentorship for young
children in need, mentors beginning
readers as part of a United Way
program and contributes to the
Backpack program providing school
supplies and food. She and her
husband have been on mission trips,
and the team has sponsored aid for
children in Haiti. Stacie believes:
“While we do a lot of real estate
education and training to be in the
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forefront of wunderstanding the
market, real estate is not everything.
At the end of the day, you have to be
a good parent, friend and community
person.”
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