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As we all know, the wonderful world of Real Estate is always cyclical ... there are periods 
where the business is going up and we are really excited ... and there are periods where 
the market is going down and we are not quite as excited. There is that in-between time 
where the market becomes somewhat  at ... and for anyone that has been in the Real Estate 
industry for some length of time, you have experienced all of these on a regular basis. 
Normally the cycles run every 5-6 years, although the cycle in the late ’90s to 2005/2006 
was a little longer than most anticipated.

That long market actually became a disadvantage for most Real Estate agents. Too many 
agents actually believed that the long upward trending market was a “normal market,” 
when in essence, a long upward trending market or a long downward trending market is 
“abnormal.”

For those of us that have been through multiple upswings and downturns over the years 
... the worst we have seen was from mid-2006 to 2011. If we look at most cycles in Real 
Estate ... we all have 4-5 years of a good market ... 12-24 months of an adjustment or 
downswing and then we start the upward cycle again. As we both know, that certainly 
wasn’t what happened from 2006-2011.

My personal belief is ... unless there is a major worldwide economic collapse ... which 
is unlikely to take place again ... we will not see another cycle like we saw in 2006-
2011. In the US, the government has taken many steps to protect homeownership and to 
keep those of types of problems from happening again, although certain portions of our 
industry have not learned their lesson yet ... it appears.

If you look at the recovery from the last great recession, which started for most of the 
industry in mid-2011 and has continued for the last 4-5 years, it would only be natural for 
us to hit another cyclical benchmark ... primarily because of the time lapse.

I started telling a lot of our clients in the fourth quarter of 2015 that we were going to see 
a cycle/market adjustment take place at the end of 2016, and I apparently was wrong, as 
most of the US is seeing this market adjustment TODAY.

What is the  first sign of a market adjustment ... increased inventory ... followed by listings’ 
days on market being extended ... price reductions taking place on transactions that go 
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under contract ... in most of the country, we are seeing all of these take place at this time. 
Earlier than I expected ... but that is what appears to be happening.

What is causing this adjustment? First, it’s been a  ve year period of recovery. Second, 
there has been enormous uncertainty in the stock market over the last 4-5 months, and 
this slows down many people when it comes to purchasing a home, having the money 
for a down payment and it certainly slows down a lot of investors ... and it slows down 
purchasing in the upper end. At the same time, the extended period of debates among 
Presidential hopefuls ... I believe has created a lot of economic concern for people, which 
has slowed the market down also.

With all of this being said, part of my job is to prepare or assist our clients and prospects 
on how to gain market share ... take more listings ... make more sales ... and earn more 
money in a  at or declining market. I believe the following can help any agent who is 
aware of what is going on and willing to work to make these things I just mentioned 
happen in their personal business.

I’m not projecting any type of a disaster ... nor am I offering any type of a magic answer 
... if the market continues to worsen. For those that know me, I do not believe in magic 
answers ... magic pills ... magic formulas or somebody waving a magic wand over our 
heads. Whether the market is good, bad or  at, a strong, successful mindset, strong skills 
and the right activities will always conquer the market and put you in a position to win.
At the same time ... if you are fortunate today to be living in a good market that is still 
going very strong and ascending, these ideas will just speed up the assumptions for you. 
As always, feel free to respond by email with your thoughts or comments ... enjoy and 
more importantly, use the thoughts that I am providing for you.

1. In a  at or declining market, the key is to take more listings ... as many as you can ... 
as quickly as possible. Why? In a  at or declining market, only a certain percentage of 
the listings will be selling. The person with the largest inventory automatically has the 
numbers working in their favor. Don’t take them overpriced; in fact, you may have to turn 
some down, but build your inventory starting today to get the percentages and numbers 
working for you.

2. Start rehearsing, practicing or learning your price reduction scripts. In most cases, we 
haven’t needed them in a while; however, we need to get them out, brush them off and 
start putting them into place. Sellers have had a great run (in many cases just getting 
back what they lost) and as a result, they all believe their home is worth more than the 
neighbors’ and should not be reduced in price, but we both know that a price reduction is 
necessary and the skills in getting them will be critical.

3. Look at your inventory carefully, and any Seller that does not have strong motivation, 
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consider giving the listing back, and any Seller that has strong motivation, ask for a 
reasonable price reduction today. Let me de ne reasonable ... if your listing is at $295,000 
and it should be at $275,000 ... don’t ask for a $2,000 price reduction. Ask for the entire 
price reduction knowing that your Seller will negotiate.

4. Look carefully at your plan of attack and how you are working your database. If you 
are doing what you have always done ... it’s certainly time to upgrade. Improve your 
database ... improve the quality by eliminating ones that will never respond to you, and 
add to your database. Upgrade your approach and upgrade your marketing. By the way, a 
nicer posting on Facebook is not what I am referring to.

5. A strong skills improvement program. Whether the market is going up or down, the 
salesperson with the strongest skills is going to win the game. How strong are your skills? 
Can you go up against the best and win a fair percentage of the time? If you can’t, the 
best is out there in the market place (trained by MFO) and will beat you more often than 
necessary.

6. A strong mental toughness program. When a market goes  at, gets shaky or declines, the  
rst thing that suffers for most agents is in their head. A strong mindset is critical to dealing 
with an unusual marketplace. Put together for yourself an immediate plan for not only 
strengthening your mindset but de ning yourself as a person that can deal with diversity.

7. Better quality prospecting not just more prospecting. What do I mean by better quality 
prospecting? I’m still amazed and quite honestly have to laugh out loud at my competitors 
(what they don’t know is I am laughing at them most of the time) that will say don’t 
follow Mike Ferry because all he does is teach you how to knock on doors and make 
cold calls. That is such a stack of nonsense it’s almost hard to comprehend, but most of 
my competitors are copying most of what we teach and use that as a defense mechanism 
to get you to follow them. By better quality prospecting I am referring to ... identifying 
a strong lead source where all your business has come from over the last year. Look at 
the source from every listing you sell. Can you duplicate 50% ... 60% ... 70% of those 
sources, or do they happen by chance? Strong quality means you are going back to those 
sources that can do the most for you and do the most good for your business. We both 
know that Past Clients and your Center of In uence are strong sources of listing property. 
We both know that in most markets For Sale By Owners and Expireds are strong sources 
of listings. We both know that Just Listed and Just Sold phone calls and doors are good 
sources of listings. Read my report on “60” methods of getting a listing and look carefully 
at the top 21 that I recommend for better quality prospecting.

8. If your market place allow sit(in some parts of Canada this is not allowed and in some 
parts of the US this is not available) ... as I said, if your market place allows it, start and 
become a strong Expired expert. Why? Because when a market goes  at or declines, the 
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number of Expireds increases dramatically and you want to be prepared to get those listings.

9. Expand your territory by moving outside of your comfort zone, move out of your little 
geographic area and start working a larger area. As I told some agents a week or so ago, 
put a pin in a map where your of ce is, draw a circle 3-4 miles around your of ce and then 
move that circle out 2 miles. You’re probably going to add an enormous number of people 
you can talk to about buying and selling Real Estate.

10. This will sound a bit unusual ... but it’s good for a  at or declining market. Start 
building relationships with agents that are failing ... succeeding at low levels and agents 
that are going to leave the business. Talk to them about you adopting their database and 
paying them a referral fee for any business that comes out of it. Many, many, many great 
agents built their business off of this simple idea.

11. Strongly consider and start using what I call “reverse offers.” We brought this to 
agents during 2007, 2008 and 2009 and created thousands of transactions with this simple 
thought. If you have somebody that has looked at one of your listings several times with 
another agent ... strongly consider having your Seller write an offer for what they would 
accept to the Buyer. Since most agents that show property are not strong salespeople, this 
reverse offer technique can ignite an offer.

12. If you have a staff or an assistant, get their database ... COI ... ask permission to start 
contacting and marketing to those people and pay your staff/assistant a referral fee.

13. If you are going to show property ... show your own listings first ... always. You 
have an obligation to the Seller, as a strong listing agent, to do what it takes to sell their 
property. As the inventory in your MLS market grows and more importantly, as your 
inventory grows, show your own listings  first or as I always say with a smile ... “It’s so 
much easier to deal with the other agent in a transaction when you are the other agent.”

14. I’ve had a lot of great Superstars send me their thoughts as to how to address this 
market. For example ... “I have to remain in much closer contact with my pending 
transactions when a market is slowing down, rather than handing them off to my 
Transaction Coordinator. Not only do I need to communicate with them to keep them in 
the transaction but also ask for referrals while they are in the transaction, as this is when 
they are thinking the most of myself and my services.”

15. “Call all of my vendors or my other best referral sources monthly and provide a higher 
level of service to them, which will allow me to create a better image with them and 
receive referrals faster.”

I’ve asked about 50 of what many people consider to be the top agents in the country 
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to participate and give me their suggestions. I’ve received a lot of great thoughts from 
people like Yasmin Saad ... Hal Sweasey ... Michael Young ... Elena Bluntzer ... Karen 
Bernardi ... Nora Avalos ... Val Puddington ... Tony Smith. So, I am going to continue this 
report now by adding some of these great thoughts to the existing points from above. The 
more strong sales techniques we have, the better chance we have to build our business 
when so many around us are floundering.

16. Ask yourself this simple question every day ... “Who will list or buy from me today?” 
Be specific in looking at your database ... be specific in looking at your leads, and listen 
carefully to the responses you get while prospecting.

17. When talking to your database ... make them very aware of the market conditions, as 
a certain portion of them will want to sell in the very near future. By waiting, they could 
actually net less money later than they could now.

18. Make a very specific list as to why a homeowner should choose you to list their 
property versus anybody else. Take the ego out of the list and make it specific to the needs 
of a Seller.

19. Strongly consider using your MFO Plan of Action as an exact checklist for your Seller 
to review weekly. As you call them, ask them to check off the things you are doing. This 
will help them see the importance of a price reduction as they see all of the steps you are 
taking and not getting the result they want.

20. Quickly learn the personality type of each of your Sellers, so you can approach them 
regarding a price reduction from their side, instead of from your side only.

21. Contact agents in your market and ask them to refer you to their soon-to- be “Expireds” 
... you can do the same for them and you can pay each other referral fees.

22. If you are not charging a Transaction Fee ... consider it to offset some of the expenses 
of a larger inventory.

23. Strongly re-evaluate your staff to make sure they are providing the highest Customer 
Service possible ... as a property sits on the market longer, Sellers need to feel more 
comfortable with what you are doing and how it’s being done.

24. Start building personal and business cash reserves now. Every so often, as a market 
shrinks cash becomes the king and the most important product that you have.

25. As stated above ... improve the quality of your prospecting, and then consider simply 
adding 15 minutes to each day of prospecting. It will add a big number of contacts over 



August 23, 2017 | BUILDING YOUR BUSINESS IN A FLAT OR DECLINING MARKET
© 2017 The Mike Ferry Organization. All Rights Reserved.

 Page | 7

the course of the month.

There are three of what I refer to as universal laws in the Real Estate industry.

These laws pertain to productivity and solving any problems that Real Estate agents and 
Brokers deal with. If you understand these three laws, you are going to succeed.

LAW #1 ... Recruiting solves every problem that a Real Estate Broker can ever have with 
their Real Estate office or company.

LAW #2 ... Prospecting for recruits or an agent prospecting for listings will solve every 
problem a Broker or agent could have.

LAW #3 ... Taking listings solves every mental, production and more importantly, income 
problem an agent has to deal with ... take more listings.

I hope that some of what we have discussed here makes sense to you and is usable by you 
and for you.

Remember we teach “common sense.”

If you are reading this report and you are new to MFO teachings ... or if you are reading 
this report and trying to decide if MFO is the right training or Coaching company for you 
... or if you are reading this report and you are a client of one of our many competitors ... 
remember these four words as you build your business: mindset ... skills ... activities ... 
and actions ... these are what build a career.

One of my competitors recently stated that he was named the number one “Thought 
Leader in the Real Estate industry” and then he again stated a couple of days later that 
he was “The Oracle of the Real Estate industry.” Quite honestly I do not believe our 
competitors can create these kinds of reports with these kinds of ideas for you ... I take 
that back ... “they can copy them ... put their letterhead on them and send them to you” as 
if they were theirs.

Here is my thought for all of you to consider when looking at building your career ... “Go 
with the original or go with a copy. Or simply stated, go with the best, which we have 
proven to be, or go with the rest.”

Mike Ferry


