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By John Rymer, Rymer Strategies

Ask a top general Realtor about the state 
of  the housing market and you’ll learn a 
lot about what going on. The change in 
appraisal practices. The higher credit 
scores required for mortgage approvals. 
The frustrations in dealing with REO 
and short sales. What you may not hear 
is what’s happening with new homes. If  
you’re surprised, think again.  While new 
homes typically account for 25% of  
Realtors’ commissions and got up to 
almost 40% of  total commission dollars 
in 2005 and 2006, they now contribute 
just over 10% of  total Realtor 
compensation.

“New homes aren’t very appealing to our 
business today” is a consistent theme I 
hear from top general Realtors. When I 
probed as to why new homes have lost 
their appeal the reasons are surprising 
but understandable: 

Who’s minding the store? – During 
these tough times, some builders have 
opted to staff  their model centers less 
than seven days a week or only part time 
on certain days. Others have decided to 
use “hostesses” in lieu of  true sales 
professionals.  The result is Realtors are 
uncertain when they arrive at a new 
home community during normal business 
hours that they will find the office open 

or staffed by someone who can answer 
basic questions. Providing a Realtors 24 / 
7 hotline with a well informed sales VP / 
company will give them the confidence to 
show up and get the answers they need. 

Dated information is often non-
competitive – Old information on your 
community most likely presents a poor 
value compared to today’s home 
offerings. Many Realtors’ latest tour or 
recollected prices of  your community 
may be months out of  date. Don’t think 
that just because you sent a recent hot 
sheet or e-blast that Realtors remember 
the new value proposition. Rely on 

personal phone call or office visits to 
ensure their current knowledge of  your 
community.  

Keep your website current – 
Realtors who finds the “perfect” home on 
your website, brings the buyer to your 
community only to find out the home is 
no longer available won’t just get mad, 
they will eliminate you from all future 
showings. You don’t get a second chance. 

Don’t bombard us with stuff – Top 
Realtors receive hundreds – yes hundreds 
of  e-mails per day – often promoting one 
of  more “unbelievable value” homes.   If  
you send a e-blast every other day, 
assume it goes directly to the junk bin. To 
stand out from the crowd, your info 
sheets need to stick to the facts rather 
than fluff, no more than one photo per 
home and should be updated about every 
two weeks.          

About John Rymer
John Rymer has more than 20 years experience in real 
estate development and new home sales and 
marketing, accounting for more than five billion dollars 
in sales directly under his supervision. John Rymer is 
Vice Chair of the Residential Council of the Urban Land 
Institute (ULI) and an active member of National 
Association of Home builders (NAHB). John Rymer is 
also the host of NewHomeKnowledge.com a sales 
training program for new home sales associates. Visit 
www.RymerStrategies.com to learn more.
    
About BDX
Builders Digital Experience is a one stop shop for digital 
marketing solutions. In addition to the leading new 
home listing websites, BDX offers realtor outreach 
solutions to help you connect with agents across the 
country. For more information visit www.theBDX.com. 
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At the height of the housing 

market, new homes made 

up a lmost 40% of the 

commissions of general 

Realtors. Today, it’s just over 

1 0 % . G e t t i n g t o d a y ’s 

Realtors interested in your 

new homes takes work and 

innovative strategies. 

RYMER’S RULES
Realtors have loyalty to sales associates, not the builder 
High turnover = low Realtor loyalty. Each new sales professional has to be 
re-introduced to the Realty community. 

Prove to Realtors you’re an easy sale Bonuses are nice but… if  you 
can’t convince Realtors your homes are an easy sale, they won’t bring their 
customers. 

An accurate website 
Don’t embarrass your Realtor by not having the home available at the price 
that’s listed on your website. You won’t get a second chance.

Just the facts please 
Realtors like regular e-blast hot sheets with clear, concise information. Save 
the flowery descriptions and interior photos for your customer brochures.
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