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By Kelly Koskela

What do we like about the  picnic?

There is always a nice combination 
of fun, relaxation and amusement 
at the all-company picnic. Last year 
the 300+ who attended enjoyed a 
talent show, dessert contest, profes-
sional face painting, rock wall climb-
ing, friendly competition between 
the north and south offices in a 
volleyball game and our traditional 
horseshoe tournament.

NAR Survey Reports What Sellers 
Want Most from Their Agent
As we struggle and strive to meet the chal-
lenges that this changing market creates 
for our client Sellers and Buyers, we are 
recognizing that the true challenge lies in 
the distance between reality and perception 
in the client’s mind. Some consumers have 
a perception of the current, local real estate 
marketplace that is far from the realities that 
we are seeing. Similarly, distance between 
perception and reality may be preventing 
some of us Realtors® from a successful shift 
in our business model that could better 
meet the clients where they are.

Consider, for example, the Sellers surveyed 
in the National Association of Realtors® Buy-
er and Seller Survey in 2007, which revealed 
that the most important factor in choosing 

a real estate agent to sell their home is the 
reputation of the real estate agent (38%).  
The second most important factor in choos-
ing a real estate agent is the agent’s hon-
esty and trustworthiness (20%).  This timely 
news flash is a wake-up call for all of us.  The 
Sellers are focused specifically on finding a 
“safe place” in their Realtor® of choice.

Our consumer has shifted in the way that 
they “consume” real estate.  Has your busi-
ness model moved to meet them where 
they now are?  We have always recognized 
the importance of top-of-mind-awareness 
and recognition by our sphere.  However, 
most real estate agents would perceive 
the highest factor in importance to be 
perception of the Realtor®s ability to get 
the highest potential sale price, or the 
Realtor® who provides the lowest fee for 
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services, or possibly the Realtor® with the 
strongest expertise in that Seller’s specific 
market/neighborhood.  Does your pre-
sentation reflect your strong reputation, 
honesty and trustworthiness?

“I don’t specifically talk about my trust-
worthiness or honesty, because anybody 
can say they are 
honest. I try to 
demonstrate my 
integrity right from 
the start. My CMA 
is designed to give 
a true picture of 
the market and the 
selling price, good 
or bad, as opposed 
to telling a seller 
what it takes to 
‘buy’ the listing. I 
also make sure the 
Seller always feels in charge — I will help 
them make smart decisions but they will 
always have the final say,”  explained Joe 
Hajos of Roseburg.

Mary Gilbert, also in the Roseburg branch, 
believes that her positive reputation with 
other agents is a benefit to her clients.  “My 

presentation has information on how to 
choose your broker. One of the points I 
emphasize is the reputation an agent has 
with other agents. I explain that through 
the various Realtor® boards and commit-
tees I have been involved with, I have a 
good working relationship with all the 
local Realtors® and they are comfortable 
bringing their clients to my listing.  If your 
agent’s reputation is not good with their 
peers, you could miss out on showings, or 
lose a buyer.”

If you find yourself in a position of heavy 
listing inventory, where additional listings 
would be as much a curse as a blessing, 
consider how this concept can serve your 
current clients. For your next price reduc-
tion appointment take time to rebuild or 
reinforce the reputation and integrity of 
yourself and the company.  One vital ele-
ment to building trust is showing that you 
have kept your promises.  Review in detail 
the market plan you have executed. There 
is also great integrity in specific statistical 
information regarding the overall market as 
well as how their micro-market is performing.

Another fascinating revelation that comes 
from the recent consumer survey, is that 

your expertise in real estate does not show 
up in the top four factors in choosing a real 
estate agent.  In fact, the top 72% of high-
est priority factors do not even mention 
market expertise in any way!  This news 
compels us to take another look at the 
messages we are delivering when pursuing 
listing agreements with Sellers in today’s 
market.  Fortunately, we have the resources 
available to quickly update our presenta-
tion to meet the Sellers and serve them as 
they want to be served.

Sellers continued

Byron recently returned from the annual Gibraltar Circle meeting.  The Gibraltar Circle award is given by Prudential 
Real Estate Affiliates to the top 50 companies in the Prudential network. Our company ranked number 25.  “Every 
year I am so proud of our company when I have the privilege of attending the Gibraltar Circle meetings — and I 
wouldn’t be here without all of your hard work,” said Byron.  “It gives me an opportunity to meet with owners of 

similar size companies to find out what they are doing and what emerging trends are happening in our business.”

While these meetings are usually held in vacation spots, the agenda is packed with speakers and presentations. This year the event 
was held on the island of Oahu, which gave the attendees the opportunity to tour the very successful Prudential office in Honolulu 
owned by Bill Chee, a past president of NAR. 

Another day, PREA discussed new programs they were working on — a majority of the discussion related to the Internet and web-
site relationships. The Prudential franchise owners also shared their ideas regarding recruiting, use of the Internet, ways of encour-
aging production, and best business practices to stay competitive in today’s market. 

Byron Attends Gibraltar Circle
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This year’s line-up will be just as entertaining 
for all ages, if not more! The Fun Crew’s cre-
ative juices were flowing… Are You Smarter 
Than a Realtor®? and a corn-on-the-cob  
eating contest are on the schedule. There 
will be another horse shoe tournament and 
a north vs. south volleyball game, so get 
ready to bring your game! More things are 
planned, but you’ll have to attend to find 
out what those are. Don’t forget, there are 
PRIZES!
When asked why they enjoy the all-company 
picnic, Roger and Nancy Snyder of our 
Roseburg office, said, “We love visiting and 
networking with everyone at the picnic.  We 
have a great group, and awesome friends, 
food and fun!  We closed a transaction from 
a referral last year.  Let’s do it again!” I asked 
my daughter, Mariah, why she likes the 
picnic. She just replied, “Because it’s fun!” 
And she is right, it is fun. 
With so much emphasis on going “green” 
around us, you won’t be surprised to hear 
of what the fun crew has come up with to 
help out. To cut back on waste, bottles and 

cans that fill the garbage cans, there will be 
dispensed beverages and souvenir cups for 
everyone. Lemonade, iced tea and cold water 
will be served. We will also have a beer and 
wine garden. You’re more than welcome to 
bring your own soda pop.
The winner of the art contest is Jay Mulkey. 
In second place is Laura Chrestenson, daugh-
ter of Thuy in our Stayton office. Prizes will 
be awarded at the picnic and you will see 
Jay’s piece at the picnic. Both can be viewed 
on www.PrepOnline.com. Congratulations 
to both!
Remember…there is nothing you need to 
bring, except your family and an expectation 
of fun. Lunch will be catered again (chicken 
and burgers are on the menu). Last year By-
ron grilled up fresh tuna. What a treat. And if 
you know Byron, he’ll have another surprise 
grilling this year. 
Anyone interested in helping out with picnic 
activities can contact Lisa Carswell, the picnic 
coordinator, at ext. 1258. As usual, extra 
hands for clean-up at the end are always 
welcome!

‘08 PREP Picnic continued New Agent Training 101
Classes at Oakway/ 
Western Title Conference Room
July 7  	 9:30-10:30 a.m.
	 Business Overview & Expectations
	 Byron Hendricks, CEO/Owner

	 10:30-Noon
	 PREP Tech Overview
	 Jodie Felten, Network Administrator

	 1:00-4:30 p.m.
	 Prospecting: Building Your Sphere
	 Marcia Edwards, South Operations V.P.

July 8  	 1:00-2:30 p.m.
	 MLS Access Class (ilinc)
	 Ken Howe, Technology Director

July 9  	 9:00-Noon
	 Time Management
	 Lorena Teer, Principal Broker

	 1:00-4:30 p.m.
	 Prospecting Using  
	 PrudentialHomeFinder
	 Ken Howe, Technology Director

July 11  	 9:00-Noon
	 Obtaining the Buyer Decision

	 1:00-4:30 p.m.
	 Buyer Loyalty with Eric Willard
	 Alec Armour, Principal Broker

July 14   	 9:00-Noon
	 Open House Techniques with  
	 Amy Clark

	 1:00-4:30 p.m.
	 Phone and Floor Techniques
	 Katherine Domingo, Principal Broker

July 15  	 1:00-2:30 p.m.
	 PrudentialHomeFinder Website (ilinc)
	 Ken Howe, Technology Director

July 16  	 9:00-Noon
	 Residential Evaluation of Property

	 1:00-4:30 p.m.
	 Listing Appointment Preparation  
	 & Scenario
	 Judy Yriarte, Relocation Director

July 17  	 9:00-Noon
	 Financing with Reliance Mortgage

July 18  	 9:00-Noon
	 Sale Agreement
	 Gwen Petersen, Principal Broker

	 1:00-4:30 p.m.
	 Listing Contracts
	 Sue Curths, North Operations V.P.

Listing Presentation  ‘Storefront’

www. prudentialhome�nder.com

WhereBuyers Find Their Homes
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2007 Buyer/Seller Survey by National Association of Realtors®

Prudential Real Estate Professionals is unveiling a brand new 
listing presentation tool.  You will have the opportunity to tailor 
our brand new custom designed listing proposal pages to your 
listing presentation.  Watch the calendar for an opportunity to 
revamp the materials that you carry to each of your presenta-
tions (not the “leave behinds”) into a fine-tuned, top-of-the-line 
“wow” presentation book. Refer to calendar 

www. prudentialhome�nder.com

We’ve Got You Covered

Salem

Stayton

Silverton

Albany

Corvallis

Eugene

Roseburg  

Seven branches and over 400 associates throughout the  

Willamette Valley and Umpqua Basin, all working for you.

Our inventory stretches the I-5 Corridor reaching from  

Washington to California.



Welcome to our
New Associates

w

Branch Locations
Eugene (Oakway):
497 Oakway Road, Suite 400 
Eugene, Oregon 97401

Eugene (Willamette):
1601 Willamette Street 
Eugene, OR 97401

Eugene (Chambers):
1717 West 18th Avenue 
Eugene, OR 97402

Roseburg: 
1479 NW Mulholland 
Roseburg, OR 97470

A special thanks to Adrienne St.Clair for your efforts to 
connect us with top candidates.  We are selective about 
who carries the Prudential Real Estate Professionals affili-
ation on their business, as they share your reputation 
in the marketplace.  If you know anyone interested in 

understanding more about the opportunities in a career 
in real estate or an experienced associate in a cooperat-
ing office who may welcome the opportunities we offer, 
please contact Marcia Edwards (485-1400 x1016) or 
Lorena Teer (343-3336 x1675) .

Jason  
Wolf
With a Bachelor’s 
Degree in social  
work, Jason was 
previously with 
Home Finders Ser-

vice Regulatory Group.  He is mar-
ried to Kristen and has a 20-month 
old son, Josiah.

Sheri  
Skinner  
Formerly a broker’s  
assistant in Flor-
ence, Sheri now 
joins us as a li-
censed broker 

herself.  She also brings to her new 
position invaluable skills from the 
corporate travel and human re-
sources recruitment fields.  Born 
and raised in Florence, she is mar-
ried to David with two children, 
Justin and Courtney.  She enjoys 
scrapbooking, riding quads, and 
Duck football. 

Suny  
Kim 
A native of Korea, 
Suny attended 
high school in Los  
Angeles, earned 
her Bachelor’s 

Degree in social science at Portland 
State University, and for two years 
owned and operated a Korean 
restaurant in Eugene.  Her family 
comprises her husband, two sons 
and a dog.  She enjoys playing ten-
nis and racketball.


