     I have always found it difficult to understand how many people put more effort into selecting a camera or a computer than they do a real estate agent considering that their home is usually their single greatest asset.

     I believe that it is important to define the differences, not the similarities, when making a qualitative choice such as which realtor to represent your interests when buying or selling a home.

    All agents perform similar functions such as taking pictures of your home, entering a listing into the computer or driving buyers around to look at property. Although these functions can be done more proficiently or less, I would like to offer the principles below for your special consideration since I deem these areas to be where substantive differences can and do occur between real estate agents.

The Time Your Agent Gives To You

     Today’s business environment lends itself to the old adage “Time is Money” as people rush about as if the outcome depended primarily on how quickly they moved their bodies, their minds and their mouths.

A Fred Pierce Difference

     I believe that I have nothing more important to do professionally speaking than to place my attention on my clients and what they are saying and wanting. My head will only be in a computer or some other place when no such client wants my assistance.

The Ability To Communicate Effectively

     I believe that one of the biggest obstacles to effective communication between people occurs when somebody would rather talk than listen to the other person. Although much useful information can be imparted by being the speaker, many people find it next to impossible to discipline themselves to be good listeners. In it’s worst form, the speaker may actually feel that the listener has little to ad to the conversation.

A Fred Pierce Difference

     I have learned that much time and many mistakes can be eliminated by asking the right questions and then letting the other person respond fully. One of the greatest teachers to walk the earth was the Greek, Socrates. His method of teaching, the Socratic Method was based on questioning his students and keeping them focused. If it was good enough for Socrates, it is good enough for me.

The Ability To Empathize With Others

     Many people are so focused on themselves and their goals and desires that they find it hard to believe that just maybe, what is good for them may not be so good for somebody else. If someone doesn’t share their views on what is important or what should be done, they label the other person as obstinate or wrong headed.

A Fred Pierce Difference

     In order to empathize with somebody, you must necessarily have taken the time to communicate effectively with them in order to understand their situation and this takes some time. 

    I will attempt to view things from not only my perspective but more importantly from the point of view of my client. Only then will both of us truly benefit by having a successful outcome.

   It is also useful to be able to put yourself, as an agent, in the shoes of the opposing buyer or seller who is not your client. It is much easier to get an agreement together based on mutual understanding than it is by way of coercive tactics and one dimensional thinking. 

Honesty And Integrity

     Every business person is going to claim that he or she is honest but the state of the entire world today offers abundant proof that this is often not the case.

A Fred Pierce Difference

     I assure you that honesty and integrity are the values which I deem most important in any person whether it be on a business or a personal level.

     I would sooner have no sale than a sale based on questionable ethics.

I would rather be the lowest ranking agent in terms of sales production with the highest level of decency than the reverse.

A Caring Approach

     Have you ever done business with somebody whose eyes are like the window of an old fashioned cash register as it rings up the sale with a loud “ka chink, ka chink”? 

     Have you ever felt that every word and deed of some business person is an attempt to measure you for whatever gain they can extract from you as if to use your very words against you?

     Such a person does not care about you.

A Fred Pierce Difference

     If you have no feelings for people and do not put what is in their best interest before yourself, it can be said that you don’t care about the other person.

     I want people to say to themselves after a real estate closing on their home “Fred Pierce cared about us.” “I am going to do business with him in the future and recommend him to others.”

Appreciation

     One of the saddest things to endure personally is lack of appreciation when we have done our best for somebody else and they take it for granted.

     When you buy a cup of coffee at the local franchise, you don’t expect a show of much appreciation but when you allow a real estate agent to take charge of the marketing of what is likely to be your biggest single asset, you expect more in the way of thanks. You paid a substantial commission and it would be nice to feel as good about things as possible.

A Fred Pierce Difference

     I will be appreciative of your business for more than the obvious income it brings. My greater appreciation will be that you have thoughtfully made your choice of real estate agents and at the end of the day, you had enough  confidence and faith in me that you allowed me to be your most appreciative servant!

   Lastly, I just want to say that all of the above words are of my creation and are not taken from some marketing manual on how to chum customers.

