2012 CONVENTION ADDRESS                                        MARTIN J. RUETER

Good afternoon, Weichert!
Welcome to Atlantic City…salt water taffy capital of the world … home of HBO’s Boardwalk Empire…inspirational street names for the Monopoly board game…and every little girl’s dream, the Miss America Pageant.  

Welcome to a city that’s reinventing itself every day. Like you and me, and our great real estate business.
Our convention this week is indeed a time of reinvention, a time of renewal, of recommitment …to industry leadership …a “full service” customer experience…to personal fulfillment and success. 
A time for seamless execution as ONE, amazing Weichert team. 
POWERFUL … like the big ocean outside … surging … …engulfing the competition … guiding consumers across seas of indecision, complexity, fear… onto calmer, safer shores. 
(Sounds like a new romance novel, “Thunder on the Beach.”)
CONVENTION THEME

Our convention theme is just as metaphorical, and appropriate for this historic gathering of Weichert® professionals …“Come Together.”  Not the Beatles version, not Aerosmith’s tribute or Michael Jackson’s – but Weichert’s own …home grown, edgier, more confident, more understandable. 
· We’ve “come together” to celebrate our 43rd year as a real estate powerhouse, our 11th year as a still growing national franchise – the first-ever gathering of Weichert Associates from corporate offices here on the East Coast, and Affiliate offices from around the country. 
· “Come together” to blend our singular “people focus” with the latest innovations and technology.

· “Come together” to celebrate past achievements, recent successes … and an even brighter future just ahead.   

· “Come together” to learn and share… to laugh and cry with old friends … and to welcome new family members. 
Different accents, shapes, ages and colors… different markets and business practices… but always ONE Weichert … one brand, one team, one vision, one solution …structured, systematic, successful. Noticeably different!  Noticeably better!
THE NEW MARKET

2012 has been a noticeably better year. The storm clouds have scattered. The sun is breaking through. 
· Year-to-date sales nationwide are 12% ahead of last year.  At Weichert, it’s closer to 19%. 
· Inventories are down more than 20% from a year ago, constraining a faster recovery. So bidding wars have returned in many markets. 
· Still, prices remain affordable. And interest rates can’t get more interesting. 
· Home builders are, thankfully, back in business, with the highest number of new applications in six years -- although half of new projects are for apartments.
· Investors are out in droves, including foreign investors. Real estate’s found its cash flow again.
· And if you haven’t noticed, it’s an election year, with lots of programs and promises about employment, housing, small business, and tax reform. New hopes. Better changes. I want to believe them. 
With clearer skies there’s a deep sigh of relief.  We can begin to dream again … to plan and strategize … to shift our businesses  into high gear… to replenish our losses … to “come together” here in Atlantic City to kick back on the beach, or kick up our heels at the shows and casinos. We all deserve it.
One thing we cannot do is revert to our pre-recession ways, those years of reckless real estate when customers became faceless commodities…when we ignored negotiating and selling skills, but wrote higher than full price offers anyway. Real estate got sloppy because there was too much of it. It wasn’t Monopoly we were playing -- it was Easy Money.  
Today’s market is often called the “New Normal” – with production levels considered wonderful before the bubble burst.
· A tentative market requiring superior systems, structure, service and salesmanship.
· A demanding market with enlightened, empowered customers convinced that every transaction should be like TV’s Shark Tank. 
· A technocratic market where texting has supplanted talking … where my iPhone minds my business better than I do.
· A most expectant market where real estate agents must know more and do more to justify their purpose, and fees. 
The market is wide open, with nearly 30% fewer competitors. Offices that survived those tough times are hardened from experience – yet reluctant to take risks and install new things.  
There are new players as well – online aggregators, licensed body shops, Amway lookalikes … offering platitudes, hot air, residuals, and discounted everything, instead of distinguishable programs that support clients and customers. 
A million penguins with smart phones and lockbox keys, squawking the same indiscernible noise. 
Regrettably, most consumers see us as interchangeable, looking and sounding alike, where the only difference is a lower commission or a more winsome personality. 
If we’re not careful, we can get lost in this murky morass of real estate sameness…dismissing leads … ignoring our marketing tools … “friending” people versus actually shaking their hands … selling cost instead of value. 
Our challenge, our opportunity as Weichert professionals is to pierce through this shroud of sameness and outshine everyone else.  In brilliant yellow, of course!
While we are rightfully proud of our expertise, Boy Scout virtues, and consumer orientation, so are some competitors. It’s not always WHO we are that gives us the edge , but WHAT we will do for our customers -- tools, services, systems,  consistent, flawlessly executed, unlike the rest, better than the best. 

PROGRAMS AND SERVICES 
We’ve introduced many things since our last Convention -- tools and services to further differentiate ourselves: 

· Weichert Lead Link to promote “Just Listed” properties.
· Seasonal campaigns and contests to keep us focused on daily real estate activities, and have fun along the way. (Someone tried to use “Jimmy Bucks” at the crap table last night).
· Specialized training in relocation, working with small real estate investors, short sales, improving leads conversions and other timely updates.
· Formation of the Weichert Affiliates Commercial Network for those specializing in non-residential properties.
· The Weichert Relocation Society to drive more referral and relocation business from a variety of sources.
· Tablet versions of our popular listing tools – DOORs and the “Getting to Know You” booklet.
· Billboard advertising in even the remotest markets. 
· Corporate sponsorship of St. Jude Children’s Hospital. 
· Monday Mojo, a weekly motivational newsletter for Associates.
· And most recently, the launch of WeichertWorks.net, showcased here this week for franchised offices and agents.
FRANCHISE INTRANET

Weichertworks.net is the first Intranet that puts everything an Associate needs inside her smart phone, tablet or laptop:

· Timely information about company events, industry news, office gossip, even the local weather report.
· A place for all your directories, contacts and calendars.

· A customer relations manager for all your leads, including those from Weichert and other lead generation sources. 
· A transaction manager customized to your local area, MLS and office, with no need to re-key existing information.
· An Intranet that links MLS data to the Weichert Home Protection Plan, your company’s Gold Services providers, “forms online” and showing services.
· A marketing manager that creates flyers, websites, and easy access to direct mail and follow-up services.
· A resource for training and self-improvement, featuring weekly video tips, coaching, Weichert University and continuing education courses, where available.
Persuasive evidence that “Weichert Works” is more than an ad slogan … that we’re ready to take on the future by providing our Associates with the timeliest, very best resources. 
INTERNET SUPREMACY

By far, our biggest success has been the Weichert Lead Network. Nearly 90% of homebuyers begin their real estate search online.  The rest will be at slot machines tonight trying to win their down payment.

Weichert.com consistently ranks among the top real estate brokerage sites in the world. Among all real estate sites, we are consistently within the top 30. 
· No other real estate organization promotes their listings as widely, as well, as efficiently as we do. 
· No other real estate organization responds, screens and transfers customers, live, in minutes, like we do. 
· No other real estate organization converts more leads into customers and commissions like the Weichert System.
Revenues generated from the Lead Network comprise over 20% of commissions in our corporate-owned offices, and over 15% of revenues earned by our Affiliates. 76% of this new business involves a non-Weichert listing, suggesting that we represent our competitor’s listings better than they do. 

PROSPECTS FOR THE FUTURE
What does the future have in store for us, and our real estate industry?  
Sadly, Carnack the Magnificent can no longer tell us what’s in store for real estate. 
My favorite curmudgeon, Andy Rooney, isn’t around either.  “Life is like a roll of toilet paper,” he said. “The closer it gets to the end, the faster it goes.” 
George Carlin also checked out.  “The future will soon be a thing of the past … so don’t sweat it!” he noted.

The fortune teller on the boardwalk went out of business a few years back. Nobody wanted to know the future. 
So my prognosis must instead come from analysis and research, otherwise known as “Google and guess.”  
· The bottom has bottomed. All signs point to a steadily rising housing market. With home prices down an average of 34%  since 2006, and mortgage rates at historic lows, homes have never been more affordable -- but it won’t stay this way for much longer. Customer calls are up. So is weekly Open House attendance. So are day and night Internet inquiries.
· Foreclosures will stabilize. More REO properties were processed this year than in 2011. Those numbers will drop as banks offer loan modifications to defaulting homeowners.  Many REO’s were purposely held back because of last year’s robo-signing scandal. The continued slowdown now, however, is to allow the diminished supply of listings to drive up prices. Bulk trading will also be on the rise as banks sell homes in packages to institutional investors.
· More short sales. Bank of America reported a 60% increase in short sales in 2011 over the previous year, about the same level in 2012, or 20% of all transactions. Lenders are streamlining the process … the short sale is shorter. The government has jumped in with new HARP loans for owners who are underwater but haven’t broken the rules.
· Lots of Renting. According to the Department of Commerce, the median U.S. rent was up nearly 6% from a year earlier. The supply of rental units is the tightest in more than 10 years. The demand for rental units is the highest in 15 years. Expect the rental boom to last another two years, when buyers jump from the tight rental market into owning while the numbers still make sense. 
CHALLENGES

There’s much to be hopeful about as we peer into our crystal ball.  BUT there are trends, concerns, challenges that could muddle our horizon:
· Decline in homeownership. Traditionally, homeowners represent 70% of US households. Over the last years, that percentage has dropped to 62%. The reasons are more than economic -- people marry later, have fewer children, spend more and save less.  Real estate professionals must resell the American Dream.  We’ve stopped pushing the emotional reasons for owning a home …security, satisfaction, pride… selling instead appreciation, tax credits, interest deductions. 
· Generation-Y. 80 million young consumers now roam the marketplace, more than 77 million Baby Boomers still around, like me and many of you. I try to be relevant to this emerging consumer force. I’ve become proficient with my iPhone, talk to Siri more than my wife, and text my son because he won’t call me back. Despite these efforts, REALTORS® under age 40 make up less than 15% of total NAR membership. Meaning, we need to attract more young people into the real estate business. To do this, we must modify office space, provide coaching, business planning, the latest communications and marketing support… and a more collaborative leadership style, fostering better team spirit. 
· Seniors. Older homeowners meanwhile are looking to “trade down” their empty-nests. Only 28% are motivated by finances… 49% want to live more simply. They may be buying less of a home, but many seniors are buying two of them. Sales of vacation properties fell 56% between 2006 and 2010, but climbed back 7% in 2011. Prices remain soft; the median price on vacation homes dropped more than 19% in 2011.  Those planning to keep a home in the family for generations are snapping up homes now. 
· Immigration.  The complexion of America is likewise changing. We are a more diverse nation today, and that trend will continue. By 2050, 82% of this population increase will be from immigrants and their U.S. born descendants. Latino population will triple in size, and make up 29% of the population.  Like Generation-Y, we must be better prepared to market our services to this emerging group of clients and customers. We must recruit people of diverse generations and ethnicity to service them. 
Doing it better
Are trends like these obstacles to be avoided, or opportunities to be willingly embraced?  Ask Jim Weichert that question.      I bet you already know his answer. 
“Become that change. Then do it better.”
· In 1969, young Jim Weichert was told he couldn’t compete against old line real estate firms. He opened his first office anyway. And did it better. Today, Weichert, Realtors is the leading privately-owned provider of real estate and homeownership services in America. 

· In the early 70’s Jim saw banks clamoring for a bigger piece of the real estate pie. “Agents won’t support it,” Jim was told. Instead, he became one of them… and did it better. Today, Weichert Financial Services ranks among the nation’s top 30 mortgage lenders.  
· In the mid-eighties, Jim was told that real estate firms had to cow-tow to the demands of emerging corporate relocation companies. Instead, he became one of them. Today, Weichert Relocation Resources is among the largest relocation management companies in the world, handling thousands of employee relocations each year. Jim did it better.
· At the turn of the century, REALTORS were told the Internet was a fad ... that aggregators like Trulia and Zillow would quickly disappear. Jim joined them on the Web.  Today, the Weichert Lead Network is the “King of Conversion” when it comes to effective Internet marketing. We do it better than anyone else.
· In 2001, Jim was told there was no room for another franchise ... no chance it could grow beyond the Northeast. Instead he became one of them. And a whole lot better.  
· 35 states, 15,000 Associates, nearly 450 company and affiliated offices …11,000 Referral Associates …the nation’s largest real estate school. Commercial, new homes, corporate housing, property management, mortgage, title, insurance, home connections, a full service ad agency. The Weichert Family of Companies, all decidedly yellow.
Jim’s reaction to “can’t” or “won’t” or “never been done before” is to DO it... to BECOME that new competition AND to do it a whole lot better. We don’t fear the future. We’re not afraid of change. We don’t ignore, avoid or try to legislate it away. If the consumer wants it, Weichert becomes it. And a whole lot better.                          
INTRODUCE JIM...
NOTICEABLY DIFFERENT AND BETTER
By now everyone in Atlantic City knows that Jim and his yellow real estate disciples are here. 
Our objective in attracting consumers is NOT to blend in. It is to stick out!  
· We want to widen the gap between us and our competitors.
· We want to narrow the gap between actual performance and our limitless potential. 
How can we take advantage of this improving market and extend our leadership further and higher into the future? 

First, by remaining relevant. Consumers will not conform to our traditional practices, beliefs, and habits – we must conform to theirs – providing information, insight, expertise beyond the MLS data they already “apped” on their own. 
· Consumers want transparency as to our fees, any affiliated business arrangements, and the progress of their sale. 
· They expect us to communicate with them in multiple ways, as often or as little as they desire. 

· They want representation not facilitation. 
Second, by being the very best Associates in real estate, the most knowledgeable, most skilled, and best resourced. It is absolutely critical that every new Associate completes Fast Track training -- followed by regular activities in the field -- and supported by a coach or mentor to help them stay on track. 
· One of our goals for 2013 will be to enhance our Fast Track webinars by adding live video feeds so it’s more personal, interactive, and internalize our training quickly through prospecting and practice. 

· Another will be to perfect our “points of sale,” those critical first encounters with customers -- when we answer the phone, say “hello” at an Open House, inspect a possible listing, or make a killer presentation.

· It’s critical that even experienced Associates keep up to date, take advanced courses on Weichert University, embrace new technology, and minimize obsessive personal marketing… that they enhance their experience and personal selling skills by using Weichert’s listing and selling tools …tie-breakers that clearly show our advantages and superiority. 
Third, by putting the customer back in the middle of our focus and service delivery.  To be truly consumer-centric, we must put the well being of our customers before our own.  We must follow Weichert’s proven methods for marketing homes -- Open Houses, direct mail, consumer seminars … and drive even more Web traffic -- thus ensuring that every customer is professionally serviced and served, no matter which Associate they work with … every customer, every transaction, every time.
Last, by doing the ordinary things extraordinarily well. And doing extraordinary things no one else can do.  
We must raise the bars of performance and professionalism, so that our floor is everyone else’s ceiling. This means consulting with buyers at the office before showing them homes… presenting offers in person …using our recommended two-visit approach to securing saleable listings … and offering a bundled package of financing, title, insurance, and home connections early and often. Customers will pay for value and convenience, if they can see it and feel it. They need to experience our differences, our advantages, in clear, certain terms.  
WEICHERT PEOPLE

But tools, brochures, electronic devices, even our call center, are just that – machinery, job aids, flat screens and headphones in the hands of great Weichert people. They let Associates focus on engaging more customers, building strong relationships, and closing more deals.  At Weichert technology is a tool, never a substitute for personal contact.

· Weichert people are highly trained. We stay on top of the market. We sell homes, not houses. 
· Weichert isn’t a co-op where everyone does their own thing.  It’s a collaborative real estate organization, a company whose members share common values and common vision. 
· Weichert people have MOJO – a swagger, demeanor that evokes trust and respect among consumers and competitors.  
We continue to believe that real estate is the greatest business in the world, essential to a thriving economy. 

We’re convinced that Weichert is the place to be in real estate, the best place to start and finish a career… that ours is a career worth having, a business worth owning … that our work of solving and servicing is worthy and appreciated. 
The Genius of Teamwork

Most of all, Weichert is a team sport. 
A dozen years ago, I accepted Jim’s offer to launch a new real estate franchise.  It started with a yellow legal pad… “Weichert Real Estate Affiliates,” I scrawled at the top…and then proceeded. 
Will it be a “brand name” only franchise, or a true “business format” -- offering a consistency of service and services found nowhere else in real estate?  
Will our Associates be trained, managed, instead of allowed to do their own thing? 
I didn’t have to look far for answers. 
I looked at Jim’s offices… at you, managers and Associates from our corporate-owned offices here today … great people, great systems…an enviable track record of performance and professionalism… a laboratory of constant innovation and improvement – that’s what we at Weichert Affiliates sell every day.  That’s what attracts our franchise owners to “become a Weichert,” as one Affiliate described it. 
What’s unique about the Weichert franchise is that it is modeled after a working real estate company, successful, profitable -- a company that’s outlasted recessions, downturns and every one of those brokers in Chatham when Jim started. 
We’re the envy of our industry … looked up to… feared … respected… but never copied, because we’re in perpetual motion. 
Weichert, Realtors isn’t static. It’s a living, breathing organism -- structured, systematic.  The most successful privately owned real estate brokerage in America; one that hasn’t completed its journey to greatness.  
I haven’t arrived either. No one has… gotten to real estate nirvana where we all strive to be. That’s why we feel there’s something incomplete, still missing, something greater just around the bend – and that’s what keeps us motivated, always experimenting, always plowing forward. 
Janet Evans, our speaker on Thursday morning, will talk about this…the difference between being a winner and being a champion.  Forever striving. Never satisfied.
As we’ve seen again from this year’s Olympics, there’s often the slimmest line, the tiniest millisecond, between gold and silver. One of Janet’s world records was finally broken after twenty years. A new bar has been set. Maybe that’s why she got back into the pool.
It’s tough climbing (swimming, marketing) alone. That’s the best part of being “a Weichert.”  We are a team.
True teamwork is the rarest, most exhilarating, most productive human activity possible. But achieving such levels of energy, motivation and spirit is not always easy. 
Teamwork doesn’t happen by accident. It requires commitment and effort, a willingness to accept the uniqueness of others.  
A team is not just a group of individuals who work at the same location, or have the same logo on their business card. A real team is made up of people who may be unequal in experience, talent, or education, but who are equal in their commitment to working together to achieve the goals and good of the organization, each other, and their customers. 

A team of average individuals becomes a champion when everyone works together. When a team is working at optimal performance, it is hard to know who the leader is. In other words, the team runs the team. 
Being “a Weichert” means you are never alone…that you’re supported, reinforced, encouraged as you climb… and cushioned should you fall. 
We Need each other.
It might not seem like it sometimes, but we need each other. 

· We need your experience, your perspective, your diversity so we might see the world through your eyes.  
· We need your questions so that we might share our answers. 
· We need your answers so that we might share our questions. 

· We need your good humor so we can see life more favorably, and not take ourselves too seriously. 
· We need your resilience, your ability to put adversity aside, to slough off that lost prospect, the no show, the deal that got away…the buyer that really lied.

· We need your energy and enthusiasm to rev up our own passion and zeal. 
And that’s why we’ve “come together.”  
One amazing Weichert team.  
Noticeably different. Noticeably better. Eager, to take on tomorrow… together.
A CLARION CALL

“The future started yesterday, and we’re already late.” 



                         - John Legend, “If You’re Out There”
“Now is the accepted time, not tomorrow, not some more convenient season. It is today that our best work can be done and not some future day or future year. It is today that we fit ourselves for the greater usefulness of tomorrow. Today is the seed time, now are the hours of work … tomorrow comes the harvest and the playtime.”  – W.E.B. Du Bois
“I have been impressed with the urgency of doing. Knowing is not enough; we must apply. Being willing is not enough; we must do.”  - Leonardo da Vinci
“Never say ‘I could have done that’ because you didn’t.”                                                                                      ~Karim Rashid
“Once you make the unequivocal internal commitment to do something – when you absolutely know this is the time and the place to act – the world around you will shift in all sorts of apparently miraculous ways to make it happen.”  - Sarah Susanka
“Success is a choice, not an accident.” ~Joel Olsteen
As you take in the Convention this week, attending everything, hanging out in the hallways, absorbing the terrific nightlife, you’ll be informed but also inspired. 

Challenging yourself to outperform what you’ve become accustomed to doing with your real career. 
Rededicating yourself to only the highest standards of performance.
What choices will you make about your real estate license? 
A career worth having, or a fulltime part time job?  
A roulette wheel or a steering wheel?  
In which direction will you go? 
Which pathway will you take?  
Me?
 I choose success. I choose Weichert. 
I hope you will join me.
Thank you for coming together here this week. 
Have a great convention!
