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DALE < could do as pood 2
Job as they did™

After sellmg two hotises and
bving three, Monica Leitch
evaluated the oxpeniences, and
the realbors she dealt with,

Sommding” " aT Tl ke
Goldilocks tasting bowls. of por-
ridge, Ledich dealt with a varicty
of professionals, but the upshot
was that she could mot only
mich them, bat beat them,

s simple; really, Be homesd,
Be aocessible. Build a relation-
shiip with your clisnt, These wers
the things Leitch was looking
for, and what she delivers now,
a4 & realion,

Moving to Huntingburg only
A few years ago, coming from
Wisconsin, by way of Mmnesota
and Terre Haute, foflowing her
Tushaind in his education and
CArCET,

Leitch worked for an agency
1 Fasper fora fow vears, but left
when ang of their pritempal real-
tors decided o build their own
business.

It was a dectsion hat wasn't
hard %0 make, and she hasn't
regretied  making il Indiana
Realty Group is a going concen,
and it really §5 & group,” she
saicl,

“We work togedher ina smadl

effice, Bul evenvbody knows
everybody else’s listings, asd we
all work to get proportics sold,
Bl juist o o,

It sounds ideal, and Leich is
very satisfied that TRG's way of
doing business is the right way.
she thought it would be, and
that’s a big regson it was an eagy
dicision 1o 2o with Kit Beartal
who left an agency in Jasper to
st up in Dake, amd e she has-
n't regretted, nod in e entire six
weeks they have beon v exis-
Ll

“It'sa close workiing ehiviron-
menl, but we keep it loose, and
hedpfiel, and  mentoring,” she
eaiic].

The other apents lve in Tell
City and Samta Chaus, aid there's
another  Hundingburger i the
office, oo, They tend o concen-
frate on that par of southern:
Indzana, but they're ot exchi-
sivee,

O bocation of on price. The
average cost of a property sold
thnctigh [RG i around 545,000,
That means there are some that
go for a5 low as S1R000, and
sormie thal cosl a pretly peiny,
such s a property in French Lick
thal ray orver 300,000,

B each cusiomner pols the

same treatment, sadd Leisch, and
that means working for them
vl they're sxisfied,

Which mcans that the agernt is
#teefied, oo,

Lefich recalls workiing with a
couple bor over five months, and
looking at 75 houses, befors they

.E.f___:_.?wv_n _q___..“in._.__ﬁ :u_..,

i e

._._E was her most satisfving
experience in buving & house .,
and the properties  examined
were all around 340,000, the
couple's target price.

That's & lot of woek. a lot of
tmez invested in one sale, Buk
lhnt's hoear it 28 at 1Ry she sand.
W want vour business for life”

Leitch was a stay-at-home
maom. before getting into realty.
Sl talked it over with ber Faini-
Iy, parscutarly her two Kids,
before beginning o senes of
classes that added on o lwer busi-
ness degree by gamening 2 real-
tor's hicense, then a broker’s
license, and then certification as
an E-Pro, which means  gle's
mastered  the technology
roquired  for  selling on the
Entcame,

sounds sinple, maybe, bt
there were only three E-Pros in
Jazper, and now there ane bwo,

savee Leitch has moved out,

Her kids, now 16 and 17,
sorvsetines go with her when she
INSpects & NEw propeny.

*They're brutal,” she said,
baugling, “But they have a good
eve, and T listen 1o them,"”

Listening is something crucial
.:Mﬂ; mz_.umw.p:iﬁ sz saniel.

or spocialty Js fsst-timers,
and many agents don't like ko
deal with them, as there are so
many questions, Leitch s
patie, maybe from being a
mother, and answers questions,
mx matter how many therg arc.

But liztening can po both
ways and sometimes doesn', &s
when a scller is disappointed by
whial the realior says thelr prop-
criy 18 worth,

OF course the seller wants as
nnsch sy a8 possible, and i
wasn't 50 long ago that if seemed
o imaler what you paid for a
house, you could twm anound
and setl it for considerably more,

That memory haunts seliers
toclay, and soinetiines iverfones
with thefr understanding the real-
itics of the CUITETR market,

“The realtor is not emobional-
Iy ats ﬂg&ﬁmﬁﬂnﬂ&:ﬁﬁ
Laitch, “and what they tell some-
one is the tuth. They don’t have

Ay peason to underevalee a
property, bt people sometimes
don't want to believe them.”

As for the market, of which
we hear so mukh every day,
Lestch savs it has of course
affected them, bul not 50 much
a8 You might expect.

“It is a buyer's market, and
sommeons Jooking for 4 frst hoine
has an excellent chance to find
whit they wamt,”

As for sefling, she advises
waiting, In the long run, overy-
thing will come full cincle, she
says. After all, it's your home,
and if you'rc not planning on
moving &y lme soon, why
worry  over deopping  prices?
Evervthing will halance out,
eventually,

Bt if you have fo sell, be pre-
pared bo seitle for kess than vou'd
like, If getting owt from tisder a
property 15 vour goal, keep thet
in rvind, rod that you're missing
o4t on money vou'd boped For.

She: kows the psyvchology of
the sefler, amd the: buyer, having
beeny Doth, Ausd that brings her
back © how she conducts busi-
ness, Be honest; be accessible;
and embrace the relationship, as
she sasd,

There are another couple of

praciical . “‘commandments;™
Leitch believes in advertising,
and advertising must have pho-
o,

“Every time [ see an ad that
docsn't have a photo, 1 wonder
“What’s wrong with iE, that they
dort't show me what it looks
like?'"

An ideal L. _._.__.—q__u woeled
showe bosh exterior and interion,
because if there's mo shot of the
inside, sha’s off sl wondenng
abouc what's wrong widh it,

And avoid an adpstable mee
mortskre, She wais ber head m
having to even sav it

Ay last piece of advice for a
wikild-be buser?

Make a list of what you want
it & s, she sasd, Haree that list
ready For whes voul falk o a real
tor. It saves your time and theirs,

In soinneds simiple, like so much
of what sha's talked aboud, bt
there’s a world of ins and outs to
priaster in order for things o po as
well as vou wait theth 10 &5 you
navigase what can be treacherous:
WIETS,

Monica Leitch has stodicd
hard 1o keam those ins and outs,
and stads reacly to steer a olient
ba safiz harbor,




